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SALESMEN’S CLASS STANDING WEEK ENDING DECEMBER 23, 1910 
THE CLOSE OF THE CONTEST 


PRIZE WINNERS 


AAA 
Bird, E. R. 
Bleecker, H. E. 


Gumpper, J. D. 
Johnson, R. S. 


AA 


Heusner, G. L. 
Milliron, E. L. 
Saunders, C. E. 
Smith, W. C. 
Todd, A. F. 
*Thompson, W. A. 
*Waite, H. G. 


A 


Benham, M. C. 
Collins, S. A. 
Crandall, W. V. 


Hessenmueller, K. F. 


Potter, WoC. 
Richardson, F. H. 
Williamson, J. H. 


B 


Bowen, G. H. 
Dorsch, A. W. 
Dietch, J. N. 
Dunean, R. L. 
Fitzpatrick, W. J. 
Peeples, F. H. 
Parker, W. 8. 

C 
Anderson, A. 
Bagby, A. E. 
Byrd, A. L. . 
Davis, J. M. 
Deming, W. N. 
Devereux, F. M. 
Dobson, H. E. 
Eggleston, C. R. 
Eichelberger, W. F. 

*Gustorf, E. B. 
Harley, Geo. 
Jeavons, H. J. 
Jenkinson, W. H. 
Kennedy, W. M. 
Knoche, F. A. 
Ladd, W. H. 

,vaughrey, Ve 
Leavitt, W. Q. 
McCaskey, M. C. 
Murphy, E. J. 
Olson, J. C. 
Purdy Ele 


C— Continued 


Rich, R. F. 
Roberts, J. G. 
Romer, Geo. 
,omith, L. 
Thompson, E. R. 
Ward, Jas. 


D 


Abel, J. C. 
“Daye a... 
Bentel, G. E. 


*Bradfield, W. 


Briggs, E. H. 
Byrd, #..D. 
Casey als i 
Cashman, P. F. 
Chase, D. W. 
Chrone, R. E. 
Connolly, J. F. 
Cook, F. H. 
Downer, J. A. 
Dalegaard, H. 
Fertig, K. W. 
Ginther, L. R. 
Hayes, E. P. 
Heintze, Max. 
Homsher, J. E. 
Jordan, M. S. 
Libby, F. J. 
Lindsley, H. 
MeGibeny,.V. 
Merickel, J. W. 
Moffat, A. E. 
Pinkerton, J. M. 
Potts, TC: 
Ring, N. A. 
Riverin, S. O. 
Ryan, D. A. 


Savercool, W. W. 


Sehnabel, G. H. 
Seott, G. W. 
Seymour, D. J. 
Stoddard, S. D. 
Tucker, J. M. 
Walters, F. EH. 
Ward, D. 
Weiss, J. G. 


E 


Alleman, W. D. 
Childs; .H=D: 
Dolan, E. P. 
Earle, H. U. 
Ettinger, E. C. 
Ford, D. J. 
Kelly, C. H. 
Kotz ah 
Law, C. P. 


E— Continued 


Lahon, L. H. 
Mann, W. M. 
McCall, W. I. 
McCracken, R. 
McCurdy, G. A. 
MeIntosh, R. E. 
*Olds, KOH: 
xPayne, C. B. 
Reuben, G. H. 


Robertson, W. Y. 


Rosconi, Nap. 
Sheehan, J. S. 
Sherlock, R. H. 
Sibley, J. R. 
Smith, J 20.” 


F 


Austin, Osey. 
Bosworth, W. T. 
Coddington, R. 
*Combs, HN. 
Englebert, E. A. 
Franklin, E. C. 
Hartgen, A. G. 
Holbrook, A. W. 
Hough, A. H. 
Hull G.2H: 
Keller, J. F. 
Laverty, A. 
Lueas, O. G. 
McClure, R. 
*Me Waters, T. F. 


Milliron, D. N. B. 


Morris, F. E. 
Nicholson, H. J. 
O’Brien, W. J. 
O’Neil, J.P: 
Percival, A. T. 
Quarles, G. R. 
Smith, O: P. 
Thompson, R. E. 
Ward, J. C. 


G 


Bachers, H. P. 
Bassett, A. E. 
*Beadle, [..6, 
*Bechtel, R. W. 
*Boshler, C. W. . 
Brock, H. JL. 
*Brooks, E. A. 
Cashman, J. A. 
Cornell, A. B. 


*Dalgaarde, Aadge. 


Denton, E. M. 

Dieteh, H. F. 

DuBois, J. D. 
*Dunkel, N. J. 


G— Continued 


*Dunn, EH. 
Erwin, J. E. 
Frierson, C. R. 
*F'rost, C. 8. 
*Garrison, J. D. 
Gaskell, W. H. 
*Gentry, Reuben. 
*Guenther, A. M. 
Hafner, G. W. 
*Harding, KE. M. 
*Harris, H. J. 
Hastings, G. H. 
Hofiritz. Ca Wwe 
Hyde, C.S. 
Jenkinson, E. L. 
*Ligon, E. J. 
*Martin, F.C. 
*Mason, H. W. 
Mathers, T. D. 
*MecClatchey, 8S. F. 
McCracken, J. O. 
MelIntosh, A. 
Meader, L. 8. 
Medsker, J. H. 
*Miller, J. A. 
*Moore, H. R. 
*Pabst; Naas 
«Pannel, IN7 JB, 
Peacock, D. A. 
*Phegley, F. G. 
*Potter,G. If 
Pratt; Wong 
Purdy, J.B: 
Rahn, S. B. 
Ratliff, A; G. 
Riddell, Geo. 
Roseoni, F. 
*Rowland, J. L. 
«Rutt, R. A. 
Saunders, G. R. 
Schlisinger, M. B. 
Shields, D. H. 
Smith, W. 
Speake, Claude D. 
Stimson, J. H. 
“Stout, C. A. 
Thompson, O. A. 
Van Horn, C. H. 
Wagner, J. L. 
Walker, EH. P. 
Ward, F. B. 
Waters, S. B. 
White, J. C. 
Whitemore, J. H. 
Whittlesey, G. 
*Widener, J. G. 
Williams, Joe. 
*Willson, OC. A. 


The position of a name in the different classes has no significance as to the relative standing in that particular class. 
* The names before which appear a star are salesmen who are ineligible for prizes for reasons due to contest rules. 
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669541 
To the Entire Sales Organization 


q At this, the close of the year 191 0, we can feel justified 1 in pausing 
for a brief rest.and a retrospective olance at the year’s work. Every - 
man has been interested in the result of his own work, the making of 
his Quota and in exceeding it as far as his opportunities permitted. 
Interest has been keen also at the several Sales Offices to make the 
Quotas and there has been evidenced an interest on the part of all in 
the General Quota. The reports in this issue of the Boomer show in 
some detail the standing of the individual salesmen and the Sales Offices. 


@ You will also be interested to know that the General Quota of 
$2,515,000.00 lacks only about one per cent of being reached and 
that the sales show an increase of more than half a million dollars over 


1909. This has been the result of hard work which has been fully 
appreciated. 


@ We are now looking forward to 1911 with the feeling that the a 
year s work must count in the development of our sales force as it 
counted in the development of our line and that greater results will Ie 
obtained. 


@ By the time the next Boomer is issued we will probably be prepared 
to announce in detail the sales plans and quotas for the year, and by 
that time expect that every man will be in his place to prosecute with 
vigor the work before us, just as we expect all to take advantage of the 
holiday season for rest and recreation. 


@ We wish each of you all of the compliments of the season and full 
enjoyment of your respite from work. 


"Tf all the year were playing holidays, 
To sport would be as tedious as to work." 


@ With cordial good wishes for your work, | am, 


Yours very sincerely, 


D. A. COREY, Gen’l Sales Manager. 
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Please pass the New Year’s spirit. Thanks! 
Now, all together, Happy New Year to all and 
congratulations to 1910 prize winners. 


We extend the conventional New Year’s 
ereeting but in no perfunctory spirit. Grate- 
ful for the abundant prosperity of the past year 
and with high hopes for the future, we extend 
the heartiest well-wishes for a happy and pros- 
perous new year to all. 

Another year gone! You can’t save time; 
the best you can do is to improve it as it passes. 


Roy W. Bechtel called on a prominent taxi- 
cab company that has been experimenting 
with the Ultimate. Without detailing the case 
Roy’s report tells the condition, which is al- 
ways the ultimate: ‘‘Have Cam outfit; water 
pipes frozen up. Lost 405 gallons of gasolene 
last month, totaling 1,785 gallons to date. Man- 
ager holding directors’ meeting. Took time to 
tell me will render bill to Cam company for 
loss and will talk to me tomorrow.”’’ 

J. Herbie Armstrong, the celebrated fisher- 
man, has built a new home, a feature of which 
is a complete.aquarium located on the first 
floor. 

We don’t know whether the parallax of the 
diamonds given to the prize winners have been 
computed, but they must be at least a minute 
and a half of are to show on such bright men. 

* * Bd % 

Toronto business for 1910 marks an epoch in 
the sales history of that branch, likewise an 
epoch in several salesmen’s business. Sales 
epochs are becoming frightfully common among 
us. 

J. D. Gumpper was the first man in the AAA 
aes and stayed there to the finish. Good work 

ake. 


* * zs 


Brown to office boy: ‘I want to send you on 
an errand. Can you remember anything long?’’ 

Boy: ‘Yes, Hessenmueller’s name.’’ (He got 
the job.) 


A wise man is he that profits by defeat. 

It’s no trouble to grin when you win. It is 
trying to grin when you lose that makes your 
jaw feel like you had the mumps. But defeat 
brings wisdom to some men while it afflicts 
others with a grouch. Better a man who 
fails in his efforts to do something than one 
who never tries. So to all ‘‘nearly winners’’ 
we would say: ‘‘Brace up! Rouse your cour- 
age, your will-power, your determination, and 
force yourself to the front rank in 1911. _ If 
you plan wisely to this end nothing can stop 
you from taking your place among the ‘actual 
winners’ in the new year.’’ 

Oh, well, whether Stata wins or loses he can 
still wear his whiskers any style he chooses. 

Charle Hoffritz, the boy that makes a noise 
like a steamboat, came in last week to show us 
his new fur cap and coat. 

The neglect of the simple purchase of a Bow- 
ser may develop into a compheated job for the 
undertaker. 

Salesmanship is not all personality, not all 
enthusiasm, not all nerve; it is part method, 
part preparedness, part persistence and, most 
of all, hard work. 


ne wv wy 
we Rs 
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After carrying on a desperate flirtation with 
first place in the District Superintendents’ 
Race, Murray had no trouble in making suit- 
able arrangements for second position. 

* * zi * i 


Me le e 
iis as x 


The Boomer has been appointed official score 
marker in the game of pool between W. R. 
Hanee and C. C. Barnett, and we have reserved 
a near-by table for the purpose of refreshment 
and sleep during the game. 


e y ‘ 
* * * * 


J. Henry Medsker, our prodigious, prosper- 
ous, prominent and pleasant Pittsburg persuader, 
came in for the holidays and ineidentally to try 
our cigars. 


ve x x. me 
% * * 4 


“SOUT DEYOTA.”’ 


Pat Cashman, who travels in the above state, 
where Swedes numerously abound, told us he 
recently overheard the following: 

‘*Younie, come here onct.’’ 

“NOL O1e ne tee 

“Yes, you did, if I bringt you.’’ 

x * x * ie 


The design on the front cover quietly sug- 
gests the advantage and opportunity to ‘‘Take 
time by the forelock.’’ 
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W.R. Hance, Mgr. Canadian 
Branch, Winner of First Prize for 
Securing Largest Per Cent of 
Quota in Branch Office Sales. 


THE FINISH OF THE BRANCH OFFICE 
RACE 


Toronto. 

San Francisco. 
Chicago. 
Boston. 

Fort Wayne. 
New York. 
Philadelphia. 


Hats off to Canada! The Britons won and 
by no mean margin. They took the lead in the 
middle of August and kept it right up to the 
finish. 

Chicago and ’Frisco tried hard to rout them 
and contended strenuously between themselves 
for second if not first. Each division put up a 
splendid battle. Philadelphia, under the most 
trying conditions and severe handicap, made a 
commendable fight and a good showing. A re- 
trospeection should fill all with satisfaction and 


JOY. 


Vf if fyi) 
MY in 


D. S. Johnson, Dist. Mgr., San 
Francisco, Winner of Second Prize 
for Securing Largest Per Cent of 
Quota in Branch Office Sales. 


EE 
——- = Y7 y 
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J. H. Armstrong, Div. Super- 
intendent, Winner in Contest 
for Largest Per Cent of Quota 
in Division Sales. 


At noon, Dee. 23, Mr. Bowser, as is his Christ- 
mas custom, requested that we lay aside the 
urgent cares of business for the moment and 
meet with him as in a jovial family gathering 
that he might greet each one of us personally. 

After a very neat speech, in which he ex: 
pressed sincere appreciation to every person 
connected with the firm for the intelligent and 
faithful services rendered, he presented us with 
a Christmas present, consisting of a very fine 
hthograph of some noted statesman as issued 
by the Government. Factory and office em- 
ployes, branch office employes, salesmen’s wives 
and, in fact, everyone but the ‘‘unattached”’ 
salesman, was thus remembered. 

In very few firms the size of Bowser & Com- 
pany is the employer as close to his employes 
as President Bowser is to us and may we en- 
deavor to show appreciation by a continuance 
of or an increase, if possible, of our loyalty, 
faithfulness and zeal for a continuance of pros- 
perity to the firm and happiness to Mr. Bowser. 


FINISH OF DIV. SUPT. RACE 


1. J. H. Armstrong 5. J. M. Sitton 

Pan A breil ei RVR yrs 6. J. H. McConnell 
3. H.C. Carpenter 7. C. C. Barnett 

4. C.H. Neff 8. J.B. Heinen 
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Winners, $90 Wardrobe Trunk and additional recognition 


Glass AAA 


R. S. Johnson. 
_ H. EH. Bleecker. 

He Re Bird. 
J.D) Gumpper. 


BE A THINKER. | 


Every man’s progress in this world practi- 


cally entirely depends upon the quantity and 
quality of brain work he puts into his job. 
There was a time when it was considered un- 


necessary to be a thinker if you were a sales- 
All that you had to do was to show your 


man. 
eoods, tell a few stories and leave with an 
order. 


One of our old salesmen told me one time how 


he sold Bowser tanks twenty-four years ago. He 
would tell a few funny stories while he would 


show how far his plunger pump could squirt 
It worked like a 


water out into the street. 
chemical fire extinguisher and, of course, he 


THE EVER BU 


Winners of $90 Wardrobe Trunk 


Glass AA 


E. L. Milliron. 
A. F. Todd. 

C. E. Saunders. 
W. C. Smith. 
G. L. Heusner. 


sold tanks with this method. But methods 
have changed since then. 

The greatest danger a salesman faces is that 
of getting in a rut. To demonstrate in stereo- 
type style means to lose snap and ginger, the 
convineing spirit of your talk. As long as a 
salesman puts brain work and thought into his 
work he will succeed. 

The alert, attentive mind is of far more value 
in the commercial world than the slow-moving, 
absorbed mind. It requires practically no 
brains to breathe and when a salesman demon- 
strates in a listless, unconscious way and just 
as ordinary as breathing, he will not sell as 
many prospects as he should. 
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Winners of $40 Toilet Set 


Class A 


S. A. Collins. F.C, Potter: 
M. C. Benham. W. V. Crandall. 
F. H. Richardson. J. H. Williamson. 


K. F. Hessenmueller. 


Get new ideas of argument. Ideas have 
made the world’s progress. The first Bowser 
outfit was first an idea. 

It was an idea that inspired Columbus; an 
idea that fed the faith of Edison; an idea that 
shot through Franklin’s kite cord. Ideas have 
started every notable achievement and success 
that was ever known. 

Ideas followed by initiative are the measure 
of your possibilities; there are no limitations ; 
from an idea that enables you to sell a trans- 
fer pump to a fifty thousand dollar installation. 

J. N. Dietch had an idea in connection with a 
testimonial letter that has netted him a neat 
little sum. R. S. Johnson had an idea in con- 
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Winners of $15 Shaving Set 


Class B 


J. N. Dieteh. R. L. Dunean. 

A. W. Dorsch. F. H. Peeples. 

G. E. Bowen. W.S. Parker. 
W. J. Fitzpatrick. 


nection with a proposal that secured for him a 
nice order. These are just instances, and many 
more like them are what we happen to know of 
personally where a salesman has won by an 
idea. 

A salesman should also be always on the 
alert for fresh arguments and new applications 
of the old. It takes thought and study but they 
are worth the effort. 

Ideas require brains and it takes brains to 
eet orders. Getting orders means making 
good. It is important that we should realize 
this, for our value to the world and incident- 
ally to ourselves is based upon OUR CAPA. 
BILITY TO MAKE GOOD. 
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R. S. JOHNSON, winner of first prize for se- 
curing the largest volume of business, leading 
all salesmen regardless of lines worked, trav- 
els under the Fort Wayne office, covering the 
Factory trade in Cleveland, Ohio. Mr. Johnson 
finished third in factory sales last year and won 
first prize in 1908 and has always been to the 
front in amount of sales. He has established a 
record this year that will be hard to beat. 


H. E. BLEECKER, winner cf second prize in 
volume of business, only entered the Bowser 
field eighteen months ago, but from the very 
first evinced a marked propensity for busi- 
ness getting. Mr. Bleecker travels under the 
Fort Wayne office with territory in North Da- 


kota. He is what you may term a natural born 
‘salesman, and you will surely find him to the 


front. next year. 


W. V. CRANDALL, winner of the third prize 
for volume of business, travels under the San 
Francisco office, with territory in Montana. Mr. 
Crandall is a natural born prize winner, having 
taken a prize every year since he has been with 
the company. 
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The contest just closed, known as the ‘‘Tab- 
let Cutters’ Race,’’ has been one of the most 
exciting events we ever held. 

The winners bravely kept their faces to the 
front and overeame climatic and political con- 
ditions, proving the fallacy of such influen- 
ces to overpower and prevent accomplish- 
ment of what a strong salesman proposes to do. 
The results more eloquently express the ster- 
ling qualities of these men than a most har- 
monious flow of words. 

It is true that the vear just ended. has been 
an eventful one, but records are made only to 
be broken, and as we enter the new year let 
every salesman in the great Bowser organiza- 
tion eclipse all previous efforts. 


15 Men in Greatest Volume of Business for Year 


1. Johnson, R. S. 8. Caskey, E. M. 

2. Bleecker, H. E. 9. Dobson, Heres 

2 ‘randall W. iC 10: Jenkinson, W. EK. 
: oe one Ke LiMn a 

ete ein. Reins mee 12. Kennedy.) Wome 
5. Dietch, J. N. 13. Sibley, J. R. 

OA Sanity We C 14. Merickel, J. W. 
7. Saunders, C. EK. 15. Smith, Lewis. 
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The last step in the quota building has been 
made and 1910 passes into Bowser history as the 
most successful year we ever experienced. A 
new record has been made, another evidence 
of what can be accomplished by work well 
planned and plans well worked. 

The year just closed has been the most phe- 
nomenal in the history of the Company. ‘The 
predictions made a year ago have been realized 
and, although the figures of the business were 
not all in at the time of going to press and we 
still lack a few thousand, we can with all rea- 
son say we have made our quota. <A retrospec- 
tion discloses not only organizational success 
but also individual success. 

The sales contests held have been emulating 
and every salesman has profited by the mental 
and physical qualities they exercised. 

The Bowser Army is stronger than ever and 
with a host of strong minds and bright hearts 
it will assail the new quota with confidence 
and courage, continuing to advance unto rec- 
ords that have never been equalled. 

The Bowser motto has always been ‘‘ Win,”’ 
and with this as our watchword new records 
will always be big and startling. With the 
impetus of the past and with added vigor and 
renewed strength we shall go steadily forward 
until the step of the Bowser Man is heard in 
every civilized country and our organization 
shall be emulated by the whole world. 


wv Vv. we Me 
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W. C. Smith of Seattle wired a renewal of 
his subscription to the Boomer. The investment 
insures his success for 1911. 


ALLEMAN’S LATEST EFFUSION. 


We feel that Mr. Alleman has fairly won for 
himself the title of Poet Laureate for the Boom- 
er. He has sent us many verses during. the 
year and his latest you will find below. If 
anyone else craves the title they will certainly 
have to get busy. 


GREETINGS 1910-11—Boys’ Chass B-—Cuass AAA 


Here’s to the boys of Bowser fame, 
Rewarded on tablet with engraven name, 
Who battled on and on, the whole year round 
With love and zeal and honor bound, 

To win their way among the best 

Of salesmen fair, both East and: West. 


The years will come and years will go, 

Many are the changes time will show; 
_Nineteen-ten for some has been their best, 

To them our greetings, and the rest— 

Well, Nineteen-eleven for them may be 

A year the best for eternity. 


For you, for me, the sands of time 
Bring failure or success, sad, sublime ; 
Now, your success in days just past, . 
Though pleasing to all, will not last, 
Unless, anew, we strive to beat 
Achievements won, in days to meet. 


Mid balmy days or densest gloom, 

For business big, still there is room; 

Through sun or shadow, weather mild, 

Blasts of fiercest blizzards wild, 

Let us toil on that yet our names 

May adorn the hall of Bowser fame. 

W. D. ALLEMAN. 

In the closing days of the contest great was 
the excitement in the Sales Department. 
Rushed messages flashed back and_ forth. 
Branch Managers and District Superintendents 
kept the wires hot, and our figures were con- 
tinually revised up to the last minute. Here’s 
just a piece of tape a reporter tore from the 
ticker : 

H. E. Bleecker made a strong finish for the 
eoveted honor of second position in the Tablet 
Race by sending in orders for 115 points in the 
last few days. W. I. McCall shot in 90 points 
and the orders were so covered with Red Cross 
stickers that some one must have broken a 
record for stamp sales. Osey Austin in the 
last hour got 32 points. F. E. Morris slipped 
over two D. C. orders for 85 points. Clint Car- 
penter’s visit with Saunders in Florida isn’t in- 
terfering with Charlie and his quota. Whew! 
Tab up 40 points for Nap Rosconi, James Ward 
85 points, and F. H. Richardson 30 points. 

And here was the editor’s eternal question: 


“NOW, HOW DO WE STAND?” 
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BOOMER BULLETIN 


Here are the men who performed master- 
strokes in salesmanship during the week. 


A mention in this column means a week of 
solid, conscientious, well-directed and success- 
ful effort. It’s like a barometer or success sig- 
nal of business; not hke the weather signals. 
The salesman can, if he will, control this busi- 
ness signal and keep it always at ‘‘fair 
weather’’ if he exercises skill, diligence and 
perseverance in the management of his busi- 
ness. 

You might call this the column of ‘‘ Master 
Minds,’’ for the mastery of mind over mind is 
the real test of greatness or success in sales- 
manship. 


The power of Alexander, Julius Caesar, 
Washington and Napoleon was not physical; it 


was the quality or ability of making others 
think as they desired. Every salesman has a 
degree of that faculty. Your success is to the 
extent you exercise that accomplishment. It 
depends on your working it and working it 
with enthusiasm. Your position in the quota 
race and your standing as a salesman is close- 
ly interwoven with your appearance and stand- 
ing’ in this list. 

Every day in the week affords an opportu- 
nity. The man that works but listlessly two 
days in the week handicaps himself and works 
an injustice on his name. Look over the last 
few Boomers and count how many times you 
have been mentioned in the list. Are you satis- 
fied with the showing? It depends entirely on 
you whether you get there or not. It means 
honor, prosperity and progress. 


THE FIFTEEN HIGH BOYS FOR THE WEEK 


WEEK ENDING DECEMBER 1?, 1910 


1. E. L. Milliron 8. EF. EK. Walters 

2. Wee Ca Smarth, 9. A. W. Holbrook 

Sam NAPE Ring: 10. S. A. Collins 

4. J.R. Sibley 11.. J. N. Dietch 

5. W. HE. Jenkinson 12. K. F. Hessenmueller 
6. H, E. Dobson 13. LL. Smith 

7. C. EH. Saunders 14. KH. M. Caskey 


15. S. D. Stoddard 


WEEK ENDING DECEMBER 20, 1910” 


1. G. E. Bowers 8. J.C. Abel 

2. Kx. F. Hessenmueller 2 A EP Eough! 

3. W. 1. McCall 10. W. D. Alleman 
4. W.M. Kennedy 1S ass Ward 

5. W. V. Crandall 12. He h.Bleecker 
6. R. Coddington 132 Vee. emai, 

7. W.C. Smith 14. KF. H. Richardson 


15. ON AS Ring 


J. B. Heinen, District Manager of the Mis- 
sourl Division, and C. B. Evans, Manager of the 
St. Louis Selling Office, have both resigned to 
enter the dry cleaning business in St. Louis. 

We are indeed sorry to lose them but wish 
them every success in their new undertaking. 

A Boomer reporter happened along just 
while Evans was making a farewell speech to 
King and a number of salesmen who happened 
to be in the school room. It was taken verba- 
tim as it flowed from Evans and here it 1s: 

‘‘In promulgating your esoteric cogitations, 
or in disseminating your superficial sentimen- 
talities, or amicable, philosophical or psycho- 
logical observations, beware of platitudinous 
ponderosity. 

‘‘Let your conversations and communications 
possess a clarified conciseness, a compact com- 
prehensiveness, a coalescent consistency and a 
concatenated cogeny. 

‘“Avoid all conglomerations of flatulent gar- 
rulity, jejune babblement and asinine affecta- 
tions, and let your extemporaneous descantings 
and unpremeditated expatiations possess intel- 
ligibility and veracious vivacity without rodo- 
montade or Thrasonical bombast. 


- years to come. 


‘“Sedulously avoid all pompous prolixity, 
Polysylabic redundancy of metaphor or hyper- 
bole or vacuous attempts at rhetorical effect.”’ 


ys v y y 
Me be Ms M& 
7 7 7 x 


BE A BUILDER. 


Constructive salesmanship is the highest 
point in the salesman’s art. To be a salesman 
of this kind is to be a man who sells, not for the 


temporary advantage of today, but for the 


business of tomorrow and next year and the 
To build up permanency in 
business demands something more than the su- 
perficial arts of the seller of goods. It demands 
character, knowledge, integrity, perfect rela- 
bility and business acumen of a high order. 


Le Me we Me 
ae * 7. a 


Secretary N. J. (Bert) Grosvenor, who just 
returned from Mexico, where he collaborated 
with Mr. Polhamus in establishing the new of- 
fice there, stated the country has quieted down 
and business has resumed. We are glad to hear 
this as we believe there is a big Bowser business 
in ‘‘Storr’’ for us down there. 


itm 
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PRIZE CONTEST. 


In the December lst Boomer we renewed R. 
Eugene Chrone’s offer of $5.00 for the best 
sales argument on Cuts 121 and 146. We also 
stated the prize would not be awarded unless 
we received three new papers. Up to the time 
of going to press we have only received one, 
which is printed below. Mr. Romer has given 
a world of argument in very few words but 
we wish he had elaborated on them a little 
more. 

“<Kditor: 

“The article appearing in the Boomer by Mr. 
R. E. Chrone, referring to Cuts 121 and 146. 
I beg to say that of the Wheel Carriages or Cut 
121’s I have sold this year, the best report 1 
have is from Mr. Walker, president of the 
Pueblo Auto Company, Pueblo, Colorado, who 
says that this machine has reduced his fire in- 
surance 15 per cent. His gasolene is never ex- 
posed now,—this means the saving of the life 
of the gasolene, which is so essential to operate 
an automobile. 

“The Cut 146, or Meter, no public garage 
ought to be without. It is a method by which 
one can see at once how much is bought and 
sold. Unscrupulous people employed in such 
establishments are afraid of it. 

Respectfully, G. ROMER.”’ 


YOUR ASSISTANT SALESMAN. 


Every Bowser salesman has an assistant that 
covers the territory from border to border and 
is on the job day and night—Bowser advertis- 
ing. 

These many well-dressed, persuasive sales- 
men are abroad in all the land very industri- 
ously proclaiming the virtues of the Bowser 
product. 

We introduce you to two new circulars shown 
on the next page that have just been added to 
the staff that will prove very able assistants. 

You must certainly be appreciative if you 
realize the wide advertising scope of Bowser & 
Company and the effort put forth to assist the 
salesman. 

Bowser advertising has always been in keep- 
ing with the high quality of the product and as 
the business has grown and expanded so has 
our advertising, until today you find us not 
only in the trade papers but also the general 
magazines, such as The Saturday Evening Post. 

Besides a staff of copy writers, the depart- 
ment also has a force of capable artists experi- 
enced in air brush and wash drawing work as 
well as water colors. It is here that illustra- 
tions of the outfits are made and the cover de- 
signs and art work of the booklets are done. 

After the circular is created the next step is 


to get it into the hands of the buying public. 
For this purpose a well-organized circularizing 
department is maintained where classified rec- 
ord is kept of every automobile owner, every 
paint store, every factory and every grocer in 
the United States and Canada. With this sys- 
tem a record is kept of all circulars sent out 
and any particular booklet sent to any par- 
ticular territory, showing detailed results of the 
work. 

In addition to the two beautiful booklets 
shown here there are also several equally at- 
tractive circulars in process of printing, among 
them being a very handsome motor boat cireu- 
lar and two or three strong booklets for the 
general store trade. 

Salesmen representing a house which adver- 
tises extensively have an advantage over men 
who represent comparatively unknown houses. 


A Corner of Our Circularizing Department 


Advertising paves the way for the salesman 
and simplifies his work by acquainting the cus- 
tomer in advance with the nature of the prod- 
uct. It establishes a prestige for the firm, it 
creates a desire and demand for the goods, it 
gives it popularity which the merit of the goods 
turns into public confidence. 

When a product is backed by extensive and 
sustained advertising it means the product is 
well established in public favor and that a re- 
sponsible firm backs, with its money, the merit 
which it claims for the product. It means that 
the manufacturer has chosen for his sales sys- 
tem a method which depends upon the qualities 
in his article which he dares to point out to 
you and for which he stands directly and per- 
sonally responsible. 

We manufacture our entire outfit, and know 
of what every detail of our equipment consists. 
We manufacture an article of quality which we 
stand ready and willing to back to the limit. 
We advertise and sell direct to the consumer 
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entirely, which means we have the user, not the 
next seller, most in mind. 

But after all, advertising can only do one 
thine—it can do no more than persistently call 
the pubhe’s attention to the facts about the 
product, and persuade the public.to buy as 
hard as ink and paper can. 

The advertiser can blazon messages on walls 
and sign-boards, thrust them in newspapers and 
magazines, and spread them broadeast in let- 
ters and circulars, until the least observant 
must take notice. However, he cannot compel 
the people to accept his logic and agree with his 
reasons. But this the salesman can do, and in 
this respect the salesman’s work is the comple- 
ment of the advertiser. 

Bowser & Company’s advertising policy has 
always been broad and liberal and with the 


splendidly equipped department it maintains. 


waging the powerful campaign planned for the 
ensuing year to back your efforts, 1911 should 
easily distance all records in sales. 

Now just one more thing: Don’t expect an 
advertisement to do its own work and yours 
too. . When it has pulled the inquiry it’s up to 
you to pull the order. We depend upon you to 
reap the harvest of our stupendous advertising. 


Cover Design of New Railway Booklet 


Garage Circular Especially Designed for Auto Show 


y 


a a 


VISITORS AT THE FACTORY. 


J. H. Medsker W. T. Hatmaker 
C. A. Willson F. J. Hyndaman 
S. A. Collins A. W. Dorsch 
A. T. Percival J. H. McConnell 
J. M. Pinkerton G. E. Beutle 

C. M. Carpenter J. M. Tucker 

C. W. Hoffritz W.. D. Alleman 
R. 8. Colwell Mr. and Mrs. Osey 
H. E. Anderson . Austin 

D.S. Johnson J. G. Rodman 
P. F. Cashman & ‘ Franke 

O. P. Smith ne 


_ FAMOUS QUOTATIONS FROM BOWSER HISTORY. 
The quota and a prize, now and forever, one 


and inseparable.’’ 

‘‘Millions for defense, not one flunk forgiven 
VOU, 

‘‘Give me liberal ‘B’ or give me death.”’ 

‘‘First in quality, first in speed, first in the 
hearts of the grocerymen.’’ 

‘“With malice toward none and a prize for 
aul? 
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ORGANIZATION AND FRATERNITY—THE BOWSER TIES THAT BIND 


Fort Wayne, Ind., U. 8S. A., Jan. 26, 1911. 
To the Boys of the Grand Army of Bowser. 

Gentlemen :—Several days since the ‘‘Boomer’’ man advised me he would like to have an 
article for the ‘‘Boomer,’’ as I had furnished him none for some time. Being quite busy, we 
have not been thinking much about the ‘‘Boomer’’ lately, and it is a good thing that we have a 
live man on the job that can stir us up occasionally, as well as the other fellows. 

This new year—the year of 1911—is already one month old. My! how the time flies. What 
have we accomplished in the one-twelfth of 1911 already gone. Where is Quota? Have we 
vot him, or is he so far ahead of us that he is out of sight? I am sure that some of you “‘live 
wires’’ have nailed him, but I know that on the whole he is so far ahead he is out of sight. Be- 
ing a frisky sort of a chap, you boys who have him in hand at this time will have to keep mov- 
ing to hold him, and I hope will get a strangle hold on him and soon be so far ahead of him 
there will be no hopes of his coming anywhere near beating you to the goal. The balance of us 
will have to get busy and dig hard and keep everlastingly at it, if we beat him there. 

Many of our boys said to me during the holiday season—‘‘ Watch my smoke this spring.’’ 
To these boys we would say that we are adjusting our eye glasses, as we imagine we already 
can hear the balmy breezes in the trees of the Southland, and are warned by the progress of 
‘‘Old Father Time’’ that spring will soon be on deck in our Northland, and having adjusted 
our eye glasses, we will anxiously be watching for the smoke and fire that they spoke of. 

We want to see orders coming from the Bowser brigade by mail, wire and ’phone as we 
have never had the pleasure of seeing before. We are sure that this will be a fact. All indica- 
tions point to a very large business during 1911. We want all our boys to be in the game and 
make it a mighty good paying proposition for themselves and the company. 


We have on hand at the present time in anticipation of the rush of business, one hundred 
cars of outfits in our warehouse at Fort Wayne; fifty cars of outfits in our warehouse at Al- 
bany, N. Y., and from thirty-five to forty cars of outfits in our warehouse at San Francisco ; 
besides we have 40 per cent more unfinished stock on hand than we had one year ago. We also 
have considerable more shop capacity to get out our work than a year ago and are working 
like beavers right now to get still further ahead on the start, and if the good boys of ‘‘The 
G. A. B.’’ catch us on standard equipments this spring they have sure got to go some, and 
make considerably more smoke than they made one year ago. 

We are loaded for Quota on standard equipment, and would say to our boys—‘‘Sell Stand- 
ard Equipment’’—‘STANDARD EQUIPMENT,”’’ I said. and cut out the extras to the lowest 
possible limit. 


Another thing we would say to our boys at this time is that while we have the goods in 
stock, remember they cannot be shipped by ’phone, wire or even by a special delivery letter, 
and unless the customer has plenty of money he wants to part with and desires to pay express, 
the goods must be shipped by freight, which is slow, and often so slow; besides, the stock on 
hand we have looks good and part of it may come in handy next June to fill rush orders. So 
do not tell your customers, except in cases of emergency, that tanks will be shipped the day 
order is received, but tell them that it will be given proper attention and be shipped in from 
five days to three weeks from receipt of order, being governed as may seem wise in the matter. 
They will be shipped just as quickly if you tell your customers that, as if you told them they 
would be shipped the day order was received, and we can handle the matter to much better 
advantage, will make as prompt shipment as possible and customer will be better satisfied. 

In case of a special rush, orders will have inmediate attention and goods be shipped at 
once if in stock, that is, provided it is a case of special rush. But remember that if every- 
thing is made ‘“‘Special Rush’’ it means no order is special rush: consequently, it is not good 
business from any standpoint to mark orders ‘‘Special Rush’’ unless it is absolutely necessary, 
and any salesman who makes a practice of making his business ‘‘Special Rush’’ outside of a 
special emergency, will find that none of his business will have special attention, as we will 
simply refuse to put his business through the factory as special rush orders; this in justice to 
the other boys, our customers and ourselves. I am sure you will all appreciate this, and I wish 
vou a fine spring business. 

As I guess this will hold the ‘‘Boomer’’ man for a time, I will close, promising you more 
anon. A. Z. POLHAMUS, General Manager. 
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“‘R. S. JOHN: 
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Se IESE SEES ESSEC ECHOES: 


The Bronze Tablet upon which will be placed the names of the three leading salesmen in volume of business each year. 
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Bowser’s Boomer 


PUBLISHED SEKEMI-MONTHLY BY 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS EMPLOYEES 


FEBRUARY 1], 1911 


They’re off! 
Wasn’t it a jolly convention? 
eS Lee 
Everyone of the boys seemed immensely 
pleased with their visit. The echo from the 
factory is ‘‘ Also pleased,’’ and we weicome 
you again and again. 
* * * 
Did the Boomer make its quota? Surest 
thing you know—doubled our income from sub- 
scriptions and advertising. 


x* 3 
x 


* 
* 


Talk about your billiard tournaments. When 
it comes to shooting the ivories around the 
green, Hance and Barnett are there with the 
floss. 

McCall wanted to buy the front page of the 
Boomer. Oh, isn’t he a cutup? 

% 


¥, Ste 
7. < 


Ratliff, the cowboy salesman from Texas, sat 
opposite us at the banquet and of all the stuff 
he told us, honestly, we think he is a little the 
greatest salesman that ever wore the scenery. 

36 Ge ee 

Fifty-six points for Englebert in eleven days. 
That’s the gait that makes winners. Keep it 
up, Ed. 

* % * 

H. E. Dobson is showing more voltage than 
the average live wire so far this year. Two 60 
point paint oil orders to date. 

x * 

The boys are not losing any time on the 
start this year. Between Jan. 1 and 5, E. P. 
Dolan corralled 34 points, R. E. Chrone 38 and 
L. H. Lahon 36. 

* * * 

KE. M. Caskey is causing his name to revibrate 

this year by his prompt get-away. 
* 4 * 


J. H. Medsker is hitting his quota with a 
resounding, and to all intents and purposes a 
convincing smash. Go to it, Harry. 

* * * 

J. R. Sibley secured a nice factory order of 
65 points last week. A notable feature is that 
the pumps are all 41’s, altho some of the oils 
to be handled are heavy. 


Viauville, Qué. le 12 Janvier, 1911. 
a Monsieur léditeur du “BOWSER BOOMHER.” 
Fort Wayne, Ind., HE. U. dA. 

Cher Monsieur:—Je suis trés honoré de lJ invita- 
tion que vous me faites, dans votre lettre du 30 der-. 
nier, d’exécuter une promesse que je vous avais 
faite de contribuer quelques mots en francais pour 
votre publication, et comme le mot ‘“promesse” 
pour un soldat de l’armée de Bowser est synonyme 
de “Noblesse”, je ne dirai pas “noblesse oblige” 
mais simplement: promesse oblige. 

Je profiterai de cette occasion surtout pour vous 
féliciter sincerement pour les bonnes pages reimplies 
de si intéressantes matiéres pour vos nombreux 
lecteurs, dans lannée qui vient de disparaitre et je 
crois exprimer certainement le souhait de tous vos 
abonnés, en vous demandant de bien vouloir doubler 
votre “Quota” en volume, en doublant le volume de 
votre édition, quand bien meme vous doubleriez son 
prix d’abonnement. 

Veuillez agréer 
pour 1911. 


mes meileurs voeux de succés 
NAPOLEON ROSCONI. 

* * * 

Our chubby friend at Wichita has evidently 
determined to be not ‘‘nearly,’’ but an actual 
winner this year. 

W. L. Reeder, our South American represen- 
tative, has opened the year with a substantial 
order. 


We Me 
Ts *% 


* 


Did you ever hear W. S. Parker recite? Get 
him to ‘‘unwindless’’ some time. He’s great. 

After a talk with W. C. Smith and E. R. Bird, 
the Pacific slopers, we are convinced they will 
be enmeshed in the prize contest flubub again — 
this year. They were just like two brothers at 
the convention. Did you notice their modest 
demeanor? 

C. M. Carpenter is back in the harness and. 
to assure us of it, he has already shot in some 
nice business. He travels in Vermont. 


Me & we 
x * 


THE COVER DESIGN. 


To the boys who were not at the convention, 
the cover design is a symbol of appreciation and 
praise for the efforts put forth in the past year. 

To the management every salesman is known 
as a friend, the word ‘‘friend’’ meaning the 
truest union of minds and hearts of which men 
are capable—actions, not words—the true eri- 
terion of friends—and by your actions we know 
you are our best friends. ' 

The salesmen have proven their appreciation 
as only true appreciation can be shown—by 
deeds, not by words—by duties done, by things 
achieved and by victories won. 

In the history of Bowser enterprise, industry 
and progress, may there be always chronicled 
the presence of fraternity, and may the links 
of such friendship chains ever bind the organi- 
zation in co-operation and harmony. 
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1910 PRIZE WINNERS’ CONVENTION 


The parlors, the corridors, the office and the 
lobbies of the Anthony hotel presented an un- 
usually active, important and animated scene 
during the week of Jan. 6. One could tell at a 
glance that a convention was on. Another look 
would tell it was a Bowser convention by the 
bright faces of the clean cut, gentlemanly fel- 
lows, for seldom you find an aggregation of 
salesmen equal to the Bowser host in conduct, 
appearance and enthusiasm. 


It was, indeed, a happy sight to see the boys 
ereet each other, renewing old acquaintances, 
establishing new friendships and exchanging 
congratulations on being a prize winner for 
1910. 


Boys from the borders of Texas, the Atlantic 
seaboard, the Pacific slope, from the soil of 
Vancouver and the pines of Maine, joined hands 
like one big family cirele to rejoice in the vic- 
tories of the year just passed. 


Many of the boys arrived early in the week 
so as to be sure to be on hand for the big event 
Friday, the Prize Winners’ Banquet. 


The factory and genera! offices were thrown 
wide open to the visitors and the sales depart- 
ment turned its attention to entertaining the 
boys. During the day the time was spent in 
trips thru the factory, experience meetings in 
the school room and conferences in the sales 
offices. 


The evenings were spent in various entertain- 
ments in different parts of the city. Tuesday 
evening, Mr. Dunkelberg took us all to the 
theater, which was a very jolly affair. During 
the other evenings, the diversions were diversi- 
fied—bowling, billiards and pool being the fa- 


 vorites. 


Finally the big event came, and at 8 o’clock 
Friday evening, Jan. 6, 1911, while the orches- 
tra played a lively air, a crowd of jolly sales- 
men—1910 Prize Winners—filed into the ban- 
quet hall of the Anthony hotel to enjoy a vic- 
tors’ feast. 

Upon entering the hall one was impressed 
with the brilliancy of the affair. The hall 
flooded with a myriad of lights, the orchestra in 
the balcony, the long tables resplendent with 
sparkling glass and silver service and decorat- 
ed with cut flowers, made a very pleasing and 
imposing sight. 

The tables were placed in this form [ 4 | 
The officials sat at the head of the cross table 
and the small table in the center was a seat of 
honor for the four AAA salesmen—E. R. Bird, 
H. E. Bleecker, J. D. Gumpper and R. 8S. John- 
son. 


The beautiful bronze tablet upon which were 
inscribed the names of R. 8S. Johnson, H. E. 
Bleecker and W. V. Crandall, the three leading 
salesmen in volume of business during 1910, 
was conspicuously displayed on an easel and 
draped witn an American flag and placed at 
the entrance to the banquet hall. 


The scene was indeed beautiful to behold. 
The pretty decorations, the atmosphere ladened 
with the perfume of flowers, sweet strains of 
music floating through the air intermingled 
with happy talk and joyous laughter, gave all a 
feeling of perfect contentment and gladness. 

So delightfully informal was the affair that 
each banqueter was completely at ease, which 
gave us a closer acquaintance with each other 
and established a more personal interest. 

Our General Manager, A. Z. Polhamus, called 
the meeting to order, followed by an invocation 
by President 8. F. Bowser. After the feast Mr. 
Bowser addressed the assembly, saying in part 
as follows: 

‘‘Gentlemen:—I certainly enjoy spend- 
ing a social evening among you tonight, 
our representatives from all parts of the 
country, from the Pacific to the Atlantic 
and the northern boundaries to the south- 
ern coast, who gathered here to be present 
with remembrances from the company for 
the appreciation of your splendid services 
during the past year. 

‘Our past year has been prosperous to 
the company and successful to our repre- 
sentatives, and during this course of time 
only one of our men has met with a fatal- 
ity—Mr. C. M. Carpenter, who was in a 
railroad wreck, but who is again well and 
with us tonight. 

‘““The expectation of the firm has been 
achieved to within possibly 1 per cent and 
if the expectation set by the company was 
high, you have made a splendid showing. 

I want to personally extend to you my ap- 

preciation of your services and hope that 

success may follow you in the future as in 
the past.”’ 

Mr. Polhamus then gave us an address in 
which he said: ‘‘A most pleasurable duty it is 
to me to greet you salesmen, welcome you to 
the factory and congratulate you on your 
achievements in the past year.”’ 

‘* Although division superintendents, district 
managers and local officials are also present at 
the banquet, it should be expressly understood 
the affair was planned especilly for the sales- 
men who were prize winners, and that it is 
their banquet and given in their honor, 
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‘In calling the roll of prize winners, we are ‘‘We also regret the absence of W. V. Cran- 
sorry to report the absence of Mr. E. L. Mill- dail, ae to 7 slight avers of smallpox, Mi 
iron. Mr. Milliron’s health is such at this time has confined him to ae WP one last week. 

f ‘ Mr. Crandall is an indefatigable worker and 
that he deemed it best that he go south for a had ‘well earned the honor of being here. Mr. 
mueh needed rest. We are sorry to hear of Mr. Savereool received a personal letter from Mr. 
Milliron’s ill-health and hope for his speedy re- Crandall today and we would appreciate it if 
covery. Mr. Savercool would read it to us at this time.’’ 


GATHERED ABouT THE 
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Mr. Savercool then read the letter, which 
in part was as follows: 


‘“This is to advise you of the fact that I can’t 
be with all at Fort Wayne this year. I was 
taken very sick about four days ago, and this 
time it turned out to be smallpox. I am now 
in quarantine for 30 days. Tell the editor of 
the Boomer to always mention me as ‘Hard 
Luck Bill.’ I want you to say a few words for 
me, please, when the time comes, at Fort 
Wayne and let them all know just how I feel, 
as you know. ‘Tell Bob Johnson I knew he was 
a Star Salesman and all he had to do was to 
extend himself. Tell Bleecker that as his ter- 
ritory joins mine, I know what he is up against 
and he has shown his quality as an excellent 
salesman. Congratulate both these boys for me. 
I wish to thank you and Mr. Johnson for all 
favors extended to me this year, and as I know 
you all will, it is my wish that you all have a 
most enjoyable time at Fort Wayne.’’ 


A motion was then made by Mr. Murray, that 
the banqueters, as a body, wire our sincere sym- 
pathy to Mr. Crandall, also congratulate him on 
the excellent business he secured in the past 
year. 

The following message was sent: 

‘To W. V. Crandall, Pocatello, Idaho: 


‘The Bowser boys in convention extend to 
you their heartfelt sympathy in your illness. 
We miss you tonight and join in hoping that 
your indisposition may not prove serious. We 
heartily congratulate you on winning in the 
tablet race and expect you to be with us as a 
prize winner next year. 

“AH. E. BLEECKER, 

“J. M. SITTON, 

“De PSMURRAY,; 
‘*Committee.’’ 

Mr. Polhamus continued: 

‘“‘When the salesmen’s class standings were 
inaugurated at the first of the year, Class AA 
was the highest standing. As the year prog- 
ressed it was plainly evident the mark wasn’t 
high enough for some of the boys. Upon re- 
ceiving requests from some of the boys for a 
“igher notch and after talking it over we de- 
cided to add a 3-A Class and a 4-A Class. 

“The prizes to be given the salesmen enter- 
ing these classes were wardrobe’ trunks 
and in addition a special recognition. The 
special recognition is the seat of honor at the 
center table. (Laughter.) In addition to 
this seat of honor the four Class AAA salesmen, 
Mr. Johnson, Gumpper, Bleecker and Bird, will 
please step forward and receive a pair of dia- 
mond euff buttons which are here for each of 
them. These cuff buttons are a token of special 
recognition.”’ 


He then read the entire list of prize winners 
and presented the prize without formality. He 
requested that no formal speeches of accept- 
ance be made by the winners due to lack of 
time. 


Mr. Polhamus continued his speech, during 
which he said: 


‘““T will have consummated my twentieth year 
with the company, if I hold my job a few days 
longer. There are many of the salesmen who 
were with the company when I came, that are 
still in our employ. Some of them are here to- 
night, and I am going to request those 
present, who were with the company at that 
time, to kindly stand. Mr. Thomas Craig and 
Mr. C. E. Saunders rose to their feet. Now, I 
am going to request that those who came with 
the company the same year I did, to please rise. 
Mr. J. W. Runyan, Mr. J. D. Gumpper and Mr. 
Rosser McClure stood up. 

‘‘Tt is pleasing to me and is surely highly 
gratifying to these gentlemen that they have 
not only been able to hold their own during all 
these years in the strenuous game of salesman- 
ship, but that they have not been outwinded or 
lost their speed, but are still in the swiftly 
moving procession and are here tonight as prize 
winners. 

‘Upon looking over the faces, it appears to 
me there are many present who are very anx- 
ious to make a speech. It is getting late, so we 
will not be able to hear from you all, but the 
balance of the evening will be given to hearing 
from as many of you as possible.’’ 

Some one quickly called out that it was A. T. 
Stata’s birthday, and that he was prepared for 
making an address. Mr. Stata responded, say- 
ing: ‘‘I am not prepared to make a speech and 
I would like to catch the fellow that sprang 
that birthday news. I will take this occasion 
to thank the salesmen of the Chicago division 
for their earnest efforts in the branch office 
race. Although we were not successful in se- 
curing the honors we so greatly coveted, we 
made a hard fight for it. We congratulate 
Toronto and San Francisco in the strong fight 
they made, but in 1911 Chicago intends to win 
against all odds.’’ 

Before he was permitted to again take his 
seat, he was foreed to tell his age. 

Mr. Savereool next responded to a call and 
took the occasion to give us an enthusiastic in- 
vitation to the Panama Pacific International 
Exposition at San Francisco in 1915. 

Mr. Dunkelberg was then ealled and he as- 
sured us that whatever sale contest was in- 
augurated for the new year, the treasury had 
plenty of money for prizes. Mr. Dunkelberg 
closed his remarks with a few rare anecdotes, 


1910 BOWSER PRIZE Y¥ 


R.S. JOHNSON, Class AAA H. E. BLEEKER, Class AAA W.V. CRANDALL, Class 
Terty. Cleveland, O. Terty. N. Dakota Terty. Montana 


K. F. HESSENMUELLER, Class A F. C. POTTER, Class A F. H. RICHARDSON, Class 
Terty. Chicago Terty. Ontario Terty. New Hampshire 


A. W. DORSCH, Class B J. N. DIETCH, Class B R. L. DUNCAN, Class B 
Terty. Kansas City Terty. Detroit Terty. Wisconsin 


E. L. MILLIRON, Class AA C. E. SAUNDERS, Class AA W. C. SMITH, Class Ad 
Terty. N. Y. State Terty. Florida Terty. Seattle 


IND STAR SALESMEN 


H.R. BIRD, Class AAA J. D.GUMPPER, Class AAA G. L. HEUSNER, Class AA 
Terty. Spokane, Wash. Terty. Indiana Terty. Denver 


| WILLIAMSON, Class A W. J. FITZPATRICK, Class B G. E. BOWEN, Class B 


| Terty. N. Y.. State Terty. Massachusetts Terty. Duluth 


iH. PEEPLES, Class B W.S. PARKER, Class B F. A. KNOCHE, Class B 


Merty. N. Y. City Terty. Philadelphia Terty. Indiana 


HK. TODD, Class AA M. C. BENHAM, Class A S. A. COLLINS, Class A 
Terty. Texas Terty. Iowa Terty. Buffalo 
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the value of which would be lost were we to 
try and tell them here. Ask him to tell them to 
you personally the next time you are at the 
factory. 


We were next given an address by Judge W. 
J. Vesey, the head of our legal department, in 
which in substance he said: 


‘‘T have been legal representative of S. F. 
Bowser & Co. for a great many years and have 
enjoyed a number of these banquets. I have 
seen these beautiful prizes handed out to you 
gentlemen, which you have earned and are en- 
titled to because you have made your quota. 
During my connection with the firm we have 
had only one case. We won it, so you see I 
have also made my quota. (Laughter.) It 
has often been remarked and frequently com- 
ment has been made of the exceptionally clear 
reputation 8. F. Bowser & Co. holds in regard 
to law suits and disputes. It is indeed remark- 
able when you realize they do business with 
thousands of individuals and concerns all over 
the world, from the largest of corporations 
down to the corner grocer. It is a compliment 
to their policies of fairness and squareness. It 
is indeed a record to be proud of and they have 
secured it by securing legal advice to avoid trou- 
ble, rather than legal service to remedy trouble. 
The progress of this firm has been marked. The 
company, long recognized as one of the most 
substantial industries of the city. is now recog- 
nized as one of the most progressive firms in the 
country, whose product is known from coast to 
coast. It has been brought about by the busi- 
ness sagacity of Mr. Bowser and he using his 
great ability of judging men in building his or- 
ganization. In the whole room there is not a 
single face that shows anything but the finest 
type of manhood. Strong, clean faces every- 
where, give evidence as to why the company 
is what it is. The selection of these men is due 
to Mr. Bowser and the other officials, who are 
in direct charge of the salesmen, and who work 
side by side with you, day in and day out. In 
closing I want to congratulate the prize winners 
and wish you even a bigger success in 1911.”’ 

Mr. Polhamus said he would like to call upon 
Mr. Saunders to make a speech, and pledged to 
let him off if he would merely rise to his feet, 
which Mr. Saunders did. A few words were 
then heard from J. H. Armstrong, F. A. Knoche 
and K. F. Hessenmueller. Mr. W. S. Parker of 
the Philadelphia office favored us with a very 
pleasing recitation from James Whitcomb Riley. 
General Sales Manager D. A. Corey then read 
the office sales figures for 1910, after which he 
gave the following little poem as a lesson to 
the salesmen that might have a fear for the 
‘‘other fellow whom he may come in contact 
with in his travels. ”’ 


The Other Fellow. 


(Anonymous. ) 


A little dog barked at the big, round moon 
That smiled in the even sky, 
And the neighbors smote him with rocks and 
shoon— 
But still he continued his rageful tune 
And he barked till his throat was dry. 


The little dog bounced like a rubber ball, 
For his anger quite drove him wild; 
And he said, ‘‘I’m a terror, although I am small, 
And I dare you, you impudent fellow, to fall.’’ 
But the moon only smiled and smiled. 
| 


Then the little dog barked at a terrible rate, 
But he challenged the moon in vain, 

For as calmly and slow as the workings of fate 

The moon moved along in a manner sedate, 
And smiled at the dog in disdain. 


But soon ‘neath a hill that obstructed the west 

The moon sank out of his sight ; 

And it smiled as it slowly dropped under the 
crest, 
But the little dog said, as he lay down to rest, 

‘‘Well, I scared it away, all right!”’ 

Before closing, Mr. Polhamus suggested that 
all the boys had better see the editor and renew 
their subseription to the ‘‘Boomer’’ before 
leaving town. 

The banquet was then closed by all rising 
to their feet and singing one verse of ‘‘Blest be 
the Tie.’’ 

* * * 

Thursday evening Mr. Dunkelberg took us all 
to the theater, and we completely filled two 
rows ‘‘down in front.”’ 


The theatrical company seemed to take a spe- 
cial interest in their visitors. The star sang a 
beautiful song entitled, ‘‘Let Me Grow Your 
Hair,’’ which she pathetically sang to F. EK. Mor- 
ris. A comedian also told us how to improve 
the Boomer by only devoting three or four lines 
to an item. ‘‘For instance,’’ he said, ‘‘When a 
dry cleaner has a gasolene explosion through 
lack of a Bowser, don’t devote four and five 
columns to it—it uses up too much ink and 
paper and takes too much time to read it—just 
put it in something like this: 

‘‘A dry cleaner man, a gasolene can, 

A lighted cigar, and there you are.”’ 

‘‘Tt’s all nonsense,’’ he said, ‘‘to fill two 
pages with pictures and pedigrees. People 
haven’t the time for non-essentials. Now here 
is another case: ‘Jones, who ran a grocery store, 
used a round tin tank out in the back yard in 
which he kept or rather tried to keep his gaso- 
lene. He made it a rule not to draw it after 
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dark, but just to accommodate a customer, he 
thought he would sell some just this once. So 
he took a lantern for a hght and went out to get 
the gasolene. All of a sudden there was a big 
noise and the whole place went up in smoke. 
The next day, of course, the papers came out 
and told all about it, showing pictures of the 
lantern and the tank and used up about three 
pages. Now all that space was not necessary. 
Look, now here’s the way it should be written: 

‘*Sold gasolene after night 

With a lantern for hght; 

A flash of flame and a sudden roar, 

Mr. Jones and store, will be seen no more.’’ 

‘‘Now anyone with common sense,’’ he said, 
‘‘ean understand that without wading through 
so much reading.”’ 

Another comedian came out and told us how 
to do retailing successfully. He illustrated the 
point by telling about his little dog. My little 
dog and I went down to the depot one day to 
meet a friend, but when the train came in the 
little dog got excited. He wanted to cross the 
track, but when he saw the train coming he, 
in his confusion, started back. The result was 
that he couldn’t clear the track in time and the 
train ran over his tail and cut it off. The poor 
little dog did considerable howling, so I took a 
box of salve out of my pocket and put it on the 
dog’s tail. The dog quit howling and it wasn’t 
long until a new tail grew on the dog. 

““This plainly shows, gentlemen, that if you 
want to retail anything, you’ve got to spread 
the salve.’’ 

After the theater we went back to the hotel 
where we smoked and ‘‘swapt yarns’’ until time 
to retire. 


‘““‘THE TRIP TO THE FACTORY.’’ 


The conditions in last year’s contest which 
entitled each prize winner to a ‘‘trip to the fac- 
tory’’ free of expense is, to the salesman, one of 
the biggest features. 

The value of this visit to the salesman cannot 
be overestimated. It affords an opportunity to 
secure information and knowledge which to 
him may prove invaluable. It creates greater 
familiarity with the line; establishes greater 
confidence ; stronger opinions; and imparts new 
inspirations. 

The boys will always find us happy in optim- 
ism and serene in confidence and we.are all 
anxious at all times to give any information or 
facts to the visiting salesmen they may wish. 

This home-coming brings us close together 
and it is indeed a pleasure to all. It brings the 
salesmen from all directions together and there 
is a mutual profit in telling and hearing stories 
of each other’s experience and listening to the 


wise counsels of the seniors, thereby better fit- 
ting each other for the field of action and for 
the battles to be fought in the future. 

The trip affords an excellent opportunity to 
receive instructions on any particular point de- 
sired. Every attendant is bound to return to 
his field with new ideas and greater Bowser en- 
thusiasm. The visit alone is worth as much to 
the salesman as any prize offered, and every 
man should aim to secure this privilege. 


A HAPPY SURPRISE. 

In the afternoon of Jan. 11, A. D. Wyckoff, 
Hi. J. Fisher, F. M. King and ‘‘we’’ were all 
called into Assistant General Manager Bechtel’s 
office. When we arrived we found an assembly 
of executives and managers. Without further 
warning Manager W. k. Hance, of Toronto, 
stepped forward and addressed us as follows: 


‘On behalf of the District Managers and Dis- 
trict Superintendents, we present you with these 
fountain pens as tokens of our appreciation of 
the work that you are doing in the interest of 
S. F. Bowser & Company. 


‘‘Our salesmen, as well as ourselves, greatly 
appreciate the ‘‘Boomers’’ which we have re- 
ceived during the past year. We are confident 
that they have been a great stimulus for work, 
the result of which has been increased business. 


“The advertising matter, as well as the ad- 
vertisements appearing in trade journals, are 
certainly very fine and are greatly appreciated 
by all, and we are very pleased indeed to say 
that it is very high grade, evidence of which is 
the large number of returns which we are re- 
ceiving throughout the territories as a result. 


‘“We also greatly appreciate the very valu- 
able information which we are receiving at the 
hands of Mr. King and Mr. Wyckoff; informa- 
tion which management and salesmen alike 
have greatly felt the need of for a number of 
years. 

‘‘Again we congratulate you on the very suc- 
cessful work you are having in your various de- 
partments. ’”’ 

After this complimentory address we were 
presented with the pens together with a letter 
of appreciation signed by the Managers. We 
were then called upon for a speech. Think of it 
—an audience of 25 appreciative, expectant, 
wideawake executives and managers ready to 
‘‘ha-ha’’ with you and pat you on the back 
with an explosive, ‘‘Great! Old man.” What 
could we say? We individually expressed our 
appreciation and thanks and pledged continu- 
ance of our best endeavors. Thank you, gen- 
tlemen, again and again. 
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CHANGES 


Since the last issue of the Boomer, great 
things have come to pass effecting our pros- 
perity at home and our relations abroad. We 
have long since ceased to be a provincial con- 
eern and have become a participant in the 
world’s commercialism everywhere, east, west, 
north and south. 

Battles have been fought and won. The 
company has extended its territory and the 
Bowser soldiers have campaigned and forged 
to the front until the drum beat of its armies 
are heard everywhere—in Maine and Quebee, 
Cuba and Florida, Vancouver and Mexico, 
Alaska and at the Golden Gate. 

This wonderful growth and vast expansion 
has necessitated changes and rearrangement in 
our sales system and methods to best care for 
the new conditions presented. 


A few months ago it was found expedient to 
establish a branch in Mexico. In the beginning 
of this present year it was deemed advisable to 
open four additional sales branches and revise 
the territorial lines of some of the old 
branches. The new offices will be located at 
Minneapolis, Minn., St. Louis, Mo., Atlanta, 
Ga., and Dallas, Texas. 


Minneapolis—Mr. lL. P. Murray, formerly 
district superintendent, has been placed as man- 


ager of the new Minneapolis branch _ office, 
which will control the states of Minnesota, 


North Dakota, South Dakota, Northern Penin- 
sula of Michigan, 56 counties in Iowa and 47 
counties in Wisconsin. Mr. Murray needs no 
introduction to the men in his division as it 
covers the same territory he has been covering 
as superintendent. 

Mr. Murray is emphatically the right man in 
the right place. Mr. R. L. Corey and 8. P. 
Williamson, previously connected with the Fort 
Wayne sales department, will assist Mr. Murray 
in putting the Minneapolis office on the maps 
as a factor in Bowser prosperity and progress. 

St. Louis —Mr. J. H. McConnell, formerly 
district superintendent of the Oklahoma divis- 
ion, has been given charge of the new St. Louis 
branch. This office will control the states of 
Kansas, Missouri, Nebraska, 8 counties in Ken- 
tucky, 21 counties in Tennessee, 37 counties in 
Towa and 61 counties in Illinois. Mr. McCon- 
nell will always be remembered as an alumnus 
of our Correspondence school. He was later 
successful as a salesman and has just left a 
field superintendency for his present position. 
From every point of view he is a remarkable 
performer, whether considered as a salesman or 
superintendent, and the St. Louis division will 
surely be prosperous in his care. To assist Mr. 
McConnell in the work, Mr. G. A. Townsend, 
formerly manager of the Fort Wayne Corres- 
pondence sales, Mr. W. B. Peck of the Fort 


Wayne Factory sales and W. B. Paul have been 
appointed to the St. Louis office. With this 
personnel the St. Louis office should have no 
trouble in riding to the front. 


Atlanta——Mr. H. W. Brown, formerly in 
charge of the western division of the Fort 
Wayne Sales office, has been appointed manager 
of the Atlanta office, which covers the states of 
Alabama, Florida, Georgia, Mississippi, North 
Carolina, South Carolina and 76 counties in 
Tennessee. Mr. Brown came into prominence 
several years ago when he identified himself 
with the Fort Wayne Sales department. His 
sterling qualities rapidly advanced him to posi- 
tions of responsibility until he was made man- 
ager of the Western Division in that office. An 
instance of the esteem in which he is held is 
the fact that he has been given charge of the 
new Atlanta office. The salesmen of that divis- 
ion will find him a genial and capable gentle- 
man. Mr. Brown will be ably assisted by Ros- 
coe Heaton, formerly of the Fort Wayne Sales, 
and George Bacon, previously of the Corres- 
pondence Sales. With these assignments few 
offices have brighter outlooks for a splendid rec- 
ord, 


Philadelphia—Mr.J.G.Rodman, formerly man- 
ager of the Philadelphia office, has taken charge 
of the new office at Dallas, Texas, which will 
have in its jurisdiction the states of Arkansas, 
Louisiana, Oklahoma and Texas, except El Paso 
county. Mr. Rodman steps into his new office 
with an exceptionally brilliant record, having 
previously been a prize winning salesman, dis- 
trict superintendent of Oklahoma and up to the 
present, manager of the Philadelphia office. Mr. 
L. Porter and B. L. Prinee, of the Fort Wayne 
Sales, have been appointed to assist Mr. Rod- 
man in the work. These gentlemen possess the 
qualities for their position which gives an as- 
surance of the future prominence of the Dallas 
branch. 

Fort Wayne.—The new offices have absorbed 
the greater portion of the old Fort Wayne Sales 
office, necessitating what might be termed a re- 
establishment of it. Mr. E. J. Little, formerly 
assistant manager of the old Fort Wayne Sales 
office, has been appointed manager under the re- 
arrangement. The new office will control the 
states of Ohio, Indiana, except Lake county, the 
southern peninsula of Michigan, 111 counties 
in Kentucky, western half of Pennsylvania, 22 
counties in Virginia and 44 counties in West 
Virginia. Mr. Little, once illustriously connect- 
ed with the Boomer, which gave him national 
prominence, certainly needs no introduction. 
Mr. Little has been identified with sales work 
in its various branches for a number of years. 
His attainments in the field and his work in 
various positions in the office are evidence of 
his competency for his present position. 
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Mr. I. L. Walker, previously assistant fac- 
tory manager, has taken charge of the Factory 
Correspondence under the Fort Wayne office. 
Mr. Walker’s technical knowledge and prac- 
tical factory experience, particularly fits him 
for this position. 


Mr. E. B. French and Stewart King, former- 
ly of the Correspondence Sales, will assist in 
the correspondence work of this department. 


II. C. Baker, who has been in the department for 
some time, will assist Mr. Little. With the 
office so well manned, great things are expect- 
ed from this division. 


Philadelphia.—William H. Todd, previously 
assistant manager of New York, which office 
he had been connected with for some time, has 
been placed in charge of the Philadelphia of- 
fice. In the new division of territory this of- 
fice will control the following: Southeastern 
Pennsylvania, Southern New Jersey, the state 
of Delaware, the state of Maryland, 12 coun- 
ties in West Virginia, 22 counties in Virginia 
and the District of Columbia. Mr. Todd’s 
previous experience well fits him for his new 
position which his ability and personality has 
made it possible for him to rise to. All con- 
nected with that division will appreciate his 
loyalty and efficiency. 


The New York office (Mr. R. 8: Colwell, 
manager,) will control under the new change 
the entire state of New York, northeastern 
Pennsylvania and northern New Jersey. Mr. 
H. F. Babbitt, who formerly conducted the 
eastern division of the Fort Wayne Sales, has 
been sent to assist Mr. Colwell. The selection 
of Mr. Babbitt for this position is indeed well 
chosen. 


General Sales Department—Mr. W. G. 
Zahrt, who has been sales manager of the Fort 
Wayne Sales for many years, and known to all, 
has been advanced to the General Sales De- 
partment, where he will collaborate with Mr. 
D. A. Corey in the management of its affairs. 

The establishment of the new offices has in- 
creased the responsibilities and work of this 
department. Mr. R. G. Schultz, who has proven 
himself so efficient in the work, has been re- 
tained in this department, and to care for the 
extension of operations, Mr. M. Richards, pre- 
viously of the Correspondence Sales, has been 
taken on as assistant. 


The department of district superintendents 
previously operated under the Fort Wayne 
Sales has been dissolved. They have been dis- 
tributed to the new offices where they will 
perform practically the same service to the 
different branches. The assignments are as 


follows: H. C. Carpenter, Boston branch; C. 
C. Barnet, Philadelphia; J. M. Sitton, Atlanta ; 
C: E. Neff, Dallas; J. H. Armstrong, Fort 
Wayne. 

The establishment of the new sales offices and 
the changes in managership and _ territorial 
lines became effective Jan. 1. The salesmen in 
the field should become familiar and accus- 
tomed with the new managements as soon as 
possible and be especially particular to ad- 
dress matters direct to the office under which 
they are now working. 

We wrote to the new branch managers ask- 
ing for an expression of their expectation and 
determination of their new office. We haven’t 
heard from all, but here are the responses we 
did get: 

The new office to be opened at Dallas.should 
be considered a factor in the prize contest for 
the current year, and while a little late in get- 
ting started, we hope, with anything like fa- 
vorable conditions, to give Brother Hance a 
run for his money during 1911. 

Far be it from us to boast; our extreme 
timidity and modesty precludes braggadocio, 
but with the capable and efficient district su- 
perintendent, Mr. C. E. Neff, and the assist- 
ance of Messrs. Porter and Prince from the 
Fort Wayne office, we now sound the warning 
to the other branch offices. 

We wish both the Boomer and its Editor a 
prosperous and profitable year. 

Cordially yours, 
J. G. RODMAN, 
Manager. 

Replying to your favor of the 21st inst. My 
opinion and expectation is that I am going to 
have a busy time, and accumulate a vast quan-_ 
tity of valuable experience. I also feel that 
our new office will bring the boys of this dis- 
trict in closer touch with S. F. Bowser & Co., 
and with each other. I expect to come down to 
Fort Wayne next January with 100 per cent 
of my salesmen as prize winners. I expect 
every one of the boys of this district to put m 
a full year’s work, filled with enthusiasm for 
the company, for this district, and for each 
other, working in harmony and showing you 
at the end of the year an example of perfect 
team work. 

Yours very truly, 
L. P. MURRAY, Manager. 

Don’t you think you are a little previous in 
asking for our opinions and expectations of the 
St. Louis office? Officially it sprang into ex- 
istence on, the 23rd, and as we have not been 
here long enough to even get acquainted with 
the situation in any way, we must refrain from 
expressing any opinion whatever. Silence is 
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golden and we believe our actions will speak 
louder than anything we could write or gay. 
At any rate, if there has been any crepe on the 
St. Louis office door, rest assured it has been 
replaced with a wreath of roses, and red ones 
at that. 

Kindly remember that the St. Louis office 
needs the Boomer just as much as anyone else 
and you can renew our subscription for the 
next ten years, which is itself a pleasant indi- 
cation of what we expect to do. 

With best wishes, I am, 

Yours truly, 
J. H. MeCONNELL, 
Manager. 

Atlanta’s response in regard to our expecta- 
tions and determinations, you might just say: 
The triumph of the Atlanta division will be 
greater than all arguments, grander than all 
eloquence, and the fittest tribute to its worthi- 
ness as a branch of Bowser & Co. 

Modesty forbids to say more than that the 
Atlanta division proposes to secure its share of 
prizes, both individually and as an office. 

Yours truly, 
H. W. BROWN, 
Manager. 

Apropos to the latest territorial changes in 
the sales department, I will say that the open- 
ing of new offices and reducing Fort Wayne 
office territory will be a distinct benefit to the 
business and to the salesmen especially. 

Personally, I am pleased with the change 
and feel that under present eonditions this of- 
fice can take its place consistently in the office 
standings and that we are in position to show 
a wholesome increase in sales. 

With reference to our standing in the office 
contest, will say that while we have what some 
would consider a large quota, to me, a young 
boy, it is a mere bagatelle. We have already 
closed a contract with Bob to deliver the first 
prize on volume of sales and for the present we 
will leave the other prize open to competition. 
The only prizes that we are particular about 
are first in office standing and first in individual 
volume of sales. 

Trusting that the other managers will cheer- 
fully concede my modest claims and assuring 
all that we are getting the business right now 
and intend to keep at it, I beg to remain, 

Yours sincerely, 
1D OA ped i NID 
Manager. 

Several changes have been decided upon in 
the awarding of prizes during the present year. 
The intention of these changes is to place the 
awards on a basis that will be equitable to every 
member of the selling force. 


Quotas this year are sub-divided under three 
headings. The STORE, composing General 
Store and Paint Oils. The GARAGE, embrae- 
ing Private Garages and Public Garages of 
Commercial as well as pleasure vehicles. FAC- 
TORY, which includes the dry cleaning busi- 
ness. These sub-divisions mean that you will 
have to evenly distribute your efforts for you 
will be penalized for excess in any one or two 
lines. 

The penalties for excess quotas, however, re- 
main effective only in case quotas have not been 
reached on all lines. All excess business is re- 
credited in full as soon as quotas on remaining 
lines are made. This ruling gives you a chance 
to redeem yourself by catching up on the lines 
you neglected and thus get the penalties previ- 
ously levied, withdrawn. 

Here are the important features of the con- 
test the salesmen should remember: 

Contest begins Jan. 1, 1911, and closes Dec. 
23 2G. 1< 

Penalties will be levied if one line is over- 
worked to the neglect of the other lines. 

Very many orders of long dating will penal- 
ize you. 

The salesman securing the largest per cent 
of quota will receive prizes worth not less than 
$200.00. 

The salesman securing the second largest per 
eent of quota will receive a prize worth not less 
than $150. 

The three salesmen securing the largest 
amount of business will have their names on the 
Bronze tablet. 

All prize winners are entitled to a free trip to 
the factory at the close of the year. 

The fifteen salesmen securing the largest 
amount of business regardless of quota not se- 
curing a prize are eligible to a free trip to the 
factory. 

The Branch Offices securing the highest per 
cent of quota will be presented with a silver 
loving cup. 

With all these splendid opportunities to win 
valuable prizes and high honors, the salesman 
who so determines can secure a prize and dis- 
tinction. 

At 1p. m. Thursday, Jan. 5, Mr. and Mrs. A. 
Z. Polhamus invited the managers and superin- 
tendents to an informal dinner at their home. 
The house was thrown open to their guests and 
we had a most enjoyable time. 

And what a dinner it was! The menu con- 
sisted of six courses of certainly the most palat- 
able good things. Mrs. Polhamus completely 
demonstrated her competency in such. matters 
and we have yet to see her equal in prescribing 
for the inner man. 
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We all ate so much we could hardly move. 
rarry Rodman filled himself up until the chair 
gave way under him and Garry went crashing 
to the floor. 

Happy and smiling, the crowd gathered in the 
parlor after leaving the table, to sing. It is sel- 
dom that so large a group of prominent musi- 
clans appear in concert and the rendition of 
‘*Gasolene,’’ a short cantata in which the sturdy 
words of the salesman find noble and dignified 
utterance to Bowser Simplicity, was most ad- 
mirably executed. Never before has there ap- 
peared a song-eyele in which units of thought 
and sequence of sentiment were so perfectly 
developed in text and musie. 

Mr. D. A. Corey, our pianist, intensified our 
sentiments and feeling by his subtly emphasiz- 
ing the verse outline with a melodic beauty of 
rich harmonious piano accompaniment. 

Mr. Polhamus, the incomparable, again did 
_ himself proud and added laurels to his already 
glorious wreath by his fascinating entertaining. 


PRIZE CONTEST, FORT WAYNE, INDIANA. 

During the month of December the District 
Superintendents of the Fort Wayne Division 
held a sales contest in their respective districts. 
The prizes to be given were decided upon by 
each superintendent. 

Atlanta Division Prize—$15 in gold, won by 
C. E. Saunders, who secured 342 1-10 per cent 
of his quota. 

Michigan Division Prize—Gentleman’s Toilet 
Set, won by J. N. Deitch, who secured 97 4-10 
per cent of his quota. 

Pittsburg District Prize—Gentleman’s Toilet 
Set, won by E. L. Milliron, who secured 
241 2-10 per eent of his quota. 

West Virginia District Prize—Gentleman’s 
Toilet Set, won by A. L. Byrd, who secured -92 
per cent of his quota. 

Oklahoma Division Prize—Traveling Bag, 
won by N. I. McCall, who secured 172 9-10 per 
cent of his quota. 

Missouri Division Prizes—First, $10 in gold; 
second, $5 in gold; won by C. H. VanHorn, who 
secured 139 per cent of his quota; second, won 
by F. J. Casey, who secured 126 per cent of his 
quota. 

Minneapolis District Prizes—First, $10 in 
gold; second, $5 in gold; won by G. E. Bowen 
with 441 per cent of his quota; second, won by 
Hf. E. Bleecker with 229 per cent of his quota. 


SAN FRANCISCO. 


The prize contest held by the San Francisco 
office during December was unusually exciting. 
The boys were not only doing their best to win 
the December prize, but exerting their greatest 
ability in order to make a strong finish for the 
end of the year and qualify for the grand prize. 
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The contest was based on the amount of busi- 
ness. The winners in the contest were as fol- 
lows: Mr. W. C. Smith, first prize, $25.00. 

Mr. W. V. Crandall, second prize, $15.00. 
Mr. 8. D. Stoddard, third prize, $10.00. : 
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They came, they saw, they conquered. 
battle for which we were preparing a year ago 


has been fought and the victory won. The old 
year with its quota has been ended. Its work is 
finished, its history written and laid away upon 
the shelves of time. The sales records have 
been closed and the great volume has been 
sealed with victory and honor. 

The Bowser army,. possessed of high courage 
and endowed with lofty purpose, is advancing 
on to battles anew. 

Every man faces the new year equipped with 
strength generated by the exercise of past vic- 
tories. The sales foree, the logical product of 
the fearless, splendid past, is invincible. But 
we must refrain from becoming intoxicated by 
victory: Let us continue to wield our weapons 
that are warm with the battle just finished. Let 
us renew our faith and make high resolve to 
perpetuate our honor and prosperity and with 
brave and bright hearts continue on to even 
greater victories and records never dreamed of. 

Every salesman, a soldier in the Bowser army, 
should be in the field and on the firing line, 
marehing and fighting with a fixed determina- 
tion to win. Days quickly glde into months 
and the months into a year. <A victory today 
may prove worth two tomorrow. Begin early 
to make a showing and do your share towards 
making in 1911 the greatest record in Bowser 
history. 
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The Quota—Our Objective ‘Point 


We now have eleven selling branches who are aiming fora certain mark—their quota. Two months have passed 
since the contest started but the scores are yet low and none have so far made their quota to date. 

Sales Managers—men of purpose—keep your eyes on the bull’s eye; hold your weapons with a firm grasp; get a 
bead on your target and shoot straight for the mark. 

We know the troubles that confront you, but with a fixed determination, ill winds will not effect the direction of 
your shot or wavering thoughts interfere with your aim. With thoughtful direction, skillful planning, a steady eye and 
a strong hand, send your shaft crashing into the quota. 

Salesmen in the field—the force that gives speed, power and endurance—be astrong and steady producer, defiant 
to outer influences and your Branch’s arrow, straight and true, will speed directly to its destination; 


—— 
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BE A CLIMBER 


We are entering the last month of the first quarter. 
Consideration of the uses to which this period should be 
put, that you may crown the work of twelve months satis- 
factorily, 1s timely and in order. 


How far have you chmbed towards your quota? 
Many a man has lost a race because of a poor start. 

It is now that calls for earnest attention and the per- 
sistent application of your power, your energy and your 
effort in the production of business and the assailing of 


Vee 


CHEERFULNESS, 


your quota. 
. Q Get started—a good start in this great race of sales- 
manship. With a good start the impetus will help you 
wonderfully in your speed to the goal. 

Be a salesman with a prize winning purpose, from 
Y\ the very start. 
\ Did you ever notice an automobile start up that has 
been standing still; how, when the power is turned on, the 
machine seems as though it won’t respond, and then all 
of a sudden it darts out? What we are trying to illus- 
trate is more often noticed in a team of horses starting 
with a heavy load. The load may. seem beyond their 
ability to move it, but they set themselves in the collar, 
exert more than the usual strength and the wagon moves. 
And once. the wagon is: started they have little 
trouble keeping it going. They have overcome the inertigy 
of a body at rest. Inertia—the reluctance of a body to 
change from a state of rest to a state of motion. It is 
inertia that compels the building of engines several horse 
power more than necessary to simply handle the load 
after it starts running; but it is not only things that are 
bothered with inertia—some people are. Many capable 
salesmen are victims. 
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Many a man who may be classed lazy is 
simply unable to exert the energy that 
would keep him moving on to _ better 
things, to achievements and_ success. 
Many a man who fails, or who leaves un- 
done the thing he would like to do. is sim- 
ply a victim of this lot of physics. Did you 
ever notice how hard it seems for some 
salesmen to begin their work in the week? 
Once started these men work faithfully, 
but they seem to have trouble in starting. 
They are not lazy, but they don’t throw 
into the start all the energy of which they 
are capable. The loss of time means a 
short day’s work, and by the end of the 
week means a lost day. In the end of the 
year 1t means two months, which is a 
heavy handicap in the race for a prize. 

Do you have some trouble yourself in 
this regard? Is it a little bit hard to start 
the day’s work? Then, throw on just a 
little more power. Wouldn’t a runner or 
a prize fighter be in a fix if it took him 
a few minutes to get started? Remember, 
the hardest part is starting. Once started, 
all will be easier. 

All over the world there are men who 
have the ability and the inclination to un- 
dertake great tasks, but they give up 
when just a little more exertion needed to 
make the start would have put them on 
the road to achievement. 

An illustration of the importance of just 
the extra effort necessary to complete the 
task may be illustrated by this story: 
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A good sized vessel was being launched, 
and the men were pushing with all their 
might, but were unable to start it sliding 
down the planks. While they were thus en- 
gaged, a small boy came along and wanted 
to help. The men, contemptuous of his 
puny strength, ordered the lad out of the 
way. ‘‘What good are you?’’ they asked. 
‘* Well, I can push a pound,’’ answered the 
boy. They let him try and sure enough 
the boat moved. Once started it slid 
gently into the water. Just remember 
when it is hard to start your day’s work, 
it is the last pound of force that moves the 
street car, the locomotive or the human 
being. If you have it in you, exert the last 
pound, for a good start.. Don’t worry if 
you didn’t sueceed yesterday. Go after 
your next prospect and use that extra 
ounce of persuasion. Make a persistent 
effort—day by day—with a calm, cheerful 
faith. Be enthusiastic, alert, alive, gin- 
gery, and resolve to win, The secret of 
success is in making the most of present 
opportunities. Not the future time, the 
tomorrow, but the now. Great accomplish- 
ments are attained by using this minute 
the present—putting energy into and get- 
ting results out of each minute of the 
day as it comes to us. 

Climb steadily up the ladder, aiming 
everlastingly and persistently to reach the 
top with but one thought—making your 
quota and securing a prize—the accom- 
plishment of your purpose. The most 


promising and terrific year of all Bowser 


history is here. Be a climber and share it. 


(MY) 
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Of course the opening wedge performers are 
on the job. 


Well, barring an aperture and a little hesi- 
taney here and there, general quota conditions 
look fairly satisfactory. Quite so. 


7 


ii. J. Harris, of the Chicago office, secured a 
nice little 250 point factory order last week. 
Perhaps he intends to reserve a seat before 
Bob Johnson in the Bronze Tablet equipage. 
It's up to Bob whether the above ‘‘before” 
means, “‘previous to reserve’’ or “‘in front of’’ 
in position. 
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J. Milton Tucker secured a nice clean store 
order. It consisted of one 5-bbl. Cut 42 complete 
for gasolene and two 2-bbl. two grades of kero- 
sene. That’s hittmg the quota. We take our 
place in Tucker’s corner and urge him to land 
again on the jaw while he has the enemy 
erosey. 

Our friend, E. J. Little, manager of the Fort 
Wayne sales, is having a most strenuous time 
of it these days. He just closed an exhibit at 
the Fort Wayne Auto show, where he had a 
squad of men handing out soft solder to the 
hysterical. Now he has a brigade canvassing 
the town shoving lead (pencils) at all the 
merchants. There is a new ordinance which 
soon goes into effect here and the boys are 
giving the dealers the tip. 


If visiting salesmen don’t quit handing us so 
much soft stuff, they will have us severely con- 
templating opening a slush fund. 
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The Dallas office was the first to be penalized 
under the new contest plan. They secured 
more than their quota on store business, but 
did not get their quota on other lines. That’s 
a new way to garner up wide notoriety, ex- 
traneous glorification and mercenary expedi- 
ents. 


J. R. Sibley in the east, and EH. F. Klotz in 
the west, both factory salesmen, are electrify- 
ing the public by their circus catches and op- 
portune swats at the quota. Klotz got one for 
72 1-2 points, and Sibley 95. Seeing it is the 
recognized mission of all our salesmen to get 
a reserve and current account we have ex- 
tended it to them e’en tho the pile looks like a 
pyramid. 


We want to say a word in regards to con- 


‘sistent players—the men that get the small 


grocery orders and get one or two every day, 
or at least a good average for the week. Of 
course we like big orders, but we are always 
pleased when a prospect is sold what he needs, 
whether it be a $20.00 outfit or 100 times that 
amount. We have salesmen, and lots of them, 
that often get three or four orders in one day. 
We appreciate such work. It represents effort 
even tho the totals may not be large. In glane- 
ing at the records for instance, we notice three 
for G. H. Reuben, five for R. E. McIntosh, C. 
H. Van Horn three, H. R. Moore seven, and 
seven for C. E. Saunders, all in one day. Store 
orders are profitable to the firm because 
they are invariably standard equipments. Don’t 
ignore the small order. 


Are you planning for your name on the 
Bronze Tablet? Will it be there? An honor- 
able and efficient business record is one of the 
best monuments any man can leave. A good 
name is rather to be chosen than great riches, 
but in the Tablet race you not only get the 
name and the fame, but the commissions 
(riches) go with it. 


Mr. Geo. E. Bowen has been appointed spe- 
cial representative under the Minneapolis of- 
fice. His duties will be practically the same as 
those of Distriet Superintendent, which title 
has recently been abolished. And here we are 
again reminded ofa recent loss. 

It is indeed sad (or doesn't it effect you that 
way?) that all the visits of those bright eleven 
District Superintendents are now lost to us 
except our youngster, Jack Armstrong. Well, 
we remember how we used to wateh for their 
visits, enjoy their beautiful compelling thoughts 
and speculate on the range of their wanderings. 
How, with a voice of skill, they would translate 
into tones of harmonies, the symphonies and 
oratorio that would roll across their souls as 
they waxed warm on their wind harps of a 
thousand strings. Alas, ’tis sad ’tis true. 
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ESTABLISHING NEW OFFICES 


OUR GENERAL MANAGER IN MEXICO 


A GLIMPSE IN ASST. GEN. MGR. 
BEGHTEL S OFFICE 


C. EK. Franklin, of the Chicago division, gave 
us a very logical statement of the Bowser prop- 
osition which we think worthy of passing on, 
so here it is: 

‘The success of the Bowser tank is due to 
the fact that it isn’t built to meet a price. The 
goods are built the best we know how, first, 
the price second.’’ 


PHILADELPHIA 


In our request for statements from our new 
branch managers, we did not receive Mr. 
Todd’s in time for our last issue. Since his 
statement we find the Quakers only second in 
the list of the old branches, being preceded by 
our Knickerbocker friends. 


Editor Bowser : : 

You asked for an opinion and expectations 
of the Philadelphia office this year. After mak- 
ing a brief, though careful, survey of the situa- 
tion, we feel safe in saying that this office, with 
its efficient organization of both the sales and 
office force, should be the ‘‘dark horse’’ in the 
race for 1911. 

The salesmen have about struck their stride, 
and are pulling hard to beat all previous ree- 
ords, and with this grim determination in mind 
we anticipate great results. We enter into this 
spirit of rivalry with the greatest respect for 
the other offices and hope the best organization 
wins. 

Very truly yours, 
WM. TODD, JR. 

Even though the whole competitive world be 
against him, one man who has the Bowser line 
behind him is a majority. 
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Today you may be a lower spoke in the 
wheel of fortune, but no matter which way it 
turns—and turns it will—you. are bound to 
come on top. 


A Bowser purchaser is a satisfied user. You 
can always be sure of that. Here is a case that 
happens to come along: Hill Bros., a hardware 
firm in Missouri, bought two Cut 1 outfits in 
1892. On the 16th of this February, Salesman 
W. Q. Leavitt called on them and sold a 2-bbl. 
Cut 41 complete for gasolene; the old Cut 1’s 
are still working fine. When Hill bought them 
he not only got two storage tanks and pumps, 
but he also got 19 years of storage satisfaction 
and is still getting dividends. That’s the 
‘‘Bowser’’ way. 
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STANDIN’ RIGHT THAR. 


Some peeple has tanks with pal-per-tation, 

To wurk ’em ’ere tanks it’s per-plex-ation ; 
Hang-dog them ’ere tanks, I wouldn’t have ’em, 
If a ‘‘Bowser’’ cost me seventy ‘leven. 


A “‘Bowser’’ pump, the wurld can’t beat, 
To work them tanks, why! it’s er treat! 
And in better stuff you can’t invest, 

Fer Bowser makes ’em stand er test. 


By Gosh! dey shur pump, a gallon er a quart, 
Ten cents, er three, er any sort; 

And do it quick! By Gosh, they do! 

Bill! didn’t. yer see that er ile comin’ thru? 


Talk of passive virtue! Worth today 

Orter buy that ’ere tank; don’t delay, 

Coz all creation, Arkansas, too, 

Declar it’s the best ile squirter dey ever knew. 


I’d give two bits, an’ then a few, 
To seed any pump, what can do 
And last half ser long, measure and is on a par 
With that ole ‘‘Bowser”’ standin’ right thar! 
(What I heard in Texas.) 
SALESMAN ALLMAN. 
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RAILROAD DEPARTMENT. 


Our railroad business does not come up to 


our expectation so far this year in the way 
of orders. This is mainly due to the fact that 
many roads’ appropriations for the year’s work 
has not yet been made. Then again, roads were 
iolding back orders for all but necessities, 
rate 


awaiting the outcome of the question, 


which was before the interstate Commerce 


mission and which has just been settled. 


Still 


generally a 


our business for January, which is 


broken month, was fair, con- 
sidering conditions, and this month we are 
seeing an improvement. Our receipts so far 
show double the amount for January. Our pro- 
posals certainly indicate business, we having 
made from Fort Wayne alone as many as 
twenty-eight to different roads since the ad- 
vent of the new year and we see no reason 
why a very large per cent. of them will not ma- 
tune: 

Our southern representative, Mr. E. H. 
Barnes, has just returned from a trip to Texas 
and Arkansas and his reports indicate a large 
amount of building this year and that business 
looks very favorable, and we expect to see 
good results from his trip a little later on. 

Our Mr. F. T. Hyndman has moved and 
taken up his permanent residence at Phila- 
delphia. This will enable him to be with his 
family a little more frequently, as well as being 
in the district most favorable to his business. 

Mr. W. T. Simpson is doing his share of the 
favors coming to us. He has just finished ean- 
vassing Illinois and is now traveling in Missouri 
and Kansas and no doubt we shall hear finan- 
cially from his efforts very soon. 

Mr. W. R. Hance, manager of the Toronto 
branch, favored us with a very substantial 
order a few days ago from the Intercolonial 
Railway of Canada, one of the Government 
roads. The equipment is for Riviere du Loup 
in the Province of Quebec. 


TALKS TO PRIZE CONTESTANTS. 


That heading should apply to every Bowser 
salesman, for all our travelers are prize con- 


testants. Any salesman that thinks he hasn't. 


an opportunity for a prize, that his chances are 
not as good as another, that he is not equally 
probable as a winner as the other fellow, that 
he is not in the race and not a contestant, de- 
feats himself. 

The principle of success lies primarily in the 
individual—the element of faith. Faith in 
yourself, the greatest factor of success in any 
undertaking, must be within you, to be a win- 
aer. With faith in yourself lacking, you will 
not have the courage to even tackle, saying 
nothing of power to overcome, obstacles that fall 
in your way. We are masters of ourselves and 
through our will power, ambition and determi- 
nation, we control our destiny. 

Have faith in your ability to secure a prize. 
It is the positive aggressive thought and action 
and never the negative which surmount diffi- 
culties and triumph over all adversity. If you 
have been doubting your possibilities as a prize 
winner, stop it at once. The salesman that 
changes his negative thoughts to positive and 
aggressive ones will acquire that unwavering 
faith which accomplishes whatever task is un- 
dertaken. 

By faith is not meant a hazy hope or uncer- 
tain belief that is sometimes mistaken for faith, 
but faith born of knowledge, mental effort, posi- 
tive thoughts, determination and persistent la- 
bor. Faith brings into play the nerve and will- 
power to put into the task the required time and 
labor to reach the goal and obtain a prize. 


So, gentlemen, have faith, self-reliance and 
confidence in yourself. Realize your own worth 
and ability as a prize taker, assert your talents 
and value them equal to the task. Have faith 
in yourself, the company and your goods, and 
with this will come the power, ability and en- 
durance to undertake and to accomplish. Be a 
winner. 


Someone said to us, ‘‘It’s no wonder Saver- 
cool can cop a prize. Just look, he has half of 
the United States.’’ This statement led us to 
investigate the situation, and we find that while 
it is true the Frisco office has all the territory 
west of the Dakotas and Texas, that the entire 
population of their district is only 6,825,916, or 
about the same as Ohio. 
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Filling a Lamp with a Cut 70-B 
A new application of Bowser goods in life is 
illustrated by Geo. E. Romer’s order, No. 935. 
The order calls for 1 20 gallon Cut 70-B, for 


coal oil. The outfit is to be used for filling 

lamps, lanterns and other kerosene containers 

about the home. ‘This is not the first Bowser 

tank to be sold for such purposes and further 

investigation might uncover quite a demand 

for outfits for this purpose 
Bs i 
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Boomer Editor: 

Dear Mr. Davies:—Again the Pacific Coast 
Bowser Boosters have been retired to that con- 
dition so aptly described by the late Grover 
Cleveland, namely, ‘‘ Innocuous desuetude.’’ 

In the Boomer columns of Oct. 10, the sport- 
ing fraternity of the entire world were in- 
formed that Mr. F. H. Olds, one of the shining 
lights of the San Francisco Bowser Stars had 
encountered ex-Heavyweight Champion James 
J. Jeffries and knocked him out in the first 


round to the tune of a 12 1-2 point order. In 
the same issue of the Boomer our Frisco 
friends, with modest assurance, challenged the 
Chicago Bowserites to bet that they could put 
one over on the present heavy weight champion 
pugilist of the world, Jack Johnson. Taking 
into consideration the high cost of living, and 
the large amount of money necessary for trans- 
portation to make the trip from Frisco to Fort 
Wayne, and being desirous of again mingling 
with our genial friends, Mr. Savereool and Mr. 
Johnson, we curbed our ambitions and fiery 
sporting blood against lifting some of those 
California gold pieces and refused to bet. 

In any event it was no great exploit to take 
the 12 1-2 point order from James J. Jeffries 
since he had become a bloated bond holder and 
a member of the California plutocracy and as 
‘*Mistah Johnson’’ had beaten him up so badly 
he had not the physical resistance to even say 
‘“No’’ when he encountered the pleasing, per- 
sistent personality of that hero of many Bow- 
ser battles, Mr. Olds; but it was quite a differ- 
ent matter in meeting the present champion, 
Jack Johnson, trained to the minute. It took 
some ring generalship, and believe me it took a 
powerful wallop to bring home the bacon (8 
points), and for the information of our Frisco 
friends, Johnson has promised that when he 
wins his next fight he will buy an aeroplane and 
he will equip his hanger with a gold plated 
Bowser equipment. Mr. H. E. Crockett does 
not carry any sears from the encounter, but 
that was because he was so finely trained among 
the Bowser fighters in Chicago. 


Yours for the battle, 
669541 A. T. STATA. 
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Toronto, Ontario, vane ct Olde 
Editor of Bowser Boomer, Fort Wayne, Ind. 


Dear Sir—Perhaps you would not wish to print 
the facts to demonstrate to the Boomer readers 
the stick-to-it-ive-ness that is In the makeup of 
the Toronto force. However, wish to say, should 
you desire to do so, that our bookkeeper, Mr. 
Christie, who has been afflicted with a severe 
cold, asked our office boy to go to the drug 
store and purchase something for his cold and 
when the boy returned it was found that he had 
purchased a bottle of LePage’s Liquid Glue, to- 
gether with a fine brush to be used in applying. 

It is such stick-to-it-ive-ness as this that helps 
to place Toronto in first place. 

Our bookkeeper, who is leaving the bookkeep- 
ing department and taking up the sales work, 
of course will continue to take LePage’s Liquid 
Glue. Yours very truly, 

(Signed. ) STENOGRAPHER, 


From Toronto Office. 
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L. Jenkinson has the distinction of 
being the youngest salesman in the Bowser 
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selling force. He is a son of W. E. Jenkinson 
and took up the grip at the age of eighteen. 
That he is successful is evidenced by the fact 
that he purchased an automobile from this 
source of income and is doing very well. 

He travels in California and altho his age 
may militate against his success to a degree, 
he overcomes it by perseverance and tact. We 
are interested to know if this is an example of 
hereditary salesmanship or merely perpetuat- 
ing an ancestral reputation. 
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CHANGES. 


Ever on to bigger and greater things, Bowser 
& Company are in a constant stage of evolution. 
Progress and advancement goes steadily for- 
ward; we are constantly developing our greater 
possibilities. New complexities arise and as new 
conditions develop, we must recast our methods 
for treating the new situations. 

Since our last.issue, there have been several 
changes in department managers in and about 
the office and factory which will no doubt in- 
terest our readers. 

Mr. H. J. Grosvenor, secretary of the company, 
has been placed in complete charge of the fae- 
tory as Works Manager. Mr. Grosvenor always 
has been an active and interesting figure in the 
operative history of the company, having 
been accountant, purchasing agent,  as- 
sistant factory superintendent, general office 
manager and secretary. Mr. Grosvenor will 
conduct his new office in connection with his 
duties as secretary. His executive ability and 
faculty for organizing will unquestionably en- 
able him to accomplish the expectations of the 
firm in his new position. 

Mr. William A. Bersch, formerly head book- 


keeper, has been advanced in position to audi- 
tor. Mr. Bersch has been connected with the 
firm for the past ten years and has‘served in 
almost every position in the accounting depart- 
ment. His previous experience has thoroughly 
prepared him for his new position, and his ap- 
pointment is well chosen. Mr. Bersch 1s suc- 
ceeded as head bookkeeper by Mr. J. F. Bartels, 
who has earned the appointment by years of 
satisfactory service in that department. 

Mr.-A. D. Wyckoff, until recently manager 
of the engineering department, has taken a po- 
sition as traveling engineer and special factory 
representative. His duties will be the engineer- 
ing of large and intricate factory propositions 
and the superintending and inspecting of large 
installations. Mr. Wyckoff is very experienced 
and competent in this line and he possesses to 
the full those qualities necessary for the suc- 
cess of his new position. 

Mr. L. E. Johnson, who has been factory man- 
ager for the past several years, has been given 
the managership of the engineering department. 

Mr. L. E. Bowser, previously factory superin- 
tendent, will collaborate with him in the man- 
agement of this department. The practical 
working knowledge and factory experience of 
these gentlemen will enable them to perform 
their new duties with an assurance of satisfae- 
tion. 

Mr. Geo. Kennedy, a man of considerable fae- 
tory experience, has become connected with the 
firm in the capacity of factory superintendent. 
Mr. Kennedy was formerly factory superinten- 
dent of the International Harvester Co., and is 
thoroughly capable inthe work of modern fac- 
tory supervision. 

Mr. D. D. Mungen has entered our ranks as 
factory accountant. He was previously con- 
nected with the Westinghouse Company of 
Pittsburg, and is specially trained in the work 
of this department. 

Mr. Geo. Tibbetts, formerly storekeeper, has 
been made supervisor of the tin shop, where he 
will organize and systematize this work. Mr. 
Charles Meeks succeeds Mr. Tibbetts as store- 
keeper. 

Mr. Carl Holbrook, who has been manager of 
the order department for the past five years, 
has been sent to Detroit where we are opening 
a selling force. Mr. Holbrook will take eare of 
the affairs of the office, which will be the head- 
quarters of salesmen, R. W. Bechtel and J. N. 
Dietch. Mr. Holbrook’s knowledge of our line, 
together with his congenial personality, will 
prove a profitable and pleasant affiliation to this 
new office and those connected with it. Mr. 
Holbrook will be succeeded in the order depart- 
ment by Mr. R. Hl. Mauk, who has every quali- 
fication for the position. 


OUR MAGNET CRANE 
Just an instance of our care and attention 
in the construction of our tanks from the raw 


material to the finished product. This is our 
magnet crane which picks up the steel plate 
flat from stock and earries it to the skilled 
mechanics and machines for punching, bending 
and shaping. 

The best stock, purchased in perfect condi- 
tion, this crane enables us to keep free from 
fracture, twists or bends in handling, insuring 
a perfect tank in material and construction. 


Capacity, not genius, is needed in selling 
goods. Too many men accept defeat because 
they think they lack some spark of genius. It 
is not genius so much as eapacity to buckle 
down to commonplace work that brings the 
result. 
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CORRECTION, 

W. J. Fitzpatrick, of Boston, finished in class 
A last year. Thru an error of the statistician 
we had him listed in Class B. The statistician, 
when copying the figures, read a seven for a 
one, which made a discrepancy of $600. We 
located the mistake while W. J. was here at the 
convention and he got all the honors and prize 
of an A man. We mention this that our read- 
ers may be put right in the matter. 

The Chicago Auto show held last month was 
very well attended and our booth received its 
share of attention. Mr. B. L. Prince, of Dallas, 
attracted our attention in that he was high man 


in sales for the last week. Pretty good for an 
office man among those veteran salesmen. 
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A WORTHY CALLING. 


Gentlemen, honor your profession. The only 
insult your line can ever evoke is from the pe- 
nurious man when he asks you to cut your 
price. Our goods are worth all we ask for 
them. 


To the purchaser who quibbles about the 
price, we would say the figures only cover the 
cost of the best materials and workmanship, 
plus a fair profit, but its worth is inestimable. 


Think of the lives it may save from the vio- 
lence of an explosion or fire. 


Think of the property it protects. 


Think of the economy it effects and incident- 
ally the happy and joyous use of a perfect run- 
ning motor, or the many steps-it saves a tired, 
weary groceryman; its accuracy and honesty 
in measurement, its time and temper saving 
convenience. The worth of a Bowser is beyond 
computation. 


Is there any other investment one could make 
that so combines the ideal with the material as 
does this purchase? 


No subject in all commercialism commands 
more thought and attention than does the prin- 
ciples we strive for—the protection of hfe and 
property, to which may be added conserving of 
energy and material and the increase of pleas- 
ure and profit. 


The great business we represent is of suffi- 
eient economic value to have back of it an en- 
hghtened public conscience—an insistent and 
persistent function expressed in demands for 
protecting laws. 

This conscience has caused municipal gov- 
ernments to pass stringent laws pertaining to 
storage of volatiles. Nearly every city in the 
Union has passed some regulation with the idea 
of safeguarding the people. 


Science and common sense have perfected in 
the Bowser a simple but effective system of pro- 
tection without prohibitive construction and 
cumbersome inconvenience. 


Bowser outfits are a shield for the family 
against the danger of volatile liquids. Its pur- 
chase is a moral obligation which every man 
should incur who handles gasolene. 


It’s a fact that a Bowser is a necessity, not a 
luxury. A fact so stubborn that even a stub- 
born man must see its usefulness and eventually 
make its usefulness useful to himself. 


We should regard our profession as the very 
highest vocation and therefore worthy to have 
laid upon its altars the best ability and to com- 
mand the most devoted service. 
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The above is a picture of 1910 Prize Sales- 
man, F. H. Richardson, his prize baby in his 
prize grip. Mr. Richardson won the grip in 
the Boston office sales contest last year. The 
picture was taken as he was saying farewell to 
his better half before leaving to attend the 
Prize Winners’ Convention. 


REPORT OF CHICAGO CONVENTION. 
Boomer Editor: 

Dear Sir—On Saturday, Feb. 4, the salesmen 
of the Chicago office came in to take up matters 
pertaining to their territories for the year and 
busied themselves around the office during the 
day in exchanging ideas and discussing the pos- 
sibilities of the future business, and in the even- 
ing they enjoyed a very fine dinner, which was 
served in the Savage Club room of the Kuntz- 
Remmler Company. 

We had with us two of the officers of the 
company, Mr. 8. B. Bechtel and Mr. C. A. Dun- 
kelberg, and Mr. Gorham and Mr. Wales of the 
firm of Gorham & Wales, also Mr. F. X. Mudd, 
one of the first users of a Bowser gasolene 
storage system for automobile purposes in Chi- 
cago, together with the following Chicago office 
representatives : 


K. F. Hessenmueller, R. H. Sherlock, 


W. J. Stinson, By oe Harris: 
H. L. Broek, E. M. Caskey, 
D. A. Ryan, A. G. Lueas, 
Archie Laverty, WH Pratt. 
J. L. Wagner, F. E. Morris. 


EK. C. Franklin, 


Together with Mr. J. R. Matlack, Mr. H. T. 
Kray, and Mr. Kirk Blakemore, of the office 
foree. 

After dinner was over, acting as toastmas- 
ter, I called upon Mr. Bechtel for some re- 
marks relative to the business and his remarks 
were enjoyed very much, as also were the re- 


marks made by Mr. C. A. Dunkelberg, whose 
advice was both timely and of a fatherly char- 
acter. Our guests, Mr. Gorham and Mr. Wales, 
made short speeches which were much appre- 
ciated, and Mr. F. X. Mudd told of an ex- 
perience he had while driving a car with a 
friend at 2 a. m. several years ago and of find- 
ing a Bowser man at that hour on the job, who 
proceeded to-sell at that wierd hour, his 
friend, a gasolene outfit. After which 
the prizes for the Chicago salesmen’s sixteen 
weeks’ contest ending Dec. 31, 1910, were 
awarded to the winners; the first prize being 
a $45.00 gold watch, which was won by Mr. K. 
F. Hessenmueller. Second prize being a $30.00 
watch fob, won by Mr. D. A. Ryan. Third 
prize, a $10.00 Marine clock, won by Mr. E. B. 
Gustorf. 


Mr. Mudd then addressed the assemblage, his 
remarks being as follows: 


Mr. Manager and Gentlemen :— 


I am delghted to be here and to meet so 
many live roosters (remember the word roos- 
ter), and I will tell you a story. It is really a 
compliment. 

My business is furnishing railroad equipment 
for shipping carloads of live poultry. This is 
not an advertisement; but on one occasion, 
while traveling on a fast freight train in com- 
pany with a shipper who owned the poultry 
loaded into one of my ears in said train, we no- 
ticed from the cupola of the caboose a big red 
rooster on top of the car crowing lustily. The 
shipper was very anxious to catch the rooster, 
and asked my assistance. We went forward as 
best we could while the train was running 
rapidly, but the big red rooster, which also 
moved forward, kept ahead of us, and jumped 
from the top of one car to another without any 
attempt to fly away. After the rooster had 
reached the last car next to the engine, and 
every living soul on the train was exceedingly 
interested in the chase, and no further progress 
could be made, the owner succeeded in getting 
very close, and grabbed but missed, and the 
rooster flew. He was a good flier, too, and al- 
though we were traveling quite rapidly, the 
rooster easily kept up with us, but swerved off 
a little, getting further and further away, until 
finally he evidently selected a good place and 
lit in a barnyard, where I am sure he felt at 
home, as he was received by a lot of sociable 
lady hens who seemed to have been purposely 
waiting for just such a visitor. Now, doesn’t it 
strike you that this rooster emulated the good 
business judgment, forethought and get there 
methods which would dispose of Bowser tanks 
or any other merchandise? 

Now for the application. 

Four years ago, while enjoying the hospital- 
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ity of a friend, Mr:'A.:S. Terrill of Oak Park, 
we were riding westward through Garfield 
Park en route home, one day about 2a.m. The 
ear was a new Pope-Toledo, and Mr. T. having 
had very little experience up to the time, put 
the chauffeur on the left hand front seat and 
drove the car himself. It had been raining 
lightly, enough to wet the asphalt, although 
not enough to effect the other boulevard and 
park roads. We spun at a rapid rate until we 
were leaving Garfield Park, on the reverse 
curve, where the asphalt begins on Washingtou 
boulevard, when we skidded frightfully, first 
to the left and then to the right, when a friend- 
ly cover to a manhole in the middle of the 
street caught the rear wheel and reversed us 
so that we made a complete turn in the other 
direction, and lit against the curb, which took 
off both the front and rear tires on that side, 
and the ear tipped over against the curb, and 
fell back. I was very busy trying to keep the 
ladies from jumping out and everybody was 
shaken up considerably. We had passed a slow 
boat a few hundred yards back, which now 
eame up with its one eylinder chucking, and it 
stopped alongside of us. Its single oceu- 
pant jumped out and ran around where 
we were, as we thought in his anxiety to ren- 
der assistance; but almost before he had stopped 
running, he told me I needed a Bowser tank. 
I was too much frightened to notice the in- 
congruity of the remark, but told him I had a 
Bowser tank, but possibly he could sell one to 
Mr. T., who was yet very white around the 
mouth from the fright, and meekly, like the 
little hen, he admitted that he needed the tank, 
which was installed immediately afterwards. 

Now, if that particular rooster is here with us, 
I would like to have him stand up, and I do not 
consider that the big red rooster that flew off 
the train has anything on him. 

I thank you for your kind attention. 

The gentleman Mr. Mudd referred to, was 
F. K. Hessenmueller, who responded to Mr. 
Mudd’s remarks with a little pleasantry. 


The prizes were exceptionally nice, for the 
reason that we were fortunate in being able to 
buy them at wholesale, which meant that the 
value of each one of them was increased by 
better than 25 per cent. 

The day and evening was thoroughly enjoyed 
by all of the men and that get-together-spirit 
of enthusiasm seemed to be very apparent and 
as a result the boys all left for their several 
territories feeling that they had accumulated 
an extra amount of ginger. 

Under separate cover we mail you a photo- 
graph of those present. 

Yours very truly, 


A. T. STATA, District Manager. 


DO YOU? DO YOU? 


Do you work on lines of the least resistance ? 
Do you get ‘‘smiled out,’’ using little persist- 
ence? Do you “‘fall down,’’ often without as- 
sistance? Do you really live, or merely have 
an existence? 

Do you do your best, or do you work just half 
hearted? Do you want to ‘‘play quit’’ about 
the time you get started? Do you get out late, 
find the weather quite bleak? Do you take a 
‘rest up’’ for a new start next week? Do you 
credit long terms? Do you get slow returns? 
Do you generally find your account mostly re- 
served? Do you think you get as much as good 
efforts deserve? Do you work without system? 
Do you work without list? Do you find later on 
your business half missed? Do you find it quite 
irksome to make daily reports, and if you are 
asked, get quite out of ‘‘sorts?’’ Do you aspire 
to A class, or satisfied lower? When prompt ac- 
tion is needed, do you simply go slower? Do 
you have some loose methods you try to con- 
ceal? Do you sometimes fail to give a ‘‘square 
deal?’’ 

Much more might be asked. How long will 
you last? But suffice it to say, if you hold your 
place long, you won't be baling much hay. 
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A delicately scented envelope came to the 
editor’s desk in yesterday’s mail, addressed to 
‘Horace Greeley’’ Davies. Since H. G. is a 
dead one, we are wondering what insinuations 
the sender intended. Anyway we opened it and 
found it to be from J. P. O’Neil, of Omaha, con- 
taining a beautiful little ditty. He is evident- 
ly contending for the title of Poet Laureate to 
the Boomer. Here is the effusion: 


Sun Beams. 


When troubles and sorrow on us do frown 

We should take them kindly and sweet, 

Remembering that each wears a thorn in his 
erown— 

That the sun shines just over the street. 


We make our loads heavy by bearing down, 
And mountains we make of the hills. 

Just lift up a little, forget that old frown, 
It’s worry, not work that lulls. 
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R. S. Johnson just sold Napoleon LaJoie, the 
famous ball player, a private garage equip- 
ment. We can’t say whether it will increase 
LaJoie’s batting average, but your Unele Bob 
is there with red blood this year and is hitting 
them up right smart. 
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Our curly-haired auditor and expert account- 
ant, Mr. Bersch, just said to us: ‘‘The other 
day I saw a sign over the door of a restaurant 
which read: ‘If you don’t eat here we both 
lose.’’’? That’s the way we feel, Bill, when we 
have to drop our subscribers who are in ar- 
rears, and likewise where we fail to sell a pros- 
pect, we both lose. 
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If you expect to get a hundred per cent. out 
of this proposition—remember you must put 
into it a hundred per cent. of your ability and 
effort. 


GET THE BUSINESS. 

The above expression is not wholly elegaut 
but right to the point. These three words 
bound the salesman’s job. The ways and 
means to the end may be devious and variant 
but as a finality every road of the ambitious 
salesman leads to the ultimate goal—orders. 

Order getting is a delicate endeavor, requir- 
ing the touch of a diplomat, and the under- 
standing of a psychologist. Nothing is so sen- 
sitive and elusive as an order. Opinions as to 
the first essential characteristic of a salesman 
may vary but allied with the many necessary 
qualifications there must be resourcefulness to 
secure the maximum results. Resourcefulness 
will get you an audience with a prospect that 
without it you would never get. Resourceful- 
ness will secure for you vital information that 
would be sealed to you without it. 

A resourceful salesman never fails to call on 
the oil men. A tank wagon driver can often 
give you most valuable information. A _ re- 
sourceful salesman will also call on the promi- 
nent insurance agencies and acquaint them 
with the Bowser proposition and the advantage 
it affords in the protection of property from 
fire. 

We would lke to emphasize this point as per- 
haps some of the boys haven’t been securing the 
co-operation and assistance of insurance men 
that they might. 

A specific instance of the help an insurance 
agent can give a salesman is illustrated by the 
following letter which was forwarded to Mr. 
Cashman while he was here last week. . We do 
not mention the company because we did not 
request the privilege to publish it. It was writ- 
ten by the special state agent of the company: 


Mr. Pat Cashman, 
Sioux Falls, 8. D. 
Dear Sir :— 

I was out to Wessington last week 
and learned the following firms are in 
the market for an underground oil tank: 
Hlutchison & Pettis, Geever. 

If you called at the Farmers’ and Mer- 
chants’ Bank and told HE. S. Shannon 
that I sent you there, he would very like- 
ly give you the names of some more, but 
Ilutchison & Pettis are figuring now for 
a buried tank.  Sineerely, 


Further comment is unnecessary. If you are 
not getting as much business as you feel you 
should, take a survey of your methods and see 
if you are taking advantage of such resources. 

Since the above came to our notice an order 
for a 3-bbl. 41 for one of the prospects has 
been received. 
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The first quarter of the year has passed. If you are not up to your Quota, ask Yourself why. You alone are responsible for 
your own success. The only things that can keep you back are your own self-imposed limitations. Don’t let lack of confidence 
and those many other things bind you down. Cut those ropes. that hinder your progress, and with determined energy insist and 
persist in gaining your goal. 

Gentlemen, if you haven’t done what you could, don’t call it luck and be resigned to your fate. Grab that knife, Initiative 
Enthusiasm and Determination, and sever whatever ties that keep.you back. Don’t simply wish and yearn, but cut and do—it is in 
your power to make your Quota. It’s up to you. 
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March 29, 1911. 


TO EACH INDIVIDUAL SALESMAN:-- 


Another record broken! The week ending March 25th turned in 
the largest number of orders and the greatest value in dollars ever taken 
by the Company in one week in its history. ‘This means prosperity to 
all who contributed. Did you, as an individual, get your share? 
Are you so working your territory as to continue in this march of progress? 


We are striving for a continuance of this record, and have pre- 
pared to take care of your orders as never before. Don’t be afraid of 
swamping us. 


The value of pushing the sales of our regular outfits, and the 
elimination of “Specials’’ has been demonstrated in this year’s great 
volume of business, which was great not only for the week but is much 
in excess of the business for the first three months of last year. 


You all know the advantage of short terms. It means guicker 
money to your credit and for use in the business. Need more be said? 


Collectively we have shown the Bowser possibilities. Individually 
you know what you have contributed to it. As we progress, let each 


one keep this credit in mind and contribute his proportionate part to the 
satisfactory whole. 


Y ours sincerely, 


D. A. COREY, 


General Sales Manager. 
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You get up early in the 

morning and work hard 

all day and until late at 

night for one object— 

MONEY— 
yet you let a large part, if 
not all, of your oil profits 
escape thru your poor 
method of handling oil. 


=-|COURTEOUS 
SALESMEN 


bon You desire to give your 
promer | /| customers prompt delivery 
and the best of service, 
and you pay extra salaries 
to secure good clerks for 
the purpose, 


yet you waste time and oil 
in drawing it from an old 
tin tank, which loses trade 
while your back is turned. 


If you had a clerk who was de- 
liberately wasting your goods, not 
keeping thingsin their proper place, 
continually threatening you with 
fire and disgusting your customers 
as well as yourself, would you wait 
until the middle of]next month or 
next year to replace him? No! 
Still your present method of oil handling 
is just as annoying and harrassing. A 
Bowser would work closer to your interest 
in this department than your highest salaried 
clerk possibly could. 


} JUST WONDER _IF | 
REALLY DO CHEAT 
MYSELF 
SELLING 


You are very particular about | © 
your seales being accurate, because 
you wish to give your customers ex- 
actly their money’s worth. But you 
would get provoked if a customer 
made a practice of giving youa cent 
short on the price. 
Yet you lose a part of your prof- 
its on your oil every time you serve 
it with measures and funnels. 


fsuney au micKs You would not think 
HOW ABouT MY . . a A 
toss or trap ano] of being without fire in- 
-| PATRONAGE UNTIL } ; 
Iwis 476 . = 5 SWANS ya) 
incoucos wet] surance on your business 
and insurance on your 


life ; 


but every day you han- 
ii ‘iy dle your oil and gasolene 
a ma) 


57 0 jl 

a Who: Tn ite with old-fashioned methods 
you assume a fire hazard, 

which might cause the de- 

struction of both hfe and 

property. 


Oh, Consistency, thou art a jewel! 
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They’re off at the new branches—but not in 


the accustomed sense. 
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In figuring the prize dope, we think that the 
‘‘mental attitude’’ of the other ten branches 
toward the one under consideration, should be 
reckoned with. It makes a lot of difference 
whether the prowess of a branch is held in awe 
or contempt. 

H. E. Dobson, of New York, is doing his best 
to avoid any snares or pitfalls on his trip to 
the quota this year. During the month he se- 
cured a 247 point order. He is after first place 
and you may expect to find him posed in any 
attitude theatrically calculated to charm the 
pubhe and incidentally stimulate the gate re- 
ceipts. 

* 

C. Emery Franks, the boy that parts his 
name in the middle, has quit the office in the 
Philadelphia branch and taken to the road. 
He topped last week’s business off with a Stet- 
son—not a hat, but a Stetson P. G. order for 
21 points. All right, Emery, consider vourself 
staked. Accept it from us. 

The salesman who gets one new idea a month 
is a genius. 

A Bowser equipment is no temporary fad or 
fashion of the hour; it is a deep-rooted, ele- 
mentally economical necessity—and its need is 
as changelessly urgent as the course of the sun. 

* * 2 

G. H. Schnable, with a certain mission, called 
on a well known Table Factory. The mission 
finish was 91 1-2 points for G. II. Schnable. 
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G. E. Reuben, of Atlanta, has the distinction 
of having taken more orders than any other 
man since the first of the year. H. E. Dobson, 
of New York, has sold more goods in money 
value than any other man so far this year. It 
will take quite a slump in trade to dim the 
lustre of either of these gentlemen’s phenome- 
nal record, unless—there is someone else that 
can ‘‘beat them to it.” 


*“We used a round tin tank for a year and 
haven’t had any trouble.’’ So? Some men 
have jumped off a high bridge and did not get 
Killed. ; 

Did you ever hear a user of an old tin tank 
say he liked or was in love with it! NEVER. 
it is about as much of a favorite in commercia! 
society as a dog with the fleas. On the other 
hand. did you ever see a Bowser user that 
wasn’t proud of and pleased with his Bowser? 
There’s a reason. 
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Trying to get profits on gasolene when stored 
in an old fashioned tank is about like cracking 
nuts with a pile driver, while trying to keep 
a firm grip on the nut. . . 


Last year was a humdinger, wasn’t it? But 
we are not living in the past. The only thine 
that concerns us now, is that the future is 
marked. by a rainbow of promise whose pres- 
ence cannot be disputed. We are determined 
to make this year’s quota, and we are ready 
and willing to help each other. Let’s chloro- 
form the notion that we are not going to make 
it three million. 


We are anxious to get those class standings 
to see who the fifteen high men will be. Who 
do you think they are? We are absolutely 
apathetic to be placed contiguous, dreadfully 
eager to be juxtaposited, and if we don’t get 
the information for our next issue will simply 
burst with curiosity. 
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We have taken a mechanical draftsman on 
our staff to dope out the prize winners with 
square and calipers. We are also on the look- 
out for a psychologist. 
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J. W. Merickel, of Canada, turned a dainty 
trick last week. He sold a paint store for a 
47 1-2 points and after the man signed the or- 
der, his applause prompted Merickel to sell him 
15 points more before he left. Nice encore 
work, Merickel. 


Hf. J. Harris, who travels in Wisconsin, just 
got an order to the tune of 25 points from a 
Piano factory. Sweet music, eh, H. J.? 
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During the past month we were favored with 
a visit from the following branch offiee man- 
agers: W. R. Hance, Toronto; A. T. Stata. Chi- 
cago, and Wm. Todd, Jr., Philadelphia. 
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THIS ORDER 
HAS WAITED 
ALONG TIME 
FOR SOME- 
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WHo EVER 
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wire HAVE 
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APRIL THE Ist. 


As April the lst draws near, no doubt you resolved not to be fooled this year. If you 
keep on the guard, you won’t be, but when you become less vigilant, then there is an opening 
and somebody ‘‘shps one over on you.”’ 


Every day in the year the salesman must guard against being fooled—fooled into believing 
the prospect is too busy, or isn’t ready, or can’t afford, or won’t sign. 


Just to illustrate: A prospect at one of the Auto Shows stepped up to our booth and re- 
ceived a complete demonstration. Ile went into the matter fully, but signed no order, per- 
haps because he hadn’t been asked to. Anyway, two weeks after the show he wrote to the 
house and wanted to know why he hadn’t received his equipment. Some one had sold him and 
didn’t know it. 


Here is another instance that just happened the other day. One of our men called on a 
merehant and evidently gave him a full description and demonstration. The prospect was 
interested to the point of closing, but fooled the salesman into believing he was too busy. The 
agent had sold him and didn’t know it. Here is the merchant’s letter after the salesman left: 


“S. F. Bowser & Co.; Fort Wayne, Ind.: Marchel4 190% 

Gentlemen :—Your agent was here just day before yesterday and chinned me hard to get 
me to purchase one of your Gasolene Tank Outfits, and I was busy and refused to take hold 
of it, but after thinking the thing all over, I have decided, if I can get in touch with him right 
away, I will take the whole outfit for handling gasolene. 


‘‘Tet me hear from you at once when I ean see him.’’ Yours truly, 


A sequel to this is a recent case of where one of our Boston salesmen secured a large order 
in spite of the fact that the general manager of the concern actually told him he had lost it. 
Our man refused to be fooled into thinking he couldn’t get it and got it. 

Gentlemen, don’t be fooled this year. Be vigilant all the time. Every user of oil needs 
and should have a Bowser, and after seeing and hearing about your model they know they 
need it. Be determined and courageous and don’t let them fool you into thinking otherwise. 
Put your foot down on it and get the order. 
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The railroad business for the month of March 
shows a very nice improvement over that of 
the preceding months this year. We received 
a very large order for Cut 41 Pumps for the 
Western Division of one of our Canadian roads, 
another nice order from a railroad with head- 
quarters in Ohio, and still another from one of 
our large Western systems. Besides these, we 
have had quite a few small orders which will 
swell our total for this month to a respect- 
able size. We have also made some very good 
proposals this month, ranging close to a 
dozen, all of them very bright prospects and 
we feel reasonably sure that we will get the 
business in a little while. 

We had a very important Railroad Show at 
Chicago. lasting from the 20th to the 24th. This 
Was in connection with the Maintenance of 
Way Convention and also the Signal Engineers’ 
Convention, both of which met in Chicago dur- 
ing the period named. These conventions are 
held in Chieago every year and the exhibit, 
which is held in the Coliseum, has grown to 
be a very large affair and this year, in particu- 


lar, was larger than any preceding year and — 


was attended by railroad officials, ineluding 
Presidents, General Managers, Superintendents, 
Master Mechanics, Purchasing Agents, Store 
Keepers and other officials. Our three Railroad 
Representatives were in charge of the exhibit 
under the supervision of Mr. Dunkelberge and 
they all report a very satisfactory week. 
Our booth was very largely patronized by rail- 
road officials and the prospects for business are 
very good, but the chances are that it will not 
open up until the close of the half year. 
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ALL RIGHT, HOLBY, OLD TOP. 


Des Moines, Iowa, March 24, 1911. 
Editor Boomer: 

Have you changed your dates relative to pub- 
lishing the Boomer? I have received only two 
numbers this year, Feb. 1 and March 1. Now, 
I want you to know I miss it when I don’t get 
an issue, so don’t overlook my name, please. 

: Yours very truly, 
A. W, HOLBROOK: 

During January, February and March, the 
Boomer was only published the first of each 
month. The public have been so clamorous for 
it, however, that we are again forced to pub- 
lish it every two weeks, so hereafter it will ap- 
pear regularly on the Ist and 15th. 


Ms 
* 


OUR BOSTON BRANCH. 


The Boston branch has a special prize con- 
test on from March 13 to April 29, covered by 
the following conditions: 

To the salesman making the best showing on 
his quota at Boston office for the period of seven 
weeks, will be awarded a handsome Gold Searf 
Pin with a small diamond inserted in the cen- 
ter, value $15.00; to the salesman making the 
second best showing on his quota, will be 
awarded a Gold Cigar Cutter, value $10.00, 
and to the salesman making the third best show- 
ing on his quota, will be awarded a pair of 
Gold Cuff Links, value, $7.00. 

No orders will be counted, dated prior to 
March 13, and all orders must be received at 
this office not later than May 1. <Any orders 
received with the shipping date later than June 
1, will not be eounted in the contest. 

It is desired that each salesman will do his 
best and try to win one of these prizes. 

Our Automobile show closed last Saturday 
night, March 11. It was a great success and 
one of the best shows ever held at Boston. The 
show this year was in charge of Mr. H. C. Car- 
penter. The regular demonstrators were 
Messrs. H. I. Earle, M. 8. Jordan, W. F. East- 
man, E. H. Briggs and J. R. Sibley, assisted by 
D. A. Howard and J. E. King of the office. Our 
booth was honored by a visit from President 
S. F. Bowser and Mr. C. A. Dunkelberg, who 
were in Boston during the week. We secured 
a very nice business and booked a large num- 
ber of prospects, which we believe will bring 
good results. 

While we do not wish to appear egotistical, 
we consider it only proper at this time to speak 
of that nice garage order which Harry Karle 
came across with during the last days of the 
show—the one ealling for six 550-gallon tanks 
with Cut 39 pumps, one 5-bbl. Cut 41, all fully 
equipped with Meters, Filters, Hose, ete. It 
took Mr. Earle something over two months to 
close the proposition, and a great deal of sales- 
manship, perseverance, tact and diplomacy 
must have been exercised, in view of the econdi- 
tions, to land it. The ‘‘Smile of Satisfaction,” 
that was on the gentleman’s countenance when 
he brought in the order was worth going miles 
to see. Brother Karle is to be specially con- 
eratulated on this fine piece of work. 

During the past month, our Mr. N. A. Ring 
has sold two very nice equipments, one with a 
3.000-gallon, 1-4 inch tank and Cut’ No. 39 
pump, to be shipped to Criehaven, Me., an is- 
land about 30 miles off the coast of Maine. 
The other order ealls for a 2,000-gallon, 1-4 
inch tank and a 5-gallon pump with accessories, 
for boat delivery at Eastport, Me. 
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Mr. C. M. Carpenter is sending in a nice 
business from the state of Vermont. He is edu- 
eating the trade to buy the best equipment, 
with large storage. This can also be said of 
Mr. F. H. Richardson, who is traveling in New 
Ilampshire, and Mr. Lewis Smith in Western 
Connecticut, and in fact, all the salesmen trav- 
eling from this office are now doing a nice busi- 
ness and out with the determination to win 
this year. 

Mr. J. R. Sibley has just secured a very nice 
order amounting to 96 points from a rubber 
company for a’Long Distance Rubber Cement 
Distributing System. We congratulate him on 
this nice sale. 


Editor Boomer: 

Knowing that you are always glad to be ad- 
vised of the important events that occur, we 
feel sure that you will be interested in one of 
the pleasantest affairs that has ever taken place 
at the Boston office. 

During the week of the Boston Automobile 
show. a great many of the salesmen were in at 
the office, so on Saturday morning a salesmen’s 
conference was planned, and the entire force 
assembled for the meeting. 

During the session the salesmen planned to 
present their manager, Mr. H. HE. Anderson, 
with a beautiful diamond ring as a token of 
their regard. The manner in which the gift was 
presented was unusually interesting and effective. 

The plot was to first trump up some imagin- 
ary grievances against Mr. Anderson and open- 
ly charge him with them, then later give him 
the ring. The program was arranged, so, first, 
Big Nat Ring cornered Mr. Anderson in his 
private office and literally stormed about things 
im general, saying that he hadn’t been fair to 
the boys, and they were all entirely dissatis- 
fied. In the meantime the balance of the sales- 
men had congregated in the outer office, and 
after Mr. Ring had aggravated his victim suf- 
ficiently, he told him to step out and learn for 
himself how displeased all of the boys were. 

When Mr. Anderson stepped to the outer 
office. he saw what appeared to be a small sized 
strike, for every man had a serious and threat- 
ening appearance. Mr. Ring then said, ‘‘Now, 
Mr. Anderson, you ean easily see we are all dis- 
satisfied,’’ and with that turned him over to the 
bunch. At this point, C. M. Carpenter, entirely 
disregarding Mr. Anderson’s feelings, went aft- 
er him on his imaginary grievances, and 
brought the audience up to a most intense 
pitch. 

Just at the time matters seemed to have 
reached the climax, the peerless, silvertongued 
orator, Clarence Carpenter. acting as spokes- 


man, drew from his pocket the jewel case con- 
taining the ring. Presenting it to Mr. Ander- 
son, he told him it was an expression of the 
sentiments of the boys and was given as a token 
of the Boston salesmen’s appreciation for the 
sincere efforts he had exercised in their behalf 
and welfare. The climax was so intense among 
those seventeen strong and hearty salesmen, 
that every eye was wet with emotion. 

Mr. Anderson was completely capsized with 
surprise, but finally mastered his feelings and 
made a fitting response. 

The diamond ring was accompanied by the 
following letter of appreciation : 

‘““To Mr. Henry E. Anderson, Manager Boston 

Branch: 

‘““As a token of the esteem in which you are 
held by the salesmen who have been affiliated 
with you since you have been manager of the 
Boston office, and in appreciation of your spirit 
of fairness at all times, it is the wish of the 
undersigned that you accept this small token, 
herewith presented, and wear it with as much 
joy and pleasure as it has given us to pre- 
sent it.’’ (Signed) 

J.C, CARPENTHR, Jzr.D: J. SHY MOUR, 
CaM CARPENTHR. 94J.-k, CONNOLLY, 
N. Aw RING, dak. SLB: 
Wed: BITZPATRICK, By HW. BRIGGS, 
LEWIS SMITH, Heb: CHILDS, 
eda eke bi by J. L. ROWLAND, 
H. U. EARUE, D. W. CHASE, 
F.H. RICHARDSON, W. F. EASTMAN, 
M. 8. JORDAN. 

The entire incident was a beautiful piece of 
work and neatly carried out, and will long be 
remembered by all those who participated in it. 
C. H. Davies, Editor: 

I have been informed that an article was 
mailed to you to be published in the Boomer, 
if you thought well of it, relating to an event 
(and I might say one of the happiest events of 
my life) which took place at the Boston office 
on Saturday, March 11. If you do decide to 
print that:article, would it be too much to ask 
you to spare a few more lines by publishing this 
letter, as I wish to thank all those participating 
in a public manner. 

I was deeply touched by the incident and 
only desire to say that I hope I shall be able in 
the future to keep the respect and esteem of 
such a fine body of salesmen, men whom I am 
proud to be associated with. 

Again thanking them through the columns of 
your paper for the beautiful gift, which is high- 
ly appreciated by me, I am, 

Sincerely yours, 
H. E. ANDERSON. 
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Branch Office Standings 
lst—St. Louis 


2nd—Dallas 


3srd—Boston 
Ath—Atlanta 


5th—New York 


6th— Minneapolis 
7th—Fort Wayne 
8Sth—Toronto 
9th-—Philadelphia 
10th--Chicago 


11th—San Francisco 


To the branch office securing the largest per 
cent. of its quota for the year, will be awarded 
a loving cup. A very worthy trophy to strive 
for and typical of a victory clear and decisive. 
Keen interest of the management, not only in 
the division business but,in the individuals who 
make special efforts, should be incentive enough 
to any man with a particle of salesman pride. 

The race has only just passed the first quarter 
stretch, but from now on every day counts. 
The next ninety days will perhaps be the most 
active in the year. During it, you must not only 
catch up and keep even with your quota, but 
you must secure enough to tide over the vaca- 
tion period. This means the hardest kind of 
work.- It is a call to arms! Make it a bully, 
brave old record-breaking battle to the last 
ditch. You men, with red blood in your veins, 
rally to the support of your division and de- 
termine to win. 
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Mr. R. L. Corey, who, by the way, used to be 
our cub reporter here, now our foreign corres- 
pondent with headquarters at Minneapolis, just 
sent us the following wire: 

““The Minneapolis office just received an or- 
der from James Ward with this note attached: 

‘* “Please find enclosed order No. 75. I came 
near getting skinned today.’ ’’ 

The order in question amounted to 10 1-2 
points, which expresses the Minneapolis divis- 
ion’s idea of ‘‘Most getting skinned.’’ 
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A. L. Byrd, who is now traveling in Ken- 
tucky, came in to spend a day with the Boom- 
er. We asked him to tell us about Kentucky, 
and he gave us quite a talk. 


“The state of Kentucky,’’ said Mr. Byrd, ‘‘in 


regard to its reputation for the production of 
whiskey, fast horses and pretty women is ca 
fact. Seldom do you hear the sound of anvil 
and hammer and when you see a large chimney 
or smoke stack it is not a factory but a dis- 
tillery. Kentueky produces practically noth- 
ing but tobacco and whiskey. 

‘‘Tt is a mountainous ‘state and I have several 
counties in my state that have no railroad. I 
do a lot of walking and driving. I was driving 
through the country last week and when the 
sun began to set behind the hills, I found I was 
still far from the nearest town; so I drove up to 
a quaint little farm house at the side of the 
hill and asked them if I might get board and 
lodging for myself and beast over night. The 
old gentleman looked us over and finally said: 
‘T reckon so, if you all be willin’ to put up 
with our fare.’ I told him we most assuredly 
would. 

‘‘After the evening meal I was shown my 
room in the loft of the house. The room was 
furnished in Louis XVI. style, only someone 
had taken the furniture out while Louis wasn’t 
looking. The room was most sparely furnished 
and only contained a straight back chair, a 
small pine table with a tin pan on it and a 
short low bed and a mirror 4x6 inches on the 
unplastered wall. 

‘‘Being very tired from my weary travels I 
soon fell to sleep. Suddenly I was rudely 
awakened by a most terrible noise just outside 
my door. It was morning and my room was 
lighted by the dawn of the early sun. The ter- 
rible noise continued and I heard the rattling 
of chains, the stamping of feet and the gnash- 
ing of teeth. As the weird sounds came to my 
ears I sprang to my feet. Rushing to the door 
I peeped through a crack in the wall and saw 
a man and a mule enmeshed in plowshares, 
chains and harness. 

‘“As I opened my door the old man finally 
untangled himself. ‘What in the world is the 
matter! What has happened?’ I asked. ‘Oh, 
nothin’,’ said the old man. ‘I am a stranger 
here,’ said I, ‘but if I can help you I’d be glad 
to. What happened?’ ‘Oh, nothin’,’ said he, 
‘nothin’ much.’ ‘But I can see there has.’ said 
I. ‘What is it?’ Finally the old man said, as 
he wiped the mud from his face, ‘Do you see 
that patch o’ ground up there on the hill.’ J 
looked high up the hill and said, ‘Yes, but tell 
me what has happened.’ ‘Well,’ said he, ‘noth- 
in’.has happened much, only me and this cussed 
mule jest fell out of there—that’s all.’ ” 


Blessed is the man who buries his gasolene 
in a Bowser, for, when the storms ariseth, 
verily the lightning will strike the high places, 


ThE New Minnearotis OFFICE 


The above is a view of the Minneapolis office and its personnel. 
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THE OFFICE FORGE> 


The gentlemen in the picture reading from left to right 


areR. L. Corey, S. P. Williamson, Mgr. L. P. Murray, M. C. Bramham, W. T. Blewett 
and J. C. Ward, the last three being salesmen. 


PAINT OILS. 

There is no user of Bowser goods that re- 
ceives greater returns on his investment than 
does the paint oil dealer. The prevention of 
loss through slopping and spilling, the safety, 
the cleanliness and convenience are points that 
readily appeal to him and assure him of a say- 
ing; but when he is told of the saving through 
the prevention of evaporation he is sometimes 
inclined to discount this advantage, thinking 
the loss through evaporation insignificant. 

This is a serious mistake, as the loss through 
evaporation is large and real. Because many 
fail to realize it, increases its seriousness. 
Evaporation means not only a loss in quantity 
in the escape of those gases, but the remainder 
of the liquid is not of full strength and of the 
proper consistency, resulting in a loss in quality. 

The actual quantity loss through evaporation 
is far more serious than many of us realize. 
Some idea of-its extent is shown through the ob 
servation of a chemist who investigated this 
point. The report of his investigation was pub- 
lished in a Minneapolis paper some time ago 
and is partly covered by the following clipping 
which Manager L. P. Murray kindly sent us: 


Linseed Oil Waste Shown. 

That huge sums of money were being lost to 
the commercial world every year through lack 
of knowledge of how to obtain the valuable 
acids and drugs thrown off by linseed oil was 
the intimation of Prof. A. I]. Sabin before the 
Chemical society yesterday. 


He stated that about 18 per cent. of the oil on 
being exposed to the air was lost and that it 
took only a short time to note this decrease in 
weight. He said that formaldehyde, carbon- 
dioxide and many acids were released by the 
action of the air on the oil and at the present 
time were going entirely to waste. He cited 
the interior of an American battleship water 
tank after painting and said the acids were so 
strong that it was impossible for the men to 
enter them and often he had gone into the 
tanks some time after painting them when it 
was so strong that he was nearly overcome. 

In connection with this it was stated by other 
chemists that millions of dollars are being lost 
yearly by lack of knowledge on how to save or 
gather the cast-off gases. It was said that 
nearly any large product upon undergoing 


chemical examination was found to contain 
many valuable elements that were being 
wasted. 


Just think what inroads an erghteen per cent. 
loss makes on the profits. Is it any wonder 
some dealers say they lose money in handling 
this commodity? There is only one remedy 
that will effectually stop this loss—the instal- 
lation of a Bowser. Persuade your next pros- 
pect to agree with you and install it. 

Beware of self-complacency, the first sign of 
mental ossification. No man is secure who 
feels a sense of security. The only safe goal is 
the horizon—T'o win, one must keep constant- 
ly progressing. 
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We sent post cards to a lot of our friends sug- 
gesting they drop usa line. Several of the re- 
plies appear here and we want to thank the boys 
we have heard from. The letters are most heart- 
ily appreciated and we will use them as space 
permnits.— Hditor. 

Replying to your postal for a contribution 
and to your query, ‘‘ What is the Answer ?’’ The 
answer, hey? Well! J should say :— 

It’s nothing but plug—plug all day long; 

An outfit here, an outfit there, 

It’s the life of a righting the wrong; 

But say to the men of the Bowser gang: 
The star that leads us in strife 
Is the check and the ‘‘dough’’—inspiring, you 

know ! 
And the power that cheers us in life. 

And don’t omit, as there you sit 
On the editor’s throne so stern, 

To say to our ‘‘Bow-sir” 
We are all his old ‘‘Tow-sir”’ 

Bowser Gang. 
H. D. Childs’ first contribution without charge. 
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Say, Childs, maybe you think all an editor 
has to do is to play on a battery of push-but- 
tons. 


sehen tHeee ie 

We asked H. U. Earle for a short closing 
argument, and he said: ‘‘ Well, Davies, of course 
they vary, and all I can say off-hand 1s, that I 


tell them to please bear hard on the pencil, 


as it requires four carbon copies.”’ 


It is with regret that we announce that the 
Salesmen’s Class Standings are not yet pre- 
pared for publication. Of course, they are all 
being carefully compiled by our statisticians, 
but special adjustments were necessary In some 
instances and we prefer not to publish the lst 
until all dispositions have been completed. The 
boys who haven’t done as well as they would 
have liked to, can turn this to advantage by 
eatching up in the meantime, so that when the 
list is published they will be well to the front. 
We expect to have it for our next issue, so 
you'll have to hurry—it’s only two weeks off. 


Our Mexican office has been closed tem- 
porarily, due to the Mexican revolution which 
has assumed serious proportions. The office 
will remain closed for an indefinite period, and 
Mr. Hal. C. Storr has returned to Fort Wayne, 
where he will assist in the General Sales De- 
partment for the present. Mr. J. L. Holmes is 
also here preparing for a business trip to Porto 
Rico, Panama and Buenos Aires. Clarence 
Dustman has returned to his old love, the San 
Francisco office, where he will do special work. 


In December, I called on the Staunton Safety 
Oil Co., of Staunton, Va., and interested them 
in a battery of 6 tanks, cut No. 109, enough to 
have Mr. Braxton, the manager, request an es- 
timate of cost of same. After submitting the 
estimate, Mr. Braxton informed me that he 
would have to defer the»purchase until spring 
and gave as his reason, going to move to new 
location. J told him at the time he had best 
reconsider and let me put the outfit in at that 
time for he was liable to have a fire that would 
cost him more than the tanks, but he was ob- 
durate and held out. 


Last week Staunton was visited with a severe 
fire, entailing a loss of about $250.000. The 
fire was within one-half block of the Staun- 
ton Safety Oil Co., but the following day, fire 
was discovered among the oil rooms of this 
company and before the fire was extinguished, 
there was about $1,500.00 loss sustained. 


I happened to be at the fire and Mr. Braxton 
came rushing out of his office, laden with papers 
and books. On seeing me, he dropped his load 
and stood there looking at me and said: ‘‘I 
wish I had taken your advice; you predicted 
this would happen.’’ I said, ‘‘ Well, it is not too 
late now, Mr. Braxton.’’ He then invited me 
to call and talk the matter over the next day. 
I did, and the result, just as soon as he can get 
located and adjustments made, he will place his 
order. 


Our cut No. 41, 5-bbl. outfit, which he had in’ 
the old stand, came out of the fire without 
damage. During the fire everybody set up the 
ery of there being gasolene in the building, but 
Mr. Braxton said, ‘‘No danger; it is in a Bowser 
tank, 6 feet in the ground, and I wish I had 
my other oils there.’’ 

Very truly, 
W. J. LIGON. 


Me Me 
cS 7. 


_ That pleasing old gizimbo, Bob Johnson, was. 
in today and expressed another thought. He 
never sends them to us by mail. Here it is: 
“Don’t pick out your course and then go head- 
on at all obstacles, instead of around them. 
You are not supposed to ¢ringe—merely let 
the other fellow do his share of leading. Agree 
with him on as many points as possible and 
when he thinks you agree with him he will 
agree with you. Remember, however, in his 
agreeing with you, ‘The Main Chance wears 
gum shoes.’ So cinch it when it comes.’’ 
BS * 


Concentration is the secret of strength in 
pohtics, in war, in trade; in short, in all man- 
agement of human affairs.—Emerson. 


WILL IT PAY? 

“Oh! I can see you’ve got a good thing,’’ 
said the Prospect, ‘‘and when my gasolene 
business gets large enough, I’ll think of putting 
a Bowser in.”’ 

‘‘But you need it now,’’ urged the salesman, 
‘‘beeause it will not only secure for you all of 
the profits there is in your present business, 
but will actually increase your gasolene trade.’’ 

This is a feature some prospects are doubt- 
ful about, but the hundreds of letters like the 
following just received is surely evidence 
enough: 


? 


AUTO SUPPLIES BUICK AGENCY 


THE SEGRIST GARAGE 


G W. SEGRIST, PROPRIETOR 


All Kinds of Repair Work 
CeASR eT EcR. 9) O.Uals He DEAL KsOmheA 
2-28-1911 


Bowser Tank Co., 
Ft. Wayne, 
Dear Sirs: 


Please find enclosed check for pay-— 
ment in full for one Bowser Tank. 


I wish to say that your tank has 
certainly made an increased gasolene trade 
for me. The two filter arrangements get 
the trade, not only from auto men, but all 
who have gas lighting plants. They speak 
very hrehiy of this device and 1 certainly 
feel more than paid for the additional cost. 

Wishing your firm a much deserved 
patronage, I remain 


Very truly yours, 


Ind. 


The above letter is in itself sufficient evi- 
dence of Bowser service in this respect. It is 
hard to see how any man ean ignore it or doubt 
this fact which it so strongly proves. 


i. 


Through the courtesy of Mr. G. A. Townsend, 
we received the following from our Mr. Chas. 
Holsinger, who travels in Iowa: 

‘‘Recently I was in a small lowa town, ecall- 
ing upon the general stores. Entering one of 
the places, I ran into a ‘‘Camak’’ and a ‘‘Cam- 
ber’’ representative, both bent on the same 
mission. We jollied each other for a little and 
then sparred for an opening with the merchant. 
I told the other two men to go ahead with their 
talk. They did so, each one putting up the best 
demonstration and sales argument that he pos- 
sessed, as the merchant was really in the mar- 
ket for an outfit. Camak price was higher than 
the Camber, while our price was half again as 
much as the Camak. 

When it came my turn to talk to the mer- 
chant, and by this time there were four or five 
farmers gathered around, I approached the 
merchant, taking a pencil from my pocket and 
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picking up a piece of paper from off the coun- 
ter as I.walked towards him. 

‘These other gentlemen have given you good 
sales arguments, showing you why you should 
use their individual outfit, and all that I have 
to say is this,’’ showing the merchant the sheet 
of paper upon which I had written vertically: 

$10.00 

$10.00 

$10.00 

Taking my pencil, I pointed to the top $10.00 
mark, saying: 

‘‘Here is a $10.00 bill that some people say is 
all right. Here is a $10.00 bill that the major- 
ity of people say is all right, but this last $10.00 
bill every one says is all right. The first $10.00 
bill represents the Camber outfit, the second 
$10.00 bill represents the Camak, and the last 
$10.00 bill 1s the Bowser. Now, which one of 
these $10.00 bills will you take?’’ 

It is needless to say that the force of this 
argument was carried home to the onlooking 
farmers who laughed at the illustration, and 
the merchant said: ‘‘ Well, I guess I want your 
outfit.’’ And I walked out with the order. 

Trusting that this may be of some use to you, 
and assuring you that we are much interested 
in the Boomer and its Editor, I am, 

Cordially yours, 
CHARLES HOLSINGER. 


Tell me not in mournful numbers, 
That the grocer’s lot is woe; 

That his cares disturb his slumbers, 
That he pockets lttle dough. 


Profits real, and profits easy, 
Can be made (that should shame us) ; 
Chuck the tin tanks, slow and sloppy, 
Use instead the Bowser Famous. 


Bowser users all will tell you, 
That you sure can get the biz, 

And develop smiling buyers 
With the Bowser’s rapid whiz. 


Make your future sure and pleasant, 
Let the past be buried dead; 

Act now! In the living present, 
Order now ere more time’s sped. 


Now’s the time for up and doing, 
Get the Bowser, up to date; 
Gold pursuing, gold achieving, 
At a fast increasing rate. 
W. V. Crandall just put over a 25 point store 
order. It’s the piling up of that kind that 
made him his reputation. 
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Mr. Parmelee of the St. Louis office sent us 
the following news clipping which appeared 
in a Murphysboro, Ills., paper: 

Damaging Fire at Blair Mine No. 1. 

Ileavy fire damage was again suffered 
at the Gus Blair Big Muddy Coal Co. 
mine No. 1, two miles north of Murphys- 
boro, Sunday night, when flames destroyed 
the big engine room, oil house and boiler 
room and their contents. It is said that it 
will climb into the thousands of dollars, 
especially from the fact that it will be im- 
possible for the company to fill the big 
coal contracts on hand. 

The property destroyed by the fire was 
covered by insurance and the loss will be 
chiefly confined to the retarding of opera- 
tion. 

The fire began at 10:30 p. m. Chief 
Albert Herring, of the fire department, 
and Mr. Blair are of the opinion that the 
fire found its origin in the oil room and 
that it was caused by a spark from one of 
the big stacks which adjoins it. 

The interesting feature of this is that about 
a month before the fire, our salesman called 
upon Mr. Blair to tell him of Bowser economy 
and convenience and to call his attention es- 
pecially to Bowser safety. Here is Mr. Blair’s 
reply to our salesman: ‘‘We have been min- 
ing coal for twelve years and the oil house has 
stood just where you see it today, and it will 
continue to stand there twelve years more.”’ 

The old story of the pitcher going to the 
well told in another way. Because Mr. Blair, 
up to this time, had luckily escaped this ac- 
eident does not exempt him from it ever oc- 
curring and it is no assurance that he would 
always escape it; his past good fortune is not 
proof that it would never happen. It’s a risk 
he had assumed for twelve years and which 
overtook him at the most inopportune time— 
when he was loaded with big coal contracts. 

Now, here is another lesson this calamity 
may impress upon Mr. Blair. Altho the prop- 
erty destroyed was covered by insurance, who 
pays for the loss of suspended operations; who 
reimburses him for the big contracts he loses; 
who replaces the perhaps continued loss of eus- 
tomers and trade? If the Bowser was stripped 
of all of its many convenient and economical 
features, it would still stand as a prudent in- 
vestment under the heading, ‘‘Business Insur- 
ance.”’ 

‘‘The mills of hazards grind slow, but they 
grind exceedingly fine.’’ 

x * 

‘Your sales are in exact ratio to the sum of 

your ability plus your energy. 


John Ruskin once said, ‘‘The more I think of 
it, | find this conclusion more impressed upon 
me—that the greatest thing a human soul ever 
does in this world is to see something and tell 
what he saw in a plain way.’’ Hundreds of 
people can talk for one who can think, but thou- 
sands can think for.one who can see. 


The great trouble, I think, in selling Bowser 
goods is to get merchants to see clearly. They 
are not enough impressed on first approach to 
cause them to stop and think and see. To see 
the utility of a Bowser, the simplheity of it, 
durability of it, convenience of it, the conserva- 
tion of oils, of time, of labor, systematizing 
and concentration of business, correction or ac- 
curacy of measure, safety from conflagration of 
that which is material and inflammable. 


The other day I called on a man who had a 
two barrel, type ‘‘B’’ Bowser. He told me it 
was the second one he had owned, and said, 
‘“‘T simply could not do without it. No matter if 
it cost ten dollars less or ten dollars more, I 
could not do without a Bowser.’’ Now, that 
man was aman that could see and think. Like 
very many he knew that accuracy, system, con- 
venience and durability was not a dream. He 
could see that it takes something—material 
built on scientific principles—to produce these 
things and that something in this instanee, 
when it comes to handling oils, was a Bowser. 


My short experience in trying to sell tanks 
makes me think that the thing to study and try 
to overcome is how to get the merehant to 
stop and see, stop and think. Too often when 
we approach a prospect they tell us they know 
what a Bowser is and that they are not inter- 
ested; other times when you approach them, 
saying: “‘I represent the S. F. Bowser Company 
of Fort Wayne, Indiana, that you are there for 
the purpose of trying to interest them in a bet- 
ter system for handling their oils’’ (knowing 
they have not got a Bowser), I think too often 
they think. ‘‘Oh! well, it’s only an oil tank,” 
and don’t stop to think and see, investigate in 


fact, the merits of what the salesman has to 
offer. 


Force and friction are two elements. in this 
world that are hard to overcome, but no more 
so than that irrevocable ‘‘NO!’”’ we hear some 
times. 


W. D. ALLEMAN. 


J. KH. Farmer secured a nice 34 point store or- 
der. Perhaps he is figuring on a prize. We 
have no conventional prejudice in the matter, 
and would state he is well able to differentiate 
between a Prospect and an Oxometer. 
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The two salesmen who make the largest percentage on their quotas for the twelve weeks from May Ist to July 22nd will 
be given a trip from their homes to Yellowstone Park and return, a week’s tour of the park and all expenses paid. Furthermore, 
if the winners are married their WIVES WILL BE INCLUDED. The only condition is that the tota. net company sales for the 
period of twelve weeks shall be not less than one million dollars—and they should not be. 
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Hey, diddle diddle, 
H. E. Dobson’s the kiddle,— 
The kid with the golden spoon; 
When he asks for an order 
No one says, “can’t afford ’er.” 
I believe they would give him the moon. 
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His sales always going, 
Make an awful high showing; 
It’s actually used up all our ink. 
So we tried a Gallon Meter jigger 
To set down the “figger,” 
Now, he’s even put that on the Blink. 


THE FIFTEEN HIGH MEN 


Whose names will adorn the Bronze Tablet 
this year? The tablet last year was started 
with the names of R. S. Johnson, H. E. Bleecker 
and W. V. Crandall. The above list of the 
present fifteen high men would lead one to be- 
lieve there will be a shake up this year. 

There is no greater honor that can be be- 
stowed upon a Bowser Salesman than to have 


OUR TASK 

Our quota before us, a great firm behind us 
and an earnest endeavor to put forth every 
effort to far surpass our quota should make this 
the greatest Bowser year on record. 

Our success will depend on the thought, en- 
ergy and perseverance we put in every hour of 
our work. 

If we depend on the last six months to pull 
us up in the score, we'll lose. If we count on 
next month, we’ll lose. If we count on the next 
week, we’ll lose. 

We must make the present hour count. 
There is no time like the present. The future 
is in a haze, is uncertain. The present has in it 
what we make, success or failure. Opportunity 
lies before us today—not tomorrow. We must 
seize it and in doing so, we are lightening our 
task as we go and are building on a sure and 
material foundation that cannot tumble down 
like the bright castles in the air we can conjure 
up which never come to pass. 

Let us go at our task gladly, as we would to 
play. Let us build a strong wall against dis- 


his name engraved upon this beautiful Bronze 
Tablet. It is a distinction well worth striving 
for and an attainment any salesman may be 
justly proud of. It is a monument of a man’s 
business success; an achievement that requires 
marked skill and perseverance to attain. Gen- 
tlemen, it rests with you to determine whether 
upon you this glory will fall. . 


heartedness, for when we have lost heart we 
have lost all semblance of salesmanship. 

Let us look kindly on the man who turns us 
down hard today for we’ll sell him tomorrow. 

Let us be firm in our beliefs and unwavering 
in our dealings. 

We should study our man. He is human. 
We should find his weak spot and bring all our 
forces to bear on his weakest fortifications. We 
should avoid allowing him to find our weak 
spot. 

It seems to me that the man who sticks dili- 
gently to his business, who daily gets useful 
lessons from hfe’s big school, and applies them 
in his business, who each day develops stronger 
selling qualities is a sure quota winner. 

A quota winner means a man of ability and. 
we'll all know where we stand at the end of 
the year. 

Now, here’s wishing that every Bowser sales- 
man will be a quota winner and that I’ll get 
busy and practice the dope I am preaching. 

H. F. STERNE, 
Toronto. 
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ANOTHER REC- 
ORD BROKEN 


Mr. Corey advised 
us in the last issue of 
the Boomer that a 
record was broken 
during the week of 
March 25 in the num- 
ber and value of or- 
ders received. 


H. J. GROSVENOR 
Secretary and Works Manager ° 

The shipping department was not going to be 
outdone in the way of record breaking, so it 
just dug in and broke all former records in 
way of shipments for the same week and 
crowned its efforts by making the largest 
day’s shipment ever made. On March 31 it 
shipped 196 sales orders out of Fort Wayne 
Warehouse. These shipments required 7 large 
box cars to haul same to the freight house, and 
the result of this record breaking by the ship- 
ping department reduced the number and value 
of unshipped orders nearly 1,150 points for the 
week. 

This great feat was only made possible by 
the very large assortment of standard outfits 
that we have in stock, as all orders for standard 
equipments are shipped the day following their 
receipt in warehouse. This can only be done on 


orders for strictly standard equipment. The 
least deviation from standard means that ma- 
terial to fill same has to be procured from the 
factory which cannot help but delay the ship- 
ment several days. 

The salesmen always most earnestly desire 
prompt shipment. We are fixed now so we can 
deliver the goods,. but all of our preparation 
will avail little if the salesman doesn’t do his 
part. It takes about a day and a half for an 


order for standard goods to go thru the office 
and about the same to pass thru the factory— 
about three days in all from the time the sales- 
man’s letter is opened until the goods are 
shipped. That’s going some. In order to do 
this, however, the order must be written up 
right by the salesman. Too often a salesman 
will fail to mention the computer number or 
neglect to give floor measurements or mention 
the firm’s business. These are small items but 
sales department can’t put the order thru until 
this information is secured and they thus delay 
the order. Boys, be careful about this. You 
fielders give the pitcher a little better support 
and the game will be a walk-a-way. 

The above records are the result of the fore- 
sight and wisdom in erecting the immense new 
warehouse from which all orders for standard 
equipments are shipped as soon as received. 

The salesman who sells standard equipments 
is the man that will get the most benefit of this 
warehouse. The benefit to the salesman in sell- 
ing standard goods is prompt shipment, avoid- 
ing the possibility of back charges for cost of 
labor and expense not estimated and eliminates 
the possibility of cancellation, due to impa- 
tience for the goods. Hence a quicker pay- 
ment of the account and a prompt credit to 
your account. 

Because the following so prominently men- 
tions us we hesitated about using it, but the 
thought is so ingeniously arranged that we 
felt it due to the author: 


Great is the “Bowser Boomer,” 
Graceful is its appeal; 
Gracious! How its pencil pusher 
Dopes us up with Zeal. 
April number? Well! it’s the candy, 
See page forty-three; 
Forty-five, too, is a dandy, 
But that Boston stunt takes me. 
Murray smiles on forty-nine, 
His office is quite new; 
The fairer sex just in the rear 
In numbers are too few. 
Our old friend Byrd, out quite late, 
Adds new inspiration to the song, 
My Old Kentucky Home, on forty-eight; 
Gee! that mule did come home wrong. 
Then there is “Sunny Jim” at St. Louis town, 
Just o’er the Mississippi, 
Handing it hard to Murray and Brown, 
But watch Dallas send them dippy. 
If all April fools are so bright 
As the “Boomers” show them to be, 
The boys, I’m sure, will say all right, 
Davies, twice a month to me. 
W. D. ALLEMAN. 
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The attention of the world is now focused on 
Dallas. 

Celebrate Lent? Neither did we. We per- 
sonally know, however, of three five dollar bills 
which have been celebrating lent for quite a 
long while. 

ZS ZS * 

J. A. Plomondin of Toronto secured a nice 
20 point order. He’s comparatively a new 
man, but if we were real chummy with him 
we’d ask about his ambitions. 


* 
Zi 


When you put off until tomorrow just tell 

yourself that your rival is doing it today. 
* Pd * 

One sale last week gave 34 points more to 
H. F. Dietch’s quota. Henry, you know, is a 
brother to J. N., but we can’t help that. 

* * % 

A. L. Byrd of Kentucky took a niece little 
private garage order recently amounting to 34 
points. Oh! when it comes to getting the busi- 
ness Byrd is no jay and they can’t make him 
quail. 

When a salesman is bent on getting an order 
he stands up straighter than ever. 


Me Me 
7 7 


HK. R. Thompson had a D. C. prospect to whom 
he had to actually show just what he would 
get for his money, so he brought him to the 
factory and wrote him up for 88 pts. 

W. I. McCall. who works in the state where 
they grease the houses so the wind ean slip 
by, closed a nice little store order last week 
for 45 pts. 

x O% 

We cannot refrain from noting the splendid 
work of R. O. Snyder of the Atlanta Div. Be- 
fore going on the road Mr. Snyder was a cor- 
respondent at Fort Wayne. The first day Ray 
struck his territory he did a splendid busi- 
ness and has been doing so ever since. 

I’. G. Phegley of St. Louis took a nice little 
25 pt. D. C. order. 


Any man who is still inclined to continue his 
old tank after hearing of a Bowser, may be 
said to have grave inclinations. 


Me Ry 
ae ‘p 


A. D. Wyckoff just returned from the Hast 
where he sold two splendid D. C. outfits in 
two days, totaling 175 points. When it comes 
to engineering a sale Andy is there with the 
Laurels. Believe me. 


s 
* 


The way those Frisco boys are soaring is 
enough to make strong men groan and order 
smoked glasses. Klotz and Crandall have been 
flying high. Now along comes Heusner with 
a 47 pt. D. C. order and Van Houten and. W: 
HK. Jenkinson each with a 21 pt. P. G. order. 


L. C. Gunn of Atlanta shot in a 23 pt. order 
yesterday. 

Philadelphia has quite a performer in O.-P. 
Smith. 44 pt. orders certainly boost. 


* * 


HK. A. Englebert just brought in a 25 pt. order 
and it seems to us that he will accomplish more 
than has been outlined in the way of quota this 
year. 

Perhaps the biggest one of them all is the 
man who tells you of the exploits he achieved 
with a bent pin in his childhood days. 


M& L Le 
* * * 


One of the most notable movements in con- 
nection with sales progress in the last two 
weeks, is occurring in Pennsylvania. Mr. BE. bL. 
Milliron has taken charge of the Allegheny 
valley with the following salesmen scouring 
the hills for business: 

Dok Watson <C.B. Tolane J. he Flory and 
Dede h eS adblsscceulil 

If anything gets by this bunch it will have 
to be in the seventh attitude. 

Editor: 

You quoted in your last ‘‘Boomer” an ex- 
ample in which the agent left just at the psy- 
chological moment when he was on hig way to 
a successful sale. 

It may be of interest to you to know that 
the prospective customer referred to wanted 
an outfit and wanted it badly. Upon going 
back to see him he signed up for 14 1-2 points, 
which included one ten barrel, 12 gauge, cut 
41 outfit. Yours truly, 


Good for you, Pard. That was a nice return 


engagement. 
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TORONTO SALES CONTEST 


The Toronto office has just closed one of the 
best local contests in its history and sporting 
circles in Toronto were greatly exercised over 
the exciting time. 

It was the first prize period for the year and 
was for the months of February and March. 
The first prize was a $20.00 raincoat; second 
prize, a $15.00 raincoat, and third prize, a 
gentleman’s beautiful silk umbrella with 
handle heavily sterling silver mounted. 


Our Sporting Editor got the details direct - 


from Manager Hance. 

“You had an extremely exciting sales con- 
test during February and March,’’ said our 
Canadian reporter to Mer. Hance, who came 
in to pay a year’s subscription in advance. 

“Yes, indeed, it .was very spirited,’’ said 
Ilance, unwinding the yard of cord which se- 
cured his leather wallet. 

‘‘Some of the boys hurt in the crush?’’ said 
our reporter, preparing to take down the par- 
ticulars. 

“H’m—no; I think not,’’ replied Hanee, 
counting out five dollars and pushing the 
money toward the reporter, ‘‘but how some of 
them got thru without breaking an arm writ- 
ing orders is a question. This is the way of it: 

‘*Merickel, who works in Manitoba, kept eir- 
culating around within speaking distance of 
first place, and as it drew nearer and nearer, 
the end of the month found him slipping his 
arms into a $20.00 raincoat, the first prize. 

“Geo. Harley, working in Nova Scotia, put 
up. a strong fight for first, but after Merickel 
had proven it was made for him, Harley, just 
to show there wasn’t any ill feeling about the 
matter, slipped into the $15.00 raincoat, sec- 
ond prize. The contest was so exciting that 
no one knew who the raincoats were going to 
fit until the last minute. H. F. Sterne, who 
works in northern Ontario, had his eye on a 
coat, but when they were cinched he was too 
busy making the most of a good thing to get 
out an injunction, so he got under the um- 
brella, thankful enough ‘to get in out of the 
rain,’ for there were many eager hands push- 
ing him hard.’’ 


No salesman, of course, was eligible to any 
of these prizes unless he made his quota, and 
when we say to you that men with extremely 
high quotas made 144 to 195 per cent, you will 
appreciate that there was some tall hustling. 
As Hanee says, ‘‘The reason for choosing the 
raincoats and umbrella. was due to the fact 
that we were very solicitous over our men’s 
welfare, and consequently were endeavoring to 
provide something which would keep them 
‘dry’ and at the same time permit them to 
work.’’ 

All right, ‘‘Daddy’’ Hanee, go as far as you 
lke, but we don’t think you will have to get 
down to woolen socks and arcties, for we notice 
the Canucks don’t get ‘‘cold feet.’’ 

Still looking after the boys’ comforts, To- 
ronto is offering some more very appreciable 
and useful prizes, contest covering April and 
May. The first prize will be a very fine smok- 
ing jacket, the second prize a fine house coat, 
and the third prize a gentleman’s bath-robe. 
These will indeed be ‘‘ecoats of many colors’’ 
and the winners may well wear them with 
pride and satisfaction, for according to the 
last contest it will take a mighty stiff fight to 
get them. 

Not everybody comes to the conclusion that 
he is really in danger quickly enough to get 
out of it ecreditably. 

Mr. H. U. Earle of the Boston office has left 
his eastern home to make his residence in 
Georgia. Jarry is a hustler and didn’t go 
down there to be introduced into society or 
view the scenery. He went hither under a 
powerful contract to get the biz. Earle is al- 
ways booked right up to the handle and when 
he is not getting signatures he is either riding 
on trains or catching them. 

A thing becomes less formidable upon ap- 
proach to it. Even a mountain dwindles and 
loses its immensity, when one stands among 
its spurs, and as you make inroads on the quota 
it will fade into a most ordinary accomplish- 
ment. 
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A REAL FISH STORY 


To the Editor of the Boomer: 

Many of our boys,—especially Polhamus, 
Bechtel, Dunkelberg, and a few others—are in 
the habit of telling such extravagant fish 
stories that there is not much stock taken in 
a fish story around the office any more; 80, 
while I was South, a few days ago, Mr. Pol- 
hamus, who knows of my excellent fishing 
qualities, and that whenever I go fishing I make 
good, wired me that I should get an affidavit, 
or have some indisputable proof of the catch 
which he knew I would surely make if I went 
fishing. In following out his instruct-ons, I 
had a picture taken of the fish, two witnesses 
and myself, which is herewith presented for 
your inspection. This, I am sure, is indisputa- 


ble and nobody will have cause not to enjoy 
the story for the want of good and sufficient 
evidence of its truthfulness. 


The Evidence 
You will see Mr. Chas. Saunders on my right. 
You will all accept him as a ‘‘gilt edge’’ wit- 
ness. He caught the largest fish you see on 


the string. On my left is Mr. Geo. Keller, who 
is an Editor and one of the proprietors of the 
Orlando Newspaper, a typical Southerner, and 
a man that is only second to George Washing- 
ton for truth and veracity, (as all editors are), 
so nobody will question his endorsement. He 
is one of the best sports in the fishing line that 
I ever hooked up with. He caught one of the 
four large fish to my left, and I caught the two 
large fish in the center. In all we had some 
twenty-odd Bass, running in size from small 
and medium to four large ones, Mr. Saunders 
catching the largest one, which weighed, by 
guess, six or seven pounds. Mr. Keller's 
weighed about four and one-half pounds, and 
mine about the same, possibly a, little less. 
There were a few other fish, in all making 
about forty, total weight about seventy-five 
pounds. 

Now, having established the authenticity of 
the story beyond the peradventure of a doubt, 
J will tell you briefly where we caught them. 

Mr. Saunders took us in his automobile to 
Clay Springs, which is eighteen miles from Or- 
lando. These springs issue sulphur water in 
ereat abundance, as you may know when I tell 
you that they simply come up out of the ground 
in a large basin and immediately form a river, 
which is about sixty feet wide and varying in 
depth from two to eight feet. It runs this 
way for about a thousand feet, and then it 


broadens into a large opening or lake, round 


as a saucer and a thousand or more feet across 
it. Here the water is quite deep and, on the 
other side of this lake, the river goes on in its 
course, varying in width from thirty to fifty 
feet and from four to ten feet deep. Being 
sulphur water, it is almost as clear as daylight; 
especially where it leaves the spring, the water 
not being so deep, plenty of turtles can be seen 
walking around on the bottom with about the 
same comfort as on dry land. 

Now, it was in this river, which is sixteen 
miles long before it empties into the St. John, 
where we caught these fish. Most of the time 
we could see them taking the hook. We fished 
down this river about eight miles and had a 
naphtha launch come down in the evening to 
tow us back. The fish caught in this stream 
are of a splendid quality as the water is clear 
and cold. This river runs right through a 
dense jungle, than which there is no better in 
the heart of Africa. It reminds one more of a 
canal cut through than anything else, and on 
either side of this river, in the marshy jungles, 
they say are plenty of good, robust rattlesnakes 
and moccasins, which are very poisonous. 
Then they have many large harmless snakes, 
also plenty of alligators. Of the latter I saw 
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one a short distance from us, which we thought 
was about twelve feet long. You may imagine 
that they are seldom molested when, in the 
eight miles, I only saw about three places 
where a man could put his feet on the ground 
with any degree of comfort. 

In these jungles there are plenty of bear and 
deer, and many other small animals. Over our 
heads, all day long, flew many large birds, 
hawks, cranes, and other birds which I do not 
know the names of. There seemed to be many 
owls, as we could hear them frequently. 

In closing, I will say that we put in a full 
day, from seven o’clock in the morning until 
six in the evening, on this wonderful stream 
in this dense jungle, which you may imagine 
was the most interesting scenery and conditions 
that I think a man could find anywhere. It 
was surely intensely interesting every minute 
and any who ever visit Orlando, Florida, will 
do well to go to Clay Springs, where they will 
find a good hotel, plenty of boats, launches, 
and darkies to help them out at every turn. 

Yours for more fish, 
S. F. BOWSER. 


Fish stories generally have a tendency to 
develop a Missouri disposition in the hearer, 
but Mr. Bowser’s picture has the ‘‘ Missourian’’ 
backed off the board this time. 


Me Me 
< ae 


OUR QUESTIONS AND ANSWERS COLUMN 


Inquiries have been coming in so heavy lately 
that in order to relieve the mails and save post- 
age, we have decided to open this column where 
we will endeavor to answer all questions that 
may occur to our salesmen. Send in your in- 
quiries, boys. 

J—What is meant by ‘‘leak detector?’’ I 
heard the word used while at the factory last 
week, but did not care to expose my ignorance. 

Ans.—The word ‘‘leak detector’’ is the name 
sometimes applied to the gauge stick when dem- 
onstrating. It was originated by Mr. Devereux, 
of New York. 

B—To settle an argument, which man is the 
most foolish—the fellow who uses a round tin 
tank or the private autoist who buys his gaso- 
lene at retail? 

Ans.—We beg to be excused from this. We 
are already pledged to the fellow who thinks 
*‘any-old-tank’’ is as good as a Bowser. 

R—Are salesmen born and not made? 

Ans.—This is a question we are all often 
asked. Of course they are born. Did you ever 
see one that wasn’t? But we know what you 
mean. Some indolent loafer conceived the idea 


that salesmen are born—not made. Whoever 
concocted the lie evidently was put to the neces- 
sity of inventing some excuse for his own de- 
ficiency. 

Anxious Reader--What is a top-notcher I 
often hear you speak of? 

Ans.—A top-notcher is simply an individual 
who continually works for the interest of the 
institution of which he is a part—not against it. 

Newecomer—I am not doing very good in my 
present location; would you advise a change of 
territory ? 

Ans.—This question has received our most 
careful thought and the seriousness of it re- 
quires a reply of some length. 

Some men have a perfect mania for change. 
They meet with difficulties and discourage- 
ments, aS everybody must, and they lay it to the 
territory they are in. They pity themselves 
until they actually believe that their particular 
business is the meanest, hardest and most un- 
profitable that ever a man was in. So they go 
elsewhere and find themselves confronted by a 
new set of troubles that are a great deal worse 
than the first because they don’t know how to 
handle them. 

It’s industry and patience and determination, 
and knowing how to sell, that make a man a 
winner,—not the territory he is in. No matter 
what a man has to offer to the public, if it is 
something they ought to have and can be made 
to yearn for, that man can be made happy and 
prosperous if he is a salesman—cean live rightly 
and will work hard. 

Stick to your territory and your job like an 
undershirt on a hot day and if the good Lord 
gives you health and you give yourself plenty 
of work, you’ll win in the end no matter 
whether you’re selling matches, steel bridges or 
Bowser Tanks. 
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Branch Office Standings 


Ist. Dallas 

2nd. St. Louis 
3rd. : Atlanta 

4th. Boston 

5th. Toronto 

6th. Fort Wayne 
7th. Minneapolis 
8th. New York 
9th. Philadelphia 


10. San Francisco 
11. Chicago 


Rodman came back! .He is again in the lead, 
but only by a small margin. Isn’t it remarkable 
how those new offices just fresh baked are put- 
ting it over the old war horses? 
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SAINT LOUIS 


The Saint Louis Office is conducting a Prize 
Contest during April. The contest contains 
certain features which will undoubtedly in- 
erease the interest and the calling list require- 
ment is bound to work it diligently and prove 
very profitable to the salesmen. 

To be eligible in this contest, it will be neces- 
sary for each salesman to mail his route sheet 
for each week, and to work systematically on 
a calling list, except where inquiries render it 
necessary for him to leave the calling list terri- 
tory. 

All business to count must be for standard 
equipments, accessories being included. 

Only one prize will be awarded to a sales- 
man. If the same salesman writes the largest 
volume of business, and secures the highest 
per cent on his Quota, he will be entitled to one 
prize and will be allowed his choice. 

To the salesman securing the largest volume 
of business will be given a solid gold watch 
charm, with salesman’s initials and the in- 
scription, ‘‘Awarded winner (Branch Office) 
prize contest April, 1911, by S. F. Bowser & 
Cos% 

To the salesman securing the highest per- 
centage of monthly Quota will be given a solid 
gold stick pin, to be selected by the salesman. 

The salesman securing the second highest 
percentage of monthly Quota, will be pre- 
sented with a pair of solid gold cuff buttons, 
with salesman’s initials, to be selected by the 
salesman. 

A certain salesman in Iowa under the St. 
Louis office told us he had made 150 per cent 
of his quota so far in April and said in confi- 
dence he intended to finish the month with 
300 per cent or better. This indicates there 
will be some rather tall scoring in the contest 
and that someone is going to break a record. 

The requirement ‘‘to work on a calling list’’ 
will undoubtedly result in a big boost to both 
the individual and Office standing. A _ sales- 
man has no idea how much business he can 
get out of a county until he has worked it 
closely on a calling list. 

The Saint Louis office has determined to 
secure and stay in the lead and has pledged 
to work overtime to assist every St. Louis 
salesman in reaching his quota. 


Well, Jimmie, here’s hoping. 

The strength of capital lies in the vwell- 
spending of it—not in the amount alone. 

A dollar spent in time saves nine. A Bowser 
postponed has to be met with accrued interest. 


THE BRANCH OFFICE QUOTA SITUATION 


St. Louis reports that prize taking prospects 
for 1911 are most encouraging. The majority 
of the men have or will soon make their quota 
and individual winners means a branch office 
winner. St. Louis hopes to secure first place. 

Dallas is doing some hard training. The 
men were in hard training from the very first 
and are now in prime condition. Dallas has 
every ambition to be a winning branch and 
don’t you forget it. 

Word comes from Fort Wayne that a suspi- 
cious character has been seen there and it is 
suspected that he is being coached for salesman 
for first prize. Mr. Little expects his division 
to take first individual prize as well as first 
division prize. 

Atlanta has passed a rule that all salesmen 
must weigh at least 175 lbs. and present a writ- 
ten guarantee from their relatives in case of 
overexertion that the firm will not be held re- 
sponsible. 
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In commenting on the ‘‘rainy day” prizes, 


the Toronto office offered, a fellow entered our 
editorial room just as someone asked if it 
rained much in Canada. 

‘‘Rain up there? I should say it does,’’ said 
the stranger. ‘‘ Why, shucks, I remember one 
time—nothing out of the common up there, but 
you fellows might think it something—I was 
helping to build a house. After dinner it be- 
gan to cloud up and we wanted to finish the 
roof before it rained. Along in the afternoon 
it began to rain, but we agreed to stick it out 
and finish. Very soon it came down so strong 
we couldn’t draw back our hammers when I 
happened to think of a way! We just held 
the nails where we wanted them driven and 
that blamed rain came down so hard it drove 
the nails plum up as fast as we could handle 
them.’’ 


? 
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Ye Editor of the Boomer wants a Contribution, 

The Republic of Mexico wants a new Constitu- 
tion, 

The United States wants a City without Pollu- 
tion ; 

The three make a problem damned hard of So- 
lution. 


But, Mr. Boomer, I would much sooner 
Attempt to help you out, 

For the other’s a sum 

That would put a man on the bum 
And kill him perhaps with the Gout. 


GEO. R. QUARLES, 
Philadelphia. 
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A Shipment of Bowser Tanks to the A. I. &S.F. R. R., being Installed at Topeka, Kansas 


A QUAKER’S QUAKE 


Did you ever see the ‘‘Government permit”’ 
envelopes we use in sending out our circulars 
from the factory? We ean only use them by 
mailing so many pounds at a time, and we are 
then charged by weight for the lot. Our Phila- 
delphia reporter picked up quite a scandal in 
high society where these envelopes conspicu- 
ously figured. Briefly it is as follows: 

Our Mr. Denton last Sunday evening hunted 
out about fifteen names and addressed circu- 
lars and placed them in the letter box without 
putting on the necessary postage. When he 
returned to his home Monday, he found that 
the whole bunch had been returned, so he called 
at the Post Office and wanted to know why they 
had not been delivered, whereupon he was im- 
mediately arrested for violating the postal laws. 

He was very well acquainted with the United 
States District Attorney, and due to this was 
released upon his own recognizance, awaiting 
further investigation. Mr. Denton quickly se- 
cured a lawyer and proving to the court that 
he was innocent of any intention of wrong, was 
released. 

You have heard of actors having their imagi- 
nary jewels stolen for advertising purposes, or 
getting knocked down by Gould’s auto, ete. 

In the future, E. M., why not hire a boy to 
deliver the mail with a Portable tank? It would 
surely be better advertising and really not so 
expensive in the long run. 


So far as the skeptics are concerned they 
never do appreciate a good fish story. 


Me x 


Where there’s a will, there’s a way and yet 
by no means every one who has a will gete 
away with it. 


TALKS FROM OUR BOYS 


Denver, Colo? Mareh 30; 711. 
Editor: 

Until upon receipt of your card asking about 
‘That Contribution,’’ it had not occurred to 
the writer that he was eligible to enter the list 
as a literary man, either as a humorist or other- 
wise. 

Just now the Frisco force are hustling for 
orders and the prizes that are up. By the win- 
ning of same, the fortunate ones will not have 
to go about bareheaded or without a proper 
Pin (not a safety). Besides, ‘‘prize winners’’ 
in this contest are promised that their names 
will be inscribed in the ‘‘Boomer’’ and that 
ought to be sufficient honor for anybody. The 
scrap is on, and it looks as if there would be 
quite a list of names to appear as well as sev- 
eral hats won. I am very glad to renew my 
subscription to the Boomer and hope to receive 
same regularly. 3 aie 

Yours for the Quota. 
G. L.-HEUSNER. 


I will say this. You have heard it. before 
by others. This will not-be new to you. . My 
experience in selling this line, when I eall on 
a customer, is to give him to understand from 
the start that I’m offering him the best goods 
made in the world for the price I am asking 
him for whatever use they are intended for, as 
they are right from start to finish—Quality, 
Durability and Workmanship. Our goods have 
no equal and by working hard and telling the 
truth and following up my prospects closely, I 
eventually sell them, and the customer is my 
friend from that time on. Thanking you for 
the Boomer, and wishing you success, I am, 

J. M. DAVIS, 
Los Angeles, Cal. 


BOWSER’S BOOMER 


OUR CLEVELAND SELLING OFFICE, No. 2045 EUCLID AVENUE 


This Office is the Headquarters of Salesmen R. S. Johnson, T. C. Potts, H. W. Blaine, C. E. Frost, R. E. Hawkins 
and T. D. Kingsley 


GOING OUT OF BUSINESS 


To sell goods of any sort the main work 
of the salesman is to overcome the merchant’s 
objection. In our last issue we urged our 
boys to be wideawake at every call and not 
let the buyer fool them with ‘‘Phoney’’ objec- 
tions. Every salesman, no matter what he 
sells, meets merchants who have a pet objec- 
tion they use for all occasions. An instance 
of this stock objection is the merchant who 
tells you he is goimg to sell out when he is 
really using it as a polite way of ‘‘stalling’’ 
you. 

Of course if the merchant is really selling 
out, that is another thing; but you must be 
sharp enough to detect the bluff from the 
fact. But to know when this is a fact requires 
a great deal of tact on the part of the sales- 
man, because it is not always easy to pry into 


a man’s personal affairs without offending 
him. Tere is where personality also plays a 
great part and some salesmen are so strong 


on this point that after exchanging a few 


words, the buyer will tell him everything. One 
of our men who has been with us many years 
and very successful on the road said the fol- 
lowing about combating this common objec- 
tion: 

“To the man telling you he can’t buy a 
Bowser outfit because he is selling out, a sales- 
man should fall right in line with him and 
ascertain, if possible, why he is selling out. 
The merchant will generally hesitate and in- 
vent some reason—business being slow, ete. 
Ask him if he has a buyer. Of course he has 
not, but would very much like to find one. 
It is at this point that one must exercise all 
the salesmanship and all the tact there is in 
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him in trying to show the merchant that he 
should have a prosperous look about his estab- 
lishment and his prospective buyer would 
think he was having a good business even 
though it was a little dull the day he looked 
over the stock, and that the way to do this 
is to dress up his store, for dress will tell in 
all walks of trade. 

‘““Appearances count for everything and if 
he sees an up-to-date store he would think 
this a prosperous neighborhood and a good 
place to locate. ‘Well!’ but he will say, ‘I 
keep the front of my store clean and up-to- 
date and it doesn’t matter about the back 
room where J keep my oil, for I use it as a 
store room anyway. ‘Oh, yes, sir! the front 
of your store looks fine. I don’t think there 
is a neater store in town (even though it looks 
the worst); but, my dear sir, your prospective 
buyer will look over the entire premises before 
buying and especially if he contemplates occu- 
pying the building you are now in.’ 

‘“‘Now, suppose you have the sale of your 
store all talked up and the buyer has prac- 
tically agreed to take it, when he thinks he 
would like to look over the building and see 
about the rear drive way, ete., and with success 
written all over your face, you go back with 
him; when, on opening the door to go into the 
back room where the oil is stored, behold, see 
your buyer’s face take a scowl and his nose 
sniff because of the great contrast between the 
front and the rear of your store. He notices 
your old sloppy oil tanks, with oil soaked in 
the floor for several feet around. 

‘‘He begins to think ‘What. a fire trap this 
is,’ and of the additional cost of fixing it up, 
which, when looking over the front part of the 
store, only on the other side of the partition, 
had never entered into his mind. He mentions 
all of this to you, at least if he is an up-to-date 
business man, which he will be if he expects to 
buy you out and make money out of the busi- 
ness. It is an actual fact that there are firms 
who make a business of buying up stores such 
as yours, equipping them with modern fixtures, 
thereby increasing the trade, and then resell- 
ing them at a handsome profit. 

‘“Now. no doubt, at this stage of the game 
your man will say, ‘I do not want to put any 
more money into fixtures. It only makes that 
much more money in the consideration.’ ‘Yes, 
sir; but if you were to put a few dollars into a 
Bowser Outfit it would not be nearly as much as 
what your buyer would think he would have 
to invest in putting in new floors, ete.. in your 
oil room, because an up-to-date man would not 
for a minute consider a fire trap like your pres- 
ent oil room, and even if he did think it over, 


he would want to knock off more on your price 
on account of the oil room than it would cost 
you to put in a Bowser. A Bowser Outfit will 
add a neat and attractive appearance to the 
place; create a clean and progressive impres- 
sion and will stimulate the buyer’s desire, and 
enhance the sale. In the meantime you have 
advantages it affords and it will prove the best 
investment you ever made in equipment or fix- 
tures. 

‘“Many a merchant who said he was ‘going 
to sell out’ has ‘bot’ after he had been shown 
that he needed a Bowser whether he stayed in 
business or sold.”’ 
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ABOUT COOKING 
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WHAT DO YOU KNOW 
OIL? 

In these days practically every baker uses 
some form of cooking oil. There are a number 
of brands on the market, but the only difference 
is in the quality and all come under the head 
of cooking oil. 

Bakeries may be divided into three classes: 
The first class comprising the large bread, cake, 
biscuit and cracker factories. The second 
grade consisting of the fair sized bakeries with 
a local wagon trade and the third class con- 
sisting of the smaller bakeries, usually located 
in the outlying district. In many instances the 
larger bakeries purchase their cooking oil in 
tank car lots. The average second class bakery 
buys it in five and ten tierce lots, a tierce 
holding from 370 to 380 lbs., and the bakeries 
making such purchases would require on an 
average a ten barrel tank. 

Believing that our salesmen would appreci- 
ate a recital of the personal experience of a 
Bowser cooking oil user, we detailed our spe- 
cial Boomer reporter, Mr. Geyer, to interview 
Mr. Haffner, President of the Haffner Bakery 
concern. Mr. Haffner gave us a very interesting 
and instructive talk in the matter, which we 
are giving our readers as nearly verbatim as 
possible, so that none of it may be lost: 

‘‘About two years ago,’’ said Mr. Haffner, 
‘‘T purchased a Bowser outfit for my cooking 
oil and have had it in continuous use ever 
since. The model is known as your Cut 26, 
with tank of 10 barrels capacity, with gallon 
meter, barrel drainer and manhole lock. The 
tank is located in the basement and the pump 
is in the mixing room on the first floor. This 
permits me to draw the cooking oil in the mix- 
ing room while my tank is out of the way. 

‘Cooking oil is of a rather peculiar nature 
and when left exposed, congeals and is almost 
as hard as metal. I learned this from a small 
bottle where the oil had run from the neck of 
the bottle and had been standing six days. On 
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the 6th day, I tried to scratch the oil on the 
side of the bottle, but found it as hard as the 
bottle itself I could not scratch it off. This oil 
is not highly inflammable, it burns like lard; 
in case of fire, however, there is no question 
but that the oil would add materially to the 
destructiveness of the fire. 

““The constituents of cooking oil are steo- 
lene, palmoline and oiline. The principle in- 
eredient or body is cotton seed oil, which has 
been deodorized and the vegetable portion ex- 
tracted, which entirely eliminates odor. There 
are a number of different brands on the market 
and they differ, of course, in their quality. I 
had a sample of three kinds and the only differ- 
ence between the three that I could see was 
their congealing properties. The highest oil 
shows practically no sediment. There is no 
settling at the bottom as we ordinarily under- 
stand sediment, but a white crystal forms, 
which looks very much the same as olive oil 
when chilled. The poorer the grade, the great- 
er the crystallization, but all of the different 
grades harden when exposed, regardless of the 
quality. 

‘“The bottle that I speak of, where the oil had 
congealed on the outside, contained the highest 
grade of oil. When the oil is heated above 
100 degrees Fahrenheit, none of the grades 
show any crystallization. The absence of crys- 
tallization indicates the high quality. 

“The principal advantages of cooking oil 
over lard is that 1t does not become rancid and 
that the oil can be kept for a reasonable time 
and remains sweet. It does not have the pene- 
trating power that lard has, consequently does 
not make the pastry soggy and will stay sweet 
much longer than where lard has been used in 
the composition. 

‘“When I first purchased my Bowser tank, 
some of the oil company salesmen told me that 
they did not believe the oil could be handled 
in a tank successfully, because it would form 
verdigris and turn green. Although I had 
faith in the Bowser people, I was a little bit 
cautious, so I would put a large basin of steam 
water under the tank to avoid any chance of 
erystallization while the oil was exposed and had 
aman go into the tank with a drop light and 
examine the tank and contents very closely. 
I did this twice, but found that everything was 
in first class condition and no sediment of any 
kind in the tank. It was perfectly clean and 
there was no indication of a verdigris forma- 
tion. 

‘*T find the oil is best kept at a temperature 
not less than 50 degrees and is better if kept 
about 70 degrees, although the quality of the 
oil should regulate this. 


‘‘Now, as to the advantages of the Bowser 
equipment. The measuring feature is perhaps 
one of the strongest arguments in its favor. It 
is absolutely necessary for the different imgre- 
dients going into pastries to be measured care- 
fully. My diligence in this regard, I credit as 
one of the main reasons of my success. It is 
this that makes my pastries and cooking 
throughout, consistent, because the recipe is 
followed to the very letter. 

‘‘Cleanliness is another strong feature, as it 
avoids the use of numerous containers left 
standing around the shop, each containing a 
small portion of oil which collects dust and dirt 
and becomes unsightly and far from hygienie. 
At this point may be added the feature of sav- 
ing, as the foregoing method entails consider- 
able waste of oil. In avoiding evaporation, the 
original life of the oil.in its proper portions is 
retained, enabling it to serve its purpose prop- 
erly and consequently makes better pastry. 

‘“The method that I used formerly when 
handling my cooking oil before I got my Bow- 
ser was in the original tierce, which I drew it 
from, by putting in a bung faucet. It was im- 
possible to drain the barrel by the faucet and 
when it got low, I would take the faucet out, 
put the barrel on a rack and drain what I could 
out of the bung hole. When left open or ex- 
posed to the air any length of time, erystalliza- 
tion would form in spite of the quality and 
would settle at the bottom. The evaporation 
that would occur left a gum coat over the top, 
quite similar to linseed oil. This was a loss and 
an annoyance. The price of cooking oil flue- 
tuates and generally ranges a little under the 
price of lard. A darge evaporation storage 
tank enables one to take advantage of a low 
market and to stock up. 

‘The tierce was made of wood and there was 
a considerable loss through absorption. Then 
again setting the tierce in the hot bake room 
dried out the stays, causing them to loosen and 
the oil to seep out, causing considerable loss. 
On several occasions the bung faucet was in- 
advertently left open and all the oil drained 
out on the floor. 

‘“‘Every baker in the country would buy a 
cooking oil outfit, if they knew the advantages 
it afforded. I consider my Bowser outfit one 
of the best fixtures I ever bought. The Bow- 
ser storage and the new mixer are the best helps 
that I have in my business.’’ 

REWARD OFFERED 

Will the burglars who broke into J. W. Run- 

yan’s house and stole his pants and _ shirts 


please return’ same. <A liberal reward will be 
paid and no questions asked. 


“$100,000 PER WEEK” 


Bound Toward Success 


The eleven divisions, with Atlanta in the lead, are flying fast toward their goal—the quota—all propelled by that 
great power ambition, enthusiasm and determination—that wonderful power called human: force. Managers, keep a 
steady hand on the steer wheel of best endeavor, keep moving in the right direction and with a little more effort you will 


land first in the great field of success. 
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Fifteen High Boys 

The above shows the fifteen salesmen who are highest in volume of business to date. To 
be in this list means to be an extra strong contestant for any and all the prizes that are now offered. 

Gentlemen, strive to get into this class) We know it means work which requires dauntless 
courage and patience which only enthusiasm can maintain. We know the trials and troubles that 
meet you; but be strong, stand firm and you will win. | 

Remember, that whatever you do in the way of honest, concentrated work, you do first of 
all for yourself. 7 

Only one thing in the world can improve you and better your condition, and that one thing 
is your own effort. Merely working ‘‘fairly well’’ is not enough. 

If you want to run a mile fast, you do not merely jog. You try every day to run the mile 
faster and faster than you did the day before. 

‘Train your brain, nerves and muscles to regular, conscientious, steady effort. Make’up your 
mind that for your own sake you will make every effort your best effort. You will soon find your- 
self more successful and more often among the fifteen highest. 

It depends entirely upon your efforts and their results. Your friends expect and look for 
you here, and rejoice when your name appears. It means you are more than ordinarily successful 
and all the world loves a winner. How they revise the tariff is not so important to you if you are 
in this list, for it not only means to be a leader but also conveys with it more commissions and a 
bigger bank account. Will you be there next time? 
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We were talking to one of the officials of the 
company yesterday, and were discussing sev- 
eral salesmen who have a habit of averaging at 
least one order a day. The official said he was 
sorry more of our boys were not more con- 
sistent and that he believed all our men could 
average an order a day if they made up their 
minds to. 

We asked him then why, in his opinion, was 
it that the same men don’t make a higher per 
cent. of sales in es to their ealls. This 
is what he said: 

“I believe it is due to the fact that they 

haven’t sold themselves. In selling anything, 
problems must be met by good selling argu- 
ments. Our line has the good, solid business 
arguments back of it, but the salesman must 
thoroughly believe every argument himself and 
have implicit confidence in every item of his 
offer before he can convincingly and properly 
overcome the arguments put forth by the pr Os- 
pect and secure the maximum results.” 
Boys, every one of you will agree this is 
true, and it’s a matter that rests entirely with 
you. Every Bowser argument is based on facts. 
The outfits save time and labor; they add an 
attractive appearance; they prevent contami- 
nation; they minimize the fire risk; they avoid 
over-measure, slopping and spilling, ete., ete. 
They are durable, being made from the very 
best material and by skilled mechanics. They 
will do all for the merchant we say they will, 
and are worth every cent we ask for them. 

Our object has not been to turn out cheap 
goods, or cater to merchants who do not con- 
sider quality first, last and all the time. Our 
goods are only the best and when a prospect 
signs a Bowser order blank, he is doing what 
over half a million users recommend and is as- 
sured that the goods bear a guarantee backed 
by a million dollars. 

Now, if the man who has not sold himself, 
or who is only lukewarm, will see and believe 
these facts, he will add strength to his argu- 
ments and he will do more business. 

Fellows, the goods are right and the price is 
right. Don’t let superstition cloud your in- 
tellect. Don’t chafe under the collar if you are 
clouded a little. In classic vernacular, “Get 
into line,’’? adapt yourself to the ways of wis- 
dom and be to the front in the glittering prog- 
ress of the Bowser. 

Sell yourself first and you will find it 100 
per cent. easier to sell your prospect. 


PHILADELPHIA. 


When the awarding of honors to toastmast- 
ers are in order, the name of Quarles, of Phila- 
delphia, heads all the list. He is one of the 
irresistibles, enjoying a reputation like that 
which was in the mind of the little boy whose 
infant sister swallowed a penny. Sent in 
haste for a doctor, he returned breathlessly a 
few minutes later with a clergyman in tow. 
‘‘Mother,’’ he explained, ‘‘I thought the 
preacher would do better than the doctor. 
Father says that our minister can get money 
out of anybody.’’ Quarles is similarly gifted. 
He can get a speech out of anybody, and do 
it painlessly, too. 

His opportunity for demonstrating his ability 
along this line came last week, when Mr. Corey 
was the honored guest of the Philadelphia 
branch. Early in the week District Manager 
Todd had sent out a eall to the boys in the 
field, inviting them to meet Mr. Corey at the 
Philadelphia office on Friday afternoon. When 
Friday evening came, the entire Philadelphia 
sales force, less only two, with Mr. Corey and 
Mr. Colwell, of New York, as the guests of 
honor, were gathered in one of the private din- 
ing rooms of the Aldine hotel to enjoy the 
generous hospitality of the Philadelphia man- 
agement. 

It was after the feasting was over and the 
cigars had been lighted that Mr. Quarles got in 
his fine work. Calling in turn upon the men 
around the table, he beguiled even the most 
timid and lent courage to the boldest and won 
for himself the honor of presiding over a com- 
pany of speechmakers, not one of whom 
flunked. 

The good results of that April banquet will 
soon be in evidence. There was unanimity in 
the expressions of confidence in the name of 
Bowser, unanimity in the cordial attitude 
shown toward the popular district manager, 
concord in the desire to co-operate with the 
men in the field as expressed by the office 
foree, agreement in the determination of the 
field men to ‘‘get the business’? and make the 
quota. Loy alty and fellowship and determina- 
tion to win are unmistakable assets of the 
Philadelphia branch and they are all negoti- 
able into orders. 

The Philadelphia sales force extends thanks 
to the Philadelphia management for providing 
the opportunity for the helpful exchange of 
compliments and experiences and will treasure 
for a long time to come,the generous hospitality 
of their host. nor will they be forgetful of the 
persuasive Quarles. 
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_ Conspicuously, Brown of Atlanta is far 
ahead of anyone at present in the public's 


great eye. 


In order to secure the million, we must average 
$100,000 per week. Will we get it? Of course 
we will. beaut, 

“No statement of the quota,’’ says Longtfel- 
low, ‘‘can have any soundness which does not 
admit its ascending effort.’’ 

Besides a liberal supply of the needful, 
Englebert sent in three, dated the same day to 


the brilliantly tuneful style of 9 points. 
* * %* 


If any of the branch managers want to know 
what will be doing in the Yellowstone Park 
contest, they ought to read the Minneapolis 
division general letter No. 5, Murray just sent 
to his boys. 


Six in one envelope for 8. A. Collins, of Buf- 
falo. Say, Sylvester, after you have read the 
Boomer, give it to Mrs. Collins. I’m sure she 
would like to go to the Park. 

a * * 

We noticed in a Sioux Falls paper that our 
Mr. Pat Cashman was appointed judge in a 
recent auto race. Life is so complex with Pat 
these days he ean’t even wait for the sulphur 


to burn off an old time match. 


Some mysterious stranger by the name of 
Geo. J. Carter is pussy-footing around. the 
quota. Be careful, George; you’ll have to keep 
your back up if you stay in that region. 


We are curious to know why some of our 
men who were entitled to work that line, do 
not secure more paint oil orders. Mr. L. C. 
Beadle, a comparatively new man who travels 
in Michigan, just sent in a paint oil order for a 
hardware store amounting to 38 points. There 
is no class of trade that a Bowser salesman 
calls upon that secures more economy, con- 
venience or satisfaction from our equipment 


than does the paint oil dealer. The business 
can be gotten if you will just buckle down to it. 

We have a number of salesmen who have 
acquired the gentle and highly-polished art of 
putting ’em over; but to a youngster who shows 
a complete mastery of the game in all of its 
intricate complexties, we must dofft our derby to 
R. O. MeDonald. 

Mr. McDonald of the Dallas Division just 
sent in a P. O. order for 7914 points. 

This is a nice, clean order, calling for 17 Cut 
109 Tanks, and one Cut 41, and two Cut 500. 

Of course an order of this kind is a common 
occurrence at the Dallas office, but we consider 
it an exceptionally fine stroke of business for a 
salesman who has been no longer in our employ 
than Mr. R. O. McDonald has, his first order 
having been received here February 11. 


We take pleasure in commenting on the sue- 
cess of F. M. Morrison, who before going on 
the road was the artist who made the draw- 
ings of the Bowser tanks for our catalogs. Mr. 
Morrison never had any previous road experi- 
ence, but he has the Bowser spirit through and 
through and commenced sending in business the 


minute he struck his territory. 
* oe * 


Ladies, what do you think of the Yellow- 
stone Park contest? Bowser & Co.’s prizes 
have never heretofore direetly provided for the 
pleasure of the salesmen’s wives, but honestly 
we can’t get along without the dear girls. Why, 
the minute we begin to talk about them it 
drives us into poetry. 

They talk about a woman’s sphere, as though 
it had a limit; 

Why, there’s not a place in earth or heaven, 

There’s not a task to mankind given, 

There’s not a blessing or a woe, 

There’s not a whispered yes or no, 

There’s not a life or death or birth, 

There’s not a feather’s weight of worth, 

Without a woman in it. 

Strange to say, there are very few bachelors 
in our organization. When it comes to fine 
gentlemen, desirable husbands (present com- 
pany excepted), the Bowser Company are big 
producers. 

Now, the few single boys might use their 
prospect of the Park trip as a drawing ecard. 

But that’s another story; what we began to 
say is that we would be glad to hear from the 
salesmen’s wives about this park trip. (Send 
us your picture, too, if you want to.) Let us 
hear from you. Be sure and address all com- 
munications to the Editor. 

*& * * 


“$100,000 per week.” 


? 


? 


Cw a ere 
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T. C. POTTS, of Cleveland, chasing a Prospect thru Wade Park 


Our peerless readers will remember we asked 
all the salesmen owning autos to send us their 
pictures taken in their cars. There are still a 
few missing. We are ashamed to mention this 
matter again. It hurts us as much as it does 
wou It isn’t the paltry picture—it’s the 
thought that you have hesitated to come across. 

F. W. Devereux wagered $100 with C. R. 
Eggleston on some kind of a bet some time 
ago and although we haven’t got the dates and 
figures, we’ve got a ‘“‘hunch”’ that its about 
time it should be settled one way or the other. 
How about it, Devie? 

* * BS 

We understand that Jesse Rhoads and R. G. 
Shulze were also in on that Devereux bet. Eg- 
gleston, why don’t you start to collect what’s 
coming to you? 

Mr. Ora Ellis Dustman, of the San Francisco 
division, more recently from the Mexico office 
just discontinued, is now in charge of the Los 
Angeles selling office, which operates under 


‘San Francisco. Mr. Dustman succeeds B. Brink, 


who is now on the road traveling out of the 
Frisco office. 


D. J. SEYMOUR, of Boston, hitting for the tall grass 


J. N. DIETCH, of Detroit, ‘Delivering the Goods*’ 


BYRD, DEVEREUX, BIGELOW AND OTH- 
ERS, TAKE NOTICE 


C. H. Kelly was married about the first of 
the year, and do you know, gentlemen, he is 
really an example of how the inspiration of a 
good wife substantially benefits a man in his 
business. 


$100,000 per week. 

J. D. Gumpper was making a drive with a 
team last week when the front axle of the 
buggy broke. Jake fell between the horses and 
the way they knocked and kicked-at him he 
was inclined to think they had a pedigree from 
Lady Camion. They didn’t hurt Jake, though. 
He just cut their tugs and let them run their 
heads off. Jake went to a nearby farm house, 
got another rig, drove to town, got the order 


and was none the worse for the experience. 


We have often noticed that whenever visitors 
or new salesmen are being told about our sales 
organization, ‘‘Mr. So-and-So’’ is mentioned as 
star salesman last year, Mr. ‘‘Talent’’ has 
taken a prize every year he has been with us, 
Mr. ‘‘Goodplayer’’ has his name on the bronze 
tablet, ete. Why not take it for granted once 
for all that every Bowser salesman is a_ bril- 
liant, shining light? Why not? That’s it— 
why not? 


70 BOWSER’S BOOMER 


It is hard to realize the beauty of these oe 
sers from pictures or descriptions. Imag 
lifted in a symmetrical cone two hundred an 
fifty thousand gallons of scalding, steami 
water one hundred and fifty feet high. Jewt 
the grand fountain with a million diamond 
seatter through it the hues of innumera 
dancing rainbows, commingle in confusio 
every sound of splash and splutter—and yo 
will have a faint idea of ‘‘Old Faithful,”’ one ¢ 
these famous geysers. | 


The trip thru the park covers 158 n 
of the most delightful scenery. All matt 
for you, which means you will be free fru 
delights that come with the everchanging 
to your gaze. The animals of the park 
have become sv tame that they give onl¢ 


THE GREAI 


Today—May 1—starts our Grand Yellowstone Park Prize Contest. This. ‘trip is per- 


haps one of the most appreciable prizes the company has ever offered and will no doubt be one 
of the most hotly ever contested for. The fairness of the proposition is bound to appeal to 
everyone, as it is truly a ‘‘free-for-all.’’ 

It will be figured entirely independent of the year’s contest and will be computed on the 
basis of total sales regardless of classification, only orders from May 1 to July 22. 10 count, 
This means that regardless of what your past record has been or what your future history may 
be, if you dig these twelve weeks and dig hard enough to win out—you and your wife will go to 
the park at Bowser’s expense. | 

Your annual vacation question is fully answered by this twelve week prize offer. It takes r 
you to the heart of Nature’s playground, where you can fish, bathe, swim, row, sail, paddle, mo- 
tor, golf, climb, ride, or rest. 


It gives you a solid week of rambling amid scenes you have never beheld anywhere outside of 


books telling of this delightful park. The interesting sights of this wonderful place will é 
“$100, oc 
= 


¥ 
: 


. 


a 
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PARK. 


The canyon and falls of the Yellowstone 
a) are beyond description. Such gaiety of 
‘dloring—such delicate and lovely shades of 
rellows, reds, purples, pinks, greens, crimsons, 
ul commingling in harmony from the green 
‘ringed brink down the craggy sides. People 
vho live in a flat country can hardly conceive 
an idea of such grandeur. Layer upon layer 
yf many different hewed stratas impress the 
eholder as being simply marvelous. Here you 
vill see the most stupendous, alluring and al- 
ogether splendid spectacle that Nature eve 
spread to delight the eyes. 


long the entire route are strewn stretches 
1 and hotel accommodations are arranged 
and can abandon yourself entirely to the 
t panoramic nature is constantly unfolding 

of peculiar interest. Though wild, they 
ape to tourists. 


CE IS ON 


| open your eyes to the glories of this country as each day’s 
mysteries of its own, each holding its own powerful charm. 


which, in its own way 
: people. The allurement and very charm of this region makes a visit to 1t see 


venture. On this visit you will get an insight into t 
grandeur and sublimity of the marvelous park, the place which is often 


: theon of the gods—indeed, a name most fitting. 
Every salesman has an equal chance. 


it. What man with red blood in his veins will let it 
9 cidentally deprived his wife the pleasure of this trip because he 


Take advantage of your every opportunity. Strike hard for suce 
energy, courage and skill, you will lasso it. 

Gentlemen, it’s your move. Remember, al 
your yearly quota. Everything is in your favor. 
< WEEK” 7 


é 


i 


did not do his best. 


travel in the park unfolds to you 


Everybody knows something about this place with its marvelous scenery, but comparative- 
ly few have felt the thrill and had the pleasure of a personal visit. The scenery en route, 
is quite fascinating, is largely unknown ground even to most well read 
m like an ad- 
he great northwest and a revelation of the 
spoken of as the Pan- 


Use your chance so effectively that you beat them to 
be said he lost this honor and glory and in- 


ess, and if you exert sufficient 


1 the efforts you put forth in this race also apply on 
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RAILROAD DEPARTMENT. 


The annual Railroad Storekeepers’ conven- 
tion will be held at Milwaukee, Wisconsin, this 
year, May 22 to 24 inclusive. The event does 
not call for exhibits, but we are always repre- 
sented on such occasions. Our Mr. Dunkel- 
berg and friend Bill (Simpson) will do the 
mixing during the period named and we are 
perfectly justified in saying the matter is in 
excellent hands. 


The next and most important railroad con- 
vention will follow in June when the Master 
Car Builders and Master Mechanies will be in 
session at the old stand, Atlantic City, further 
details of which we will give in a later issue. 


Without exception one of the most pleased 
of all our salesmen at the present time is our 
genial friend, Andy D. Wyckoff. The middle 
of last month we had an important prospect to 
look after with a rush in Ohio and as our Mr. 
Hyndman, in whose ‘territory it was located, 
was not available, Andy was sent down and he 
brought home the bacon next day, a substan- 
tial order. On Friday last we had again a 
chance to use our smooth Hastern Ally and he 
was tickled nigh unto death to get after anoth- 
er railroad deal. This time it was in Kentucky. 
He was there on Saturday last and sure pop, 
another order was on our desk the following 
Monday. Andy is surely in a class peculiar to 
himself which enables him to get there. This 
latter case was in Mr. Barnes’ territory. 


We have made this month a few very nice 
proposals, which will amount to about twelve 
thousand dollars and more in sight. Our sales 
this month, we believe, will come up to their 
mark of last year, or not be very far behind. 
We are expecting some very nice orders soon, 
although they may not all come in this month. 

Our Mr. Simpson has just returned from a 
three weeks’ trip, taking in all the roads in 
Wisconsin and Minnesota. He will look after 
some live prospects the next few days and will 
then go home for a day in order to assist or 
boss his household during the _ exhilarating 
period of moving. Billy has again gone into 
real estate, this time he says for keeps. 

Our friend, EK. H. Barnes of Atlanta, Ga., is 
working hard in an endeavor to get the largest 
railroad order we have ever taken. The tem- 
perature is about 90 degrees down there, so you 
may know he is having a hot time. 

We are gratified to report that Mr. and Mrs. 
Hyndman are very pleased with Philadelphia 
as an abiding place. They like the Quaker City 
very much indeed and what is most encourag- 
ing is the better health Mrs. Hyndman is enjoy- 
ing since settling in this beautiful town. 


Our Mr. A. W. Dorsch, previously represent- 
ing us in Kansas City, has been taken on as 
special representative, traveling out of the St. 
Louis office. Mr. Dorsch will travel with new 
salesmen and do work very similar to our old 
time district superintendents. 

We came across a letter Mr. Dorsch wrote to 
one of his friends in the factory, and we were 
very glad to learn that he is doing so nicely. 
In this letter he tells his friend that he has been 
traveling with new salesmen fourteen days, and 
has sold fourteen outfits. 

This is indeed very consistent work, which 
we cannot refrain from mentioning. The econ- 
ditions under which this was accomplished, and 
the circumstances surrounding the record, cer- 
tainly reflects credit. All of the outfits 
sold were Coal Oil Outfits, and all the 
outfits sold were sold in territories where 
five other makes of outfits are known. This 
piece of work impresses us with the fact that it 
is common every day hard work that gets the 
business. We are not saying this to eulogize 
Mr. Dorsch, but just to illustrate this point. 
Mr. Dorsch previously traveled in Michigan, 
where he was very successful. From there he 
went to Arkansas and did some very nice 
business. From there he went to another part 
of Michigan and continued securing business. 
He was then moved to Kansas City. One in- 
stance of hard work in Kansas City was where 
he went to an office building, took the elevator 
and went to the top floor. He got out of the 
elevator and worked every office down to the 
ground, and came away with two nice private 
garage orders. This is the method of getting 
business, not waiting for business to get you. 


In this connection we wish to remark that 
some of our best salesmen go down courts and 
lanes spotting the private garages and learn- 
ing if they have an equipment, and if not, who 
the owner is and where he is to be seen. 

This would seem very undignified to some of | 
our men, but it gets the business, and orders are 
what we want and what the house wants. Mr. 
Dorsch’s record is an illustration of what hard 
work will do, and any man that is willing to 
give his best energies to the Bowser line is 
bound to prosper. 

Xe * BS 


It’s a poor seale that doesn’t work both 
ways. 

x oe. & 

So many of our salesmen and others in our 
organization now own automobiles that we 
have decided to purchase an airship in order to 
keep on top. 
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ST. LOUIS OFFICE, 1141 OLIVE ST. 
J. H. McCONNELL, Mer. 


YOU AND SUCCESS. 


No matter how good a salesman may be, he 
will never strike his best gait until you make 
him believe he can do better. I have never 
seen a salesman make a record until he is made 
to know his capabilities and has come to the 
belief that nobody has anything on him. A 
salesman’s temperament in this regard is simi- 
lar to a prize fighter’s—onee a fighter gets into 
the ring feeling that the other fellow has some- 
thing on him—why he has. Many a man is 
beaten in every fight in life long before he 
faces his antagonist. Often a salesman, no 
matter what his strength may be, is beaten out 
on an order before he calls on the prospect 
through his own doubts, and then when he has 
made his doubts come true, he consoles him- 
self with the thought, ‘‘Oh, well, I didn’t 
think I’d get an order there anyhow.”’ 

In a word, a salesman is at his best only 
when he believes in himself, when he thinks 
without the slightest doubt that he is entirely 
eapable of the task that is set him, when he 
knows that he is able. Boys, get a hold on 
yourselves. Convince yourselves that you can 
make a record, that your record will be only 
in proportion to your efforts and perseverance, 
that doubt is defeat and that confidence con- 
quers. Think you will be defeated and you 
surely will be, for. ‘‘As a man thinketh in his 
heart so is he.’’ That is an old saying, but it’s 
a nice little piece of natural law, and natural 
law you know has been running things for 
some hundred million years. 

HOTEL ae 


We can forgive any man his prejudices— 
provided they don’t conflict with ours. 


SPECIAL TO THE BOOMER. 


We note with deep regret the news item con- 
veying the information that burglars broke 
into J. W. Runyan’s house and relieved him of 
his pants and shirts—but of course Jim will re- 
sort to the time honored barrel so as not to 
neglect his business. 

Inasmuch as the Dallas flag has appeared at 
the top in two out of three issues of the Boom- 
er, this should be an opportune time for us to 
doff our hats, make our bow, and tell how it 
was done. But far be it from Dallas to boast! 


That little joke the office from the ‘‘show 
me’’ state slipped over April 1 might be re- 
peated, but we are not looking for any such 
dire possibilities for the future. 


Dallas owes her position to the energy and 
ability of her salesmen, who are not afraid of 
a thermometer registering 100 and we are con- 
fident of their loyal support throughout the 
year. 


I’or the present we have a bunch of good 
things up our sleeve that will be shaken out 
in a week or two, so you can whisper to the 
other offices to keep on keeping on. 

Dallas Correspondence. 


What do you get for your money from the 
other fellow? Heaps, yes, heaps, and with it a 
pass for the gate where all hope and other in- 
flammable articles must be abandoned. 


That Yellowstone Park contest is enough to 
persuade us to discard the pen for a grip, not 
that we need the money but we like such a sub- 
stantial show of appreciation. We have al- 


‘ways desired to. take that trip, but have con- 


tinually deferred it on account of the tariff. 
We always felt that we could more fully enjoy 
it at somebody else’s expense. 


_ “$100,000 per week.”’ 


Ed Hayes, of Kansas, is said to get his busi- 
ness the easiest of anyone. He has been in his 
territory so long that he knows where every 
hen in it roosts. He bought another new auto 
this spring and now all he does is ride around. 
He doesn’t even have to get out the machine. 
The prospects come out to sign the order and 
even furnish their own lead pencils. | 
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INTERESTING HISTORY MADE BY A GAS.- 
OLENE CAN. 


That gasolene is hot stuff when in a certain 
state is attested to by Mr. E. A. Ritch, Amster- 
dam, N. Y., who had a miraculous escape from 
death recently when a washing machine in his 
dry cleaning plant exploded and scattered the 
naphtha over the room. He happened to be 
standing near the machine and was covered by 
flying naphtha which immediately took fire and 
severely burned him about his face and arms, 
so that he was confined to his home for several 
weeks. 


fle didn’t believe he could afford a Bowser 
D. C. system to care for his business. He 
thought that if he bought a tank for his new 
naphtha, that would do. It was all right as 
far as it went. So some time ago he bought a 
41 to handle his naphtha. This made his sys- 
tem consist of a 5-bbl. cut 41 for new naphtha 
and an assortment of cans comprised his stor- 
age for dirty naphtha. At the time he pur- 
chased the 41 he thought he could not afford a 


similar one for dirty naphtha (here’s where 
the can comes In). ; 

His plant was located about 50 feet in the 
rear of his house. It being on the side of a 
hill, the elevation was several feet higher than 
that of the house. At the time of the fire he 
had two 5 gallon cans filled with dirty naphtha, 
so that when the fire department turned on 
the water they were washed out of the build- 
ing. Being twin brothers, they rambled down 
the hill to the house. The fire followed them, so 
that in a few moments the house was a mass of 
flames and was partially destroyed before the 
ilames were under control. 

Thus it would appear that the resolution for 
the dry cleaner to make is, ‘‘I will safely store 
my distilled, new and dirty naphthas, as one 
will cause as much mischief as the other if 
given the opportunity.’’ 

The photograph, which was sent us through 


the courtesy of F. W. Devereux, will give an 


idea as to the amount of heat centered about the 
pump. 


* 2 * 


OUR FOREIGN SALES DEPARTMENT 
We saw a letter from Egypt yesterday and it 


attracted our attention. We stopped to investi- — 


gate and found, however that it was merely one 
of the many foreign inquiries for ‘‘Bowsers’’that 
we daily receive. Our foreign department is be- 
coming quite active. The permanent agency 
recently opened in Cuba is doing very nicely. 
We were interested to learn the extent of our 
foreign relations and upon looking over the 
records found the following are a few of the 
foreign countries where ‘‘Bowsers’’ are known: 


England, Hungary, 
Germany, Porto Rico, 
France, French Islands, 
Russia, Jamaica, 

Spain, New Zealand, 
Mexico, Sweden, 

Canada, - Philippine Islands, 
Australia, Scotland, 

Cuba, South Africa, 
Egypt, South America, 
Holland, Norway, 

India, Costa Rica, Cen. A. 


Venezia, Italy. 

Are we famous in all parts of the world? 
Well, it seems so according to the above and 
it is pretty safe to say the sun never sets on a 
Bowser. | 


ee 
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SALES TALKS FROM OUR BOYS 

For a long time I found it hard to meet the 
statement of a merchant, manufacturer, or 
owner of a public garage, who promptly ad- 
mitted the merit of our proposition, but de- 
elared, ‘‘I do not have the money,’’ In fact, 
for a long time I questioned the moral right of 
a salesman to solicit such orders. Now, I view 
that condition differently and regard such fel- 
lows as seriously in need of help—that a busi- 
ness without money is like a man _ without 
health, it needs the attention of a doctor. I 
found that the following analysis of his busi- 
ness (probably I would better say diagnosis), 
usually awakens an interest in the remedy we 
have to offer: 

Isn’t your location good? 


Ans. Yes. 
Isn’t your own reputation good? 
Yes. 


Isn’t your stock a good one and well assort- 
ed? 

Yes. 

Don’t you sell your proportion of goods? 

I think so. 

Don’t you earn a reasonable profit ? 

I think so. 

Do you do an excessive credit business? 

No. 

Are you a good collector? 

Yes. 

Now, then, why don’t you have the money? 
Lack of system, or the loss is due to the want 
of a needed system. 

Mr. Dealer, have you ever stopped to think 
that bankers grow rich on 6 per cent. interest 
and only five in one hundred fail, while merch- 
ants and manufacturers earn an average profit 
of from 25 to 50 per cent. and ninety to one 
hundred fail? Why do so large a proportion 
fail? 

Lack of system, sir. Ignoring the small say- 
ings. Failing to stop the small leaks and losses 
which in a year have eaten up a large part, if 
not all of the profit, ete., ete. 

CHARLES W. BOSHLER. 


* * * 


Ask any man who has sold goods, what is the 
hardest part of a sale. Nine times out of ten 
the answer will be—getting the buyer to act— 
getting the signature. We were talking to one 
of the boys about this, who said, ‘‘Why, I’ve 
had men who wanted to buy, who knew it was 
for their good to buy, who needed a tank and 
acknowledged it, yet hesitated over signing, 
until you couldn’t give them a tank, much less 
sell them one.’’ 


Now the matter of getting favorable action 
is not so uncertain as it is difficult. It all 
rests in the manner of doing. It is a question 
of how. One of our new salesmen in a large 
city had a splendid private garage prospect, 
but for some reason he couldn’t make any 
headway with him. It annoyed him to think 
he couldn’t get the business, and he confided 
his troubles to a brother salesman. 


‘“Why is it,’’ said the older man, ‘‘that you 
ean’t close him? How does he treat the mat- 
ter?”’ 


‘Oh, he treats the matter quite agreeably, 
but he won’t act, I can’t get him to concen- 
trate on it. When I go to his office he will listen 
to what I say in a way, but he won’t stop 
writing at his desk and talk about it.’’ 


‘‘By George, he won’t stop writing to talk to 
you, eh? Well, I’ll go down there and make 
him,’? 


So the old salesman went right back there 
and walked into the man’s office. Upon en- 
tering, the prospect greeted him and our man 
walked right up to his roll top desk. With a 
half-sitting position on the desk he got so close 
that the prospect pushed his chair back from 
the desk to make room. The salesman practic- 
ally sat on the man’s desk to keep him from 
writing until he had bought a Bowser tank. 
This was a case of resourcefulness and de- 
termination, but it accomplished the hardest 
part of the sale—it got the signature. 


% % * 


We regret to state that J. C. Olson, our sales- 
man who traveled in Nebraska for sometime, 
has severed his connection with the Bowser 
force and allied himself with the Brooks Tire 
Setting Company. Mr. Olson is what we would 
deem one of our old salesmen. We greatly re- 
egret to lose this good boy, but we are always 
glad to see our men advance, and trust he will 
be suecessful in his new undertaking. 


* * * 


It is remarkable how rapidly some of our 
new men are taking on form. M. O. Fletcher, 
of Dallas, bunched three hits; R. E. Hawkins, 
of Cleveland, sent in three at once and then J. 
R. Fahey, of Toronto, put over four amounting 
to 46 points. Some class, that. 
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-MORE RECORDS BROKEN. 

The way Bowserites have the habit of breaking 
records, we believe will necessitate the opening 
of a record-breakers’ ,column. Here are two 
more records that have been made: 


Albany. 


We read with interest the article in the 
Boomer about your record-breaking factory 
shipment of March 31, and thought it might be 
of interest to you to know that we shipped 
from the Albany, N. Y., warehouse, on April 1, 
seventy sales orders, amounting to 425 points, 
and this was done between the hours of 7 a. m. 
and 4 p. m. 

Jp Li RHOADS; 
Supt. 

The shipping department is not the only de- 
partment making record breaking stunts. 

The circulating department sent out 15,650 
letters under first-class postage one day this 
week, this necessitating attaching a stamp to a 
return postal card, inserting it in the envelope 
with the letter, stamping and sealing the let- 
ter. Besides the first-class mail there was a 
large sack of circular mail. 

EK. W. LEWIS. 


KEEP DIGGING. 


In every line of human activity, the great 
honors go to the man who can hang on and 
keep digging. This is especially true of the sales- 
man, and unless he does as Rodman says, 
‘“Keep on keeping on,’ his total record will 
not be much. 

To prove the necessity of sticking to a thing 
to make it win, you don’t have to go further 
than our own president, Mr. 8S. F. Bowser. Be- 
cause he hung on to his ideas and inventions 
through trials and troubles in the early history, 
he was crowned with glory and success as the 
famous Bowser of the present day. 

And all great accomplishments are only 
brought about by this hanging on. Read the 
history of James Watt, credited with the in- 
vention of the steam engine, who put thirty 
years effort in it before he made it useful; 
Elias Howe, the sewing machine pioneer; Alex- 
ander Graham Bell, the telephone wizard, and 
Samuel F. B. Morse, who spent ten years mak- 
ing the telegraph practical, and then gave four 
years more of effort trying to induce congress 
to install a line from Washington to Baltimore. 

You often hear the remark that great men 
are scarce. In other words: Men who hang on 
are scarce. Goethe said: ‘‘Genius is no more 
than infinite capacity to take pains.’’ At any 
rate, the world’s prizes are invariably for the 


patient, determined sticker, and this is true in 
industry as well as in literature, invention and 
in order getting, or business, as it is in science. 

The whole history of mankind sums up its 
advice in one word—STICK. 


Dilly and Dally were two hardware men 

That had used zine tanks since goodness knows 
when ; 

Turpentine, linseed, gasolene, too, 

As bad a mixup as ever you knew. 

The Bowser man ealled, for the twentieth 
time, 

Worked models, talked saving, to get them in 
line ; 

He figured economy manifold ways, 

Dwelt long on the danger ‘‘one of these days.’’ 


But Dilly and Dally, as always, said ‘‘Boo’’, 
(You know, in the way ultra conservatives 


do.) 

“You are making too much,’’ ‘‘We ean get 
along,’”’ 

And the other weak sayings that make the old 
song. 


The inevitable happened, as, of course, it must 
do, 

A tight faucet, a hammer, a stretcher for two; 

The papers spoke highly of the fire laddies’ 
skill, 

For they saved all the 
didn’t fill. 


cellar that the eans 


Time passed; the flowers were faded and dead, 
The insurance adjusters had been there and 
fled. 
The Bowser man thought it was time to arrive. 
He found Dilly dead but found Dally alive. 
And you know how easy and how pleasant it 
is to do business with a ‘‘Live One.”’ 
J: C. WARD, 


Visiting celebrities might find this an ex- 
tremely mystifying place to locate people if 
it were not for the hospitable ministrations of 
Tom Cragg. Tom is the reception and enter- 
tainment committee ex-officio. 


* x * 


Mr. Bowser heard from some of the boys in 
regard to the fish story which appeared in our 
last issue! One even insinuated that not until a 
man had been reproached by his conscience and 
has argued it down is he in a position to tella 
real fish story. 

What do you know about that? 


“$100,000 PER WEEK” 
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THE SALESMAN WITH THE TRIP IN HIS THOUGHTS—-THIS MUCH WILL SURELY GET THERE 
(TO BE CONTINUED) 
So kaleirdoscopic have been the changes during the past several days, it is 
difficult to hazard a prediction as regards the probable winners of the Yellowstone 
Contest. 


And just to think, only about eighty days more and two salesman and their 
wives will be preparing for this delightful trip. 


Gentlemen, what you do now will determine whether you will be one of the 


party. It will take hard work and you will have to overcome trials and troubles 
but néver mind that, 


There is a number of petty annoyances in all great undertakings; a host of 
little troubles to overcome before the goal is reached, but fix your mind on the 
one big thing and don’t be led from the main road. 


Make the trifles that come up mere means to the big issue. Keep driving for 
the big purpose and do the things that count. A salesman gets what he determines 
and is judged by what he Sets. 


Get the value out of yourself and you automatically get value and profit out 
of your business. Get the business and you get the trip to Yellowstone. 
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A. High-Class Investment 


To All Salesmen and Employees of 
S. F. Bowser & Co., Inc. 


We are offering $100,000.00 of our Preferred Stock, which 
pays six per cent per annum, payable semi-annually on January 
and July Ist, of each year. The shares are $100.00 each, and 
we would be glad to have anyone interested take any number 
of shares that they may desire. 


_—S Sy | 
aa | ee | 


It is an absolutely safe and first-class investment and | 
would be glad to have anyone interested write us regarding it. 


Yours very truly, 


C. A. DUNKELBERG, Treas. 
tbo axl] 


BRANCH OFFICE STANDING 
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As we were just leaving the Boomer 
Building a correspondent hurried out to 
our aeroplane with the following dis- 


ATLANTA patch: 

BOSTON ‘‘Manager Hance of Toronto and 
Manager Anderson of Boston have writ- 

ST. LOUIS that they intend to put it over him this 

Se eae month. Have they done it? Ans! 

MINNEAPOLIS 

=a Boomer Reporter. 

FORT WAYNE 

es With an imperious wave of the hand we 

NEW YORK dispatched the standings here given. Picture 

0 ne Toronto and Boston fading away from the sea 

DALLAS of upturned faces of all the Cubs except Atlanta. 

SSE Ty They made good their threat. 

PHILADELPHIA ; 

OAS Sidi Si geenne ae EE This performance shows what can be done 

SAN FRANCISCO and should give new life, new hope, new 

eg en courage and new confidence to all divisions. 

CH : ; ; 

ee It is an object lesson which proves by actual 


Atlanta still leads but only by a small margin. There 
is only three-tenths of one per cent between Toronto and 
St. Louis and only one per cent between Ft. Wayne and 
New York. So close are they all that any one brake with 
a little more steam can shoot up the line. Do it. 


results that things regarded by many as difficult 
can be achieved by resolute action. Let us 
have more demonstrations from others of suc- 
cess through keeping “‘everlastingly at it’’ in the 
way of diligent devotion to one’s duty and one’s 
work. 
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Tag, Mr. Brown! you’re it! 

We wish to acknowledge receipt of mental 
subseription to the Boomer from C. C. Barnet 
and H. W. Brown. The immense stocks of 
thought money in our imaginary treasury would 
excite the envy of the Homely Ladies’ Journal, 
Anybodies, Saturday Evening Bost, and several 
of our other competitors, were we to mention 
the figures. 

* * * 

We just received a red hot vibration from 
our Mr. 8. F. Taylor, sending us imaginary 
subseription for ten years in advance. Our 
deep sympathy for one who has been tempor- 
arily led astray to such a rash act has influ- 
enced our thought Bureau to make room for 
it, but we cannot undertake to do this in many 
cases and so warn all our friends. 


Crowded as the front line is, we simply must 
make room for R. O. McDonald. He closed a 
Texas D. C. order for 53 points. 


sp Me Me 
* Pig aS 


Holbrook, of Des Moines, has been doing 
nice work. A Bowser in every public garage 
is some record for a town the size of Des Moines. 


R. H. Sherlock, of Chicago, isn’t letting any 
grass grow under his feet. He just sent in a 
six-barrel gasolene outfit order for a Country 
Club’s Lawn Mower service. Another purpose 
for the famous Bowser. 

* * eis 

Mr. D. H. Shields, of North Carolina, is now 
driving a new ‘‘Fearless,’’ in which he views 
the mountain scenery. He has promised to 
send us a picture of himself at the drive wheel. 

* * %* 


Our organization is getting what you mieht 
call ‘“‘automobilious.’? No doubt it is all due 
to the general mad rush for the Quota. Flying 
from one P. B. to the other while you wink. 
Cramming orders into time,—that’s the stunt. 


H. U. Earle, of Atlanta, was dispatched to 
Florida to care for one of Mr. Saunders’ cus- 
tomers, as Mr. Saunders was here at the time. 
When Harry got down there, he found some 
undesirables loafing around but he swallowed 
the situation hke a Condor off on a furlough, 
and altho the ‘‘low brows’’ were doing the goat 
act, our blue-blooded Vermonter whirled off 
with a 3714 point P. O. order. 


se Me RD 
aS 7 Sie 


We direct the finger of pride to G. L. Heus- 
ner, of Denver, who is cutting as many capers 
as the most daring. He just closed a nice little 
72144 point D. C. order. 


M Me Sve 
7. a 7 


Poetical Parker, of Philadelphia, sent us a 
little reminder of 45 points. 


It may reheve your suffering to know that 
T. C. Potts has decided to go to Yellowstone. 
He brought across a nice little 85 point paint 
oil order last week. Large doings, EH? 


Snyder showing Southerners somehow saga- 
clously surmounts. situations. Saturday, se- 
cured several sizeable ‘‘standard systems’’ sig- 
natures. Suppose Snyder’s seeking celebrated 
sojourn, sans ceremonie. Sufficient! Sie sem- 
per such! 


“i 
we 
i. 


Mr. Jacob Lott Holmes is doing some nice, 
refined and genteel order getting down at San 
Juan, Porto Rico. We just noticed one come 
through for 4414 points and another for 28 
points. Jacob leaves for. Argentina this week 
and say, Jake as this time of year is their win- 
ter season, down there, Mr. Bowser suggests 
that you send us a few snow balls with your 
orders. 


Now that F. E. Morris has an auto he may 
no doubt send in those 55 point orders a little 
fast. Just a matter of getting around, you 
know. 


H. 4. Bleecker, who has been doing special 
work in Minnesota, is now in his South Dakota 
territory. Before leaving for the celluloid 
collar towns, he decided to take a last look at 
dear old Minn. Result, D. C. order for 75 points. 
Nice get-away, Bleek. 
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GEN’L MGR. A. Z. POLHAMUS ASST. GEN’L MGR. S. B. BECHTEL 


2ND V. PRES. H. M. BOWSER SALESMAN C. E. SAUNDERS 


PARTICIPANTS IN A SAD AUTO 
ACCIDENT 


The above gentlemen were making a little 
fishing trip in Mr. Polhamus’ ear to Lake James 
last Tuesday morning, May 9th, when the auto 
struck a stone in a rut in the road and the car 
turned turtle. 


The four men were tossed bodily out of the 
ear as it whirled along on two wheels for a 
short distance and finally plunged into the ditch 
wrong side up. None of them were pinned un- 
der the car, each sustaining his injuries as a 
result of being thrown to the road. 


General Manager Polhamus suffered a frac- 
ture of his left wrist, and injuries about the 
body and head. Second Vice President H. M. 
Bowser sustained a compound fracture of the 
left arm and a sealp wound. Assistant General 
Manager Bechtel was badly bruised about the 
body and Mr. Saunders was also bruised about 
the head and body, both however, luckily es- 
caping without broken bones. 


Mr. Polhamus is now able to be about again 
but Harry Bowser will be confined in the hos- 
pital until his arm is much improved. 


The car was completely wrecked and as bad 
as the accident was we all have much to rejoice 
in the fact that it was not fatal to some of the 
party. 


CHICAGO 
Editor: 


We had a very interesting contest among the 
sales forces for the month of April; the con- 
test ending as follows: 


Ist prize—F’. E. Morris, 154 per cent of his 
quota. 


2nd prize—K. F. WHessenmueller, selling 


largest number of lubricating outfits. 


3rd prize—J. L. Wagner, 132 per cent of 
his quota. 


While we had nine men who exceeded their 
quota and still another five men who came with- 
in 90 per cent and 100 per cent of their quota. 


At a meeting last Saturday afternoon, at 
which all the city salesmen and one or two of 
the out of town men were present, it was unan- 
imously decided that it would be a Chicago 
salesman who would take the trip to Yellow- 
stone Park and Mr. Hessenmueller was elected 
a committee of one to hunt up the time tables 
and look into the various routes between Chi- 
eago and Yellowstone. 


In view of the position of Chicago at the 
last reports, I have not the heart to declare my 
intentions for the year, because | know that all 
the other offices are familar with the position 
of Chicago last year about this time and of 
where they were at the finish. We fully expect 
to duplicate last year’s performance with this 
difference, that we will not be satisfied with 
third place this year. 


Yours for a grand old fight, 


A. T. STATA, District Manager. 


wo wy wy 
Me RA 
i < 7. 


Is it necessary to hint to Chicago and Frisco 
that these loose mouthed fellows who are spout- 
ing about winning have no other purpose in 
mind than to kill off all others but themselves? 
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A 
Hundred Thousand 
A Week 


To Sales Managers and Salesmen: 


Are you one of those to whom, at 
first thought (or perhaps more correctly 
speaking, without thought) the figure 
placed for the Company’s total business 
for the ‘‘General Manager’s Special 
Contest’’ loomed large? Have you now 
sot into step and struck the gait of the 
winners and made up your mind to try 
for that splendid prize of a trip to 
Yellowstone Park? 


During the past three weeks I have 
visited several of the sales offices, east 
and west, and have found great interest 
and enthusiasm in this contest and I 
come back assured that the million will 
be secured and that this contest is bound 
to be a success. But we want to make 
‘‘assurance doubly sure’? and get more 
thanamere million. We want a Hundred 
Thousand a Week and we can get it if 
every man contributes his share. And 
why should’nt we? No more reasonable 
and attractive offer has ever been made 
and the million dollar end of the prop- 
osition is well within bounds. 

Keep the fact before you that after the 
close of this contest two of our salesmen (and 
their wives if they have any) are going to 
Yellowstone Park at the expense of the 
Company and the man who doesn’t try for it 


is loosing his opportunity. Ifyou have not be- 
fore realized this and made a start, go now. 


D. A. COREY, 
Gen’l Sales Mgr. 


P.. S. Do you read over our letter of Jan. 25 occasion- 
ally and keep in mind the conditions and prizes for the 
years work? You will find it worth while. 


Attempts of Prominent Persons to Describe 
the Beauties of Yellowstone Park 


Regarding the Paint Pots and the Fountain 
Geyser, Mary C. Ludwig has written of them in 
the Pittsburg Press as follows: 

‘“‘After we have eaten dinner we find that 
the Fountain Hotel is literally surrounded with 
geysers and hot springs. A very interesting 
phenomenon is the Mammoth Paint Pots. The 
main pot or basin is perhaps forty by sixty feet 
and its contents consist of a mass of a whitish, 
mortar-like substance which boils continuously 
after the manner of a hugh pot of mush. On 
one side of the basin is a rose-colored flat, 
seamed and eracked like a dried-up swamp, 
dotted with cones of various tints of pink, in- 
terspersed with a few cones of Quaker gray. 

‘“‘Turning from this new prodigy we pass 
a few rods farther to the west to await the 
eruption of the Fountain Geyser. It has a era- 
ter thirty feet in diameter. We had thought 


THE PAINT POT OR MUD GEYSER 


the Norris Basin weird and uncanny, but as 
we stand near the verge of this chasm, watching 
the furious boiling water, oftentimes thrown 
violently upward or tossed and swished about 
until the surface is covered with a seething 
foam, listening to the ominous groans and 
growls and threatening roars underfoot, until 
it really seems as though all the demons in 
Hades are congregated beneath and holding 
high carnival, Norris dwindles into insignifi- 
cance, 

‘‘Awful as it is, we stand spellbound. Fi- 
nally, with a terrible shriek, the whole boiling, 
angry mass shoots upward some twenty or thirty 


‘feet, whilst fountainlike jests are thrown thirty 


or forty feet higher, and the volume of water, 
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THE CRATOR OF OBLONG GEYSER 


spray, and steam presents to our astonished 
gaze a sight that seems not of the earth 
earthly. ’’ 


Rey. Dr. E. P. Hill of the Presbyterian 


church,, thus expressed the effect that the canon 
produced on him: 

‘““Here to the left all along are turrets and 
eastles and cathedrals, there a Parthenon, over 
there St. Mark’s glittering in gold, there Taj 
Mahal, as white as spotless alabaster. Colors 
green and brown and saffron and orange and 
pink and vermillion and russet cover every 
rock until the scene is bewildering. What shall 
one say as he looks upon such a scene? Nature 
teaches us about God. Then the Grand Canon 
has been cut and painted by the divine hand 
as if to give us some idea of John’s vision of 
Heaven. Walls of jasper, streets of gold, gates 
of pearl, foundation stones of emerald and sap- 
phire, and topaz and amethyst. Yes, they are 
all there. Who ean look upon such a scene and 
say there is no God in heaven ?”’ 

Geikie, the great geologist of England, has 
written: 

‘In the sunlight of the morning the place 
is a blaze of strange color, such as one can 
hardly see anywhere save in the crater of an 

etive voleano. But as the day wanes, the 
shades of evening sinking gently into the 
depths, blend their livid tints into a strange 
mysterious e@loom.’’ 


* *: * 


Kipling touched upon one of the most beauti- 
ful effects to be noted when he penned: 

“Evening erept through the pines that 
shadowed us. but the full glory of the day 


flamed in that canon as we went out very ecau- 
tiously to a jutting piece of roeck—blood red 
or pink it was—that overhung the deepest deeps 
of all. Now I know what it is to sit enthroned 
amid the clouds of sunset.’’ The excavation of 
this remarkable canon has been accomplished by 
the same agency operative in other canons, 
namely, erosion. Steam and heat have aided the 
usual factors of erosion to produce the high, 
varied, and rich coloring with which the walls 
are emblazoned. Through the decomposition 
and disintegration of the rhyolitic rock walls 
the usual sculptural effects have been greatly 
accentuated, and in the process of decomposi- 
tion, heat has affected chemical changes in the 
rock that have produced the vivid and lurid 
canon walls. 

The magnificent river that, in a frenzy of 
white tinged with the natural green of the 
water, goes tearing over its rocky bottom in 
a succession of rapids and falls, heightens the 
grandeur of the scene. Then, looking from 
most of the projecting angles of the walls. to- 
ward the head of the canon the Lower, or 
Greater, Fall adds a most dignified and majestic 
presence to the picture. 

Important adjuncts are the Upper Falls and 
the glorious rapids just above it. These are 
less than a mile above the Lower Fall and are 
really a part of the canon proper, although 
the word ‘‘grand’’ ean, perhaps, not justly be 
applied to the gorge above the Lower Fall. 
The two falls, the Upper, 112, the Lower 310, 
feet high, are as unlike as can be imagined. 
The upper one goes pitching over the brink in 
a most exultant sort of a way while the other 
drops into the chasm in a noble, regal manner, 
the embodiment of repose and dignity. Each 
fall may be reached by trail and road from the 
Canon Hotel. 

‘‘Both of these cataracts deserve to be ranked 
amone the great waterfalls of the continent. 
Every great cascade has a language and an idea 
peculiarly its own, embodied, as it were, in 
the flow of its waters. So the Upper Fall of 
the Yellowstone may be said to embody the idea 
of ‘momentum’ and the Lower Fall of ‘gravita- 
tion’,’’ wrote Lieutenant Doane, of the Wash- 
burn party, who thought the Upper Fall much 
the finer. 


Prof. Mode Wineman of Chicago University, 
writing in the Chicago Evening Post of a 
‘“‘Tramp Through the Yellowstone,’’ in 1903, 
thus refers to his first sight of the terraces at 
Mammoth Hot Springs: 

‘“‘The sky became overcast, the wind blew, 
and it began to rain as, through a vista, ap- 

Continued on page 86 


THE FIFTEEN HIGH MEN 


lL. E:. KB. Dobson. 

oe . V. Crandall. 
3. J. W. Merickel. 
Ace inn Hawk 1otz: 

d. M: C. Benham. 
On? td eee aI Dlev 
(eee EE Lod: 

8. H. E. Bleecker. 
9. C. M. Carpenter. 
10.4 hE? (Chrone 
11. K. F. Hessenmueller. 
12: *S, DD, Stoddard: 
13; 2A sHseiMotiat, 
14. EH. L. Milliron. 


do Cae Cook: 


Here they are. Notice the new names, 
Bleecker, Carpenter, Hessenmueller and Mill- 


iron have crowded out Saunders, Dietch, Hayes 
and Childs. It is certainly great to be in this 
list but its an honor you have to fight for and 
fight hard. Every man’s name should appear 
here at least once during the year. Try to get 
yours there next time. 


{C000 NEWS, ADTOMSTS| 


GOODRICH COMPANY INSTALLS 
GASOLINE TANKS. 


When Machines Are Loaded on Boats 
Liquid Fuel Will Not Be Thrown 
way as in Past. 


The has in- f 
stalled Bowser gasoline tanks and pumps 
at the docks in Grand Haven, Muskegon, 
Chicago, Milwaukee and Racine for the 
aceommodation of automobilists. The 
navigation laws do not permit automo- 
biles to go aboard ship with gasoline in 


Goodrich Transit company 


3 
tbe tanks and in the past it has been the 
custom to compel them to empty their 
tanks before shipment and the emptying 
has usually been a total loss. Under ‘tthe 
new arrangement the gasoline will be 
drawn off at the dock and a receipt will 
be given for the amount and when the 
by automobile lands an equal amount will 
be put back into the tank upon presen- 
tation of the receint at the pump. This 
will be a great convenience to automo- 


bilists. sth, 


The above fee ene for itself. 


mt re ee 
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Some of our salesmen are inclined to look 
upon the kerosene business as less active or 1m- 
portant than the gasolene and other depart- 
ments. 


A great many of the salesmen are merely 
oleaning the territory, merely running over it, 
picking up the easy gasolene orders and letting 
the kerosene bulk of the business get by. It is 
the Kerosene Department which made this firm 
what it is. It is the kerosene business which 
always predominated in amount of sales. It is 
the store salesman with his kerosene orders that 
has been high man in volume of business. Look 
over the list of prize winners for the last five 
cr six years and you’ll find the kerosene sales- 
man right up to the front. 


In this connection we hardly need to preach 
a sermon on the advantage of selling the little 
fellow as well as the big fellows. In calling 
upon stores show an outfit which will meet the 
pocketbook of the proprietor as judged from 
the surroundines. We make such a large as- 
sortment you can easily meet most any require- 
ment. 


ATLANTA DIVISION 


H. W. BROWN, Msgr. 


We want to tell you briefly about a little 
stunt that was pulled off at Atlanta during 
part of the months of March and April. 

It was sort of a preliminary to the main 
bout which is taking place between May 1st and 
July 22nd. It held our undivided attention 
while it was in progress and was suecessful in 
getting us keyed up to the big. contest which is 
following. We offered prizes to the men se- 
curing the largest percentage of quota and the 
largest number of orders in a period covering 
about four weeks and a half. The net results of 
this contest surpassed our expectations consid- 
ering the fact that it was early in the year and 
the men had not come into good training since 
the big feast at Fort Wayne. 

The man who copped off the first prize in 
percentage of quota had to go to the extent of 
271 per cent, and you will admit that this is 
going some. He is Mr. A. F. Todd. The man 
who secured second largest percentage of quota 
was Mr. T. F. MeWaters, one of our regular 
standbys down here who rides wagons to inland 
towns; and he has some good oil wagon friends, 
toc. 

The man who secured the largest number 
of orders was Mr. George H. Reuben, who got 
one for every day, Sundays included, which is 


BOWSER’S BOOMER 85 


J.G. ROBERTS 
NEW YORK 


G. E. BENTEL 
TEXAS 


W. E. JENKINSON, SAN FRANCISCO. 


also going some. The second man so far as 
number of orders is concerned is Mr. D. W. 
Darden, a young colt from Southern Alabama, 
with whom some of the older men will have 
to reckon some of these days, believe us. 


Now, Mr. Editor, this is not the most won- 
derful contest which was ever brought to your 
attention, but it shows up some real live wires 
we have down here, and when you consider that 
Atlanta is now in first place—‘‘ Well, there is a 
reason.’’ ‘‘Ask the man.’’ 


Atlanta has a new acquisition, W. H. Hig- 
genbothem. Higg was out in the tall timber 
last week and knocked down five nice orders 
amounting to 22 points. Higg is only a new man. 
This is his first month and he isn’t afraid to 
get out with a mule up in the mountains and 
there has not been a week passed but he has 


been able to bring home the bacon. It pays to 


work the country towns. 


Our Atlanta boy. T. F. MeWaters, secured 
twelve (12) orders last week aggregating 
50 points, these were all clean, bona fide orders 
and was secured between Monday evening and 
Saturday noon. Mr. MeWaters did not ride on 
fast railroad trains or in Pullman coaches, but 
he got every one of these orders from out in 
the ‘‘styx.’’ He rode coco cola wagons, oil 
wagons and a mule, he didn’t hear or see a 
train from Monday evening until Saturday 
ncon when he started back to Atlanta but he 
vot the business. Mae isn’t afraid to work and 
he is figuring on having a mighty good time 
at Yellowstone Park. 


ATLANTA CORRESPONDENT. 
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TALKS FROM OUR BOYS 


IT had an experience with one of our com- 
petitors the other day, which I believe every 
man in the organization ought to know about. 

I called upon an old sea captain, who is 
running a boat line, lumber and coal yard on 
the eastern shore of Maryland, who handles 
gasolene. In the course of the interview he 
showed me samples of 16, 14 and 12 gauge gal- 
ranized iron given him by a Calister agent. I 
compared my 14 and 12 with the corresponding 
gauges, which he had in hand, and it was ap- 
parent that seemingly ours were thiner. I 
scrutinized their sample very carefully, sighting 
it along the edge, and scon discovered the cause. 
I then said to the captain: 

‘‘Captain Woodall, 14 gauge Brown and 
Sharp is the same the world over, likewise 12 
gauge. Do you see anything peculiar about 
those samples which have been given you?’’ 

He replied, ‘‘ Nothing except that they seem 
to be heavier than yours.’’ 

I asked him to feel along the edge of the 
sample and even then he did not catch on. I 
then asked him for a file, and filed the edge of 
one of our samples. 

‘*Now,’’ I said, ‘‘our sample, 14 gauge, is 
apparently just as heavy as the one which the 
other fellow left with you, but we do not have to 
resort to such methods as artificially thickening 
the edges of our tank material in order to get 
business. We sell strictly on merit. I do not 
think I need to say another word.’’ 

I did not as I secured his order for a 600- 
gallon, No. 41. 


Very truly yours, 
C. C. BARNET. 


A KNOCK-OUT DROP FOR CAMLET 


Some merchants say Bowser oil tanks are 
higher than Camlet’s—but, Mr. Salesman can 
conclusively prove that Camlet’s price is pre- 
posterous—and will wonder how ‘‘Bowser’’ can 
sell as cheap as he does. Here are the figures, 
and no one ean dodge them: 

Our two-barrel Type ‘‘A’’ tank is’ $20.00 
(stripped), encased with wood,the metal lining 
is MUCH HEAVIER than Camlet’s. Substract 
the price value of the wood and: workmanship 
from our Type ‘‘A’’—-will say $8.00, which 
leaves $12.00 for a two-harrel Type ‘‘A’’—re- 
membering the metal is heavier than Camlet’s. 

Now, Camlet’s price for a two-barrel is 
$40.00. Ours is $12.00. This leaves $28.00 the 
merchant pays over our price. 

Now, what does Mr. Merchant get for his 
$28.00? lLet’s see: He gets ONE little iron 


lever 114 feet long and one iron pipe 11% feet 
long. Isn’t that awful, Mabel? 
J. M. TUCKER. 


THREADS THAT MAY BE WOVEN 
INTO SALES ARGUMENTS 


A Bowser pays for itself out of the additional 
profit it makes for you. 
* % * 

Dealing honestly with others is a virtue 
which you possess. Compelling others to deal 
honestly with you is a power which you do not 
have, except with your Bowser stored oil. 


Me 


Ms A 
a < We 


Every loss reduces your profits. A Bowser 
prevents losses. Mistakes and losses in an oil 
department costs far more than a Bowser. 

Its not heavy losses that you need fear, but 
the httle daily hidden ones. 

By stopping losses you increase profits. 
You need all the profits your business should 
earn. 


Being satisfied with old methods handicaps 
a merchant’s progress. 


Me BY ve 
a * is 


Some merchants argue against modern sys- 
tem in order to find an excuse to justify them- 
selves in their antiquated methods. You are 
in business to make money, not to defend your 
prejudices. 


A Tramp Through Yellowstone Park 
Continued from page 83 


peared a mass of orange-colored deposits from 
which a vapor rose. Jt was the Mammoth Hot 
Springs, with gorgeous-colored terraces famed 
the world over, and the vapor was steam from 
the springs themselves as the water overflowed 
end trickled down over a fairyhke water way. 
When I reached the terrace—Jupiter Terrace— 
the rain ceased, the clouds parted, the sun 
shone, and a rainbow played mystically over 
the first scene in Wonderland. But for a mo- 
ment only. The clouds lowered, it grew dark, 
and rain fell again. Again it cleared, the sun 
set in a radiance over the magnificent terraces. 
Who ean describe the colors of these wonderful 
formations? They are absolutely unique. One 
must sit in silence with riveted gaze until the 
minute, marvelous formations reveal their tiny, 
delicate contours bathed in port wine, orange, 
and chocolate. One is indeed fortunate to catch — 
a glimpse of their true beauty.”’ 
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EVANS BUILDING 
Our Washington, D. C. Office, the headquarters of 
our Government Representative, 
Mr. Samuel F. Taylor 


Special to The Boomer: 


We note by the aero illustration of the rel- 
ative positions of the various offices that others 
are reaching for honors, and have soared past 
the ‘‘Lone Star’’ office. 


Have one on us boys, but remember we are 
following our own advice, as taken from the 
following well remembered verse: 


“Tf the day looks kinder gloomy, 
An’ yer chances kinder slim 
If the situation’s puzzlin’, 
An’ the prospect’s awful grim, 
Till all hope is nearly gone— 
Jest bristle up and grit your teeth, 
An’ keep on keepin’ on.’’ 
DALLAS CORRESPONDENT. 


OH, FOR YELLOWSTONE! 

The great race is on, and nothing but Hal- 
ley’s Comet conveys an idea of our speed. We 
saw a plan of the track and she is geared like 
hghtning. Why, even outsiders are taking a 
eat-hke interest in this great finish. 


As you boys put on more and more steam 
and whoop ’em up fast and faster, we all want 
to get out and push and all that sort of thing. 
The cheering, the excitement, Bing! Every or- 
der puts new figures in the record. Where’s 
the record on earth that can stand up against 
the Bowser Yellowstone Lightening Brigade? 


The international aggregation of Bowser 
salesmen for this year is bound to develop some 
remarkable performers, especially when you 
consider the number of individual stars who 
have shone so brightly in the past. 


For leader of the bunch, it is a little too 
early to say, but at present, we believe Dobson, 
of New York, has the call on the rest of the 
field. He is using his head consistently, and 
his foot work is quite classy. 


Our choice for leader wavers. Just look at 
the comers in the class standing. Then there is 
‘“‘Happy’’ Clarence (Carpenter), of Vermont, 
who is no doubt a comer and his moves, without 
exception, are treats to any cultured audience. 


‘“Howdy’’ (R. O.) Snyder, of South Caro- 
lina, is quite a performer and he has made some 
picturesque plays that ‘are efforts worthy of a 
more metropolitan setting. 


“Buek’’ (H. J.) Nicholson, of Ohio, is a 
pretty good all round player, but he shows too 
much Adams-apple when in action. We are 
expecting to see Bird, of Washington, or Smith, 
of Seattle, or W. E. Jenkinson, of Frisco, make 
a sensational swing up to the front any mo- 
ment. We predict there is no one that can 
pick out a combination of three at this time and 


be sure they will win. 
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THE SMILE OF SAFISFACTION 


Mr. A..F. Geatz, of Trenton, Mo,, gave our 
Messrs. Hough & Dorsch an order for a 47. 
When the outfit arrived Mr. Geatz had it in- 
stalled with great ceremonies and sent us the 
above picture showing him lowering the tank. 
You are all right, Geatz, old scout, but after you 
read the first column on page 74 of the last 
Boomer maybe you will want to see Hough some 
more. Honest—no kidding. 


* * * 


There is an area of low barometer in the 
vicinity of ‘‘Chy.’’ But that will be all for 
this time. 

Editor : 

Your squib about the ease with which Hayes, 
of Kansas, gets business is amusing and remind- 
ful of other days than now. Believe me, it 
keeps myself and the car working all of the 
time to keep our dear competitors from getting 
a order. I have kept them from getting the 
said ‘‘a order’’ right up to now and expect to 
do so, but those kind that come out to the ma- 
chine with their own pencil in their hands beg- 
ging me to take their orders are few and far 
between. 

Among the bright incidents of the past, how- 
ever. stands out a fellow in Andale, Kan., who 
sent me a letter as follows: 

“Dear Sir:—-I have decided to handle gaso- 
Jene, so please call in a few days and sell me a 
tank.’ 

Short, sweet letter, which by the way, I have 
had framed and hung over my desk, so that 
when times are dull and it looks like I never 
was going to sell another tank I can look up at 
the letter and take on renewed courage and go 
to them again. 

Another one happened here not long ago. I 
was giving a live prospect all I had and had him 
going, he asked the price on a 5-bbl. cut 41. He 


got it quick, and he said all right ship it right 
away. Your competitor wanted more money 
than that and I am glad I did not order from 
him because I feel satisfied that Bowser is the 
best and I am mighty glad I got it for less 
money than the other. Funny, I quoted reg- 
ular, so my competitor must have slipped. 
Kind slip, well I guess. 

I have found that most sales are made 
through hard persistent, resourceful, truthful 
argument, showing and proving to the prospect 
that he needs the particular outfit you are try- 
ing to sell him and I found all this out just by 
working hard and then working a httle harder. 

Yes Ed, alas, it’s tuh true, tuh true. 

E. P. HAYES. 


Me Se Ste 
ae * a 


There is hope for a man so long as he is 
willing to learn. 


While prepping to songfully receive the 
Yellowstone prize, you might try this on your 
ealliope: 


TO"BH OR NOT TO" BE: 


I’d rather be a Could-be 
If I cannot be an Are; 

For a Could-be is a May-be 
With a chance of touching par. 


I’d rather be a Has-been 
Than a Might-have-been, by far; 

For a Might-have-been is a Hasn’t-been 
But a Has-been was once an Are. 

Every cloud has a silver lining and the Sil- 
veriest cloud has an interlining. 

This trip to Yellowstone leaves something 
to tell to your erandechildren about. 

Editor: 

I herewith enclose a recipe for a Prune 
Omelet which some of the Bowserites might try. 
We have several in the Philadelphia Division 
that are very fond of this fruit. — 


PRUNE OMELET. 


Take one young prune and slap it in the face 
with a dill pickle, talk to it for ten minutes, 
add an armful of kindlingwood and soak in 
gasolene. Sweeten with horse radish, strain 
through a Bowser Filter and serve with a Power 
Pump, Cut 150. Very truly, 


E. J. LIGON. 
If we were more chummy with Ligon, we’d 
advise him to.quit smoking, 


iit 


run WAYRG Fon WAYNE BUSTOR CHICAGO 
- 


: 10 ad $2 ‘Ki ar a ots = ee scanripowincgente . i 
SM.CSUEN, — SALESWEN, SALESWEN. — SaLESuEN. : Te ep A amanta f> GALCAS = ont Lnlts panes 


- SALESNEN. SALESNEN. —- SALESWEN. —— SALESEN. —SALESWEN. © SALESMEN. > SALESNEN 
‘ a * 


brim 


“memaon. § f 


WEN, | a a en mecumrn 


> 
y 
& 


IBN 


A RLOTZ, 


| nnn 


= 
f 
& 


Ww. 


WHISK. 
Ru zamney. ] 


ee eecmereom, 
JW MRICHED Fa coon, 


mccoy 
AS ORVAL 


® 
‘s 
a 


ct TT 

wm, Lenten 
eceeneg SE 

LOU PYR| 

oe ees, | PAVED ARYAN 


Lill 


i 
a eal 


above is a photograph of General Manager A. Z. Polhamus, viewing the large black board which covers the south 
wall of his office. On this board is placed daily the changes of the salesmen’s individual standings in the 
great Yellowstone Park Contest, according to the previous day’s business. While no one in 
our entire service escapes the attention of the Executive and Home Office De- 
partment, those who appear most active in this campaign are the 
ones who are most certain to attract the favorable 
attention of our entire organization. 
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THE YELLOWSTONE TRIP STILL IN THE SALESMAN’S DREAMS 


As the time draws near to the close of the Yellowstone contest (46 days 
off) we feel that something unusual will be done by our prize winning sub- 
scribers. 


Our ranks are filled with fighters—fighters for business; men who accomp- 
lish things; and in this great Yellowstone campaign, new records are bound to 
be made. But it takes effort; neither physical, mental or moral development 
or financial gain can be achieved without effort 


A salesman secures business only in an exact equivalent of the service he 


performs. It is only service—effort—business that counts in the great Yellow- 
stone race. 


Gentlemen, put forth your best efforts. To be a winner in this contest means a more 
likely winner in the year’s race as it counts in your totals. In these glorious Spring days of 
inspiration and encouragement and in all the golden days that are to come strike out boldly 
and heroically for the success we wish you by maintaining a steady gain along the course of 
the great Yellowstone Park race, Do it and win. 
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BRANCH OFFICE STANDINGS 


SAN FRANCISCO 
PHILADELPHIA 
CHICAGO 


The constant changing of positions in Branch 
Office standings makes it most baffling to pick 
the winner at this time. We threw out a drag 
net recently to get a line on the situation and 
here are some of the results. 


‘“‘T want to say that the fellow that beats us 
has got to be better than a 60-horse-power six 
cylinder. Brown. 


‘‘We have just about covered all past quota 
deficits and July 1st will see us way to the lead.”’ 
Little. 


‘“We have got our second wind now and the 
trip to the top will be quick and easy.”’ 
Murray. 


“The Branch that beats us next month will 
have to have a good margin over 100 per cent.’’ 
Colwell. 


This race is indeed a keen contest. Ambitious 
and determined, they are all eager to make good. 
How hard all are trying to make good is illus- 
trated by a story Rodman told us sometime ago. 


**A little darkey was given a chameleon, which 
reptile has the faculty of changing its color to suit that 
of the background on which it happened to rest. The 
little darkey had on a jacket patched out with red and 
blue pieces and a purple and green plaid piece in 
front. After he had been out playing around the cabin 
for sometime he came in to his mammy. Says she— 
‘‘Sammy, what'd you’all do with that theah lizzud?”’ 
‘“W’y, mammy, ah done had ’im on mah jacket, fust 
on th’ raid spot an’ he tuhned raid; then ah put ’m on 
th’ blue patch and he tuhned blue—but when ah put 
"im on this heah plaid spot, on muh stummick, he 
done busted hisself tryin’ to make good.’’ 


Men in the field, the responsibility of your di- 
vision making good rests with you—your individ- 
ual ability to make good. As you are confronted 
with new conditions, greater complications and 
harder difficulties, adapt yourselves to the new 
situation and concentrate on making good. 


FIFTEEN HIGH MEN, MAY 26, 1911 


tye det, Sis TY Sarak. 
2. J. W. Merickel. 
3. W. V. Crandall. 
4. M. C. Benham. 
De EK ota, 

. R. Sibley. 

. D. Stoddard. 
8. Rk. EH. Chrone. 
9. H. EK. Bleecker. 


1Q. C. M. Carpenter. 
Does Eee Lodd: 


12. A. E. Moffat. 

13. K. F. Hessenmueller. 
ie Hel Cook: 

15, 22, L. Milliron. 


The names in the above column are men who 
deservedly attained and are holding the envia- 
ble reputation of being all-round good rehable 
salesmen, who have secured the distinction of 
being one of the fifteen highest in amount of 
business secured in an army of over 300 keen, 
active, ambitious salesmen—the Bowser sales 
force—one of the most highly efficient sales or- 
ganizations in the world. Surely such distine- 
tion is worthy of our best efforts. 

Boys, your friends are watching for your 
names to appear in this column. They are all 
glad to see it there. HKvery salesman’s efforts 
are known to officials but to appear here assures 
special recognition from the Company’s great eye. 


When the stories of the salesman’s success 
reaches the president of our company, he smiles 
with a pleasure that is genuine. You see he has 
put in a great many years of hard work, per- 
fecting the ‘‘ Bowser,’’ and is still working hard 
every day to maintain the high standard qual- 
ity of the product, and improve it in construc- 
tion. if possible. Still working hard to keep 
the high standard of Bowser Outfits up to the 
point where they will always bring to us from 
all over the world, interesting reports of success- 
ful Bowser salesmen and satisfied customers. 
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JEUNE eo mt: 


Boy, bring a deep leather chair and a few 
cigars for Mr. Brown. 


ve Me se 
* oi * 


Unto him that delivereth the goods, the 
goods shall be delivered, heaped up and running 
over. 


Benham is the gifted composer of irresistible 
signature requests, and has a power to charm 
the dough from a monumental iceberg. 

He had a total of 116 points worth of busi- 
ness during the week ending May 20th. This 
included one ecarload tank, about 40 points, and 
ended with a cut $1 sold in a little country town. 
These two sales in themselves were a notable 
week’s work, but Mr. Benham did not confine 
his efforts to 30 or 40 point business, but sent 
in a large number of 4 or 5 point orders. For 
a general line salesman working in a country 
territory, we consider this a remarkable record. 


We heard from an old friend, F. H. Olds, 
of Frisco, yesterday and by way of a postscript 
he attached a 30. point order. 


x # -% 


Mr. J. W. Merickle, of Toronto, brought 
across a nice order recently amounting to 81 
points. Mr. Merickle is also an order getter 
with a natural refined sincerity, a simplicity as 
artistic as rare, and instantly appreciable. Do 
it some more, J. W. 


Vv te Me 
* * 7s 


Leaving aside any discussion of whether 
Chicago will be second next month or not, let 
us warn the other branches that if it is necessary 
for Chicago to win in the eleventh month they 
just win in the eleventh month, that’s all. 


x 8 * 


We received a delectably tender little D. C. 
order 35 points written in a mood of somewhat 


expansive recognition of the fugitive salesman- 
ship and latent pathos of humble office life by 
George Hastings. George still knows how. 


Mr. C. H. Kelley, Gen. Agt. of our company in 
Whoopole county, Pennsylvania, and surround- 
ing territory where he is familiar and lovingly 
known to all, sent us a nice little 39 point order. 
Kelley is simply a whirlwind since he got mar- 
ried. 


Among the many dry cleaning orders received 
recently, we found one from W. E. Jenkinson, 
of Frisco, for 75 points and one from F. G. 
Phegley for 90 points, also A. W. Holbrook, of 
Des Moines, for 41 points. G. W. Scott, of New 
York, was not to be outdone for the month, so 
he registered a 78 point order. 


We have a feeling that a salesman in the 
Minneapolis Division is the leading salesman in 
the entire organization as far as the Yellowstone 
Contest is concerned. In fact we are confident 
one Minneapolis man is going to take this trip 
and we are grooming another man to accompany 
him. Yours truly, 


L. P. MURRAY, Minn. 


So much has been said by critics about a 
certain New York salesman as a Yellowstone 
Park winner that a natural confusion exists. 
Since, both Brown and Murray have publicly 
declared the winners will come from their re- 
spective divisions. 


J. P. O’Niel gave a P. P. one of those irre- 


sistably bewitching smiles of his and that night ° 


Jim mailed the order in for 41 points. Oh! 
Jim’s some kid. 


Our W. B. Lynham pulled off a good stunt a 
week or so ago. He called by mistake on a man 
who had neither automobile nor garage, but who 
was inclined to buy an electric vehicle. Mr. 
Lynham so graphically deseribed the bliss and 
delights of possessing a Bowser gasolene tank 
that the P. P. actually bought a gasolene ear that 
he might enjoy and appreciate the pleasures of 
Bowser Storage. 
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THE MARVELS OF THE GREAT 
BOWSER FACTORY 


Perhaps the majority of our salesmen have 
visited our factory, but we are so active in the 
march of progress that if your visit has been 
more than four or five months ago, there are 
new devices which have since been added that 
are simply marvelous. 

Did you ever walk through the shop and 
look at all the different machines at work—the 
automatic lathes, which take pieces of brass, 
turn them into nuts, cut them off, shape them 
and toss them into receptacles, while at the same 
time the machines are automatically lubricated ; 
the punches which punch the whole side of 
sheets of steel for ten- or twenty-barrel tanks 
at one stroke; the punches which cut out the 
openines in the tank; the pneumatic hammer 
which rivets and shapes the rivet heads almost 
as fast as a man can move the hammer; the 
wonderful apparatus where, by the use of as- 
cetyline gas and oxygen, a quarter inch sheet 
of steel is welded into a square wheel tank 
without the use of a seam or a single rivet; 
the hydraulic elevator upon which a railroad 
car is placed, then lowered until the side door 
is on a level with the floor of the shop, then 
raised when the car is loaded. Have you ever 
noticed the rollers which take up a sheet of 
steel and shape it so that it is ready for the 
pressed heads and to be formed into a eylindri- 
eal tank ? 

The inventive genius of Mr. A. A. Bowser 
has designed two wonderful machines for the 


THE BOWSER MONO RAIL WHICH TRANS- 
FERS FINISHED GOODS FROM FACTORY 
TO WAREHOUSE. 


The above view shows the car just leaving the factory and 
the view on the left shows car entering warehouse. 


perfect soldering of all inside seams and rivets 
of tanks with and without manholes, which is 
an imposibility without this special machine. 

Add to this splendidly equipped, strictly 
modern factory with its specially built ma- 
chines, the knowledge, skill and experience of 
twenty-five years spent in building this one ar- 
ticle right and you have the reason why Bowser 
Quality has never been equalled. 


x *« * 
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On more than one occasion there has come 
to our notice the profound feeling of good fellow- 
ship and confidence in each other existing 
among the employees of the Philadelphia branch. 

Manager Todd was away from the Philadel- 
phia office the greater part of last week, visit- 
ine some of the men in the far off corners of 
our territory, and the entire Philadelphia sales 
force, endeavored to produce results during the 
week as a compliment to Mr. Todd, that would 
surprise him on his return to the city on Sat- 
urday. 

Under the leadership of Roscoe Brown they 
were successful in running the total sales to 320 
points. Conspicuous among the hard workers 
were BH. M. Denton and W. 8. Parker. Denton 
turning ina 75 point factory equipment order 
and Parker one of the same sort of 42 points. 

It is such unity of purpose and co-operation 
in Bowser & Co. through all its factories, sales 
branehes and warehouses (whose employees 
number about 1,500) that we are able to make 
sales records that have never been equalled. 
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At last we have Bowser salesmanship down 
to a science. The idea is simply to shp around 
and sell enough tanks to make more than a good 
living, then buy an automobile with the differ- 
ence, 

The composite plate above is more appreci- 
able after the following explanation : 

The auto at the top surrounded by the group 
of affectionate brothers is the property of the 
gentleman at the steer wheel—Charlie Hoffritz, 
salesman in St. Louis. The dapper gentleman 
occupying the ‘‘Mother-in-law’’ seat at the step 
is H. C. Carpenter. The surrounding beauties, 
reading from left to right are. Messrs. Murray. 


Armstrong, Zahrt, Little, McConnell, Storr, Bar- 
nett and Neff. The building in view is a part 
of our factory. 

The lower left hand picture shows Karl F. 
Hessenmueller at the steer wheel of the first car 
that appeared in Chicago. This picture was 
taken many years ago and Hess has bought 
several cars since this one. He lately purchased 
a 1911 Model ear. but hasn’t had time to have 
his picture taken in it. We shall see that later. 

The view in the lower right is a picture of 
Salesman C. E. Saunders just leaving the gar- 
age. It isn’t a very clear picture of Charlie, 
but you can tell it is him by the cigar. 


BOWSER’S 


BOOMER 3B 


In almost any large city in the United States, 
if you stand on the street corner long enough, 
you will see a big automobile driven by a Bow- 
ser salesman fly past you on the trail for busi- 
ness. Your sensation may perhaps be 50 per 
cent. admiration and 50 per cent. envy ‘*‘ What 
a einch’’ you might mutter. ‘*Does nothing but 
ride around all day. Anybody could hold his 
job.”’ 

Just a minute, Mr. Bystander. Things don’t 
arrange themselves in the world’s big organiza- 
tion of business by chance. Before you can ride 
on pneumatic tires over a smooth, macadam 
road, you must first break the stone. And _be- 
heve me these boys have and are doing their 
share of ‘‘ Hustle.’’ 

And this matter of motors reminds me of a 
little lesson in Grit. There are two kinds of 
motors—mechanical and mental. The same vir- 
tues and faults which render the mechanical mo- 
tor useless and effective make the mental motor 
powerful or a joke. 

When the gasolene motor refuses to do busi- 
ness, there is any one of a million things the 
matter with it. The best way to handle it is as 
follows: First, retard the spark; next, advance 
the throttle; now pour two ounces of nitrogly- 
cerine into each cylinder, examine your Life In- 
surance Policies carefully, and then, ‘‘turn her 
over.’’ When you get out of the hospital, sign 
the ‘“‘never again’’ pledge. 

Mental motors refuse to work for five reasons: 
They are not constructed right, or they have 
been abused. or are all carboned up with fool 
thoughts. or are loose in their parts, or it’s a 
case of poor ignition. 

Each man should study his own particular 
model of mind. Jf your own little motor is giv- 
ing you trouble, get busy now. Remember, that 
no amount of body finish will get you over the 
hills to Yellowstone. Jt takes real horse power 
delivered to the rear wheels. SPEED UP! 


GREAT CURIOSITY 


‘“Why are all these people flocking down to 
Hiram Hardapple’s barn?’’ asked the old far- 
mer on the hay wagon. 

““Fhi’s got a curiosity down thar,’’ chuckled 
the village constable. ‘‘The other night H1’s 
old Jersey cow had the colic and Hi went down 
to give her a dose of cow medicine. Blamed if 
he didn’t make a mistake and give her a pint 
of gasolene. Now, instead of saying ‘Moo, moo!’ 
like any other sensible cow, she goes ‘Honk, 
honk!’ like one of them blamed automobiles. ’’— 
Chicago News. 


In the classic town of Hastings 
while the light was falling fast, 
a Bowser man and a Factory 
Boss by the corner passed, the 
Boss was talking earnestly into 
J. Olson’s ear, trying to enthuse 
him to sell his Tiring gear. At 
last the Yokel did agree after a 
weary wait, and with a contract 
in his hand, he left for New 
York state. 


A fat young man was standing 
near and happened to o’er-hear 
the sweet words that Factory 
Boss poured into Olson’s ear, 
his eyes grew large and aston- 
ishing, he thought his heart 
would bust, because he, too, 
wanted to get into that sweet, 
sweet selling trust. 


J.C. OLSON 


Again Our Salesman in Nebraska 


The fat boy spent about a week out of the Bowser fold, before he 
found he’d taken on “‘just Bunk” for Bowser gold. Then soon J. Olson 
too came back, as soon as he could tell that the Bowser game with the 
Bowser fame was the only thing to sell. 


THE NEW BOWSER PRINTING DEPARTMENT 


A number of our friends have written us 
many nice things about our last Boomer and 
we are going to tell you why it made such an 
impression: BECAUSE IT WAS PRINTED 
IN OUR OWN PRINTING PLANT. 

The above illustration shows the substantial 
brick building we have acquired, which is thor- 
oughly equipped with entirely new, strictly 
modern printing machinery. 

The Printing Department is under the man- 
agement of Mr. C. EK. Archer, competent and 
experienced printer, formerly manager of the 
Archer Printing Co., of this city. 

We are now in a position to print our own 
catalogues, circulars, stationary, ete., which 
means a saving in cost, convenience and prompt 
deliveries. Another evidence of Bowser progress. 
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RAILROAD DEPARTMENT 


The large number of R. R. orders received 
during the last thirty days impresses us with 
the fact that we are getting our share. Al- 
though some of them are quite heavy, the ma- 
jority are medium sized. 


It is very evident, the railroad corporations 
are geting ready for new equipment as we have 
made a number of proposals for large and com- 
plete equipments, and from all reports, we shall 
be much disappointed if our fall and winter 
business will not be the largest in our history. 


The Railroad Storekeepers’ convention at 
Milwaukee, Wis., was in evidence from May 
22nd to 24th, inclusive. Our Mr. Dunkelberg 
with Mr. W. T. Simpson were in attendance and 
both gentlemen report the meeting a great suc- 
cess. Their interviews with a number of the 
storekeepers and other officers indicated that 
business is in sight for us at no very distant 
date—that in fact, the sitaution looked very 
encouraging, 


The annual convention of the M. C. B. & 
M. M. Ry. associations will be held at the usual 
place, the ‘‘million dollar pier’’ at Atlantic 
City, June 14th to 21st, inclusive. Our ex- 
hibit will include, in addition to the exhibit of 
last year, a complete Bowser Filter equipment 
for lubricating oils. This is an entirely new 
feature and no doubt will be an attraction. 
Economy appears to be the universal watch- 
word with railroads at the present time, and 
this new filter with our other outfits should 
appeal to railroad officers as a direct and in- 
stantaneous money saver. 


Our eastern R. R. representative, Mr. F. T. 
Hyndman, will be in charge of the arrange- 
ments of exhibits and his usual artistic manner 
insures the Bowser Company a very attractive 
booth. He will remain during the entire show, 
assisted by his other track colleagues, W. T. 
Simpson and E. H. Barnes, under the direction 
of our treasurer, Mr. C. A. Dunkelberg. 


In anticipation of the railroads getting 
busy, after the close of this half year, we have 
arranged for the vacations of our railroad rep- 
resentatives before the end of June. Friend 
Hyndman is enjoying his cessation from labor 
in the shade of the mulberry trees at his home 
in Philadelphia, and, strange to say, he says it 
becomes him; rather surprised at this, as our 
colleague has always given us the impression 
as bemg of the ‘‘never weary kind.’’ 


Our white-haired dean of corps, ‘‘Bill’’ of 
Chicago, has elected to make strenuous use of 


his wife’s Electric Brougham for the two weeks 
prior to his going to Atlantic City next month. 
He will surely be up against it, but can be con- 
soled with the thought that his enforced idle- 
ness will soon be ended and he will, with the 
aid of the rubber heels on his shoes, be scour- 
ing the county again in the interests of the firm 
he has so much at heart. 


We regret to say that Mr. E. H. Barnes, 
our southern representative, returned home af- 
ter a short trip in the extreme south, feeling 
somewhat ill, which necessitated his remaining 
with his family for a few days. However, E. 
H. is himself again and plugging away as hard 
as ever, but without doubt he will be glad when 
his vacation comes, which will be immediately 
after his sojourn at the ‘‘gay city by the sea.”’ 


SAINT LOUIS 


The St. Louis office conducted a prize contest 
during May, but we shall not be able to an- 
nounce the winners until our next issue. 


Their April contest was very spirited and 
from the result, it is evident that the salesmen 
in the St. Louis division are interested, Per- 
sonally we believe that this friendly rivalry 
helps to get over rough places in the month’s 
labor. Under the same rules which governed 
the April contest, the following prizes for May 
are offered: 


First Prize—For the largest volume of busi- 
nes written by an individual salesman, a twenty- 
inch sole leather English traveling bag; or a 
medal similar to that awarded in April. 


Second Prize—For the highest percentage 
of monthly quota, a traveler’s leather toilet case 
including military hair brushes, comb, tooth 
brush and shaving brush, both with nickled 
holders and mirror and razor. 


Third Prize—For the second highest per- 
centage of monthly quota a ease with silver 
mounted shaving set and safety razor. 


These prizes are intrinsically valuable and 
worth the additional effort of any salesman 
necessary to secure them, and if you are a con- 
testant, and will use your known sales ability, 
you will have the additional pleasure of having 
a satisfactory SALES RECORD ON THE 
BLACK BOARDIN MR. POLHAMUW’ OFFICE. 


‘ 
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Editor : 

The game of selling anything is a serious 
one and to my mind, the most interesting and 
fascinating one ever devised and therefore wor- 
thy our closest attention and application. 
Hence, if we would sueceed even to a limited 
degree, we must apply ourselves to the mastery 
of our profession. 

We cannot all be ‘‘Prize Winners,’’ but we 
ean all make a good living and perhaps stow 
away something toward the years when our 
earning capacity has been reduced to the min- 
imum, if we will only apply ourselves now and 
take advantage of the opportunities that pre- 
sent themselves or in the absence of such op- 
portunities, make them for ourselves. 


I have tried to do these things myself and 
have sueceeded to a slight degree and I believe 
I have accomplished most when I have taken 
the time to consider that my customer is only 
human and as such, is invested with the same 
ambitions and desires that I possess. 


Such being the case, Mr. Customer must have 
a basic foundation upon which to build his 
thoughts and plans for business success. If 
that is true, his most logical foundation stone 
must be the all powerful DOLLAR. 


The practical business man is not in busi- 
ness for his health, though many are for pleas- 
ure, but when business does not give a profit in 
return for his labor, the pleasure fades. There- 
fore, as ambassadors of commerce, it is our duty 
to aid the business man to increase his profits 
and pleasure and this can best be done by get- 
ting right down to bedrock in the beginning, 
start on the Dollar and keep on that till you 
have won or lost. Remember, the busy business 
man has no time to discuss polities, religion or 
social events. His interest is completely cen- 
tered in that big round Dollar and it is up to 
you to cater to that interest. 

Just consider that he is from the ‘‘Show 
Me’’ state, perhaps from the same county that 
you are from, so get busy and SHOW HIM. 

I have compiled the attached tables of com- 
parative values for this purpose and if you 
have studied the percentage of loss by evapora- 
tion, over weight in measures, leaky faucets, 
spilling and time and labor lost, you will ex- 
perience no trouble in using these tables to ad- 
vantage. 

With the success of the 
‘*Boomer’’ and the men in the field, I remain, 
Yours very truly, R. HUGENE CHRONE. 

Salesman 8. W. Texas. 


best wishes for 
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Net Cost of a Bowser Installation Based on 
Ten Years Use. Valued at One-Fourth 
Original Cost at End of Ten Years. 


Net Cost of a Bowser Installation Based on Ten 
Years Use and Assuming It Has Outlived 
Its Usefulness Then. 


Original Value in Yearly Monthly Daily Original Yearly Monthly Daily 
Cost 10 Years ost ost Cost Cost Cost ost Cost 
oet0 ss 16.00 -$ 4.80. $ 40 $0.01 1-3 | $ 64.00 $ 6.40 $.54 $0.01 4-5 
74.00 18.50 5.00 46 1 1-2 74.00 7.40 62 sO 
86.00 21.50 6.45 4 O1 4-5 86.00 8.60 12 02 ~1-2 
98.00 24.50 7.30 Jou 02 98.00 9.80 82 02 3-4 
125.00 31.25 9.38 18 102° 1-2, 125.00 12.50 1.04 08 1-2 
150.00 37.50 bie 94 03 1-3 150.00 15.00 1.25 04 1-6 
175.00 43.75 ase 09 03 2-3 175.00 17.50 1.46 O04 3-4 
200.00 50.00 15.00 25 04 1-6 200.00 20.00 1.66 05 1-2 
225.00 56.25 16.87 1.40 04 1-2 225.00 22.50 1.88 06 1-4 
250.00 62.50 18.75 1.56 05 250.00 25.00 2.08 .O7 
2795.00 68.75 20.62 1.72 05 1-2 275.00 27.50 2.29 OT 2-8 
300.00 75.00 22.00 1.88 06 1-3 300.00 30.00 2.00 08 1-3 
325.00 81.25 24.37 2.05 .06 1-2 329.00 32.90 2.12 09 
390.00 87.50 26.25 2.19 07 1-38 350.00 35.00 P| 09 2-3 
375.00 93.75 28.12 2.34 07 2-3 375.00 37.50 3.12 10 * 2-5 
400.00 100.00 30.00 2.50 08 1-3 400.00 40.00 3.00 ISAO 
425.00 106.25 31.87 2.65 .08 5-6 425.00 42150 3.04 ‘11 45 
450.00 112.50 33.75 2.81 .09 .1-3 450.00 45.00 3.10 AQ 1-2 
475.00 118:75 35.63 Pape 09 9-1 475.00 47.50 3.95 i138 1-6 
500.00 125.00 37.90 3.12 10 2-5 500.00 50.00 4.17 13 9-10 
525.00 131.25 39.37 3.20 4 lai 525.00 52.00 4,37 14 1-2 
590.00 137.50 41.25 3.44 aig -2 590.00 55.00 4.58 15 1,58 
975.00 143.75 43.22 3.60 a2 575.00 57.50 4.79 16 
600.00 150.00 45.00 3.10 12 1-2 600.00 60.00 5.00 16 2-3 
625.00 156.25 46.87 3.91 ABS 625.00 62.50 5.20 sli LES 
650.00 162.50 48.75 4.06 13 12] 650.00 65.00 5.41 18 
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AMONG BIG DRY CLEANERS 


Ten days ago there came to our notice a dry 
cleaning order from perhaps the most prominent 
and widely known dry cleaner in North Amer- 
ica. This order was taken by A. D. Wyckoff, 
in the territory of Mr. Whitman, of the Phila- 
delphia branch. We are not in a position to 
give vou the details of this order at present, but 
atter a complete installation has been made we 
may give you the news and views. 

We take particular pleasure in favorably 
commenting on the work of Mr. J. 8. Small, who 
secured a dry cleaning order under rather dif- 
ficult circumstances. There was plenty of in- 
terference in the proposition and during the 
sales talk of one of the ‘‘undesirables’’ they 
positively stated that water and gasolene would 
not mix. It was upon this one point in con- 
nection with the sale that the final results en- 
tirely rested and the way our Mr. Small ‘‘put 


it over’’ is certainly imteresting and com- 
mendable. 

This one point in connection with this 
sale will materially assist other salesmen 


in meeting this question and is surely worth 
all the subseriptions you ever paid for the 
Boomer. 

During the sales talk made by the Cam 
Company, they demonstrated that water and 
gasolene would not mix by taking a fruit jar 
half full of water, filling it with gasolene and 
then shaking it up, demonstrating how impos- 
sible it was for them to mix and how instantly 
they separated, when allowed to settle. 

In meeting this Mr. Small made a demon- 
stration with potassium permanganate. This is 
soluble in water turning a pink or purple if 
sufficient is used. This is wholly insoluble in 
gvasolene. Mr. Small first demonstrated the col- 
oring of the water. He then took a clean glass 
which he dried thoroughly and warmed, so that 
there would be no moisture in it whatever, put 
some gasolene in this and demonstrated by using 
permanganate that it would not color the gaso- 
lene. 

He then took water and gasolene together 
in a full jar, skaking them together till 
the gasolene was thoroughly impregnated with 
the water. Then after the water had practical- 
ly settled out of the gasolene, put some of the 
permanganate in the gasolene and the water 
held in suspension, dissolved enough of the per- 
manganate to color the gasolene pink, thus proy- 
ing that gasolene will hold moisture and thor- 
oughly disproving the claim of the Cam people. 

This demonstration also proves conclusively 
the inadequacy of the Camak system of expect- 


ing a settling to filter the water from gasolene. 
It requires the centrifugal force of our filter 
to successfully accomplish this. 

Mr. Small, although you have been with us 
but a very short time and have not yet had an 
opportunity by dint of long service to secure 
a Boomer Medal, we assure you the above piece 
of work has put you on our list. 


The largest Dry Cleaning Storage System 
ever installed anywhere was sold by our firm 
to Morgan Bros., of St. Louis. While Morgan 
Bros. are not the largest dry cleaners in the 
world, they operate one of the largest plants 
in the United States and are well known among 
dry cleaners everywhere. 


Partially shown in the picture is their clean- 
ing equipment, which consists of two conerete 
fire-proof dry cleaning rooms, one on the third, 
and the other on the fourth floor. On the third 
floor they operate three large washers and ex- 
tractors, together with four medium-sized hand 
rinse tubs, in which they rinse fine lingeries, 
ladies’ dresses, waists, ete. They also operate 
six glove machines on this floor and two large 
hand scouring tables. On the fourth floor they 
have a duplicate of the third floor equipment, 
with the exception of the glove machines. 


They purchased their Bowser equipment 
through Mr. C. B. Evans, at that time our St. 
Louis representative, but who has since gone 
into the dry cleaning business for himself. 


The accompanying illustration, together with 
the following explanation, will convey an idea 
of the completeness of this equipment. 


The view of the first floor shows the storage 
system before the tanks were covered. 


The system as installed, consists of six 3-16 
inch galvanized steel tanks, 1,000 gallons ecapac- 
ity each. These are the vertical cone bottom 
tanks, with wells attached to tanks for entrance 
to manholes. These tanks are buried in a court 
yard about twenty-five feet square, the depth 
of the excavation being ten feet, two inches. 


This plant is operated by two (2) 1 14-inch 
Rotary Bowser Pumps, direct connected to 21% 
horsepower motors, which in turn is operated 
on the third and fourth floors by the Cutler- 
Hammer appliance for remote control. In ad- 
dition, there is a Bowser Self-Registering meas- 
ure connected with the clean pump, through 
which all new gasolene is registered as pur- 
chased, this giving them an absolute check on 
quantities received. 
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VIEWS OF MORGAN BROS. DRY CLEANING 
COMPANY, SAINT LOUIS, MO. 


On the main discharge lines on each floor 
from pump to washers, a 1 14-inch Bowser Self- 
Registering measure, together with a Bowser 
Water Separator is also used. This measure 
discharging predetermined quantities of gaso- 
lene to the washers, automatically shutting off 
the pumps, which are located on the first floor. 

The operation of pumping liquid from 
washer to washer both on the third and fourth 
floors, is accomplished with the aid of an aux- 
iliary pump, which is located on the third floor. 
This is a Bowser Semi-Automatic 114-inch 
pump, operated by elongated attachments, lead- 
ine to the fourth floor, and on the third floor 
where the pump is located, operated in ‘the 
usual way. 

The equipment as installed is an evidence 
of our ability both from an engineering stand- 
point, and from the standpoint of usage and 
results. It also reflects eredit upon Mr. Evans, 
who took the order. The equipment is giving 
absolute satisfaction in every respect, and is 
proving a big time and money saver to Morgan 
Bros. : 
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SAN FRANCISCO 


A very lively sales contest was conducted 
at this office during the period from February 
22nd to May Ist. We offered to the salesman 
securing the largest percentage of his quota dur- 
ing that period a tie pin and to all other sales- 
men who made their quota or more a $5.00 hat. 
Mr. W. V. Crandall captured the first prize, se- 
curing 188 per cent of his quota. The other 
salesmen who more than made their quota dur- 
ing that period and thereby received a $5.00 hat 
as a prize, are as follows: 


G. L. Heusner. 
Ee Klotz, 

S. D. Stoddard. 
George Romer. 

F. H. Olds. 

He Reo Bird! 

RoE Rich, 

L. H. Lahon. 

E. C. Van Houten. 


We have listed these in the order of their 
percentages. We call your attention to the fact 
that ten out of our nineteen salesmen more than 
made their quota. The contest was very excit- 
ing and at the close the salesmen leading were 
separated by only a few points. 
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Our Mr. W.-W. Savercool sailed on May 16th 
for Honolulu. The object of the trip is the sale 
of the Bowser product and he will cover all of 
the Hawaiian islands. It will probably take 
him three or four months to complete the work. 
The following little experience which Mr. Sa- 
vercool had in the state of New Mexico, which 
is his permanent territory gives an idea of 
stick-to-it-iveness and ‘‘make good’’ qualities 
of the Frisco bunch. 


He and a mining engineer engaged an auto- 
mobile to make a trip from Mogollon, New Mex- 
ico, a mining camp, to Silver City, New Mexico, 
a distance of about ninety-five miles. They left 
Mogollon about 9:00 in the morning and after 
they had gone a couple of miles the automobile 
broke down. They thought they would walk on 
while the chauffeur was repairing the machine 
and as a result walked twenty miles to the first 
ranch, arriving there at 4:30 that afternoon. 


They stayed all night at the ranch and inas- 
much as the automobile did not show up, left at 
8:30 in the morning and walked thirty-one 
miles to another ranch, arriving there at 6:00 
p.m. They took dinner there and left at 7:30 
that evening, walked all night, a distance of 
forty-two miles to Silver City. arriving there at 
8:00 in the morning. 


A Me we 
ris ae 5 


The coast also endeavors to help the sales- 
men by sales correspondence and we occasionally 
land an order. he following mail order is 
worded a httle unusual. 

‘‘T am enclosing cut of No. 304 outfit, show- 
ing distance from bottom of tank to bottom of 
floor above. This measurement is nine feet, but 
may be varied three or four inches either way. 
Be sure to ship via N. P. freight to Rosebud. 
Mont. 

‘*T had almost forgotten that the Bowser Co. 
was in existence until vesterday’s mail brought 
me a fine line of hot air signed by D. S. John- 
It was very convincing, so here you. have 
This time it was not a case of ‘Too 


ht 


son. 
the order. 
much Johnson. 


FRISCO CORRESPONDENT. 


Editor: 

Mr. Garrison reports concerning a Bowser 
Kerosene Outfit, which has been in use con- 
tinuously since 1888, and which recently went. 
through a fire, that. the tank was not injured 
at all and the 120 gallons of oil in it were in- 
tact, nor was there any overflow of water into 
the tank. 

After the fire, the owner pumped the oil out 
and measured it on a wager and got exactly . 
the amount of good oil which he had put in 
just a few hours before the fire started. After 
being repainted, the outfit seemed to be in as 
good condition as ever. 

Yours very truly, 
WM. TODD, JR., 
District Manager. 
* BS * 
You may sueceed when others do not believe 


in you—but never when you do not believe in 
yourselves. 
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SALESMEN’S CLASS STANDING 
AAA B D 
Benham, M. C., Minn. Bird, E. R., San Fran. Anderson, A., Toronto Peeples, New York 
Branham, M. C., Minn. Casey, F. J., St. Louis Austin, Osey, Dallas Bete uel A. T., Ft. W 
Erwin, J. E., St. Louis Comstock, New York Berch, New York — aie Marrmniei 
Ettinger, EB. C., Minn. Xook, New York Bleecker, H. E., Philadel. Roberton el 


Goetze, O. A., Minn. 
Higginbothem, W. H., 
Atlanta 
Peacock, D. A., Atlanta 
Todd, A. F., Atlanta 
Ward, Jas., Minneapolis 


AA 


Bradfield, W., St. Louis 
Carpenter, C. C., Boston 
Childs, H. D., Boston 
Chrone, R. E., Dallas 
Clayton, F., Toronto 
Darden, D. W., Atlanta 
Dobson, New York 
Harley, Geo., Toronto 
Klotz, HE. F., San Fran. 
Lovaas, EH. J., Minn. 
MeWaters, T. F., Atlan. 
Merickel, J. W., Toronto 
Reuben, G. H., Atlanta 
Snyder, R. O., Atlanta 
Sterne, H. T., Toronto 
Ward, D., Minneapolis 


A 


Bosechler, ©. W., Ft. W. 
Crandall, W. V., San Er; 
Dalgaard, New York 
Desparois, H. A., Toron. 
Devereux, New York 
Duncan, R. L., Minn. 
Eggleston, New York 
Fletcher, M. O., Dallas 
Ford, D. J., Minneapolis 
Gustorf, E. B., Chicago 
Hall Py As, (Chicago 
Inehyielinsy, sts 1065 UM, WY 
HolbrookjesAw) Weer steels 
Mahon, He sal eran, 
Mann, W. M., Ft. Wayne 
McClure, Rosser, Ft. W. 
McDonald, R. O., Dallas 
McIntosh, R. E., Dallas 
Merickel, G. A., Toronto 
Moffat, A. H., Toronto 
OldSieies Hea oaliekinan. 
ANKE, di, 125, Si Ib@upis 


Ring, N. A., Boston 
Sherlock, R. H., Chicago 
Saari. diss “ANG, Si ILayetis 


Sterling, J. G., Minn. 
Stoddard, S. D., San Fr. 
Ratliff, A. G., Dallas 
Thompson, Ft. Wayne 
Wehay Ieieymay 1, Ih Shey lb, 
Waite, H. G., Philadel. 


Dolan, W. P., Dallas 
Dubois, J. D., Atlanta 
Hichelberger, W. F., 
Philadelphia 
Fitzpatrick, W. J., Bos. 
Hartgen, A. G., Philadel. 
Heintze, Max, Ft. Wayne 
Henderson, L., Ft. W. 
Hessenmueller, K. F., 
Chicago 
Ladd, New York 
Martin, F. C., Dallas 
McCurdy, G. A., Atlanta 
McIntosh, A. M., Toronto 


Rhodes, T. H., Toronto 
Riddell, G. J., St. Louis 
Schnabel Goats antic aie 


Van Houten, H. C., San F 
Wagner, J. L., Chicago 
Weiss, New York 


C 


Alleman, W. D., Dallas 
Carlton, Philip, Ft. W. 
Cashman, P. F., Minn. 
Coddington, R., San Fr. 
Collins, New York 
Crepin, H., Toronto 
Denton, EH. M., Philadel. 
Deming, W. N., Toronto 
Hastman, W. F., Boston 
Franks, C. E., Philadel. 
(Cqrbanjoyaxse, Gl, IDs, Ite Wie 
Ginther, L. R., St. Louis 
Harding, R. B., Chicago 
Harrison, K. J., Dallas 
Heusner, G. L., San Fr. 
Hill, Ry Ess Boston! 
Jordan, M. 8., Boston 
Joy, M. W., Chicago 
Libbey, New York 


Murphy, EH. J., Toronto 
O’Brien, New York 
Phegley, F. C., St. Louis 


Quarles, G. R., Philadel. 
Rich Re heSane rams 
Richardson, F. H., Bos. 
Roberts, New York 
Romer, Geo., San Fran. 
Ryan, Ds. Ay, Chicago 
Sibley, J. L., Boston 
Slawson, W. A., Ft. 
Smith, Lewis, Bcston 
Smith Osea hiladels 
Walters, F. E., San Fran 
Watson, L. H., Ft. W. 


W. 


Byrd, A. L., Ft. Wayne 
Byrd, F. D., Atlanta 
Carter, G. J., San Fran. 
Connolly, J. F., Boston 
Davis, J. MM: San “Hran: 
Dietch, H. F., Ft. Wayne 
Dietch, J. N., Ft. Wayne 
Englebert, H. A., Ft. W. 
Frost, C. E., Ft. Wayne 
Fertig, New York 
Hayes, HE. P., St. Louis. 
Holsinger, Chas., St. L. 
Hougha Anak... St. lous 
Hyde, C. S., Dallas 
Jenkinson, E. L., San Fr. 
Kelley, C.-H., Ft. Wayne 
Hane J Ht OSston 
Ligon, E. J., Philadel. 
Lindsley, New York 
Milliron,.Ey Le, Et. W. 
Nicholson, H. J., Ft. W. 
Potts, T. C.,. Ft. Wayne 
Thompson, R. H., Phil. 
Whitmore, J. H., Phil. 


E 


Bachers, H. P., St. Louis 
Bradshaw, H. J., Ft. W. 
Chase, D. W., Boston 
Frierson, C. R., Atlanta 
Gruman, O. G., Atlanta 
Henderson, S. S., Phil. 
Elie Gee Ee Dallas 
Jeavons, H. J., Toronto 
Jones, F., Chicago 
Jensinson, W. E., San Fr. 
Keene, W. H., Minn. 
Keller, J. F., Ft. Wayne 
Knoche, F. A., Ft. W. 
Lane, New York 
Laverty, A., Chicago 
Lynham, W. B., Philadel. 
Potter, F. C., Toronto 
Scott, New York 
Sunderley, New York 
Walker, E. P., Ft. Wayne 


F 


Abel, J. C., Minneapolis 
Cornell, A. B., San Fran. 
Fahey, J. R., Toronto 
Gaskell, W. H., Minn. 
Guenther, A. M., St. L. 
Haffner, G. W., Phidadel. 
Hudgins, J. V., Philadel. 
Ingell, W. C., Ft. Wayne 
Laughrey, F., San Fran. 
Leavitt, W. Q., St. Louis 
McClatchey, S. F., St. L. 
Medsker, J. H., Ft. W. 
Olson; Ca St. Louis 


Wa JYs aelbor 
Rosconi, F., Toronto 
Rowland, J. L., Boston 
Seymour, D. J., Boston 
Smiths) Walter Ete 
Smith, W. C., San Fran. 
Ward, J. C., Minneapolis 
Weigand, New York 
Williamson, New York 


G 


Alexander, W. T., Chi. 
Beadle, L. C., Ft. Wayne 
Bentel, G. H., Dallas 
Bosworth,. Wi bees 
Briggs, EH. H., Boston 
Brock, H. L., Chicago 
Brown, H. P., Minn. 
Caskey, EH. M., Chicago 
Chandler, W. G., Atlanta 
Cornell, Geo., Minn. 
Dalgaard, New York 
Davenport, F. J., Atlanta 
Dunkel, N. J., Ft. Wayne 
Floy, B. J., Ft. Wayne 
Gaffney, A. C. J., Chicago 
Gallmeyer, C. J., Ft. W. 
Garrison, J. D., Philadel. 
Gunn, L. C., Atlanta 
Harmon, W. Di) ites 
Harris, H. J., Chicago 
Helpman, M. L., Ft. W. 
Hess, F. D., Chicago 
Hoffritz, C. W., St. Louis 
Homsher, Jee tice 
Hout, New York 
Iback, M., Ft. Wayne 
Johnson, R. S., Ft. W. 
Kerschner, I, W., St. L. 
Lee, New York 
Leonard, H. A., Chicago 
Littlefield, V. T., Boston 
Lueas, A. G., Chicago 
McLellen, A. W., Ft. W. 
Morden, J. H., Toronto 
Norris, F. H., Chicago 
Parker, W. S., Philadel. 
Plamondon, J. A., Tor. 
Pratt, W. H., Chicago 
Richards, J. T., Chicago 
Riverin, S. O., Toronto 
Russell, L. N., Ft. Wayne 
Savercool, W. W., 

San Francisco 
Shields, D. H., Atlanta 
Steele, G. A., St. Louis 
Stimson, H. J., Chicago 
Stimson, J. H., St. Louis 
Stukenberg, F. W., 

Ft. Wayne 

Sweat, B. L., Dallas 
Tucker, J. M., Dallas 
Wall, J. C., Atlanta 


NOTE:—This class standing is scheduled on the year’s business to date and has no bearing on The Yellowstone 


Park or other contests. 


, . No salesman is allotted a quota until he has been in the field 60 days. 
salesman’s name here is due to adjusting his quota. 


,cance as to the relative standing in that particular class. 


The absence of any 
The position of a name in the different classes has no signifi- 


BOWSER’S BOOMER 103 


Ge 


\\ we Ale i)" 
iit sate y) 
‘yyy! D YW 


: \\ ill lh 


: A wm 


) 
' 


= i I 
vil 


(le rae? 
; il jl, ie Dy) 

“4 il |, vig at )) 
) 


a) 
Mil’ ve 
lH, )) WD) 
Ng cop) y 


) 


pelt ) ple 


i) 
| Mwy 


| = 


| I Hay 47 \ \ 
aa) 


‘il! 


SD ae \) < ~ 
WY eo" SO 
Yi OOiwws 


USER SOMENZ i: 
ee 


— 
\ 


Any man of ability and action with a definite 
goal who thinks of it by day and dreams of it 


by night, who lives for it, who works for it, and 
who knows he can accomplish it, is the man of 
hope and success. 


Hope, Hustle and Happiness are three little 
words very closely related. They produce sane 
optimism—a force that has been proven a 
marvelous influence for progress and growth, 
an influence that develops his capabilities, en- 
hances his efficiency and increases his capacity 
for bigger and better things. 


You can moralize and theorize until the 
“Old Cow jumps over the Moon”’ but the fact 
remains, success is within the grasp of any man 
who uses his talent:to the best of his ability and 
keeps digging. 

If there is an enterprise on earth that a quitter 
should leave entirely alone, its the selling game. 
To make a success in selling, one must be pre- 
pared to stick like a barnacle on a boat’s bottom 
and through thick and thin, continue’ to keep 
headed with intelligent aggressiveness toward 
the one big thing—Victory. 


Every man who ever accomplishes any great 
success encounters untold obstacles, but its*the 
very conquering of these difficulties that brings 
success. 


In the great Yellowstone Park Sales 
Contest every salesman started free and equal. 
The race but half run has been swift and speedy. 
The contest is uncovering great power individ- 
ually and as an organization. 


The Company always fair and generous in 
its dealings toward the boys in the field has de- 
cided to show its appreciation for the effort 
you have put forth by giving you three addi- 
tional opportunities to receive a prize, as follows: 


“In addition to the Yellowstone Park Prize, 
we will give to the salesman who does not win 
the trip in the present contest but who, up to 
June 11th, had secured 100 per cent or more of 
his contest quota and during the balance of the 
contest makes the greatest gain in per cent of 
quota secured for the entire contest, Two Hun- 
dred Dollars ($200.00) if married, or One 
Hundred Dollars ($100.00) if single for a vaca- 
tion trip anywhere he cares to go. Also a like 
amount to the two married or single salesmen, 
who up to June 11th, had not secured 100 per 
cent of their quota during the contest to that 
date, who makes the greatest gain during the 
balance of the contest in per cent of quota se- 
cured for the entire contest and who do not 
win one of the trips to the Park.”’ 


You now have five opportunities to secure a 
reward. Regardless of how you stood up to 
the time of this offer, you have one more 
chance to win if you get the business from now on. 
Thirty-one days of “‘hustle’’ will do it. Gentle- 
men its up to you! 
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JEOONER Ope soelet 


To us Mr. Brown, it looks as though there 
will not be a slip between the soup and desserts. 
* * * 

Dallas, we take it, is having some awfully 
medling weather. 
* * * 
Have you arranged for your exodus to Yellow- 


stone? 
* * * 


Twitting upon another diametric shift just 
notice Boston’s position. 


* * * 


C. M. Carpenter is rapidly slipping out of the 
forest fastness of Vermont into the limelight of 
the world. Sandwiching in 60 Pt. D. C. orders 
will keep anyone among the “‘fifteen high men.’’ 


* * * 


A prospect in Texas would spend no more 
than 62 Pts. on an order, so says J. Milton 


Tucker. 
* * * 


Why is it that F. G. Phegley is so successful 
in consistently getting large orders? As they 
say in Missouri ‘‘we are anxious to be showed.’’ 


* * * 


W. 5S. O’Brien, a new salesman in the organ- 
ization, traveling under the Minnneapolis office, 
comes to us freighted with the faculty of secur- 
ing signatures. We heard of his call on one 
prospect with whom he worked on four hours. 
Finally the P. P. said: ‘‘Gee, if I had known 
B. & Co. were going to send a man like you 
around here, I’d never have sent them the ecard. 
What shall we do with him, wife?’’ ‘‘Throw 
him out,’’ she said, ‘‘and buy a tank next year.’’ 
(O’Brien stands 6 ft. 2 in.) The P. P. said 
‘“Gee, if I tried that I might not be alive next 
year to buy anything.’’ Result: O’Brien 
came away with an order for a complete 41. 


S. D. Stoddard of the Frisco office writes us 
from Portland, Ore., that he hates to do it, but 
he just has to simply ‘‘put it over’’ on our old 
friend Ed Klotz in the Park Contest. In part he 
says: “‘I think I have Klotz on the run, so please 
let him win a pair of spiked shoes so he can keep 
up. Ed can go to the park if he pays his own 
way, but if we decide to go in our auto we will 
gladly take Mr. and Mrs. Klotz, providing they 
pay for the gasolene.’’ 

5S. D. STODDARD: 

How about it, Ed? We’d like to hear from 
you. 

* * * 

We are sorry to report the illness of two sales- 
men who had they not been so incapacitated, stood 
an excellent chance of securing the Yellowstone 
Prize. We refer to R. O. Snyder of Atlanta and 
P. F. Cashman of Minneapolis. Mr. Snyder 
who travels in South Carolina contracted a case 
of malaria and had to come north for a few days. 
He will return to his territory soon however, as 
the Indiana air soon braced him up. 


Our Mr. Cashman, of S. D., met with an ac- 
cident last week while making an auto trip. 
When crossing the Jim river bridge on his way 
to Elk Point he met four teams. He stopped 
his machine and led three teams across; the 
fourth team were Missouri mules which Pat says 
‘‘owned the bridge.’? As Mr. Cashman was 
holding their head, they looked Pat in the face 
and either became frightened at him or the ma- 
chine. Anyway, they twisted the lines around 
Pat once or twice, threw him down in the way 
of the wagon and then bolted. Send your old 
copies of the Ladies’ Home Journal to him, care 
Sacred Heart Hospital, Yankton, where he lies 
with both limbs packed in ice. He is not in a 
dangerous condition, but will be layed up for 
several weeks. We haven’t heard from the 
mules or how badly Pat wrecked the wagon. 


We are told Pat Cashman is an experienced 
horseman and also stands at the head in handling 
mules. It seems to us that is the only safe place 
to stand in the circumstances. 


* * * 


We got the following analysis of salesman- 
ship from Mr. Knapt 

That point of time when one man is ready 
to buy what the other is ready to sell—that is 
the pyschological moment. 

In persuasion, when one mind causes the 
idea “‘that sounds reasonable’’ to sprout in an- 
other mind through the force of argument— 
that is projection of thought. 

The projection of the right thought at the 
psychological moment—that is salesmanship. 
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The Merickle family of Canada, are certainly 
crowding considerable. On a Toronto daily re- 
port of sales, outside of the Merickles, Anderson 
and Robertson were the only others able to 
squeeze in on the sheet. 

*% * * 


When a man ean afford to do without a 

Bowser, he can afford to quit handling oil. 
* * * 

W. E. Jenkinson thinks a large order now 
and then is necessary in order to maintain views 
broad and optimistic. He just sent one in for 
72 Pts., so we guess Jenk knows. 


* * * 


We have just learned that the mule that kicked 
Cashman came from East St. Louis under a 
special dispensation to discourage Pat and handi- 
cap the Minneapolis Office. This deduction grew 
from the fact that the mule was chewing a San 
Felice cigar which habit perhaps was contracted 
from the gentleman who hired him to do the 
work. Pretty strong evidence Pat but we desire 
further testimony. 

* * * 

The decadence of fish stories since Mr. Bow- 
ser’s masterpiece on his Florida trip has greatly 
alarmed the supporters of our society of fish 
thought and expression. It is not apparent 
whether it is caused by competition growing too 
strong, or that the natural resources have been 
exhausted. 

J. H. Armstrong, who is prepared at all times 
to furnish fish stories assembled, or in parts, 
conducted a fishing party in Michigan, consist- 
ing of Messrs. Bechtel, Little and Potts, and they 
all came back with a report of ‘‘only fair luck.”’ 

Then E. M. Savereool and party made a fish- 
ing excursion and came back only reporting bare 
facts substantiated by actual photographs. As 
invention, imagination and art have fled, it is 
evident we are viewing a collapsing sport. 

In the good old days such trips would yield a 
world of material to the art of convincing attrac- 
tive fish stories. To bring back these departed 
glories we depend now entirely on our able and 
efficient friend, C. A. Dunkelberg. 

* * * 
My dear Editor: 

Hooray: It has rained in Texas. 

Dallas Correspondent. 

From this, we take it, that if nothing else 
‘“rocks the boat,’”’ the ‘‘watch us grow’’ district 
will soon resume its former place down in front. 


BRANCH OFFICE STANDING 
JUNE 10, 1911 
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A well-known subscriber told us yesterday 
that among the interesting things in the Boomer, 
the long black lines indicating the position of his 
district never failed to fire him with ambition. 


As the year advances, the District Standings 
grow higher and closer. Each report brings 
prognostications from executives in the Home 
Departments, and it would surely inspire the 
managers if they heard the glowing declarations 
and enthusiastic predictions given the different 
districts. 


If the salesmen could hear these anxious and 
favorable predictions, not one who has red blood 
in his veins and fitting pride would fail to do his 
utmost to bring his district up to the mark. 


Managers and salesmen in the field, put every 
ounce of energy individually possessed into har- 
monious, continuous co-operation and the results 
are bound to reach the great goal we are all 
striving for, individually and _ collectively— 
making good—Success. 

A 


NOT SO WIDE OF THE MARK EITHER 


This is the month of school examinations and 
the class was discussing the rulers of the world. 
The President of the United States, the King of 
England and their powers and functions had 
been discussed. 

Suddenly the teacher said: 
what’s a Kaiser?”’ 

‘¢A Kaiser!’’ replied Willie, whose dad was a 
Bowser salesman and had just written home about 
Yellowstone, ‘‘is a stream o’ hot water springing 
up and disturbing the earth.’’ 


‘“Now Willie 


106 BOWSER’S BOOMER 


[I eS | SSS 


business conditions. 
What is the matter? 


Lot’s 0’ joy is goin’ to be 
Comin’ to the nation: 
Train that brings Prosperity 
Right at the station! 
(Fellers, don’t you all be late 
When the train rolls through yer state!) 


| eererornnae rarer ree ae 


LUBRICATION 


The auto season is here and the continual 
swish of the garage order is heard everywhere. 

In the great rush to secure gasolene business, 
the opportunity for including Lubricating Out- 
fits should not be overlooked. Often a prospect 
will agree with every word you say in a gasolene 
talk, but when you mention lubricating oil he 
will frequently jump into the air cracking his 
heels together and proclaim any old tank is “good 
enough. He may be a world beater at this as 
long as there is no one to beat him, but when a 
live salesman proceeds to show him and the real 
doings commence, he is nowhere. 

First of all he will say lubricating oil does 
not evaporate. This is mistake No. 1. All 
liquids evaporate, but the loss in lubricating oil 
evaporation is not serious in quantity, but dis- 
astrous in quality. The loss of the eases effects 
the oil viscosity, that property which enables oil 
to remain between the cylinder wall, the piston 
rings and the body of the piston. This i is of the 
utmost importance, 

The engine of the automobile is really the most 
important part of its entire construction. The 
actual speed of every car depends upon its ef- 
ficiency. The efficiency of any engine largely 
depends upon the condition of its lubricating 
system. If your engine refuses to work in an 
emergency, just when it is most important that 
it should work properly, if it doesn’t respond 
when most needed, you are liable to a serious 


_——— 


I clipped the following at Atlanta. 
AT PROSPERITY STATION. 


[0 | | ts 


SIGN OF THE TIMES 


Just now we are hearing much about depression and unsatisfactory 


I have just returned from a four-thousand-mile trip among the Sales 
Offices, and after talking with men in different parts of the country feel 
prepared to answer, ‘‘Actually, Nothing.’’ | 

What this country needs today is men with FAITH; men who 
have confidence in themselves and in others and who will go about | 
spreading the gospel of prosperity; men who KNOW that there is noth- 
ing the matter and can make others believe. | 


The time is NOW. 


Old man Trouble’s on the go— 
Skeetin’ ’crost creation; 

That’s Prosperity you know, 
Blowin’ at the station. 

(Jest be sure you’re never late 

When that train rolls through yer state!) 


D. A. COREY, General Sales Manager. 


ee a ee a 


if not fatal accident, and at least considerable 
inconvenience. 

Aside from the loss of the gases, it is of great 
importance that the oil should be kept free from 
dust, dirt, grit and other foreign substances. 
One grain of sand entering your engine would 
be ground into smithereens in a jiffy, but if you 
keep dropping grains of sand into your engine, 
you will soon have more smithereens than horse 
power. 

The loss of the gases unbalances the ingre- 
dients of the oil, and when you reach the open 
country and speed her up a little, the faster you 
vo the higher the temperature of the cylinders, 
piston rings, ete., and as their temperature goes 
up, this poorly stored oil becomes less and less 
able to maintain its place between the parts 
from the loss of gas, until it carbonizes, result- 
ing in no fabrication. but plenty of evil, such 

as friction, loss of power, worn parts and re- 
pair bills. 

Bowser stored lubricating oil means perfect 
lubrication, and will enable you to get the max- 
imum speed, power and enjoyment from your 
car, a smoother and easier running engine, and 
put you in a position to secure more miles and 
speed from your car. You are not doing your- 
self or your car justice unless you use Bowser 
stored lubricating oil. As lubrication is what 
you want, is there any reason why you should 
use anything but Bowser storage, which enables 
you to get proper lubrication ? 


)) 
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PLAN OF JOS. F. FLANAGAN’S PRIVATE GARAGE 


_ We are surprised to note none of the boys have broken the record so far this year on big garage orders. We have 
received several noticeably large orders but none exceed those mentioned in our September Boomer of last year. 


The honor of having taken the largest single order ever sold for private garage equipment falls to Madison S. 
Jordan, of the Boston Office. The order was sold some time ago to Jos. F. Flanagan of Newton, Mass., a suburb of 
Boston. The arrangement of the equipment is shown in the above plan drawing, which includes 1,000 gallon 1-4 inch 
Type ‘‘C’’ tank for gasolene and eight 120 gallon Type ‘‘B’’ tanks for other oils. The equipment contains 14 pumps, 
distributed as follows: One each Cuts 41 and 44 for gasolene; three Cut 41’s and seven Cut 64’s for lubricating oil. 
One each Cuts 41 and 64 for kerosene. All of the 41’s and 44 pumps were solid brass, four of the cut 64 pumps were also 
solid brass and three 64’s were coppered brass. The battery of 64’s were divided into two sets, as one set was used in 
the engine room of the private power plant. This necessitated two sets of filling devices, of which the barrel dashes were 
polished brass and the vent pipes of copper. The separator and portable nozzles and all connections were polished brass, 
and no points of elegance have been overlooked in the entire equipment. 


The order amounted to 140 Points, and if taken now would give anyone a nice lift in the Yellowstone Park Contest. 
The Boomer will give a year’s subscription to anyone who can equal or excel this order during this year. 
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PLEASURE IN BUSINESS 


You can moralize and theorize till the world 
comes to an end, and you ean find no excuse for 
living except the pleasure in living. Everything 
we do is to that end. The grocer gets up early 
in the morning and toils hard all day for the 
promise of pleasure some time, some where. ‘The 
garage man works and frets day and night to 
gain his own pleasure in turn. The manufac- 
turer worries and schemes to be able to enjoy 
his own particular pleasure. Everything is done 
to that end—evil and crime, yes everything is 
done for happiness—pleasure—first, last and 
forever. 

Work may be made a pleasure. It is the wor- 
ries, the frets, the risks and the cares in the 
business that incapacitates us and cuts short 
our business career. 

Increase the pleasure of business and you 
have added happiness to your living and length- 
ened your life. 

To the business man handling oil there is 
nothing in his work more dirty, repulsive, dis- 
agreeable, dangerous and unpleasant than the 
old method of drawing oil. The installation of 
a Bowser makes the drawing of oil a pleasure. 
A eare banished in the oil department of the 
tired and over-worked grocer, a delight to the 
busy and worried garage man, a satisfaction to 
the care-worn manufacturer. If everybody 
handling oil realized the value of a Bowser only 
as a nerve soother, smile stimulator and pleasure 
promoter, the capacity of our factory would 
have to be increased a hundred fold to meet the 
demand. oes ae 

TALKS FROM THE BOYS 

A salesman’s suecess largely depends on how 
well he understands human {nature. Besides 
this, he must study himself and learn his own 
weak spots. ‘‘My first weak spot,’’ said one 
of the boys, ‘‘I found the first week I was in the 
field. 
who needed a gasolene tank. The prospect put 
up every conceivable argument and I worked 
with him for three solid hours. It was then 
about noon and he said I should come back 
after dinner and he would decide. 

‘*Promptly after dinner I was on the job and 
the argument started afresh. Every reason he 
advanced for not buying I suecessfully combat- 
ed until he had no more tank argument left. 
He was falling in line and we both knew it, 
but he was a very determined chap and was try- 
ing to weaken me and prevent me from selling 
him. He began to doubt the responsibility of 
the firm, even after I showed him a picture of 
the plant and told him to refer to any bank or 
mercantile agency in the country. 

‘Well it was really exasperating, after all 


T called on a small grocery one morning 


the argument I had given him, and I lost my 
temper. Then he had grounds for refusing to 
do business with me. He had found my weak 
spot. I lost the sale by losing my temper. So 
I took the information home and after that when 
I came across a particularly exasperating pros- 
pect, I always thought ‘This man is trying to 
outwit me by making me mad.’ He wants to 
handle me instead of letting me handle him. 
This proved to me that you must control your- 
self and meet with courtesy every move on the 
part of the customer to make you angry and 
lose your temper. You can catch more flies with - 
sugar than you can with vinegar.’’ 

* *& * 

TIME 

Time is a salesman’s estate. It takes time to 
get business, some more than others, but the 
more business you get in a specified time, the 
more profitable the business, because more time 
is left for more business. Henry Wilson said 
his milkman sold his old horse the other day 
and when we asked him why, the milkman said, 
‘‘Many of my customers have died or moved 
away and he lost too much time with his horse 
STOPPING WHERE THERE- WAS NO 
TRADE.’’ And so it is in selling; a salesman, 
during working hours may get the habit of 
stopping for an hour or so in the hotel lobby, 
or at the cigar store and many other places 
where for hm THERE IS NO TRADE. The 
balance of the time may be put in getting orders, 
and while that salesman may be doing a paying 
business, all of his time dilligently spent would 
make him a star and a winner. 

There is nothing remarkable about ‘‘ Capacity 
for Work’’ for which some men are noted. 
These men do not work any differently than any 
other sensible man. They have simply formed 
the habit of making EVERY MINUTE COUNT. 


RAILROAD DEPARTMENT 


For the first time since our Mr. Simpson has 
been with this company his benevolent counte- 
nance will not be seen at our booth at the M. M. 
& M. C. B. convention at Atlantic City this year. 
Important Railroad prospects came up which 
rendered it necessary for Mr. Simpson to be in 
another part of the country. We have no doubt 
he will be missed in his large circle of R. R. 
friends and we know it will be a keen disap- 
pointment to him seasoned by the knowledge 
that he is doing good work for the company 
by being away. 

Since the last Boomer was published we have 
secured several very nice orders and our pro- 
posal this month so far has been very heavy, 
all evidence that the Railroad business is loosen- 
ing up, which is very gratifying. 
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CAPT. CASEY G. W. BIGELOW 
: The writer has heretofore refrained from relating fish stories, at least, to the Boomer. It was with interest I noted in a recent 
issue, Mr. Bowser’s fish story which was accompanied by unmistakable proofs in the way of a photo of the fish and the party. 


During the years of my connection with the firm I have sat in respectful silence and listened to fish stories, good, bad and indif- 
ferent. The good ones were related by Messrs. 8. F. Bowser, Polhamus, Dunkelberg, Bechtel and other noted Bowser anglers. While 
during this time the writer has occasionally taken a day off and succeeded in catching some fish, I bided my time until I had something 
good in the way of a fish story and determined that I would have the advantage of telling the last story. 


While in Los Angeles on a recent trip, Mrs. Sayercool being with me, I met Mr. Bigelow and suggested a couple of days outing— 
the result being that Friday, May 5th we landed from the steamer at Avalon, Catalina Islands, which is located 26 miles off shore 
from San Pedro. We put up at the Metropole Hotel and upon inquiry were advised we were too early and that the fish were not biting 
and that the tuna would not be in until June, but there was a chance for us to get a few Yellowtail or White Sea Bass. 


We engaged Capt. Casey, the oldest and best boatman on the Islands. Casey had an excellent launch and all kinds of tackle. 
Advised starting out at 7 next morning at the same time telling us it was very early in the season for Yellowtail, afew being caught 
to date, We explained to Casey we might come again later in the season but being on the ground at this time we would start out and 
try and locate a few fish. Saturday morning we were out early. On account of the high wind and heavy sea were obliged to kee 
pean close in shore during the forenoon. We got three good strikes but lost our fish they making for the seaweed when hooked. 

esult loss of some tackie. hirst half day no fish except a few rock bass. 

Monday morning bright and early we were off again. At 10:30 the writer got the first strike and after 25 busy minutes landed the 
first Yellowtail, weight 1934 tbs. Missed winning a bronze button by 4oz. and was later told that the scales were out of order and that 
my fish really weighed a little over 20 tbs. but that the official weight must stand. A few minutes later Bigelow shouted “I’ve got one”’ 
and then the fun began in earnest. At the end of half an hour he brought the fish to gaff, a yellowtail weighing 24 tbs. winning a 
bronze button. That you may realize the difficulty in landing these fish, Mr. Bigelow was all in for a short time and was obliged to 
take a siesta and rest up. Within an hour I had another strike and after a long hard struggle landed a Yellowtail, weight 18 ths. The 
water was now getting rough: it was nearly noon and we headed for the hotel ending the fishing for the half day, making the best 
catch of the morning. 

Tuesday morning early we were off again headed for the same place, Seal Rocks, 4 miles south of Avalon. After two hours 
cruising about we located the fish, Mrs. Savercool getting the first strike and in the excellent time of 15 minutes landed a Yellowtail 
weight about 17 ths. Bigelow followed with two about the same weight. The Writer then brought one to gaff about 18 ths. They 
were now coming thick and fast. The word had been passed amoung the anglers we had located the fish and in less than an hour 
there were more than a dozen launches near by, some haying success and others not being so lucky. Just before starting back to 
the hotel at 11:30 Mrs. Savercool shotued “I’ve got one’ and as the line spun out we saw we were in for some more s ort. By careful 
handling of the launch Casey worked the boat out to sea away from the seaweed and after 40 minutes Mrs. Savercool brought her fish 
to gaff, a Yellowtail weight 18 tbs. Besides these we had caught 14 rock bass, weight about 3 ibs each. The wind came up making the 
sea too rough for fishing so we put out for the shore to weigh our fish, pack our trunk and catch the 3:30 boat for Los Angeles. Our 
catch was again the best for the half day. 

We used regulation tackle with 6 ft. rods, 6 oz. tips, and 600 feet of 9 thread line and fished strictly under club rules, brought all 
fish within reach of guides gaff without any one touching the tackle excepting angler who landed the fish. Bait_used, live sardines. 
Fished with 120 feet of line trolling near the surface with about 1000 ft. off shore. When these fish are hooked they will take out at 
least 200 ft. of line on the first rush. , 

On the Rocks within a few hundred feet from where we were fishing were a great many seals. Hach morning we saw several 
large bald eagles perched up on the Island cliffs, Pelicans, sea gulls,and other water fowls flying about and oocasionally diving down 
into the sea in search of their morning meal of fish all combined to make a scene of great interest. 

Photographs of the second mornings catch accompany this perfectly true fish story with recapitulation of the catch. Pound for 
pound the Yellowtail is one of the greatest game fish known. If any of the champion anglers of the Bowser Company will come to the 
Coast I will take great pleasure in stealing away for a few days and go with them to one of the most beautiful places on the Continent 
and try for game fish, and possibly land a tuna. 

Yours very truly, 
E. M. SAVERCOOL. 
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MINNEAPOLIS 


‘Tt is easy enough to be pleasant 

When the automobile is in trim, 

But the man worth while 

Is the man who can smile, 

When he has to come home on the rim.’’ 


We have in our division, we think, a mighty 
high class aggregation of salesmen and the fact 
that some of our boys can smile when they have 
to ‘‘run on the rim’’ proves that they are 
‘worth while.’’ 

In the Dakotas particularly, owing to the al- 
most complete crop failure last year, people are 
not buying goods this year at all. No one buys 
anything in this section of our district. The 
eoods that are sent out there are not bought, 
but are sold, and the men who are making the 
fight in that part of the country should have all 
the honors that we ean give them, and we know 
of no higher honor than complimentary mention 
in the Boomer. 

Across the river in North Dakota, M. C. 
Bramham is proving one of our stars. Mr. Bram- 
ham is a new man in our business and took hold 
of this trade in a country new to him, when old 
salesmen who had been making that country for 
vears threw up their hands and quit (we do not 
refer to Bowser salesmen. ) 

Hd. J. Lovaas, in the western part of the 
state, another new man, is going to be one of our 
prize winners. 


There is probably in the entire field covered — 


bv the Bowser army, not a more difficult terri- 
tory to handle nor one where the salesman is 
working against more adverse conditions. 

In the northeastern part of South Dakota, J. 
G. Sterling. known to the Minneapolis office as 
‘“ Jack, the Giant Killer,’’ is more than making 
good, workine against the same kind of starva- 
tion game that Lovaas and Bramham are in 
North Dakota. 

When it comes to perseverance our old friend 
Dave Ward takes the laurels. Dave has been up 
against a hard provosition all this vear, not only 
against unfaverable climatic conditions, but a 
large portion of his territory was burned over by 
forest fires last vear, so that it has been very 
difficult for him ; Discouraged? No-o—Not a bit! 
Weakening? NEVER! The only way you could 
head Dave off would be to chloroform him. 
That’s grit. 

Of these three new salesmen, we cannot speak 
too highly for their courage and persistence in 
not oniy attempting to handle our line against 
such notoriously bad conditions, but on account 
of the perserverance in the face of heart-break- 
ing obstacles. Yours very truly, 


L. P. MURRAY, District Manager. 


FIFTEEN HIGH MEN, JUNE 12, 1911 


To * HE. Dobson; 9. J. R. Sibley. 

2. J. W. Merickel. 10.. H. HE. Bleecker. 

3: - MeCeBenhain<) lise Asehs Codd: 

4. W. Vi. Crandall. 120) Res Cheone: 

by Eh Diakidotz 13. G. H. Reuben. 

6. OC. M. Carpenter. 14. K. F. Hessenmueller. 
7. A. Ey Moffat. 15) Welle Olds: 

8. §. D..Stoddard. 


Luke warm water will never make steam and 
luke warm purpose wont lift a man to any height 
of achievement in the business world. 


Here are fifteen men with the red hot purpose 
of taking the Yellowstone prize and are working 
under a full head of steam. 


Great accomplishments are never made by jog- 
trot men—placid rut travelers. It takes men 
full of ambition and eager of achievement. 

Gentlemen, plunge into the race with determi- 
nation. Don’t be a camp follower. . Blaze the 
trail to the front, where the glory and prizes are 
to be won. Success rests with you alone. It is 
within your reach. Will you grasp it? 


DALLAS 
Beginning April 17 and ending May 13 we 


conducted a very satisfactory prize contest under 
this office, the prizes being offered as follows: 


To the salesman obtaining the largest 
percentage of factory quota, $20.00; to the 
salesman obtaining the largest amount of kero- 
sene business, $10.00; to the salesman obtaining 
the largest percentage of general quota $10.00. 


The first prize was won by Mr. W. D. Alle- 
man; the second prize by Mr. K. J. Harrison, 
who is still new in the Bowser business, and the 


prize for the largest percentage of general quota 
was won by “‘Old Reliable’ R. E. Chrone. 


Succeeding the contest which closed on May 
13, we have instituted another contest to extend 
during the month of June, for which we are 
offering two prizes, the first: a 19-inch Walrus 
Travelling Bag to the salesman securing the 
largest percentage of his general quota during 
the month; the second prize, a sterling silver 
Gillette Safety Razor Set, in plush lined leather 
case, to the salesman securing the largest number 
of orders during the month of June. 

We expect good results from this contest, and 
will announce the winners as soon as the decis- 
ion has been reached. 


J. G. RODMAN, District Manager. 
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FEE SSS 


MORAL !!! 


‘|USE BOWSER 


TANKS 


Their Safety has been proven again in the recent explosion at the Mich-Heinrich 
Auto and the Twin City Motor Company’s Garages 


READ WHAT THEY HAVE TO SAY: 


Ti iii | 


S. F. BOWSER & CO., 
Minneapolis, Minn. 
Gentlemen: —Replying to your inquiry of today, we take pleas- 


Minneapolis, Minn., June 2, 1911 


contained therein were about the only things that came through 
the explosion and fire in our garage on the morning of June Ist, 
1911. This is the samé tank that came through the firein our 
garage in February. In neither case did the gasolene contained 
in the tank contribute in any manner to the fire. 


Yours very truly, 
MICH-HEINRICH AUTO CO, 
By H. J. Mich, 


(Signed) 


S. F. BOWSER & CO.,, Inc. 
Minneapolis, Minn. 
Gentlemen: — After the explosion and fire yesterday, which 


June 2, 1911. 


Auto Co., we made an examination of the 550 gallon Bowser 
gasolene tank, which was burried in the rear of our garage and 
found it intact. The explosion of dynamite is supposed to have 
taken place near this gasolene tank and the fact that the tank was 
unharmed proves conclusively to us, at least, that your outfits 
are practically perfect as far as safety i is concerned. 


Yours very truly, 
(Signed) TWIN CITY MOTOR CAR CO. 
Per A. R. Vandever, Sec. 


REMEMBER that in case of fire in your garage—public or private—GASOLENE STORED in a BOWSER 
TANK IS AS HARMLESS AS SPRING WATER 


BOWSER TANKS ARE ECONOMIGAL—SAFE—CONVENIENT 


We are paying particular attention to private garages Can make installation on four days’ notice 


5. F. BOWSER & GO., Inc., 1104 Hennepin Ave. 


MINNEAPOLIS, MINN. 


| ure in stating that your 280 gallon gasolene tank and the gasolene 


———— 


—= 


Ad which appeared in Minneapolis Tribune. 


completely wrecked our garage and that of the Mich-Heinrich | 


The Mich-Heinrich Auto Company at Minneapolis 
was visited by a fire caused by an explosion of dynamite 
on June Ist, which completely destroyed it as well as the 
Twin City Motor Company next door and: other adjoining 
property. The explosion which started the fire was caused 
by dynamite set off by two men who drove up to the place 
in an automobile is the belief of Arthur Price, fire marshal, 
after an investigation. 

F. J. Delaria and Clarence Redeen, foreman and helper 
respectively for the American Linen Supply Co., grappled 
with the men as they ran away from the garage shortly be- 
fore the explosion, but the supposed dynamiters broke 
away, leaped into the waiting automobile, and drove away. 
' Of course the Auto companies were using our goods 
and the admirable protection and security our system gave 
in safe-guarding the stored gasolene is conspicuously illus- 
trated in the above letters. 

The Twin City Company had a 5-barrel outfit, while 
the Mich-Heinrich Company had a 10-barrel Cut 39. An 
idea of the intensity of this fire is revealed in the fact that 
35 Automobiles were burned and melted completly out of 
shape. The lossisestimated at over one hundred thousand 
dollars. The next day after the fire, Mr. Murray, Mana- 
ger of our Minneapolis District, inserted the above ad. in a 
local paper with the permission of the Auto Companies. 


MORE PROOFS OF BOWSER SAFETY 


The first garage fire happening in Canada of 
any great magnitude occurred May 17th, in the 
Central Garage, Winnipeg. ‘This is perhaps the 
largest garage in Canada and was totally de- 
stroyed. At the time of the fire there were in 
use two Bowser 41s of 460 gallon storage each, 
one Cut 121 and four Cut 64’s. How successful- 
ly our outfits came through is illustrated and de- 
scribed in the ‘‘Gas Power Age,’’ a magazine 
which gives a full account of the fire and a copy 
of which will be mailed to each of the salesmen. 

An investigation gave the cause of the fire 
due to fumes escaping from the unloading of 
the oil company’s tank wagon of gasolene “and 
one of the horses in the team pulling the tank 
wagon commenced pawing the cement floor. He 
was heavily shod and caused a spark which in 
the heavily charged atmosphere caused the fire. 

The manager of the garage, the manager of 
the oil company and the building inspector as 
well as three employes of the garage, gave evi- 
dence, testifying this to be the cause. 
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THE PUBLIC WANTS GOOD GOODS 
AND WILLING TO PAY FOR THEM 


That the public wants good goods and willing 
to pay for them is illustrated by a transaction 
of a friend of mine who bought a new hat. 

Jones walked into a haberdasher to buy a 
new hat and after telling the clerk the size re- 
quired, he was shown a hat that looked very or- 
dinary and asked the price of it. The clerk told 
him it was $3.00. Jones, not being entirely 
pleased with the hat, asked him if he had some- 
thing a little better. The clerk said ‘‘yes,’’ and 
going to the shelves pulled down a hat that was 
a little different in shape, which Jones tried on. 
The hat seemed to suit in shape fairly well and 
was priced to him at $4.00. Jones wanted 
something a little better and asked the clerk if 
he didn’t have some of the well known makes of 
$5.00 hats. The clerk said ‘‘no,’’ but this hat 
is just as good at a dollar less. Then he went 
on to say how unnecessary it was to pay $5.00 
for a hat when you could get one just as good 
- for $4.00. Jones was no specialist on hat felt 
and hand sewing so took the clerk’s word think- 
ing that he was really saving a dollar. 

A few days later Jones was riding on the 
train where he met an old friend that traveled 
for men’s hats. During the conversation he 
said: ‘‘Say, West, I bought a hat the other day, 
what do you think of it?’’ The drummer said: 
‘“‘Tt looks all right; let me see it.’’ Jones handed 
him the hat and said, ‘‘Isn’t it a pretty good 
one?’’ The drummer said, ‘‘It is fairly good; 
what did you pay for it?’’ Jones said, ‘‘I paid 
$4.00.’? The drummer said, ‘‘You paid too 
much; that hat.is only worth $3.00. You would 
have done better to have paid $5.00 for a stand- 
ard make.’’ 

Jones quickly recalled the circumstances of 
the sale and then realized that the low price had 
led him to be really over-charged for an inferior 
article. 

IF HE HAD SECURED A STANDARD 
MAKE OF HAT HE WOULD NOT HAVE 
BEEN MISLED IN EITHER PRICE OR 
QUALITY, and would have been $1.00 ahead. 

Then, on the other hand, when a prospect says 
to you, ‘‘I want the cheapest thing you’ve got,’’ 
he doesn’t mean just that. Nobody wants cheap 
stuff. But we all want something good for as 
little as possible. The successful salesman is the 
man that can show him that in buying the best 
he secures the best in quality, which in time will 
prove the cheapest in cost, and that the addi- 
tional cost of a standard equipment over a less 
expensive outfit, when spread over the long term 
of years that the equipment will serve, the ad- 
ditional price is infinitesimal. Almost every 


business man has proven to his own satisfaction 
that the best is always the cheapest in the 
long run, no matter what he is buying. 

When a man wants to buy a suit of clothes, 
if he wants a dependable article, he does not go 
down in the bargain store section. Perhaps if 
he had the experience and knowledge of a tailor 
he might get a bargain in some cheap John store, 
after a long and weary search but he would have 
to depend upon his own judgment of a perfectly 
worked button hole, proper stitching, seams, ete. 
When a man cannot afford to take this risk or 
rely on his own judgment, it is best to purchase 
his goods from a reliable, dependable house for 
then he knows he gets the right thing at the right 
price. 

HE IS SAFE IF HE PURCHASES FROM 
A STANDARD MAKER WELL KNOWN 
FOR QUALITY AND WORKMANSHIP. 

When a man buys a Bowser he has the assur- 
ance that he is securing a reliable and depend- 
able article; an equipment that is recognized as 
the standard and worth all they cost because 
they do all we claim for them. 

The feeling of satisfaction and security alone 
is well worth the small difference in price. 

THE BOWSER IS UNIVERSALLY REC- 
OGNIZED AS THE STANDARD OIL AND 
GASOLENE STORAGE EQUIPMENT. | 

Their installation is the assurance of ending 
forever your storage troubles. 

a ai: 

We have learned that one of our western sales- 
man has painted his hen house and shooed out the 
inmates and now he ealls it a ‘‘garage.’’ Since 
you’re so well fixed brother, suppose you pay us 
your back subscription. 

* € 

There is always some reason for a thing being 

cheap—the thing itself in time will give it. 
* * * 


FOR SALE 


Four brand new records, in use but a short 
time. Will sell reasonably. Owners going in for 
records heavier and higher. 


FOR EXCHANGE 
One discourse on approach. Gilt edge word- 
ing. A No. 1 punctuation. Will take good 
closing agrument in exchange. No reasonable 
offer refused. Must have at once on account of 
Yellowstone Contest. 


WANTED 


Five hundred thousand words to describe the 
beauties of the Yellowstone Park and tour; am 
too busy taking orders now to cinch the trip or 
would collect them myself. Address Clarence 
Carpenter, Vt., Care Boomer. 


Se) 


: Happy New Year 


SSS 
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A New Year Full of Possibilities 


Grasp Your Opportunities 


Preserve this Boomer for future reference. It contains 
the only official announcement of the 1912 Sales Contest 
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To the Entire Sales Organization of S. F. Bowser & Co., Inc., 
Managers, Office Employees and Salesmen: 
GREETING: 


At the close of business for the year 1911, we tender to all concerned in 
our sales work the most cordial thanks for your individual and united interest in 
the operation and extension of our business. To the Factory, Engineering and 
all other departments co-operating in the work, we also extend our most cordial 
thanks, and to all earnest and successful workers, wherever situated, we tender 
our heartiest good wishes for the year 1912. 

We announce herein the result of the year’s work for 1911, the list of 
winners in the several contests, and the plan for the salesmen’s contests for 1912. 
You will notice that the plan is changed from any used by us heretofore, quotas 
being based upon points varying with the lines worked, 500 points being the 
quota for every salesman, no special quotas being assigned to salesmen as hereto- 
fore. 

The sales offices are assigned quotas as follows: 

(00,000 


Atlanta mees-688 | =New York $375,000 
Boston 325,000 Philadelphia 250,000 
Chicago 350,000 St. Louis 375,000 
Dallas 300,000 San Francisco 375,000 
Fort Wayne 650,000 Toronto 375,000 
Minneapolis 325,000 


To the Sales Office making the largest per centage of its quotas the lov- 
ing cup will be awarded, to be held by the winning office during the following 
year. 

The fifteen salesmen who produce the largest amount of business, if not 
otherwise eligible to a prize, will be entitled to attend the prize winners’ conven- 
tion at the expense of the company, as a special recognition of their efforts. 

The honor prizes will be the placing of the three salesmen’s names on 
the bronze tablet (which hangs in the general office of the company in Fort 
Wayne) who during the year 1912 secure the greatest amount of business regard- 
less of lines sold or length of time employed, up to and including December 21, 
1912, The winners of this special honor are eligible for any other prizes offered 
during the year. 

Only those in our employ at the end of the contest are eligible for any 
prizes. 

The principal factor in the sales contest will be the point club, for which 
a name has not yet been secured, and for which we ask suggestions. This club 
will be strictly a salesmen’s club and for the best name suggested and adopted by 
the company we will pay $10.00 cash. Names must be received not later than 
Feb. 1 and will be announced in the February issue of the Boomer. The plan of 
this club is thoroughly covered elsewhere in this issue, Read it carefully and re- 
tain this copy of the ‘‘Boomer’’ for reference during the year. 

Anticipating a most successful year for all, I am, 


Yours cordially, 
D. A. COREY, 
Gen'l. Sales Mér. 
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LOVING CUP 


BRANCH OFFICE STANDING 
AT CLOSE OF SALES CONTEST, 1911 
ATLANTA 
TORONTO 
MINNEAPOLIS 
ST. LOUIS 


STANDING OF FIFTEEN HIGH MEN AT 
CLOSE OF SALES CONTEST, 1911. 


JaiWoe Merickelien oe, oo eee ee OLonto 
Fos Heil 1OtZe ay cy ee eee San Francisco 
WSO LOCC ars ce ee ne San Francisco 
Nis Reed Dra BY oh oye) oe eeta e n e Oe e e New York 
Me, Or Benbamc iat. setae eee Minneapolis 
BAG Ens VLOT atid cet nt Oe. a ee ee Toronto 
BOS Ol Sean ee oe ct ee San Francisco 
Nie Carpenter 7s: 4... .t See ne Boston 
Beyiise ont hg.c ciac.n acc noe ce ee ee Boston 
Cae tis Reber: 6 s:) soun oe eee ee Atlanta 
Wem eeratidal lw ak any ee San Francisco 
eieeee MeO OTH ees feo ae eee St. Louis 
Weer Nel JOTILUTI EP Yueh. tense as AM ee Eve oe Toronto 
lp COCCIN LOT fos nie eee ers San Francisco 
EN UEA TC CTSOH 3, 2 oleate at eee Toronto 


The above salesmen are entitled to a trip 
to the factory and attendance at the conven- 
tion banquet at the Company’s expense. 


H. W. BROWN 


Manager of Atlanta District, Winner of District Office 
Loving Cup 


Congratulations To Atlanta 


They have every right to feel a little proud of the fact that they are the first 
to secure possession Of this beautiful trophey and Mr. Brown will have ample 
reasons for tilting his chin just a trifle skyward during the convention. 

Great has been the contest and especially spirited was the finish. Although 
Atlanta has been in the lead the greater part of the year, at no time could one say 
with certainty who would be first at the finish. In striving for their prize all dist- 
ricts have coped with big difficulties and overcome obstacles and all are to be 


recommended for the efforts put forth. 


In this all have been benefited as the struggle has been a brain developer and 
a muscle builder, thus better fitting us for renewed efforts in 1912. 
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J. W. MERICKEL ; E. F. KLOTZ Ss. D. STODDARD 


so 


GF 


uN 


say 


aS 
ng ae 


The bronze tablet which adorns the walls in the corridor of the main office upon which is 
inscribed the names of the three salesmen who secure the largest volume of business during the year. 

J. W. Merickel, Toronto, secured the greatest amount of business in 1911, landing first 
position on the bronze tablet. 

E. J. Klotz, San Francisco, secured the second largest amount of business in 1911, landing 
second position. 

S. D. Stoddard, San Francisco, secured the third largest amount of business in 1911, landing 
third position. 
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THE PRESIDENT’S PRIZE. 


The salesman securing the largest per cent. 
of quota will receive a prize worth not less 


than $200.00. 


The salesman securing the second largest - 


per cent. of quota will receive a prize worth 
not less than $150.00. 

The honor of first prize in the president’s 
award, $200.00, fell to J. W. Merickel of To- 


ronto. Mr. Merickel, who travels in Canada, 
is an indefatigable worker and has frequently 


been a prize winner in previous sales contests. 
Second Prize, $150.00. 


Mr. M. C. Benham of Minneapolis finished 
second. Mr. Benham will be remembered as 
a winner of the Yellowstone Park Contest and 
has often secured prizes in local sales contests. 


HERE THEY ARE! 


The happy, smiling faces of fifty-two Bowser 
salesmen will adorn the Prize Winners’ Ban- 
quet Table at the Anthony Hotel on the even- 
ing of January 11th. - Fifty-two salesmen who 


have distinguished themselves in the world of 
salesmanship and who are looked upon with 
admiration by their friends and families and 
the entire Bowser organization for the attain- 
ment of high standing in their profession. The 
names of these salesmen are as follows: 


AAA 
$50.00 Cash Prize 


IVAPeE Cabs CTNINA Te Agen toes,fa Goo a sk laeae as MinmedpolisivaGuulica reub em sda «teas ates Atlanta 
Mee LC LINE CP Bae era. Sosisiee cls s IVIGIOTIES Ol Teeten Fa oui nS UCT TCs en cron eens PRS ARs he ee en = Toronto 
FIM Veen etic CCl mame v esc ttan Sancc ur. ees 0 «2 COROT Omer Arae Leb OCLC eres em cence meee ane eee Atlanta 
AA 
$35.00 Cash Prize 
Or ALGARDENCCKIMM CS eA ae tye> oh ste as SOSUOT MEY tlt CLUS ae a ee MN ene San Francisco 
ip BETS OTA oe oy kane, oe ae ae SteeluOUd sa me Pull FORO ESic, dean seen cic eae Toronto 
Meer Ole tase ae Crh acest Satie HranciscOm alvse On ORV Cera i: ota ah sk eae ae Atlanta 
Nee avGen mercies Fein. tasers ik Sh. o « Atlanta ge anpess Ward: ite; ccnch ae + cal eee Minneapolis 
PAY VR OU Swit ar yo eee Gin i. co bee le Atlanta 
$25.00 Cash Prize 

FRU SILEGW ECs): 1) te SN ey, aie ee Mimieapolase = Geel vECOUT yar scrote Cobia sree Atlanta 
Hier LIOV AAS etree ey hak fas eG wie's « Minneapolis F. J. Casey foot Ue orien 6 Ce icche St. Louis 
J. G Sterling ...............:..Minneapolis . J. T. Smith. .....-.............405. St. Louis 
Heian ue ek eee ee as Minneapolis, ©. H. VanHorn .................... St. Louis 
Come Cornell eee Minneapolis A. W.Holbrock 21.34)... ..-.. 2.3. St. Louis 
JAIN DE She noe. 2 ae Minneapolis H. E. Dobson.....................New York 
mene IMerickeliy mse geet ae. oy cos = Toronto G. W. Scott ©.-...............05. New_York 
PTE Gtk ee ee ee Moponton Le due) UTONG Wires Be ee oh chy acct l Dallas 
MATIC ORSON ong ee ee ears ab ee Toronto W. W. Morris, Jr. ........ wie Ee Dallas 
Geo Harley > aes Toronto in, O. MeDonald LPG eich ie ca ohie SNe lay cole oAT ieetr Me os Dallas 
WE OA UNC OrS Paget ee Ake eb ce bss ean Atlanta os M. Tucker gape bas Margie t) Jeo lara arene ae 
TUNIC Win targa Ste ok niall ca a: Atlanta Ford ps el Tete See es eit vb once eee apes 
Me Se lsahonieet ke mea he ccs oe ied San Francisco 2&- 2 Seas PEI lg tp Co ars SO a ee 
x ’ ae ate ED sleet OPAC Shlawwas On cto oeuecat. te nes ‘s ayne 
ee ey Oidard ar he ee es oe Aaa tend bc Q BUR ET ova genes Were chen ttn ne sl me Ft. Wayne 
He pecs ton 2 St Vice asia aaa Piers aaa ARM DEC SV acny SOC com eee pelea ers i cocky Ft. Wayne 
AE eT CS ean tt eRevte sain orgie «ik aes Boston WORT ODATIN - uks 2 oe ee Ft. Wayne 
Vien ESHA IILOL Cine tineta: tic es chbiies one whe ale os St. Louis | eed Ren Thompson Ae tee oar i, Pain It. Wayne 
Pel LES OUS@ amber cet. pse ete gs aa site fe os AST ta ae Otis nie pete ns “i Sines ote s stichesre Kt. Wayne 
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A New Race Has Begun 


Nineteen hundred and eleven has passed into eternity and the battles which were fought 
in it and the victories that were won have been recorded and are now history. Its work is fin- 
ished—its history written and laid away onthe shelves of time. 

_ We now face a new year full of life—full of possibilities—full of hope—and with this 


new span of time comes new races to be run and new contests to be won. 
Nineteen twelve brings with it an entirely new plan of awards for successful salesmanship 


which is fully explained in the official announcement which we herewith reproduce: 


OUTLINE OF PLAN FOR BOWSER................ CLUB. 


TO ALL SALESMEN :— : 

We have, for a number of years offered prizes and other awards for efficiency. All of 

these plans have been more or less deficient, in some point or another, inasmuch as provision 
was not made for territorial changes which might oceur. 
____ The matter has been given a great deal of thought and attention, resulting in the organ- 
ization of a permanent Club, on the following basis: The Club is to be YOUR organization, 
and the officers, directors and members are to be salesmen, and each one’s election will de- 
pend upon his own efforts. Every salesman Who Will, may become a member and share in 
the honor and emoluments. 


NAME. 
(No name for the Club has yet been assigned and salesmen are asked elsewhere in this is- 
sue for suggestions as to the name.) 


ELIGIBILITY. 

All salesmen in the employ of the Company with regularly defined lines and_ territories 
will be eligible to membership and become members of the Club when they have secured Five 
Hundred (500) points of business during the year, except as hereinafter provided. 

The amount of business required for a point in each line is shown in the following 
schedule: 


SCHEDULE. 
Store Dine eee $ 20.00 worth of business represents one point. 
Garage Line v3....2-. $ 33.00 worth of business represents one point. 
Hactory Line arcs $ 40.00 worth of business (except tanks sold on boiler-shop basis 


and purchased machinery forming part of sale) to rep- 
resent one point. . 
$100.00 worth of business of tanks sold on boiler-shop basis or 
purchased machinery forming part of the order to rep- 
resent one point. 
Railroadslines. rae $ 75.00 worth of business (excepting tanks sold on boiler-shop 
basis and purchased machinery forming part of sale) to 
' represent one point. 
$150.00 worth of business of tanks sold on boiler-shop basis and 
purchased machinery forming part of sale to represent 
one point. 
The Company reserves the right, on account of the 
varying conditions of the Railroad business, to adjust 
the value of a point of Railroad business each year. 
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Membership in the Club to continue during each current year and until the end of the 
regular annual meeting of the Club members, when the Club for that year automatically ends 
and the Club for the current year begins. Eligibility to membership and the operation of 
the Club to continue each successive year on the same plan. 

When a salesman has an assistant or junior salesman under his direction, in order to be 
eligible to membership, the senior salesman will be required to secure additional business at 
the rate of Two Hundred and Four (204) points per year of fifty-one weeks for each assistant 


or Junior salesman; the additional Two Hundred and Four points to be figured pro rata upon 
the actual number of weeks that the assistant or junior salesman is employed. 


Assistant or Junior Salesmen are not eligible to membership. 
OFFICERS. 

The officers of the Club shall be President, Vice-President, Secretary and Treasurer, and 
a director from each Sales District. The offices shall be filled as follows: 

The salesman who first secures membership automatically becomes President. The sec- 
ond, Vice-President. The third, Secretary, and the fourth, Treasurer. 

The director from each District will be the first member from that District (next after 
the officers above mentioned), who secures the requisite number of points for membership. 

All officers will hold office from their election until the end of the regular annual meet- 
ing of Club members. Officers for each succeeding year will be filled in the same manner. 

Salesmen selling the Railroad Lines and salesmen outside of the United States and Can- 
ada shall not be eligible as officers. 

DUTIES OF OFFICERS. 

These positions are honorary, their only duties being the management of any special plans 
arranged for the annual meeting, such plans to be approved by the Company Management. 
DURATION OF THE CLUB. 

The Club will cover a period of five years, its further life being determined by the Com- 
pany. 

REWARDS. 

All members in the United States and Canada will be entitled to a trip to the Factory 
with all traveling and hotel expenses paid, and a eash prize of $50.00 for the first year. 

To those members who attain membership for successive years the cash prizes will be in- 
creased as follows: 


Tywovcensecutivesyears, +a cash prize Of 2.01... See oe ee oe ep 10,00 
Mhree consecutive years, a. Cash Prize Of... 3s ee ee eee wa eas 100.00 
Hoiereomsceutiveryeare, a. cash Prize-Of 25, ..ijae tee ee a aene- 125,00 
Miveneaumeccutive: years, @ Cash prize Of ©. ore sve cn ees ase els wees 250.00 


Members outside of the United States and Canada, will participate in all prizes, except- 
ing the trip to the Factory. 
SPECIAL. 

Any member of the Club, who may be transferred to special work of any kind, shall not 
lose his standing in the Club while on such work, but shall retain the same standing as that 
held by him prior to going on special work until the first of the year following resumption of 
regular work. For example: A salesman who may have been a member for two consecutive years, 
may be transferred to special work and who later resumes regular sales work, shall not lose 
his standing and shall be entitled to attend the annual meetings of the Club while on special 
work, but shall not participate in cash rewards. If he resumes regular work during the year, 
he shall retain his former standing during the balance of that year. If, during the year of 
his resumption of regular sales work, he makes the requisite number of points in his regular 
work, that year shall count as the next consecutive year of his prize membership. 

Special points not covered herein may be adopted from time to time by the Company 
Management. 
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SALESMEN’S STANDING 
In the Yearly Sales Contest Closed Dec. 23, 1911 
AAA A D E 
J. W. Merickel....Toronto A. Anderson ...... Toronto” Fy. Ti, -Sones +.....: Chicago W. J. O’Brien ..... New Y 
M. C. Benham.Minneapolis J. D. Gumpper..Ft. Wayne . Daigaard .....: New y. W- @. Leavitt ...St. Louis 
AS RTodd . gen. a: Atlanta G. A. Merickel ...Toronto yw. 0, Fletcher Dallas W- E. Crouch ...... Dallas 
G. H.» Reuben...... Atlanta E. L. Milliron...Ft. Wayne w, J. Fitzpatrick...Boston C. R. Percival ....St. Louis 
BE. C. Ettinger....... Minn. J. D. DuBois .....+ Atlanta 8756 Abele aa) sae Minn. W. 8B. Lynham ... Philadelphia 
ie,” any Gravatt 6 5 oa Toronto G. A. McCurdy ...Atlanta # J. Davenport...Atlanta GW. Hafner ......Phila. 
H. J. Bradshaw Oe Ae R. B. Harding ..:.Chicago J: EK. Homsher 275 Rta 
Oe FOUN CT Skee. St. Louis 
E. M. Caskey ....Chicago 
AA B Hs, SEXOSGOMM Wa sks ae Toronto 
Geo; GA... .Smithiwa. Phila. F 
- = Ji. (Gre WWIGISSs hinders New Y. H. A. Leonard ..Chicago 
ae te aa sesbere hs ck BH. By Gustorf...... Chicago R: [WS Rich J... .<... San F. 
De Wir Darden On. Atlanta gk etwas 2 HOBSEOD | Wa sayes Stan all cre 4 « 1, manasa ae Ft. W. 
; Z : ; OllenNes Bo poo Dallas Ss ek. <C OLIN Sms tet New, Yi. 
dic WDEM Oe yabew Soe ae St. Louis Rosser McClure. tsa Wed 1 Ft. W Je ‘Ge, ARODeRtESs ame New Y. 
Meys : AS Karo Ghie fan et 3 : 
Hite eo ECL OU Zrevecce tote yas Sanaa 1. J.. Hartigen Dallas wW.@ Smith 3 Pr J. By Keller ace Ft. W. 
. oe Liar omer 41 Chasen soy) ory BS Geo 3 an : 
13%) Ob weshelAyGleres arc.cn 6 se Se mem Viaiveis ate Gan i Se Ant Richardson non on Ee) Bs Diet clatter Ets We 
FH Olds. 7.2 4 4Sam Be we naming Toronto E. R. Bird San F GO J. Carter....... San F 
g ; ev BIVG auntie an f 
Ate ERNOGeS aici. a's Toronto Remy mons eet lhe Phila. J51..Wae Gnicaz CaS: \ ELYdeo seme Dallas 
He Wi Pottsert. seu Atlanta < = fa chee ages £ 7eS6 0. As Laverty tenes Ft. W, 
. C; VanHouten...San EH. D>: J.. Seymour ..... Boston tue ew Ge 
MCG, Branham ce Minn. B O. Vanderlip.. San Francisco RSS: ee! SS oe pe ge 
W. 'Y. Robertson '.;Toronto M.S, Jordan .-....Boston © 7 BMESS aaea, Boster 
LP pSKeobielie sen soso ao ol a Boston J. H. Williamson..New Y. A. B. Cornell ..... San E 
IN W. (Ce singel itches His, Wa ORY OF SPottert anes Toronto G. A. Steele ...... St. Louts 
H. A. Englebert ...Ft. W. EB. P. Walker ..... Fi Wy, Ded enon aa Eni 
Gf Rett. c.5 0es Bt wy 21 Saher eee 
R. O. McDonald....Dallas ie Op, (Dewey se be Atlanta J ©: Olson ..... St. Louis 
Sa a otoddardnearpis. San F. G Max Heintze ...... Ft. w. & HE. Watson ...... Ft. W. 
A. W. Holbrook ..St. Louis C. A. Stout ....... New Y 
Hondabixn’). bie se) acco ait Dallas 
ACen), “Dalim eerie sien Aunahbaly, wells AWE: ADEE! Soc 5 op San F 
T. F. MeWaters...Atlanta EF. Clayton . Toronto 
Ale “ANS TSpaoukelal sg ita St. douse Ac Meintoshwe wu . . Toronto G 
Re B.sChrome fas... Dallas W. W.Savercool..... San F. 
ANG ADE. JIMIGHUREWEG 5 cot Abonxenoyeay tals (Mi, LUGE coi oe Ft. W. E 
Geo. Harley sc... Toronto G. R. Quarles.......Phila 
WwW. W..’ Morris, Jin’... Dallas! >i Wa Devercuxs New Ye Je BaEurley aan Toronto 
W. M. Mann....Ft. Wayne W.F. Neblett....... Dallas We Si Pankeran eee Phila 
[ip 18h WENDY Posie San F, C. F. Comstock....New Y. BAe eee Minneapolis 
JD ee 186. MMokonemyoksKonalg cadets, NU, AN Lely ADEYCION, on ou o.0 New Yo) Ju Be iweteinen aa. St: Louiss Py Suderleye sacene New Y. 
Me, (Ch Girevtilibare: 5 cones Minn. Cs Re Heeleston ~.iNew Ya. Guy Wolford 372... Ft. W.. Ww. B. Jenkinson...San F. 
Cc. H. Van#Horn..St. Louis W. F. Eastman . Boston W. F. Hichelberger Hen Ebaye moma Phila 
Reel en Cann © siete iMbhopoy, 105 @fs 1B GS 66 Gop ale ABU oe be 35 B Bley eateoeescto Philadelphia jy gs. Small Minn 
Joe. Puckerin -.ne Dallas | Ps A a eo iCate- Ely @repiiiesniemerten. Toronto Geo. Roos....... New York 
Bae dip CAReNRy 35 gdi St. Wouis sb 7). Weavons nr. ]orontos ie iin Peeplesint i. New Y. walter Smith ..... Ft. W. 
Re «Coddington. ...+.scan® H. (Geo: Ronter ns... DaTiy Eye Hs al SULLA see seeneetene Boston w.J.Stinson...... Chicago 
Miia) WBkeetahateuih Oo suis) Wbi@werc) Ne bey IBA) hc oe bce! aMOlEneN se), IB NW KENTEISEY 5 5 one Boston . P. Bachers ...St. Louis 
Geo. Cornell ........Minn. R. E. Erwin ..... st, Louis” J) i. Connolly... B0ston Gs op: alavwa - eee New Y 
IDEM AWVehias ee SeeGro gic nia oh Minne Eni Carlton aa sees TUES eds sen ws EUs Cyt erateters Atlanta Victor MeGibney .... Boston 
(SE-B! {Oh aitolty yy sje ots Boston, tH. J. Murphy. 2... Moron to) le iW len Casic eran pt. Louis (B,J. Mlory).. see Fort Wayne 
Rien Sherlock. a5 CholGa coi Ha sa yale veneer iere ae Atlanta W. 'T. Bosworth....Phila. ©C,.M.Pomeroy...... Boston 
Ga Wa SCO Lent acre nuets = New Y. -H.. PP. Hayes ....St. Louis) B.A. Daniels... 7)... Atlanta. “iEy oy Gallmeyer....Ft. W. 
iDeL Gia Whaler. Bd Sake Minn. -E. Lauchrey <..... San) hws hu Cashman wees Minn. Ro SS johnson. - one. Rt We 
T @. ‘Potts... Btss Waynes: ©. G. Grumamniy, 7a. Atlanta J. H. Medsker ...... FEW. 9 ©. Riverine. ase Toronto 
Ca Eis SLUNGESTS trees) se Atlanta: C.-M. Hatfield...... EG. Ws) ee, © mid Severe aererctenchs New Y FF. J. Woodworth .. Ft. Wayne 
Haka Dobsomi:.. ee New, Y. F. J. Libbey .. New York J. R. Sibley ....... Boston!’ ess We Brow eeceme Ft. 


Note—No salesman is allotted a quota until he has been in the field 60 days. 


The 


name here is due to adjusting his quota. 


absence of any salesman’s 


_Fort Wayne, Ind., January 15,191 
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‘To All Salesmen: 


You will find in this issue of the 
Boomer a letter from Mr. Bowser 
and I commend its careful read- 
ing to every salesman and every 
employe connected with the sales 
work. It has my own unqualified 
endorsement and the endorsement 
of the entire management as well. 


The points Mr. Bowser has 
touched upon are exceedingly im- 
portant and the carrying out of the 
spirit of his letter will be an im- 
portant factor in the success of 
our work for 1912. 


Read and thoroughly digest 
and let us have the results. 


EE ——| — = —===. LS aE] 
SBE) hana —S>S._ —SS|S Sr 


Yours very truly, 
D. A. Corey 


General Sales Manager. 


—| 


eee 


[_——] 


We present on the opposite page 
the officials of the company most closely 
connected with sales work so that sales- 
men who have never visited the factory 
may at least become familiar with their 
faces until they have the pleasure of 
meeting them personaly. All are inter- 
ested in each salesman’s individual suc- 
cess and prosperity. 


x x * 

Success is nothing more than doig what 
you can do well and doing well whatever you 
do.—Lonefellow. 

The reason I beat the Austrian army is, they 
did not know the value of five minutes.—Na- 


poleon. 


Whatsoever thy hand findeth to do, do it 
with thy might.—Solomon. 


MR. J. G. WEISS 
In the Boomer issued January 2nd Mr. Weiss of New 
York was listed in the B Class through a clerical 
error in crediting an order. Mr. Weiss 
finished in the A class and attended the 
convention, receiving $25.00 in gold. 


The gentleman on the right is Mr. M. C. Benham, 
prize winner of the Yellowstone Park Contest; won second 
money in the President’s Prize and finished a AAA man. 

Mr. Benham is a very consistent salesman and follows 
his success with even greater effort. A certain silvery- 
voiced Bowser Embassador from the East will surely have 
to hustle to make good his declaration to oust him from 
the winning in 1912. 

The gentleman on the left is the Canuck, J. W. 
Merickel, who took three firsts: got his name on the tablet, 
won the President’s Prize and finished in the AAA class. 

He is keyed up for this year and whoever beats him in 
1912 will have to ‘‘go some.”’ 
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A Letter from the “Old Man” 


(As They Generally Call Me Behind My Back) 


In the beginning I want to say this letter is to the salesmen who were not at our recent 
Prize Winners’ Convention, and to any others to whom it applies. It may be a little long, but 
I will not detain you longer than | entertain you, from my standpoint, at least. 

To the salesmen who were not here, I want to tell you how I missed you. I really did miss 
many of you personally. This came to my mind time and again, and on Friday afternoon, Mr. 
Polhamus and others of the Management were talking to the boys and as I sat there and looked 
into their faces, again | missed many faces that I would have loved to see present, and in my 
earnest wish that it were so, it came to me, ‘‘Why are they not here?’’ And the answer seemed 
to echo back, ‘‘There are two reasons at least why many are not here.’’ ‘‘First, many do not 
work Saturdays and lose Monday or most of it in the bargain, and second, some do not carry 
the model,’’ so I at once resolved to see how the Prize Winning bunch stood on these two ques- 
tions, and I notified Mr. Polhamus that I wished to say something, so at the proper time he 
gave me a chance, at which time I took the floor and told the boys what had been going through 
my mind, and how I missed many of the boys, and how I believed they would have been here 
should they all have worked on Saturdays and earried their models as they ought to have done. 

Knowing, as I do, that many claim no work can be done on Saturday, I asked them that 
if there was any here that held this to be true, I wished they would stand up, and not a man 
stood up. Then I asked all who thought a profitable business could be done on Saturday to 
stand up, and every man rose to his feet. I thanked them and told them that that was the 
very reason that many of you are here today, and it is the very reason that a great number of 
our salesmen are not here today.”’ 

Then I took up the other reason, the ineffectual work of men who do not carry the model. 
This is another proposition that I have absolutely no sympathy with from any possible stand- 
point. First, from the fact that it is child’s play to go out and try to sell goods without a 
model. It is just like hunting birds without a shot gun. I know this, and we have made beauti- 
ful models and splendid cases to carry them in, splendidly arranged for everything in the way 
of printed matter, and we urge all of our men to carry them, and then to know that this, that, 
and the other one do not carry them, you must realize with what chagrin we look upon such a 
one. 

In the second place, we know that the salesman who does not carry his model does not get 
anywhere near the business he would if he did carry the model, and this is most regrettable, 
after he has been over the territory, ineurred a robust expense account, and come home short of 
so much business that he could have obtained should he have had his model with him. 

Third, here is a reason, that I most emphatically say I have no sympathy with. Some men 
do not carry the model because they are too proud, and it is this that I so greatly detest. I will 
relate a circumstance that will show you the silliness of this foolish pride: When a boy I was 
working in a store, getting $10.00 a week, another boy learning the painter’s trade, getting 
$5.00 a week, worked the next door to me. We were good friends, and living in the same part 
of town, went and came together. For some reason he was put in the store as an errand boy. 
This permitted him to clean up and wear a ‘‘boiled’”’ shirt. Right away he got the ‘‘big head’”’ 
and would not look at me. He at once discarded the dinner pail, wrapped his lunch in a bit of pa- 
per and put it under his arm or in his pocket so it would not show much, and soon as he ate his 
dinner the paper could be thrown away and he could go home like a gentleman of leisure, with 
nothing in his hands. The foolish pride of this boy meets the hearty condemnation of every- 
body, I know it does, and I know that for the same reason many of our men do not carry the 
model, because they are too proud. 

Now, for these three reasons, J think you know pretty well where I stand on carrying the 
model, and I said to the Managers, “‘If I were you, no man would hold down a territory for me 
if he did not work six days a week and carry his model.’’ At this point, in all my twenty-seven 
years’ standing before our men, as I have in Convention and otherwise, I never got such a 
fiery, enthusiastic ovation in hand clapping and foot stamping as I did on this occasion. 
‘“Good!’’ *‘Good!’’ ‘‘You hit the nail on the head,’’ and such hearty approval rang out. Now 
this ‘‘not carrying the model’’ is my second reason why many of you were not to our recent 
convention, which was the greatest in many respects we ever had. 

Now I want to return to my first reason, the question of working Saturdays. Of all fool- 
ish notions, this is the most foolish, except that of not carrying the model, but aside from the 
model question, the Saturday business has the floor. 
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Since the Convention I have looked into this matter and talked with several of the men. 
One man told me this fall he had taken four orders on one Saturday. A number of men told 
me the biggest orders they had taken this fall were on Saturday. A great number of men told 
me Saturday was as good a day for business as any day and this seemed to be the spirit of the 
men who were here, and I am sure is the reason why many were here, and since they have left 
I have given it some thought, which I will lay before you. 

First, God intended we should rest every seventh day, and as there are fifty-two weeks, 
this is fifty-two days or about two months. Many men are now adding Saturdays. This is 
about two months more than God intended, and this I think a positive sin, and some men who 
leave for home Friday afternoon or evening, or hold up in the Hotel, and do not get on their 
ground again until late some time Monday or Tuesday morning, add about two more months to 
their idleness, and this is a further sinful waste of time, so you put down two months of Sun- 
days, two months of Saturdays and two months of Mondays, and you have about six months 
of idleness out of the twelve. God nor man never intended this, and the man that can prosper 
under such conditions is certainly a genius, and all will agree with me that great would be his 
prosperity if he would convert this idle time into business getting, and many a poor soul is 
struggling along, just holding on, and many other poor souls have failed and are forgotten, 
simply because they let too much time run to waste. 

Now, in looking into the matter further, I find that if $2,600 could have been added to the 
business of each of our salesmen who were not here, we would have had a crowd double the size 
of that here, and that means this: To those who do not work Saturdays you would have 
added fifty-two days more of work to your account in 1911, and should you have sold a $100.00 
order (which is a low estimate), every other Saturday, you would have had your $2,600.00 and 
you would have been with us at our Convention. More than that, you would have had much 
better compensation for your year’s work, say nothing about the loss that so many incur on 
Mondays and otherwise. 

In conclusion I want to eall the attention of the Non-Saturday worker to the fact that 
your expenses would be no more if you worked Saturdays than if you did not work, and every 
dollar that you make on Saturday is just that much more profit to you, and you must agree with 
me that fifty-two Saturdays will surely yield you a handsome sum and your expenses would 
not be as much as they have been, sitting around the hotel, buying cigars, papers, and so on to 
while away the time as you have done. 

A hint how to get at it. You are in the town, a few big men may not see you Saturdays, 
but the majority of the ordinary stores ean be worked as well on Saturday as any other day. 
‘he merchant says he is ‘‘in a hurry,’’ and you say ‘‘So am I,’’ and get busy at once, and the 
big ones can be seen Monday. Furthermore, this splendid gain would put an ambition in you 
such as you have not thought of, and would beget for you a continuous gain which you have 
heretofore been losing, and you will be wonderfully surprised at what you have lost, by com- 
parison when you get on this new tack, and I can say as much and more to the man that does 
not carry the model. aa 

Now, I wish to emphasize this fact, that the above applies only to the retail stores. As for 
wholesale houses, factories, dry cleaning, public garages and such like, there is no controversy 
about working these on Saturday. All recognize the fact that they are as ‘“come-at-able’” on 
Saturday as any other day, and I wish to emphasize again another fact, and that is, that the 
private garage is far more approachable on Saturday, and especially Saturday afternoons, than 
any other day of the week. B 

By carrying the model, to which many will say the merchant says, “*O! I have seen your 
model,’’ but as one salesman put it, ‘“Yes, but you have not seen our 1912 model, it’s a world 
beater,’’ and proceeds to open his case and show it to him, and thus he gets the merchant's at- 
tention, and that is all a salesman wants, and many times lands a fine order, where otherwise 
he would put his hands in his pockets and walk off. Thus, he travels much and sells little, 
while the man with the model travels little and sells much, and you will readily agree with me 
that the man that is selling goods has far less expense than the man that is busy traveling, 
hunting customers that he can sell without a model. ; . 

I am sure that I have made these two subjects plain—Carrying the model and working 
six days a week. Any man that has any ability in selling our goods, and will faithfully show 
the model, and work six days in a week, (and I wish to emphasize the word Work, work 
like you did before you came with us, when you was on the farm, in the store, office or shop, 
work early and late, and don’t play at it, work), and you will be a Prize Winner for 1912, and 
here is hoping, and my best wishes that this may be the happy achievement of every salesman 


representing us. 
I am, most sincerely yours, 
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The Convention is over, but it left a spirit 
that will live for many a day. 

It was an inspiration to every man that at- 
tended it and its good effects are sure to have 
a profitable influence in the business of 1912. 


’ x“ v 
* * * 


We only wish every ‘‘Bowserite’’ could have 


heard the impromptu sales talks the men gave. 
Perhaps it wasn’t oratory, but it was just 
brimming over with earnestness, good solid 
argument and sales experience that would 
have given you food for thought for some time 
to come. 


¥ y e 
we 5 3 
* * * 


Mr. A. F. Todd of Atlanta perhaps made the 
most striking talk and we will give you some 
of his arguments in a later issue. 


wv wv IZ 
* *« * 


Merickel, the Canuck, blew into the editorial 
room just before he left and said, ‘‘ Prize win- 
ning is the only thing taking gate money 
these days. You could waltz around the moon 
on a tight rope, he says, ‘‘and nobody would 
look up, but if you ‘cop’ a Bowser prize or two, 
the foot lights are not in it for publicity. 


The press of Europe and America gave lib- 
eral prominence to accounts of the Convention. 
Did you see any? If not, write the editor for 
some of the papers. 


ee ese 


Do not rest on your laurels, you are apt to 
either break them or bend them badly. 


x & # 


As you look back on ‘‘Some Sales You Lost”’ 
—How many got away from you because you 
quit too. soon? 


ve a wv 
* * * 


‘‘Mae’’ hasn’t been teeter-tottering for these 
many years on imagination for nothing. When 
he left for St. Louis at the close of the Conven- 
tion he was accompanied by his heart’s desire, 
but what vexes us is that he kept it all so 
secret. 


As we passed the Court House Tuesday we 
noticed a group of citizens cheering like mad 
when the foreign correspondent of the 
‘‘Boomer’’ grabed my hand and said, ‘‘B’jinks 
he’s done it,’’ ‘‘I’m off to wire the Metropoli- 
tan Press,’’ he. says, ““What for??? says] 
‘‘What for!’’ he: yells, ‘‘Why haven’t .you 
heard MeConnell’s married ?’’ 


ANNOUNCEMENT 


The marriage of Miss Ela Anderson and Mr. 
James MeConnell of St. Louis, took place in 
this city yesterday morning. The announce- 
ment will be a pleasant surprise to their many 
friends. Mr. McConnell is District manager of 
the S. F. Bowser Company in St. Louis and 
made the acquaintance of his bride during his 
residence in this city where he was connected 
with the Home office some time ago. 

* * %* 


Say, there must have been a net under the 
ropes that time all right for ‘‘Mac’’ to make 
that lone eontemplated venture. 


* * % 
Mr. W. R. Hance, Manager of the Toronto 
office, who has been abroad for the past six 


months in the interest of the firm, has returned 
to his duties at Toronto. 


Mr. Hance had a very successful journey, 
and the trip agreed with him in every way. He 
is glad to get back to “‘his boys,’’ however, 
and has laid very aggressive and determined 
plans to secure the Loving Cup during 1912. 


Mr. H. C. Storr has been appointed District 
Manager of the Chicago Sales Office, appoint- 
ment taking effect January Ist. Mr. Storr be- 
gan his connection with the company several 
years ago, carrying the grip, afterward becom- 
ing identified with the Fort Wayne Sales Of- 
fice, later filling a position in the Boston Of- 
fice for two years, and, after a further period 
in Fort Wayne, he became manager of the 
Mexican branch, returning to the United 
States at the time of the Mexican revolution, 
and for several months during the absence of 
Mr. Hance, has been acting manager of the 
Toronto Office. 


He is, therefore, well fitted for the work he 
is taking up, and we bespeak for Mr. Storr the 
hearty co-operation of all connected with the 
Chieago district, and he will be found to be a 
most congenial and enthusiastic ‘‘ Bowser 
Booster.’”’ 
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TEN DOLLARS FOR A NAME 


Have You Sent in Your Suggestion? 


Clarence Carpenter thinks he’ll get it. 


He said the first letters to the 


name he would propose were O. C. Thinking someone might beat him to it 
he would not tell us what they stood for. 


All suggestions must be sent in on or before February 1. 
the name you think would be the most appropriate. 


More than 100 guests, including 58 of the 
foremost salesmen in the Bowser forces, gath- 
ered at the Anthony Hotel, Thursday evening, 
January 11th. 


The occasion was the 1911 Prize Winners’ 
banquet, which event marked the closing of 
the Convention. A most excellent menu was 


prepared and the courses were interspersed 
with popular songs by the Colonial Trio and 
music by the Electro-Teechnie Orchestra. 


Here are the ‘‘Sky High Men’”’ from Atlanta. They are 
such a lively bunch the Boomer Photographer could 
not get them all together long enough to take 
their picture. Those in the picture are 
Messrs. Sitton, Brown, Todd, 

Darden, Reuben and Potts 


After the feast, chairs were pushed back and 
everyone prepared to enjoy the excellent ad- 
dresses that followed. 


General Manager, A. Z. Polhamus, as Toast 
Master, made the opening address, after which 
he called upon President S. F. Bowser, who 
briefly explained the purpose of the banquet 
and gave a short history of the company and 


Tell Mr. Corey 
It may win the Ten. 


previous similar gatherings. Mr. Polhamus 
then introduced Mr. C. A. Dunkelberg, Treas- 
urer, who presented the Silver Loving Cup to 
H. W. Brown, Manager, Atlanta district. 

President 8. F. Bowser made the presenta- 
tion speech to the two leading salesmen, J. W. 
Merickel and M. C. Benham, awarding them 
the president’s prize of $200.00 and $150.00 in 
gold. 

The Toast Master next introduced Assistant 
General Manager, S. B. Bechtel, who officially 
announced the three salesmen who secured the 
ereatest amount of business for the year. The 
draperies were then lifted from the Bronze 
Tablet, upon which was engraved the names of 
J. W. Merickel, HE. F. Klotz and 8S. D. Stoddard. 

Mr. BECHTEL SAID: 

“‘T eount myself highly honored in having 
the opportunity of congratulating you—the 
Honor Men of 1911—The fifteen men who se- 
cured the largest amount of business, and 
especially do I congratulate you, Mr. Merickel, 
Mr. Klotz and Mr. Stoddard, in having secured 
that which seems to me the highest honor at- 
tained by any Bowser Salesman this year. 

‘‘Tt is an honor, I assure you, to have se- 
eured the largest, second and third largest 
amounts of business among so many salesmen 
and in a sales organization universally conced- 
ed to be composed of salesmen second to none. 

‘“‘T know of no way in which you could be 
more signally honored than in having your 
name inseribed on this beautiful tablet which 
commemorates your success and which will be 
a permanent and lasting tribute through years 
and generations to come, of your ability and 
prowess as salesmen. We believe we know and 
appreciate something of the efforts you have 
put forth, something of the hard fought battles 
you have won, something of your hfe and soul 
and spirit that you have put into your work 
this year, and we, as a firm, appreciate this 
most fully. And in thanking you, the three 
high men, we are not unmindful of the other 
honor men and also the many others in our 
organization, who lkewise have done their 


The Three Tablet Cutters for 1911, Messrs. Merickel, 
Klotz and Stoddard. We received private tips, 
from as many as 7 men saying they will con- 
tend for this honor in 1912 with the 
strongest fight they ever made. 


best and who were striving hard and kept you 
striving hard for the honor you have attained. 
We thank you and them. 

‘“We do not want, at this time in celebrating 
the victories of the past, to overlook the fact 
that there are hard and perhaps more difficult 
battles in the future, the winning of which will 
bring future honors and rewards. The past is, 
and should be, the guide book and chart for 
the future, and it is well to keep the defeats, 
as well as the victories of the past, fresh and 
green in our memories, that we may profit 
thereby. I trust that when we gather here 
another year hence that profiting by the past 
you will have fought well the good fight of 
1912, and have gathered to yourself other 
honors in addition to those bestowed this even- 
ing, which you so truly won and so richly de- 
served. 

‘“Gentlemen, we thank you and congratulate 
you.” 

The class prizes were presented by Presi- 
dent Bowser and General Manager Polhamus; 
the AAA men receiving $50.00 in gold; AA 
men, $35.00 in gold and the A men, $25.00 in 
gold. The coins were set in a plush jewel case 
which added to their attractiveness. 

After the prizes had all been awarded, Pres- 
ident Bowser called upon several prominent 
business associates who were his guests at the 
table, all proved themselves able after-dinner 
speakers. Among those who addressed us. were 
Messers H. C. Paul, President Old National 
Bank; Judge O. N. Heaton, President Citizen’s 
Trust Co.; H. F. Yarnell, President Mossman, 
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Yarnell & Co.; Judge W. J. Vesey; C. H. Wor- 
den, Ist V. P. First National Bank; Rev. J. F. ° 
Vichert and, E..M. Wilson. 

General Sales Manager D. A. Corey was 
next introduced, who gave a talk on ‘‘ Business 
FOre Lol ee 

It was in the ‘‘wee’’ small hours when the 
banquet came to a close. We adjourned by all 
elasping hands in one big cirele and singing, 
‘“Blest be the Tie.’’ 


The pugilist who ean at the very beginning 
of his bout reach a vulnerable spot with a tell- 
ing blow considers himself fortunate and his 


battle half won. 


As trained salesmen we certainly should be 
competent—to. at. least get a proper start in 
the proper direction. Make this month better 
than last January and you ean be sure you are 
headed in the right direction. 


Hach of you gentlemen possess capabilities, 
talents, possibilities far beyond your fondest 
dreams. If you will only develope and use: 
what’s in you—if you will only utilize your 
powers. 

Strength comes from use. The more you try 
the stronger you become physically and men- 
tally. The more you have to do the more you 
get done. You and us—We—must do our part 


in making the future better than the past. 


This is the Much-talked-of Railroad Squad 
Roadmaster Dunkelberg is down the line somewhere. 
Reading from left to right is General Supervisor 
Corey; Section hands Barnes, Hynnman and 
‘‘overtrained’’ Bill and Section Boss 
J. L. Handy 
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Vol. VII 


THIS IS SATURDAY, BuT YES, )} AM BUSY, BUT JM NEVER. 
'™ GOING TO SEE WHAT TOO BUSY TO FIND OUT ABOUT 
SOMETHING WHICH MAY ADD TO 
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GOOD DAY 
TO TALK 
BUSINESS 


ARE YOU A “SATURDAY AND RAINY DAY” WORKER? 
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To All Salesmen: 


“The first month of the year is gone.’ This 
is an utterly superfluous remark or would be if all that 
it means were fully realized, but the point is that one- 
twelfth of the year’s producing time has passed by and 
you, individually, have not produced one-twelfth of the 
business you expect to during the year. 


The holiday season is over, the Salesman’s Con- 
vention has been held amid much enthusiasm, and 
pledges and resolutions galore have been made regard- 
ing the business to be done for 1912. 


We are now looking for the fulfillment. The 
season for rest and recuperation, on whatever based, is 
past. The limit has expired and the open season for 
orders is now on. We anticipate regular daily and 
weekly results from every man in the field. 


Results count and we are prepaired to count the 
results. 


DeASCOREYS 
General Sales Manager. 
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- COMPARISON OF BUSINESS, 1910 AND 
1911, IN EACH SALES DISTRICT. 


(On basis of 1911 territory.) 


In the Boomer of January 2nd the Branch 
Offices were listed in order in which they fin- 
ished according to rules'‘and terms of the 1911 
contest, which was based on the per cent of 
quota secured. Beheving the Branch Mana- 
gers would be interested to know how their 
actual sales compared with 1910, also a com- 


LOrOnto () aah cee rererae Sener . .22.05% Gain 
Atlantatita: © ee eee a eee meee ee PANES DBRS faye 
Li LOUIS <A ye feuae eee oe te arene Abow ey Oink ay 
Pinladel pias sean eee toes 140 % ~* 
Minties polisee. ee) ee beeen eee NOt 


Sarit Praneisc 0 mae ennneaene eee Nay ey 


parison as to which office made the greatest 
gains, we have completed the following table: 

It has no connection with quotas but is based 
entirely on business done in 1911, showing the 
loss or gain over the amount of business se- 
cured the year previous. 


Dallas e228 vetee tance ae nae ce 9.0 % Gain 
Forte Wayletiecr. © once er ae 2:4 es 
New eViorki7a) oo carne 17% Decrease 
Boston’ 20% see re eee 3.0 % oe 
CHICAS Ole ohne et ae cee ee 6.0 % nde 
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IF 


The present standing of the salesmen was to decide the matter of 
election to the various officers’ chairs in the new 500-point club, 
according to the rules, which are: that the salesman securing the 
greatest amount of business is elected to the presidency, the sales- 
man securing the next greatest amount of business the vice-presidency, etc., 
the chairs would be filled according to the following: 


President - - - - - - LOUIS CONN .- Philadelphia 

Vice-President - - - - W.E.JENKINSON, San Francisco 

Secretary - - - - - - §.F.TAYLOR - - - - Atlanta 

Treasurer - - - - - A. E. MOFFATT - Toronto 

DIRECTORS 

. E. WALTERS - San Francisco J. P. O'NEIL St. Louis 
J.T. MUNDY Atlanta K. J. HARRISON - - - - Dallas 
W. Y. ROBERTSON - - Toronto J. L. HOLMES - - Foreign Department 
. C. POTTS - - Fort Wayne GEO. R. QUARLES - Philadelphia 
oH. BRIGGS - =*- - = = - = - Boston P. A. HALL - - Chicago 
. L. DUNCAN or M. C. BRAMHAM Minneapolis W. J. O’BRIEN New York 


Mr. Duncan and Bramham are tie for the directorship for Minneapolis. 
C. R. Eggleston only needs four points to take Mr. O’Briens position from him. 
W. H. Crawford of Chicago only lost the honor of being director from Chicago by 


one point. 


If Lewis Conn will continue his present gait he will be assured a membership in the 


club by August. 


Below is a list of the forty highest men at this time 
We will publish this list again next issue to see if those listed as officers at this time 


will be able to hold their standing two weeks. 


pp eee 
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FORTY HIGH MEN BY POINTS, JAN. 31,1912. 


Weise © Ol Nar ei Glas oa sce. Philadelphia 
Wiebe Jenkinson... 6.2... San Francisco 
SO, Lis SE OTE 8 so eres Sate ra Atlanta 
POM ee Ott Attest tetas. fansite eta: © Toronto 
PE eNValters, {ack sce San Francisco 
cl, NOY INR ais Ia Ss oie nepem eer er ariae Atlanta 
DVM eer LOU ErISOM M6: « Seka ectecs Tes = Toronto 
HOPE O LL Se dae ciiore Aare + oes Fort Wayne 
EE TIE OGM es erie Yalan > de Boston 
me ee) Cae tote fee socks Minneapolis 
Sm OMINIGTIE nos caharaitwe Sicvss shahase~ St. Louis 


immeme bra TOMA Sante. oe se Minneapolis 


[di VEIGWERTEY sya Bee eed oc cee een Dallas 
PIMC SKEM och. on cre eee eles Fort Wayne 
UIE MEL AVIS when posts Seascale San Francisco 
MPL es LEO aio 8 ost oj hw rel ss San Francisco 


“anh NES” CYNON RSC fie ee nr a Dallas 
Pet Hyndman.........k. R. Sales. Dept. 
PVE ACOs ue hi. six Se Sisko wea Boston 
J. L. Holmes 
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22 
23 
24 
25 
26 
27 
28 
29 
30 
31 
32 
33 
34 
30 
36 
37 
38 
39 
40 
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Wie. JO Brien its strain cere eeN Cava ODEs 
WEES Crawiordm.ces eee Chicago 
BPS ilotz tere ene San Francisco 
AG US ESV Vie as eee pee eer reece Atlanta 
CAL OPARaMSC Yet Wee eee eee eee St. Louis 
DBE Gk ete isan Odes hae Ok Binet Sica Antes c Boston 
Wes GEC and le iene c teen tenets ene Atlanta 
ELS RAD lata Parr tthe. artes et aeeen es Dallas 
GP eC ar eres Maka erases San Francisco 
EL Aine Ca VOD Sa cd erie etter outers: Toronto 
Co Realeclestomen. ase gee oes New York 
Rosser Mie Clue: Gas wms oo my: Fort Wayne 
Wier SR oITnnO SO ammenities .R. R. Sales Dept. 
(ome It hh Wnetten, secs cle noe eis Philadelphia 
George: Harley tars 2 cee Toronto 
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Who will be president? The new Club will 
be the fairest and most mteresting proposition 
our salesmen have ever participated in, and 
the salesman that wins the presidency will sure 
attain a most enviable position. 


* * * 


By the way, most of the boys are starting 
this year off, it looks to us as though we will 
have to put a sign up at the next Convention, 
reading ‘“‘Standing Room Only.’’ 


The President’s letter in the last issue hit 
upon such an important subject, the ‘‘ working 
Saturday’’ matter, that we thought the point 
worthy of a repetition in the form of a ear- 
toon, which no doubt you observed on the 
front page. 


There isn’t a question or a doubt about the 
value and profit of working Saturdays and if 
those who are skeptical about it, if any there 
be, will try it on February 10, they will never 
again let this good day go to waste. 


There is another point in this connection 
that is equally as important as the Saturday 
item, although it may not come as regu- 
larly in some sections, and that is the 
“rainy day.’’ In the state of Washington and 
through that vicinity they are used to working 
on rainy days, as it often rains for weeks and 
sometimes months at a time in some sections. 
sut in the territories where those conditions 
do not prevail, a rainy day means a day lost 
to many of the boys. This item is a big loss 
in the course of a year, a self-imposed handi- 
cap of no slight importance. Didn’t it ever 
occur to you that a rainy day is the best time 
in the world for you to get an audience with 
aman. On a rainy day the most non-commu- 
nicative chap will take pleasure in giving you 
a hearing. Take advantage of every rainy 
day that comes. Be on the job as eager and 
early as any other day and you will have added 
a big help towards finishing a winner. 


Murray—What’s the difference between the 
‘‘quick’’ and the ‘‘dead’’? 

Mac—lI don’t know. What is the difference? 

Murray—The ‘‘quick’’ are those who get 
into the ‘500, Point Club,’’ the ‘‘dead’’ ones 
are those who won’t. 


y ¥ ve 


The ranks (get the right definition of the 
word) are certainly thinning out in the ‘‘Bach- 
elor Squad’’ of the Bowser army. Since such 
supposed-to-be-confirmed bachelors as George 
Bigelow and J. H. McConnell desert the squad, 
most anything in this connection may happen. 
The latest to ‘‘double his expenses and divide 
his happiness”’ is F. W. Devereux of New York 
who was married January 22nd, to Miss Vern 
Belle Austin, at Fort Edward, N. Y. The 
Boomer joins with their many friends in con- 
eratulations. 


* % * 


Since the first of the year Manager Brown of 
Atlanta has subseribed for quite an additional 
block of hfe insurance. We naturally  sur- 
mised the cup was in jeopardy, but Mr. 
Brown’s actions incline us to the belief that 
he will risk his life to keep it. 


Mr. F. M. King who has been in England in 
the interest of the Company for the past three 
months, has returned to the home office. Mr. 
King had both an enjoyable and successful trip 
but says he is glad to get back to the ‘‘dear 
old UU. S.2A.” 


Mr. C. H. MeCullen, a new reeruit in the At- 
lanta force, started his sales record with an 
order for a battery of Cut 109, amounting to 26 ~ 
points. 


Mr. Dolan of New Orleans and Mr. Byrd of 
Dallas, both imbued with a ‘‘Rooseveltian 
spirit’’ are doing their utmost towards perpet- 
uating their names in the Bowser sales records. 
If the two youngsters prove themselves ‘‘ chips 
off the old blocks’’? fame for their names is 
assured. We have reserved two sample cases 
for them. Congratulations. 


Prize Winner—Have you got any of those 
new five-dollar gold pieces? 


Geeman—No, I haven’t even got one of the 
old ones. 


It was quite hard for some Of us westerners 
to understand those easterners’ accents and 
expressions at the Convention. One of the 
boys from New York said, ‘‘When I die, bury 
me in Yonkers.’’ Now what are Yonkers? 

* BS * 


Patience and industry pay bigger dividends 
than the brightest talents. 
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The first month of the year is gone. What 
have you done with it? Mr. Corey’s letter on 
the second page is very significant. That the 
new year is full of possibilities we believe, none 
will dispute; for every hour, every day affords 
full possibilities for that which we determine. 
Time is a salesman’s estate and how he spends 
it decides his income and his standing. 


. He has the biggest opportunities of any man 
to make his place whatever he will. By con- 
centration, thought and industry, he can raise 
the importance of his place to Prominence and 
Profit, while on the other hand by his diffi- 
dence, he can barely land enough orders to 
make his commission account pay his bus fare. 


Work—work of brain and body, work done 
intelligently, work done with enthusiasm, de- 
termination and energy; That’s the kind that 
counts. 


To emphasize this more strongly, let us 
throw in the following little quotation from 
Sir Thomas Buxton: 


‘““The longer I live the more I am cer- 
tain that the great difference between the 
feeble and the powerful, the great and the 
insignificant, is energy. That quality will 
do anything. No opportunities will make 
a two-legged creature a man without it.’’ 
So let us perform our work in 1912 with en- 

ergy. 


‘‘Grasp your opportunities’? is indeed a 
timely suggestion, for never were opportuni- 
ties bigger and better for the Bowser Salesmen 
than they are today. 


The great advancement the commercial 
world has made in business system, which de- 
mands automatic devices, and the national ery 
for Fire Protection means much to the Bowser 
Salesman. 


The Bowser Company has kept step with 
these conditions, making wonderful develop- 
ments in the equipments and greater diversity 
of outfits. Never was the business in a more 
flourishing condition. With keen executives to 
steer the course, with a powerful selling organ- 
ization to blaze the trail, the Bowser salesman’s 
prospects for 1912 were never brighter. And 
back of this is a factory, strictly modern 
throughout, that is capable of handling any 
order in its line regardless of how large or 
how small; a factory which for 27 years has 
been turning out a product that has made for 
itself the reputation of “‘every Bowser user a 
satisfied customer.”’ 


Gentlemen, connected with a factory such as 
this, you most certainly have great opportu- 
nities before you—it’s up to you to grasp them. 


Minneapolis, Minn. 
Editor of Boomer: 

I want to tell you of a pleasant surprise that 
reached me today. While I was at the factory 
during the prize-winners’ convention, the 
Minneapolis boys asked me down to Perrey’s 
studio so that we could all have our pictures 
taken together. When I got to the studio the 
boys had not yet put in their appearance and 
Mr. Perrey, in his smooth way, convinced me 
that it would be a valuable asset in his busi- 
ness if I would consent to pose for him. Of 
course, you know my head is very much 
swelled and I was an ‘‘easy mark’’ for Mr. 
Perrey’s blandishments, so I let him take a 
picture of me while waiting for the other boys. 
After the boys came, we had our group pic- 
ture taken and I thought no more of it save 
for a consciousness in having done Perrey a 
favor in having graciously permitted him to 
add my picture to his collection of notables. 

Today I received by express a_ beautifully 
framed picture showing myself surrounded by 
the Minneapolis prize-winners, each of the 
boys having posed separately and gotten this 
up as a surprise for me. The picture is hand- 
somely framed and finished in the very best 
of taste, making a very attractive addition to 
my office furnishings. 


I want to express through.the columns of 
the Boomer my appreciation to each of the 
boys who took part in this surprise and to all 
other members of the Minneapolis Office and 
Sales Foree who have so enthusiastically 
worked with me in the past year. They are 
all my good friends and I want to publicly ac- 
knowledge my appreciation of their co-opera- 
tion. Yours very truly, 

To Pa MURRAY: 


Somehow or other, the top notchers in the 
selling game find a way to sell goods in pretty 
nearly whatever territory they go into. 

I was asking one of the Prize Winners about 
this, who had his territory changed apparently 
much for the worse, but he got the business 
just the same. He said, “‘Yes, there is some 
difference in territory conditions but when you 
strike a bad piece, just work a little harder.”’ 
That comes nearly verifying the way it was 
stated the other day: ‘‘Success is one part ter- 
ritory and nine parts salesman.”’ 

There never was a salesman yet who knew 
where he could not sell goods unless he was a 
poor salesman, who would fail anywhere. The 
unlikliest store may hold a nice order with the 
cash behind it. It may require sticktoitiveness 
—erit—backbone to get it, but that’s what 
constitutes a good salesman. 
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PAINT OIL SYSTEMS. 


During the recent convention one of the many interesting subjects discussed was the mat- 
ter of Paint Oil business. There were numerous invaluable sales arguments presented at that 
time, and it is a regrettable fact that all of the boys were not there to hear them. For the bene- 
fit of those who were not fortunate enough to be in attendance, we will endeavor to reproduce 
the sales arguments in the Boomer. 

The two salesmen making the most important addresses on the subject of Paint Oil Sys- 
tems during the convention were Mr. Tucker of Dallas and Mr. Merickel of Toronto. Both of 
these gentlemen proved their thorough familiarity with the subject, and were very enthusiastic 
over the possibilities of this branch of the business. Their method of working the trade was 
very similar, and both had tabulated facts and figures covering a specimen prospect. We are 
reproducing Mr. Merickel’s data sheet which you will note covers more than the average num- 
ber of oils that might figure in the ordinary case, many of which are perhaps not active. This 
sheet is figured on the low basis of a 2% loss. Practically all familar with the great loss in 
the paint oil business, when handled ordinarily, will readily agree that there is a much greater 
loss than 2%. Regardless of this, however, the sheet shows the Bowser Equipment to be a 
splendid investment and a most worthy proposition on only a 2% basis. 


Cie as 

Handled— Nos. 1 2 3 4 5 6 iG 8 ' 9 10 haar 11 12 
INom ie Machine... ... 24 1 1,080) 1,080 72| $18.00 9 $ 2.25| $15.75| $ 594.00) $11.88] $27.63 
No. 2 Machine...... 24 1 1,080} 1,080 72) 18.00 9 22d e LoD 486.00 9.72| 25.47 
ING ale LM IoYoren: bclbit orc 12 ah 540 540 36 9.00 4 1.12 7.66 540.00} 10.80} 18.68 
INOS LLL OO ast: 24 1 1,080} 1,080 72| 18.00 9 2225) Neat 540.00) 10.80) 26.55 
IDEN RCW OME. Gare Gece 18 1 810 810 54; 138.50 6 1.69} 11.81 931.00) 18.62) 30.48 
On ameATT TOMO) henner 24 1 1,000} 1,080 72| 18.00 9 2.25) 15D = 11, 188.002 o. 1 Olmme oeon 
INO, 2 ANGI) Oils o 6 bar 24 il 1,080} 1,080 72| 18.00 9 PAPAS N NSS 705 972.00} 19.44) 35.19 
ROOfs.Ovl Weenie cnet 24 5 1,080 216 21 5.25 3 90 4.35 432.00 8.64) 12.96 
ING); 1 ADTAM INTE, 6 os 18 5 810 162 16 4.00 2 67 3.33 607.00} 12.15) 15.48 
Black dapaneesaa ea 24 5 1,080 216 ail 5.40 3 .90 4.50 702.00) 14.04) 18.54 
Brow Japa nmere ere 12 5 540 108 ‘ln 2.70 1 38 eS i 405.00 8.10 9.47 
Mithelated prets. ...| 36 1 1,620} 1,620) 108) 27.00) 13 3.38] 24.62) 1,620.00) 32.40) 57.02 
NO wo RAUTOROLUE ae 24 5 1,080 216 21 5.40 3 .90 4.50} . 918.00] 18.36} 22.86 
IDibaKS WI ete BS ahs lene oft whe 12 5 540 108 11 2.70 1 43 127 405.00 8.10 937 
Creosote Oil ....... 12 5 540 108 11 2.70 1 43 1.27 351.00 7.02 8.29 
Neatsfoot Oil ....... | 9 if 270 270 18 4.50 2 56 3.96 297.00 5.94 9.90 
Gas Engine Cyl......) 12 5 540 108 11 2.70 1 43 1.27 297.00 5.94 Teo. 
Steam Cylinder ....| 12 5 540 108 alah 2.70 il 43 1.27 405.00 6.10 9.37 
Castor Machine ....| 12 il 540 540 36 9.00 4 12 7.88 243.00 4.86} 12.74 
Sioa (OW 56 -50- Ep Se 4 1 180 180 12 3.00 ul sar 2.63 162.00 3.24 5.87 
Signal Oilee .ss eee 4 a 180 180 12 3.00 1 OU 2.63 153.00 3.06 5.69 
em One Oil eae 4 1 180 180 12 3.00 il Ou 2.63 225.00 4.50 (ls 
Bure Castor etic: 2 if 90 90 6 1.50} % 18 1.32 112.00 2.25 3.01 
Orange Shellac .....| 12 i 540 540 36 9.00 4 112 7.88} 1,080.00) 21.60) 29.48 
White Shellac ...... 12 1 540 540 36 9.00 4 12 7.88) 1,215.00) 24.30] 32.18 
Carbolocanomaneeeeee 2 1 90 90 6 1.50; % 18 1.32 103.00 2.07 3.39 
Asphaltiimigenr seein 1 270 270 18 4.50 2 56 3.94 202.00 5.05 8.99 
Heakcurewer eee 4 i 180 180 12 3.00 il Sy 2.63 180.00 3.60 6.23 
Elastic Oak Varn.... 8 5 360 72 i iD i 30 1.45 540.00) 10.80) 12.25 
Lightning Dryer 6 5 270 54 5 1.37) % 22 1.15 202.00 5.05 6.20 
Separator Oil ...... 4 1 180 180 12 3.00 1 sett 2.63 99.00 1.98 4.61 
Bronz Liquid .....2 6 5 270 54 5 1.37) % 22 LL 337.00 6.75 7.90 
GIOSS 4.020. ees eee 6 5 270 54 5 1.37) % 22 Tas 162.00 3.24 4.39 
Ran Colinema aera se 6 5 270 270 5 1.37; % 22 AEG 175.00 3.51 4.66 
No. 1—Bbls. per annum, 440. Ets eS SS ree 
No. 2—Quantity sold in (gallons). 
No. 38—Gallons sold per annum...19,800 
No. 4—Trips per annum to handle....... 13,248 
No, .5-Hours per annum to; handles. c..e. oe 949 
NOs 6— Coston timiesat:25¢. pers Outs see eee $237.25 
No. 7—Hours per annum to handle with Bowser............. 117 
No. 8—Cost of time at 25¢ per hour with Bowser.................. $29.25 
No. 9—Saving in time with Bowser over present system. ............... $208.25 
No.¢10==Total<value ofsabovesd4 olla ea sake eete aie eee ee $16,880.00 
Nos 11—Total wastefigured!at?2 percent, Gf evalue: 55 eo ene ee $337.60 
No. 12—Total net saving in time and waste with Bowser over the outfits in use.................. $545.85 


; Above figures are entirely independent from the following five oils, viz: No. 1 Coal Oil, No. 2 Coal 
Oil, Turpentine, Boiled Linseed Oil and Raw Linseed Oil, of which there are 664 bbls. per annum handled 
with the present five Bowser pumps only. 
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Fort Wayne, Ind., January 30, 1912. 


It is apparent that one of the most popular 
mediums of communication, and that which 
is looked forward to most eagerly by manag- 
ers, Salesmen and all others connected with 
our sales work, is the Boomer, and in view of 
an oft-made request we will issue it semi-month- 
ly hereafter. 


This will be the special medium of the new 
Five Hundred Point Club (official name not 
yet selected), and because of the work in- 
volved and the wish to have the publication 
all that it should be, Mr. C. H. Davies, who has 
been editor of the Boomer for the past year 
and who, for several months past, has also had 
charge of the Publication work, will devote 
his entire time to the Boomer, acting also as 
Corresponding Secretary for the Salesman’s 
Club; this work being done in conjunction with 
the General Sales Department. 


To make the Boomer the success it should 
be, Mr. Davies should have the active co-op- 
eration of Sales Managers, Salesmen and all 
others connected with the business, who have 
anything to offer which will be of benefit and 
profitable for all to know. 


Mr. George A. Townsend, for the past two 
years connected with the Fort Wayne and St. 
Louis Sales Offices, assumes charge of the Pub- 
heation Department. 

D. A. COREY, 


General Sales Manager. 


THE SPECIALTY SALESMAN. 


To be an A-1 salesman in a specialty line is 
to have taken the master’s degree in salesman- 
ship. 

It requires more than an ordinary degree of 
ability, but any salesman with sufficient ambi- 
tion can develop the necessary qualifications. 

In selling a Bowser outfit for instance, he 
rearranges the oil department of the store and 
how to get the prospect interested—to show 
him money saved, time and labor saved, ete.— 
is not the work of the ignoramus, but of the 
gentleman who knows his proposition abso- 
lutely and has studied the needs of his pros- 
pect. 

To the novice it may work like hum-drum 
work and an appalling task. This is a mis- 
take. The live salesman does not work in a 
hum-drum way. He throws his enthusiasm 
into his work and every prospect engages his 
lively interest. He is imbued with the spirit 
of the hunter of big game—he has developed 
his aggressive faculty and makes a spirited 
chase. He is not a passive waiter for business, 
but is an active creator of it. 


With such characteristics and tacties an in- 
telligent, progressive salesman can build as 
tall a structure of usefulness as he will, which 
is always accompanied by a sales record equal- 
ly as high. In other words, every salesman 
creates his own standing which represents the 
height of his usefulness to himself and family, 
his employers and the world. 


UNDER THE SPREADING CHESTNUT 
TREE. 


(Sung with great success at the 1911 Sales- 
men’s Convention by T. Caldwalder Potts.) 


Under the spreading chestnut tree a stubborn 
auto stands, 

And Smith, an angry man is he, with trouble 
on his hands. 

He cusses softly to himself and crawls 
neath the ear, 

And wonders why it didn’t bust before he got 
so far. 


be- 


The carburetor seems to be the cause of all his 
woe; 

He tightens half a dozen bolts, but still it 
doesn’t go. 

And then he tries the steering gear, but finds 
no trouble there— 

Till, wet with perspiration, then, he quits in 
sheer despair. 


He squats beside the road to give his brain a 
chanee to cool, 

And ponders on his training at the correspond- 
ence school; 

And then he starts the job once more, until by 
chance ‘tis seen, 

The cause of all hi strouble 
gasolene. 


is= les SOltaL Ok 


There is a moral in this tale from which one 
eannot shirk. 

To run our motors sweet and true, and have 
our engines do their work— 

We owe it not to Smithy’s sort, to extend our 
vote of thanks, 

But, rather, yes, far rather, to the peerless 
Bowser Tanks. 


What is the difference between a cook and 
a chef? About seventy-five dollars per month. 

What is the difference between a traveling 
man and a salesman? A couple of thousand 
per year. 
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MAGNETISM. 

Have I any Magnetism? This is a question 
that has been asked by thousands. It is not 
a foolish question or of unimportance. When 
you were small. no doubt you possessed a mag- 
net. Perhaps you’ll recall the fun and fasci- 
nation it afforded as it drew the pieces of iron 
and steel to it as if by magic. But it wasn’t 
magic, it was magnetism. It is this same 
power which brings health, prosperity, happi- 
ness and success. 

No one is without some degree of magnetism, 
because magnetism is a part of life. Have 
you ever noticed that when a man begins to 
become successful his success brings more 
success? Did you ever notice that when you 
get a pretty good order, you feel as though 
you eould buek a bull off a bridge and your 
next order comes easy? Why? Because the 
good sales increases and vitalizes your life, 
which inereases and vitalizes your magnetism. 
You begin to believe in your own _ success. 
With this comes courage and confidence and 
business seems to come easier. 

How wonderful is the mind, how powerful 
is thought, and how true is that saying, ‘‘ Noth- 
ing is, but thinking makes it so.’’ If you 
think you cdn get orders you generally do. If 
you believe you’ll win you have an aid to suc- 
cess and if you’ll back it up with your best ef- 
forts continuously and confidently you will 
develope a magnetism that is bound to bring 
success, you will get business that a skeptical, 
disheartened salesman couldn’t pry out with 
a crow-bar. 


FOREIGN NOTES. 


Our Porto Rican representative had the 
pleasure of receiving an unsolicited letter from 
one of our customers in Porto Rico, which con- 
tains this sentence: ‘‘I spontaneously recom- 
mend Bowser tanks, on account of the good re- 
sults obtained. They are ideal for storing gas- 
olene and lubricating oil.’’ Mr. Bravo was 
pleased to get this letter, as the gentleman was 
a hard man to sell at the start. 

It looks as though there was going to be a 
lively tussle between Reeder, of Johannasburg, 
and Holmes, of Buenos Aires, and H. G. Gran- 
ger, of Paris, during the first six months of 
1912. Because Reeder got a big one, Holmes 
follows suit, with request for information cov- 
ering just a small $100,000 proposition. Be- 
tween the two, Reeder was ahead for the last 
three months for 1911, but Holmes has decided 
on a record first quarter for 1912. 

The King of Saxony still finds his Bowser 
pumps doing perfect work, and we shortly an- 
ticipate booking an order for the President of 
France. 


When talking to a prospect the statement is 
sometimes made that the old fashioned can out 
in the back room affords a temptation for pil- 
fering as the store cannot be watched while 
serving an oil customer. The following item 
which appeared in the Nov. 18 issue of the 
Grand Rapids Press, substantiates this state- 
ment: } 


GET OIL CAN WORKERS 


Detectives Arrest Pair of Young Till Tappers 
—Albert Caldwell and Oscar Hansen Admit 
Raids on Cash Drawers of Grocers. 

‘‘look for the little red oil can.’’ That was 
the watchword which detectives remembered 
in their work recently and which led to the 
arrest of Albert Caldwell, sixteen years old, 
of 379 Second street, and Oscar Hansen, seven- 
teen, of 57 Springfield avenue. The relation 
of the oil can to the arrest is explained in this 
manner: Several times after store-keepers had 
missed sums of money from their tills they re- 
membered having waited upon two boys who 
bought oil from them, carrying it away in a 
small red can. That practically was the only 
elew the store-keepers could furnish the de- 
tective bureau in reporting the robberies. 


The boys, in their lttle raids on the tills of 
a dozen stores, secured a total of about $100. 
All went well with them until Saturday night 
when a detective spotted young Hansen on his 
way home, carrying the incriminating bit of 
red tin. Sunday both boys were arrested and 
placed in cells at police headquarters. 


It was after the boys executed a robbery 
from the store of Frank McDonald, 328 North 
Ottawa street, and the ensuing search for 
them, that they were caught. That day, ac- 
cording to their customary plan, the boys or- 
dered some gasoline at the McDonald store 
and while the proprietor went to the rear to 
secure the fluid the boys took advantage of 
his absenee and took $20 in change from the 
eash drawer. 


Detectives believe an end has been placed 
on many annoying robberies in the arrests of 
the boys, who are said to have confessed to nu- 
merous thefts. The stores which they admit- 
ted robbing and the amounts secured from 
each are: C. D. Chilver, 277 Gold street, $6; 
C. R. Dillman, 32 Grand avenue, $24; Mrs. C. 
M. Williams, Michigan avenue and Diamond 
street, $2, and a grocery store at Hall and 
Division streets, $4. In each of the robberies 
the boys worked with the little red can. 


Arraigned in police court today the boys 
waived examination and Judge Hess held them 
to the present term of Superior court under 
bonds of $500 each. 


FEBRUARY 20, 1912 


The New Club Still Without 
A Name 


LTHOUGH many good names have been sug- 
sested it seems almost impossible to select one 
that exactly fits or completely expresses the 

real purposes and intents of the new club. 


The judges set aside six of the best suggestions 
from which to finally select the name, but it has 
proven such a difficult task that a decission could not 
be reached in time for announcement in this issue. 


This name should be selected with care as it will 
remain with us at least five years. The name selected 
should be euphonious and yet expressing enduring 
ideals. It should be a name that signifies as much 
that is desirable in salesmanship as possible—a name 
that can be personified. 


If anyone can think of a name that would be at 
all appropriate, send it in. You still may win that ten. 
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The President’s letter appearing in the January 15th “Boomer” continues to bring considerable com- 
ment and approval from the boys, the majority of them referring to the “working Saturday” phase. While 
this is of great importance, the matter of carrying the sample case is also vital. The salesman who is 
not inclined to display the model reminds me of the boy whose father sent him to market to sell a pair 
of rabbits. The pair of rabbits were put into a sack and given to him with instructions to go to the pub- 
lic square and sell them. At supper time, however, he came back with the stock still on hand, and was 
severely talked to by his father. “I could not help it,’ he said, “I stood there all day, but nobody asked 
me what was in my bag.” 

There is no use in stringing out the moral, the whole point is this: What the eye can see, the mind 
grasps quickly, and if the object is at all desirable, the desire for possession is immediately created and 
stimulated. Interest can be aroused quicker by the model than in any other way. Human nature is al- 
ways attracted by miniature or enlargements. For instance, a lead pencil two feet long is sure to attract 
attention. So will a miniature monkey wrench or scissors a half-inch long. The perfect little Bowser 
Model is bound to attract attention wherever it is displayed. Without it, it is impossible to thoroughly 
explain its many advantages and merits. While the telling of the business story strongly and effec- 
tively is necessary, you have nothing to gain by not accompanying it with an actual working model of 
the outfit, especially when the “Look” loses you nothing and by it you have everything to gain. 

The model is placed in your hands at considerable expense to us, was built especially for your use 
and will accomplish much for you if given a chance. As the President says, our twenty-seven years of 


business experience has proven to us the value of the model and our advice in this should not be lightly 
treated by any salesman, 
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CONN IS STILL IN THE LEAD 


ies the last Boomer the officers chairs in the new club were tentatively filled 
based on the sales standings at that time. Below we show them again based 

on present standings and you will note there has been an entire change 
with the exception of President. Duncan won over Bramham, Mundy beat 
Taylor and Toronto placed two officers. We also note with regret that neither 
the Railroad Department nor Foreign Department are represented among the 
forty high men. 


President - - - - - - LOUIS CONN .- - Philadelphia 

Wice resident, 7 - = -* A. EA MORFAT. = ~= == "Poronte 

Secreta mm mere ee Joa MUND Yo 2 --cesateunAtlanta 

Treasurer = -) - - -.- W.Y: ROBERTSON. - Toronto 

DIRECTORS 

VES AVA eee eee kot i Sai Mrancisco. CO; R. EGGLESTON | = =.e = =]. eNew York 
Kee AIR TS ON Rese e-tr-to ee = = = Dallas JP. O*'NEIIZ -— = - 42 == = = St. Louis 
aC DAKINE bees nee: o- - Fors Wayne. H. J; JEAVONS - - - - .--- = = «= *Téronto 
RE DUNCAN -) >= -~- - Minneapolis G.A.SMITH -.-,- - - -:- ~~ Philadelphia 
Pee) Aba BR Seg =e <7 - San Francisco ~ E. M.CASKEY » - - 2 = = = -9 .. = Chicago 
So], (DAA OIR 2 6 Ss 5 6 a sS ye 5 Be Nabe) 


REMEMBER the first salesman that secures 500 points of business is elected president. 
the second salesman that secures 500 points of business is elected vice-president, the third 
secretary and the fourth treasurer. 

The directors from each district will be the first salesman from that district after the 
above offices have been filled who secure the requisite number of points for membership. 
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Take this opportunity to distinguish yourself and attain a position as officer 
or director. Secure this success and honor. It is within 


reach. GRASP IT—YOU CAN. 


—l 
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40 HIGH SALESMEN, CLOSE OF BUSINESS 
FEB. 13, 1912. 


TON Sian COTM estarents Seca eet dae es Pid, Pa i J Syaitlesoconcoometsodbares aca Philadelphia 
ACLS OIA tamer. estate taeda se coke hietane es Morontour L208 ta = 2s PD OLAM Cet e ceea ects. 7 ee roraeen Cie hae a ere Dallas 
do. YING SIN ITRINGIS ceva Signed. Bea ieneN ee Eee eta PMGlatiGaneee OO. eA ww Lae ES VOM ee. eve peer earns diate yearn Atlanta 
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Are you a ‘‘Model’’ Salesman ? 


Mr. A. F. Todd, the Georgian who made a 
record in selling complete outfits last year, 
finds our new Cut 241 exactly meets his needs 
in this and is going to make a new record with 
them. He sent in three orders for them in one 
mail last week. 


Ne 
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They haven’t got anything on our native 
born Allman when it comes to selling Cut 241s. 
He is introducing them in Texas in ‘‘eash with 
order’’ style. 

Se Be Me 

The next allegorical picture on the sereen 
will be a magnificent reproduction of Phila- 
delphia relieving Atlanta of the cup. 

You will forget what you paid for a good 
article, but never what you paid for a poor 
one. . 

Let the prize winners of last year remember, 
‘The perils of prosperity are greater than the 
dangers of adversity.’’ Don’t let last year’s 
success abate this year’s efforts. 

A. W. Dorsch came in to the faetory to spend 
a few days’ visit with us. We are always glad 
to meet Gus as it means some of his money will 
return to bear a part in the commercial world. 


a y ¥. 
*% * * 


When you pin your faith to a Bowser you 

may be sure it will fore the pin. 
een 

One of our oldest ween was in last week 
and we grabbed the chance to learn from him 
the secret of his success. He told us how 
nicely he had secured an order from a eity 
fire department in the face of many obstacles. 
We asked him how he aceomplished it over the 


obstacles. ‘‘Obstacles,’’ said he, ‘‘why, ob- 
stacles properly handled become  opportu- 
nities.’’ This sounded mighty wise to us, but 


we wanted to hear more, so we said: ‘‘That 
may be true, but don’t you find it unpleas- 


ant?’’? He said: “‘Listen, oh youth, to a few 
base notes of wisdom. To make a pleasure of 
your busines s is to succeed in it.’’ ‘“‘Ah,’’ we 
rephed, ‘‘now we have you. How does one 
achieve success?’’ ‘‘I have found,’’ said: he, 
‘that Purpose plus Enthusiasm usually results 
in suecess achieved.’’ He then left us to pon- 
der over these thoughts and the more we think 
them over the surer we are he is right. 


ve 


A 
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Our old friend J. D. Gumpper is certainly 
starting 1912 in good shape. A report form 
35a we happened to notice in the General Man- 
ager’s office from Jake stated that he had made 
two ealls and three sales in one day and the 
next day he made one eall and two sales. 

The fellow that can get them in twins and 
triplets certainly stands an excellent show for 
the presideney of the new club. 


N. A. Ring and D. J. Seymour, of Boston, 
each sent in an order yesterday for a 10 bbl. 
241. This outfit is certainly making a hit with 
the trade. 


x x* * 
ww a we 


We are going to ‘‘take the earth’’ this year 
with our new Cut 100, Improved 41 and new 
241 models. President 8 . F. Bowser is now in 
Florida on his way to survey the South Pole, 
while Treasurer C. A. Dunkelberg is in Can- 
ada on his way to survey the North Pole. Be- 
lieve me, there’s going to be ‘‘something do- 
ing’’ every minute this year. Get your share. 

* BS 7% 

While in the-Bowser Printing Plant where 
the Boomer is printed, as well as all our ecata- 
logs and cireulars, and other matter, I ob- 
served an operation in the work that gave me 
considerable thought. 

Have you ever seen a modern plant? Have 
you watched the compositor pick up the type 
as fast as his hand could move? When every 
piece of type is in place, the words and sen- 
tences are held securely together by a chase, 
a large iron rim or frame which holds the col- 
lected mass of letters, forming words and sen- 
tences in a solid plate so they can be earried 
to the press. When putting the chase on the 
press, occasionally it will slip, letting the type 
separate and the letters fall into a mass which 
means nothing. This type, which is but print- 
ed thoughts, set with a purpose, is much like 
our selling thoughts which if permitted to 
wander, result in nothing. They must be well 
adjusted and set with a purpose. 

The will. is the ‘“‘chase’’? which keeps your 
thoughts and forces in place until they do 
their required work. Concentrate your 
thoughts and bind them with a strong will. 
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SELLING TALK. 


In your selling talk, it is of immense import- 
anee that you direct your statements to fit the 
particular prospect to whom you are talking, 
in other words, every prospect’s | conditions 
should be studied and your arguments adjusted 
to meet these conditions. This means that you 
should use your eyes and ears most effectively 
the moment you enter the store. With a little 
training and practice, you will soon be able to 
take in the entire situation of the store at the 
glanee and be fitted to talk directly on the 
points that will be most effective upon your 
prospect. 


To have a general demonstration prepared 
for use in every case is very much like the ex- 
perience of a certain minister in a small town. 
He worked seriously and continuously, busying 
himself each week on his Sunday sermons. His 
subjects were broad, covering a wide range, 
but he seemed to make but little headway. Al- 
though all hked him and admired his industry, 
his progress was slow. The trouble was, that 
his congregation could not be reached by an 
appeal addressed to them collectively. The 
minister, being a student and a thinker, soon 
discovered this fact and from then on, worked 
with marked suecess, for he spent the week 
ealling on them individually and learned their 
local conditions. From that time they under- 
stood him better and his sermons were success- 
ful because he had learned their situation in- 
dividually and delivered a sermon that struck 
home. 


It is a far ery from sermons to salesmanship, 
but it points a lesson just the same. It is a page 
from the good old book of human nature. 


If you will direct your selling arguments to 
apply on the particular conditions of the pros- 
pect, they will be ten fold more effective and 
you will enjoy greater success. 


Another important requirement of success 
is the close working of territory, and keeping 
a record of conditions and possible needs of 
prospects called upon. In talking with one of 
our Prize winners this point was brought up, 
and he pulled out a loose leaf pocket note book 
in which he showed me a list of ‘‘sure sales”’ 
and the date he expected to close them. Many 
of them he had been working on for some time. 


p 


Did you ever try to wake a heavy sleeper? 
If you did, you will reeall it took repeated 
knoeks. Did it ever occur to you that it was 
not the last knock that. awakened him? Each 
tap on the door had its share in arousing the 


sleeper. The effect was merely accumulative 
and the final knock that brought to conscious- 
ness the sleeping man was the one that brought 
the drowsy response and was no more import- 
ant than the other knocks. 


So likewise in working prospects, it may not 
be your first call that will bring full conscious- 
ness to the prospect, but your successive ealls 
are bound to arouse him and if you keep 
knocking on his door, the order is sure to come. 


The sales problem is indeed very vital and 
requires considerable skill and ability. Though 
your goods may be the best and your prices 
right, there still remains the work of connect- 
ing with the purchaser. This means a careful, 
thorough canvass of your territory is neces- 
sary 


ry 


Reaching, interesting and convineing the 
men who say ‘‘enter my order’’ is your prob- 
lem, and to reach them in sufficient numbers at 
a minimum expense. It is indeed a pity to 
lose business through lack of thoroughness, or 
any of the above points when a little system in 
your work would make you a winner.  In- 
ventory yourself and see where you are weak. 


GHT THE MONEY 


Treasurer C. A. Dunkelberg, in his address 
on credits before the last convention, urged 
the salesmen to secure. cash with the order in 
every instance possible, and we.are pleased to 
note how energetically the boys are complying 
with his request. ¢ 


A particular instance came to our notice 
yesterday when an order for.a Dry Cleaning 
System came in from Messrs. Hafner & Par- 
ker for $1,350.00, with cheek for the full 
amount attached. Another particular case was 
an order for a Paint Oil System, from H. J. 
Jeavons for $650.00, with check attached for 
payment in full. The Atlanta District has 
made an especially good record in this regards 
as about 40% of their business is now coming 
in ‘‘eash with order.’’ 


The advantages of cash sales are many to 
both the salesman and the firm. They elimi- 
nate the financial risk, preclude the possibil- 
ity of cancellation, relieve office work, place 
all the commission to your eredit at once, pre- 
vent arguments and disputes, and permit the 
firm to turn their money over more quickly. 


The cleanest, surest, quickest and most sat- 
isfactory business transaction is a cash deal, 
and we shall have reached an ideal state when 
all our business is on that basis. Let us strive 
for it, 


w 
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DISTRICT OFFICE 


STANDINGS 
1. Atlanta. 
2. Philadelphia. 
oeeDallags 


4. San Francisco. 
5. Fort Wayne. 


6. Boston. 
peg a SE 
, Soran. 


8. Minneapolis. 
9. New York. 
10. Chicago. 
11 st.. Louis: 


Atlanta is receiving consider- 
able favorable local publicity 
through the possession of the 
loving cup and everybody in  , ~ If | 
Atlanta has been discussing it. "= ny ee 
Because of this they are doing .” Ay Vay 


ARE YOU LOCATED 
HERE PERMANENTLY 


A See an 
WELL, | LLBE HERE FOR SEVERAL 
° MONTHS ANYWAY, BUT MY FUTURE 
IS RATHER UNCERTAIN 


their utmost to insure its re- am Wi 
maining in their possession. Sh YF ’ a Es ae 
5 A z ; - ; ee ae 
Whether it will or not re BE nee soe 
mains laréély: for thescother a a ee, ~ 


branches to say and Philadelphia 


at present seems to have much to say. The advertising this cup brings to any branch is alone 
worth a mighty strong effort to get it and it looks as if there will be a pretty stiff race for it this year. 


FOREIGN NEWS 


Since the last issue of the Boomer we have 
been hearing from France in the way of or- 
ders, and Mr. Granger assures us that several 
‘*big’’ ones will soon be on their way towards 
Fort Wayne. 

We are beginning to believe that Bravo 
stands for bravery judging from the way Mr. 
Bravo is picking up the orders in Porto Rico. 
He is fighting bravely for a leading place in 
the 500 Point Club. 


Rio de Janeiro came to the front last week 
with a rush. 
Far-away Melbourne, in Australia, was 
heard from, too, adding a goodly number of 


points to our totals. 


Jt has been whispered about lately that the 
tracks were being cleared for the ‘‘H. G. 
Waite Special,’’ about to arrive with a bunch 
of ‘“‘big ’uns’’ from the other side. Good luck. 


FOUR MILLION—OUR OBJECTIVE POINT. 


Were you ever down at the pier when a big 
ocean steamer came in from a voyage or when 
it departed? There is something very inspir- 
ing in it all. The calling of voices and ringing 
of bells fills one with anticipation. It is all 
done with a set purpose, there is a hustle and 
bustle, and everyone is busy and intent on 
some special object or engaged in some partic- 
ular work. And above it all is seen a great 
guiding mind—a directing power which super- 
vises it all with but one single purpose, one ob- 
ject in view—to reach its port in safety. 


The Bowser Organization is much like a 
large ship on the sea of Commercialism. We 
have on board a crowd of salesmen as passen- 
gers, all headed for the same port—The Har- 
bor of Success. 


Let us use our power for holding an objec- 
tive point in our minds until we attain our 
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purpose. This characteristic is always well 
developed in men who do things. 

Such men as Grant, who proposed to ‘‘fight 
it out on this line if it takes all summer,’’ or 
a Columbus, who determined to sail towards 
his goal until he reached it. Regardless of 
leaky ships or confusing variation of the com- 
pass, he kept onward. He daily entered on 
his records, ‘‘This day we sailed westward, 
which was our course.”’ 


With inflexible determination, you as a 
salesman say, ‘‘This day I progressed towards 
my quota, which is my course.’’? Let nothing 
cause you to waiver from accomplishing what 
you propose. Through storm or sunshine keep 
head towards your objective point and you 
will gradually draw nearer to your goal. 


That President 
Bowser’s letter in 
the January 15th 
‘‘Boomer’’ was based 
on facts and not 
theory is plain evi- 
dence by many en- 
dorsements and con- 
eurrents of opinion 
expressed by the 
boys. A very inter- 
esting letter was re- 
ceived from W. G. 
Chandler of the Atlanta Office. It is worthy 
of passing on. We are reproducing it below in 
its entirety. 


W. G. CHANDLER 


‘‘New Bern, N. C., 1-28-12. 

The thing that interested me most in the last 
number of the Boomer was Mr. Bowser’s letter. 
Although I have never met him, as you know, 
I judge that it is very characteristic, and it is 
certainly very much to the point. 

After reading it I went over my orders to 
see how much my Saturday work had amount- 
ed to and found that out of 89 orders, 16 had 
been taken on Saturdays, and that their aggre- 
gate amount was 72 points and practically se- 
cured another for 5 points. On two Saturdays 
in December I secured three orders each 
amounting to 8 points and 12 points respective- 
ly. I think you will agree that it had paid me 
to work Saturdays, when you remember that 
the term of my actual service has not been more 
than about five months—nearly 25 points a 
month business on Saturdays. 

As for carrying my model, I have never en- 
tered a man’s place of business with a view to 
selling him a tank without it. The only place 
that I don’t earry it is to church. 

Yours very truly, 
W. G. CHANDLER.”’ 


Mr. Chandler is not the only salesman wise 
to the profit of working Saturdays. In glane- 
ing over the sales records of the first two Sat- 
urdays in the month we find the following 
store orders: Todd, 11 pts.; Harley, 6 pts.; Me- 
Cullen, 7 pts.; Bramham, 8 pts.; Crouch, 6 pts. ; 
Dolan, 4 pts.; McCann, 4 pts.; Cheney, 8 pts.; 
the following garage orders: Anderson, 33 
pts.; Ladd, 6 pts.; Olds, 8 pts.; R. H. Sherlock, 
8 pts.; Dolan, 14 pts.; Heintze, 6 pts.; Quick- 
sell, 5 pts.; the following factory orders: 
Caskey, 8 pts.; Pearce, 3 pts.; Eickelberger, 3 
pts.; Briggs, 3 pts., and a paint oil order from 
F. L. Jones for 6 pts. 

The above are the first few that came to our 
attention and do not by far complete the list. 
We just mentioned this to illustrate that all 
lines can be worked successfully in all terri- 
tories on Saturday. And the salesman is a 
waster of time who doesn’t. 


ECONOMY 


You talk system and economy to every pros- 
pect—do you ‘‘practice what you preach’’? 

Is your work systematized—do you begin 
work at a certain time and keep at it a cer- 
tain number of hours—do you follow a defi- 
nite plan? 

It’s the consistent plugger 
home the bacon.’’ 

Flashes in the form of big orders now and 
then lke lightning only serve to blind. It’s 
the constant light that shows the way. 

The architect follows definite plans in the 
form of blue prints in the construction of his 
buildings and the salesman who produces big 
results must emulate him. 

The path to success and the thousands of 
pleasures depending thereon is narrow, wind- 
ing, thorn-strewn and exceedingly steep. It 
requires nerve, energy and ambition to go that 
way, but it leads to happiness. 

Even though we fail to reach the top there 
is consolation in a task well done. 


who ‘‘brings 


Mr. C. L. Hobroeck, recent manager of the 
Detroit Office and who later did special road 
work for the Company in Michigan, has re- 
turned to the Home Office to take up work in 
the General Sales Department. 


* * * 


The new club will certainly be much talked 
about by other organizations and every sales- 
man who secures membership is bound to be- 
come popular. 

* * * 


What would YOU name the new elub? 


oF THE BOWSER BOOMER 


A certain prize-winner from Toronto previ- 
ously lived in Minnesota, and after the. con- 
vention decided to make a trip to his old home 
before returning to Toronto. During his visit 
he came across a recent purchaser of a Bowser 
equipment and in discussing the merits of the 
purchase he learned that it had not been sold 
with all the accessories. Overflowing with the 
milk of human kindness, he tarried long 
enough to explain to the purchaser the grave 
mistake he made in not purchasing the equip- 
ment complete. It developed, however, that 
the fault lay in the salesman, who had not been 
thorough enough in his work to sell the equip- 
ment complete. It was not too Jate to remedy 
matters, however, and the following communi- 
eation fully explains the transaction and _ situ- 
ation as our prize-winner left it. We trust. it 
contains a moral sufficiently evident to benefit 
all readers: 


Messrs. S. F. Bowser & Co., 
Fort Wayne, Ind. 

Gentlemen :—Below you will please find a 
small order with check attached in the amount 
to cover same. I had no American prices 
mixed with the molecules in my brain so had 
to guess them. I really took this order to show 
my friend that he does not quite realize the 
detriment he is doing to himself, his customer 
and the company by selling a man an incom- 
plete system, as I found that an uninstalled 
six-barrel, Cut 41, had been sold without these 
accessories. The letter following the order 
constitutes a portion of my selling talk and 
was written on purchaser’s typewriter. Any 
commission due on this order you will please 
credit to my friend with my compliments: 


1 Nozzle Filter. 

1 Gallon Meter. 

18 Ft. Special Hose. 
1 Gasolene Sign. 


This order being taken in another salesman’s 
territory, you will please give him all due con- 
sideration relative to same. I have taken same 
out of sympathy of the purchaser on account 
of his having purchased an incomplete system, 
and knowing as I do the inconvenience he will 
experience without these extras, I have taken 
the time to show him the advisability of hav- 
ing them, in order that he will start his gaso- 
lene business off right and thereby secure the 
profits from his business that he is entitled to 
secure from the very start. 

In Mr. Chandler’s letter printed in this issue 
he says he has never met President 8S. F. Bow- 
ser but presumes his ‘‘ Working Saturday’”’ let- 


ter was characteristic of him. We assure him 
it is, and he would appreciate it more if he 
knew the president personally. His spirit per- 
meates and dominates the whole organization 
and to his personality and character, should be 
credited the great success of the company. 


Mr. Bowser made a Christmas speech to all 
Office’ and Factory employees last December 
we wish you all could have heard. 


His subject, ‘‘Character. in Business,’’ we 
believe laid bare the secret of Bowser Suecess. 


In the selecting of his business associates 
and the hiring of employees he has always 
given thought to character, the result of which 
is an organization of high personal standing. 


Do you know, there is character in merehan- 
dise just as there is in men? A manufactured 
product represents the ideals of the maker and 
is known by its quality, material, workman- 
ship and adaptability. It is. the imprint of 
these qualifications, be they: good or _ bad, 
which establish the character of the product. 


A visit to the Bowser Factory, the largest 
in the world devoted to the manufacture of 
oil tanks and pumps, impresses the observer 
with its splendid buildings and modern fae- 
tory equipment as a firm with a good charae- 
ter. Every man having a’‘hand in the making 
of Bowser Tanks believes in their superiority 
and this feeling becomes a part of his business 
being. He lives up to it—guides his efforts by 
it and shows it in the quality of his work. Call 
it esprit de corps ‘or what you will, it is this 
prevailing spirit that has much to do with the 
establishment of its splendid character and 
the development of the great. factory. 


So perfectly developed, they have become a 
standard of excellence and value everywhere. 
Imitation ean devise no force potent enough 
to imterfere with their supremacy to which 
they have proved a just right through twenty- 
seven vears of steadfastness to quality value 
and honest dealing. 


The development of ideals in merchandise 
gives the character to Bowser products which 
has established them as the standard equipment 
for oil and gasolene storage. 


The new club works a little different than 
most societies. Instead of paying to join they 
pay YOU to become a member. Could you 
use the fifty? 


How many salesmen are going to make the 
record of being a club member every year? 
The time to start is NOW. 


H. WILKINSON MOORE 
The Man Who Won the Ten 
The name which has been adopted for the new club was suggested by Mr. Moore 
who travels under the Philadelphia Office. Mr. Moore has been with us for some 
time, having had a desk in the Philadelphia Office before going on the road. We 
trust his feeling of satisfaction which is perfectly justifiable and a part of the make-up of 


all successful men in solving a problem is equal to ours in securing an appropriate name. 
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To the Sales Force: 
Feb. 27, 1912. 


We have been very much interested in the replies to our letter to the salesmen referring 
to the 500 Poimt Club and wish to thank them for their prompt and gingery replies, for many 
of the letters indicate that our boys are out for membership in the Club before the leaves be- 
gin to turn in the fall. In fact, better than that, many of them expect to land the Club about 
the time the small boy gets busy with his fire crackers in July. 

That there is going to be a scramble for the Presidency of the Club is shown by a number 
of letters, of which the following is a sample: 

‘*Dear Sir: 

‘Yours relative to the 500 Point Club at hand. We will give notice to the fel- 
lows who aspire to the Presidency of the Club that they must do their sleeping at 
night and keep busy in the day time. If we have to take second place, we will do it 
under protest.’’ 

We will not mention the name of the gentleman who wrote this letter, but assure you it 
comes from one of the boys who is no new man on the job. He was one of the prize winners 
last year and if he does not win the presidency of the Club, he will make the other fellows 
hump, and that. good and plenty. 

In our letter to the salesmen we requested they state about when they hoped to become a 
member of the Club. Not that we are not aware it is impossible for a salesman to say just 
when he will become a member, but because he can have a fairly adequate idea of what he may 
accomplish and while some men may make an assertion as to what they will or hope to do with- 
out considering what they are saying or meaning at all what they say, such men are scarce, 
and what they do say has little weight with anyone at Fort Wayne. 

The average salesman is better for having driven a peg and working to that peg and we 
believe it is to the interest of the salesman as well as the firm to have him have a definite aim 
as to when he will become a member of the Club. 

Sometimes the salesman who is too timid to make an assertion as to what he expects to do, 
really handicaps himself and would do better if he determined he would secure a certain 
amount -of business by a definite time, rather than to say he will do the best he ean, but ean- 
not state what he will do. 

Five hundred points of business is not such a great amount of business, but what most of 
our salesmen should secure it by fall, and a number of them can secure this amount by the 
middle of the summer. Others will be fortunate enough to secure it by May or June and we 
fully expeet from present indications that thePresidency of the Club will be landed not later 
than the first of: June, possibly sooner. 

The salesman who aims to be in the Club by the first of August or the first of September, 
though he may not be able to make it as early as some of the boys, will have a much better op- 
portunity of making the Club sure before the year is over than the salesman who is afraid to 
set any definite mark. The salesman who aims to make the Club by the first of August or Sep- 
tember has a margin to spare if he does not quite come up to his expectations, while the sales- 
man who simply hopes he will come into the Club before the year is over, has no margin to 
spare and is more likely to miss making the Club than if he aimed to make it sure by Septem- 
ber first. 

A number of the boys have written in they have been ill, several have been injured, while 
others have had sickness in their families. Weather conditions have also, thus far, interfered 
with the boys in many sections; however, we always have handicaps and must always count on 
them. These should not discourage the salesmen, but rather inspire them to greater efforts 
and greater determination to make the Club as early as possible. 

We expect before many months have passed, that the interest in the Club will be very 
great and that every salesman will get a good deal of enjoyment out of the race for membership 
and the contest among the boys to get into the Club first. Later you will undoubtedly be ad- 
vised frequently as to just how the race is progressing and it is more than likely we will have 
some device in the office here that will keep us informed day by day just how each man is mak- 
ing out on the Club proposition. 

While we do not wish any salesman to work go hard that it is detrimental to his health or 
his family, we hope to see’every salesman in the Club by the time specified in our letter. 


A. Z. POLHAMUS. 


General Manager 
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: 
To all Salesmen, Every One of whom is a Candidate for 


Membership in the Pacemaker’s Club. 


Greeting:-- 
We thank you for the interest taken in the securing of a name for the salesmen’s club. Some 


two hundred replies were received and the selection was not altogether easy but we are sure that 


all those who contributed to our difficulty in this connection will join in congratulations to Mr. 
Moore for his happy suggestion. 
We believe the name adopted is comprehensive and will be found to mean much as the contest proceeds. Web- 
ster defines Pacemaker as ‘‘One who makes or sets the pace for another; hence ONE IN THE LEAD.” Only those 
who obtain results and who reach the goal can participate in the benefits and pleasures of the Pacemaker’s Club. 
The only limit to membership is the number of our salesmen and every man is eligible and will be cordially wel- 
comed. The only requisite to obtain membership is the making of Five Hundred Points under the rules outlined in the 


Boomer, January 2, 1912. 


“Tis DEEDS must win the prize.’’ 
D. A. COREY, General Sales Manager. 
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The Bowser Boomer 


PUBLISHED SEMI-MONTHLY BY 
S. F. BOWSER & CO., Inc.,. FORT WAYNE, IND. 


Edited by C. H. DAVIES 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
its EMPEOYEES 


MOARRE Celta on we leorle? 


ARE YOU A PACEMAKER? 


x Re M 
~ 1 * 


Of course you all know what the large let- 
ter on the cover stands for—lIt stands for Pace- 
maker, the name of the new club. It also stands 
for Prospects which with Persistance and Per- 
serverance you turn into a Purchaser who se- 
cures Protection and Profit, which makes Pro- 
gress and Prosperity for your Patron and 
Points for you which will Pave the Path to a 
Prize. Don’t overlook the fifty. 


v, Vv 
od * * 


Mr. A. Z. Polhamus, Gen. Mer. 

Your letter received of February twelfth 

And it sounds to me you’re enjoying good 
health. 

I hope | am right in making my guess, 

And now I’ll proceed to tell you the rest. 

The 500 Point Club I think a good thing. 

Gives each man a chance to get in his swing. 

Some will swing high and some will be low, 

Like the tides of the sea, they ebb and they 
flow. 

To fill the high office of its President 

Would make any man extremely content, 

To say nothing of Fifty that goes with the seat. 

Yet the place and the price will be quite a feat. 

You can bet all the warriors will be after the 
place 

And you can wager again there’ll be a good 
race. 

He must move like Halley’s Comet through 
space, 

And good luck to the man that sets the best 
pace. 

Should I lose the first place in the 500 Point 
Club, 

Don’t think I’m a quitter or call me a dub, 

For there is honor still left for the horde, 

And I'll apply for a seat on the Directory 
Board. 

Yours truly, 
GEO. R. QUARLES, 


Philadelphia. 


Friends of Mr. F. M. King, who is well 
known to most of our readers, will be interest- 
ed to know he has taken territory in Illinois 
under the Chicago office. Mr. King is a sales- 
man of considerable experience, having served 
the firm in that capacity for some time, also as 
special man and district superintendent, which 
sures his success in his present field. 


* * * 
He is well paid who is well satisfied. 
Mortimer Donelly Richards, who has been 
Foreign Sales Correspondent at the home of- 
fice for the past year, is now traveling in []h- 
nois under the Chicago office. It did not take 


Mr. Richards long to get his hand in and has 
been sending in some nice business. 


Are you a eandidate for the Presidency ? 
* * * 


We realize that the very severe weather we 
have been having has been a great handicap to 
our boys, some were snowbound for days at a 
time. The following New York report is an 
instance : 


Watertown, N. Y., Feb. 25, 1912. 

Reports to New York Office: 

Twenty-one others and myself left Syracuse 
Wednesday afternoon for Watertown, and at 
last reached here at 11 p. m. Friday night, first 
train to reach Watertown for sixty hours. 
Thursday I lay eighteen hours in a field of 
solid snow. ‘‘Some winter!’’ Called on three 
people Monday, sold one. Called on four peo- 
ple Tuesday, two Wednesday, sold one. One 
train a day yesterday and one today. 


C. R. EGGLESTON. 


Notwithstanding the exceptional weather 
conditions that Mr. Eggleston has had to econ- 
tend with in his territory for practically two 
months, he has done up to Feb. 24th, approxi- 
mately 100 points of business and has close on 
to 50 points of hold orders for shipment in 
March, April and May, all of which were taken 
this year. 


HORSE-SENSE. 


‘‘Horse-Sense’’ is that qualification which 
enables a man to retain his mental equilibrium 
—to see with a clear vision the essential thing 
to do and to act quickly in an emergency, re- 


gardless of any confusing circumstances 
which cloud the point at issue. 
EK. J. LITTLE. 
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OFFICE STANDING, FEB. 24, 1912. 
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Those merry boys in the ’Friseo woods, with 
the job so far away, are certainly after that 
cup with the goods by their orders in the mails 
each day. So, Brown, tell those ‘‘sky highs”’ 
that hustle for you to bring down a buneh or 
two or you’ll be up in the air with your en- 
gine stalled. Then what in the world will 
you do? 


WHAT’S THE MATTER WITH BUSINESS? 


There is nothing the matter with business. 
The matter is with You. The trouble is in the- 
ory, not in fact, and if you will think this over 
for a moment you will agree. 


The United States and Canada have advance- 
ed more in the last year than any year previ- 
ous. There has been a great increase in popu- 
lation. We have more acres under cultivation 
than ever before. Over 5,000,000 acres of land 
of desert and swamp land have been converted 
into profitable farms within the last compara- 
tively few years. Irrigation has not only pro- 
duced gardens, orchards and grainlands where 
before there was barrenness, but it has in- 
creased the crops of already producing farms. 


Besides producing more food stuffs, we have 
more factories in operation. We have more 
miles of railway, swifter methods of transpor- 
tation and more steel buildings. We have 
more men under steady employment, and pay 
them higher wages than any other country 
the world. We lead in the invention of time 
and labor saving machinery, and discover more 
business aids and utilities; possess and work 
more valuable mines than any other nation. We 
are a big people, think in big figures and do 
big things. 

We are beginning to apply system in busi- 
ness to an advantage. With former excesses 
guarded by business prudence; with science 
and system in production; with intensified 
farming we have ten times the facilities, with 
ten times the opportunity for prosperity and 


progress. But there is no hope for you if you 
are not an optimist. If you lack courage or are 
a doubter, you’ll be a down and outer. 

To make this a banner year, inject into it now 
a good staunch feeling that everything is right. 
Cultivate a strong feeling of optimism. Com- 
municate it to those whom you meet and it will 
spread to the surrounding community. Confi- 
dence is all that is needed. With confidence in 
you and determindly aggressively pushing for- 
ward, success is bound to come. Back up your 
ability with faith and energetic enthusiasm and 
the four million will be easy. 


The Ottawa Politician 
As you all know, it is Mr. Dunkelberg’s de- 


light to spring a joke on anyone. While in 
Canada last week, a very good practical joke 
was played on him. 

He went into a fur store in Montreal to make 
a purchase, but he couldn’t get anyone to wait 
on him. After loitering around for some time, 
however, one of the clerks finally condescend- 
ed to ask what he wanted. He told him he 
would like to see the proprietor, who, at that 
time, was busily engaged in his office, which 
was at the rear of the store, and elevated con- 
siderably above the floor. The clerk advised 
the proprietor that there was a gentleman who 
desired to see him. 

After quite an interval, the proprietor very 
reluctantly came down to see him. Mr. Dun- 
kelberg advised him that he was very much 
interested in the furs he was selling, and would 
like to look them over, to which the proprietor 
replied, ‘‘Well, | am more than delighted to 
show you anything we have, and I sincerely 
hope you will pardon my apparent lack of in- 
terest In you, but | will say frankly to you, 
that when you came in and I looked down on 
the.store floor and saw you, I was confident 
that it was another of those Ottawa politi- 
cians.”’ 
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LOOK WHO’S HERE 


Conn has fallen back to a director and Crandall has taken the chair. 


Saunders has 


jumped up to the vice-presidency and there has been a shake-up all along the line. 


These performances show what can be done in the way of securing official positions 
and membership in a short time and should give new life, new hope, new courage, and 


new confidence to all. 


Gentlemen, this club offers opportunities for distinction and honors on a square and 


equitable basis. 


Get into the running and be a winner. 


The Officers and Directors of the Pacemakers’ Club tentatively 
installed based on present standings 


President - W.V.GRANDALL -°--» San Francisco 

Vice-President C. E. SAUNDERS - : Atlanta 

Secretary - - A. F. TODD - - - Atlanta 

Treasurer : - W. Y. ROBERTSON - Toronto 

DIRECTORS 

ee ae Db Ago ca araee PF) LsJONES# > tr o::°89,2 ee ee Chere 
hs Sten Ser Sie ai het nts 2 tlanta y 
R.L.DUNCAN - - - - Minneapolis Sawn ee 
G.Rs EGGLESTON ~.- - New York See otras Oo 
PAHSOLDS ste teen | ans Francisco sad BSE NSM Big ti ns as oes a EONS 
LEWIS CONN .- - Philadelphia T.C.POTTS - --- Fort Wayne 


In the following list Messrs. Duncan and Egéleston are tied, so are Jones and Purdy, 
Davis and Bird, Richardson and Kinsley, Morris and O’Neil, Walters and Harding, Klotz 
and Jeavons, Barnet and Medsker, Bradshaw and Reuben and Harley and Smith. 

This illustrates how close the running will be and how important it is to secure every 


order possible even if it’s only a T. F. Pump or Siphon. 


a big assistance. 
Take advantage of every opportunity. 


Selling outfit complete will mean 


Membership—more commissioners and an award of $50.00. 


Win. 


FORTY HIGH MEN BY POINTS, MARCH 1, 1912. 


Wie. Cran dal Lagee. fut aise San Francisco 
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Reels Duncans se" See eee es Minneapolis 
Goi He olest0naa ace cei meee te New York 
EAC’ Httingera wise er omenreee Minneapolis 
RUHL Olds 2 oie eee eae eee San Francisco 
Lewis+ Conn Sy Decae aeons Philadelphia 
BY. Ys: Lome p26 Ge ates See ee eee eek Chicago 
HoT «Purdy. aoe ee el pee ea ee, Atlanta 
Ae 2, Moffat oiaias oer ener ee ete Toronto 
K,.2) Harris oneyews 2. cere ene eee Dallas 
DREN SMU STE SOMERS. Wet Fare enR eo! Soe 3% San Francisco 
el AN Da ViSa Loci SR tee Rate San Francisco 
Deyis Suit hes at ee ete re oe Boston 
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Re-B. sb ardin gee Wy tee ee eee Chicago 
Hey P Dolan ss V2 o ach ee nee eee Dallas 
Gr Pottiswe see ae ae Fort Wayne 
Hah Re lOtg 02, yak ele con ee San Francisco 
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ot Hh. VMedsker: .. ean, 2 aoe een eae Fort Wayne 
Hey Bradshaw es). werden ee Fort Wayne 
Geo.) Dig het bei txt ee eee Atlanta 
Hee. one leb erie sees ee Fort Wayne 
Geo: arloy> 3.2 ity Sia eee ee Toronto 
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Mo Cr Branham 52). se eee Minneapolis 


Our general manager received a letter from 
an old Bowser salesman which we believe will 
be interesting to all as it mentions the benefit 
derived from working Saturdays. We repro- 
duce it below: 


Milwaukee, Wis. 
Friend Polhamus: 

This finds me up here in the.cold country 
trying to land a few orders. It has been zero 
weather here ever since the first of January, 
except six days; snow about 16 inches deep 
and the frost about 5 feet deep. The frost 
seems to be getting the best of the snow. 


I received a copy of the Boomer ten days ago 
and I certainly enjoyed every word of it, and 
especially Mr. Bowser’s letter to the boys. He 


certainly hit the bull’s eye on the Saturday 
shirkers. It has always been my experience 


that I ean or could sell more goods on Satur- 
days than on Mondays, and as an _ old-time 
salesman I appreciate the strong selling points 
which Mr. Bowser brought out in that letter. 
I think a strong, forceful letter hike that, when 
sent out to the shirkers by the head of the 
house, would arouse them from their slumbers 
quicker than four rings for ice water, and with 
your permission I want to have my house sup- 
ply eaeh of our 25 salesmen with a copy of that 
letter, for I am sure it will prove a good tonic 
for the Saturday habit. Hoping this finds you and 
the rest of my Fort Wayne friends in good 
health, and wishing you all a very prosperous 
year, I remain, 
Very sincerely, 
C. O. WIGGINS. 


Mr. Wiggins began his service as salesman 
for 8. F. Bowser & Co., in 1892 and continued 
with us for 10 years. He left us to accept the 
Vice-presidency of the Crescent Paper Com- 
pany, Indianapolis, a very large firm in which 
he owns a nice block of stock. That Mr. Wig- 
gins was one of the most capable and success- 
ful salesmen with us is attested by his present 
interests and his advice on working Saturdays 
is based on facts and actual experience. 

A present day example of the profit derived 
from working Saturdays is illustrated below: 


Omaha, Neb., February 29, 1912. 
Editor :— 

I notice by the ‘‘Boomer’’ that we have a 
movement on foot to encourage working on 
Saturdays and in this connection [ want to im- 
press some of the ‘‘Saturday Resters’’ with the 
fact that my working on Saturdays so far this 
year has made me net commissions of $117.45. 

Yours truly, 
does? O NEIL. 
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If Jim maintains this gait for the year he 
will add $900 to his annual income. Is it 
worth while? The following is another in- 
stance: 


Buffalo, N. Y., Feb. 26, 1912. 
Editor Boomer :— 

I have read with a great deal of interest the 
reports of sales made on Saturdays. Upon 
turning to my records for 1911, I find that the 
total amount of orders that I secured from 
working on Saturdays, amounted to $2,168.25. 

‘It pays to be on the job Saturdays. ’’ 

Yours very truly, 
S. A. COLLINS. 


If Sylvester hadn’t gone to the ball game a 
couple of Saturdays he would have made it 
$2,600, the amount. Mr. Bowser mentioned in 
his letter. 


CASH WITH THE ORDER. 


We appreciate the way the boys are exercis- 
ing the Cash-with-Order rule. Although it was 
only started six or seven weeks ago, February 
made a good showing. We find that 19 per 
cent. of the business received during the month 
had cash with order, and that 914 per cent. 
was for payment in full. Read again the ad- 
vantages to both the salesmen and the firm we 
mentioned in the last Boomer, and then re- 
solve to make March a 100 per cent. month. 


PACE-MAKERS. 


We just received word from G. W. Louden 
that Mrs. Louden has presented him with a 
junior Bowser salesman. That will help Phila- 
delphia some. 

After the above had been recorded and just 
as we were putting on our airship coat, we re- 
ceived a dispatch from Dallas stating our popu- 
lar district manager, J. Garry, was the proud 
and happy father of a nine-pound girl, pre- 
sented to him by Mrs. Rodman on the 23rd. 

Although we have had no personal experi- 
ence, we fell reasonably sure both of the above 
youngsters will prove pace-makers if they are 
lke the average we have heard about. 

Congratulations ! 


* * * 


Mr. Moore received just a dollar a letter for 
his thought. The most we ever got for writing 
was two dollars a word and Roosevelt only 
gets a dollar a word. 

The name ‘‘Pace-makers’’ is far more sig- 
nificant in the’ general acceptance of the term 
than the dictionary definition and we are going 
to tell you more about it in a later issue. 
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We have frequently shown in the Boomer, 
views of Bowser outfits that have been in use 
a number of years. A particularly interesting 
ease in this regard is illustrated above. The 
eut is an old Bowser Cellar Outfit that has 
been in use in Iowa for over twenty years. 
That it has given excellent satisfaction, is evi- 
denced by the accompanying letter. If you 
will look at the illustration closely, you will 
note it is equipped with a direct Lift handle and 
also a crank. The direct lift handle was the 
first model Bowser & Company invented. 

Our endeavor, however, to continually im- 
prove the Bowser later resulted in the adoption 
of the crank ,as it made the drawing of oil 
much easier. That the old Bowser users might 
derive benefit from our later invention, the 
crank attachment was made.so that it could be 
applied to the old outfits, where desired, and 
this accounts for this outfit appearing with 
both lft and crank attachment. Upon the 
adoption of the gears and cranks, the direct 
lift model was entirely abandoned. 

Although we have incorporated important 
improvements from time to time in our equip- 
ment, our original basic principle has remained 
unchanged. The changes that we have incor- 
porated are the results of the demand for in- 
creased efficiency. 


JENKS & SON 
HARDWARE, FURNITURE, PLUMBING 
AUTOMOBILES 


MANUFACTURERS OF 
HARGER ACETYLENE GAS 
GENERATORS 


PRAIRIE CiTy, IOWA, 10/25/11 


S. F. Bowser & Co. ‘ 
Fort Wayne, -Ind. 
Gentlemen: -- 


We have used your ceiies kerosene outfit 
for twenty years. The old outfit is still used 
and measures accurately. The increased use of 
gasolene makes it necessary for me to provide a 
means for handling it and I am to-day placing apes 
order for an underground storage system, which 
I trust will be equally satisfactory. 

Very truly yours, 
Jenks & Son. 


By Cc. §. Jenks 


Bowser equipments have been purchased by 
all classes of merchants and are in use in the 
smallest retail stores, as well as the largest 
mereantile enterprises. You will find them in 
use by all who require the best or where the 
merits of the product are given fair considera- 
tion. 


Our equipments were the originals and their 
success is responsible for all the imitations to- 
day on the market, but imitations seldom cease 
to be anything else and generally lack the es- 
sential features. The Bowser product is made 
in the largest factory of its kind in the world, 
and this means service and _ facilities © un- 
equaled. Bowser will continue to keep in the — 
lead and the success you share with us as a 
salesman will be in proportion to your_efforts. 


* * * 


The reason you haven't seen the name of our 
old star, Jake Gumpper, among the 40 high 
men is because Jake has been sick for several 
weeks. Jake is out again, however, and he 
don’t think it will be long before he is up 


among ‘em. 


* * * 


President 8S. F. Bowser certainly gives one 
an inspiration to work. His visit with Sanders 
keyed Charley up to the tune of 70 points in 
two days. 

* * * 

G. F. Sullivan, a comparatively new man, is 
picking up speed in great shape. Look out for 
him. 
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Ee TAGES 
PRESIDENT 
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Vol. VII 


WIN! 


You are Equipped with 


WORK. 
The Outcome Rests with You. 


idate and 


Declare Yourself a Cand 


___ the Power and provided with the Possibility. 


The Campaign is on. ’ 
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In the distance 
shines the goal of 
your ambition. 

The Roll Call of 
the. Pacemakers’ 
Club: What. shave 
you done towards 
being enlisted? The 


Club contest which 
began Jan. Ist will 
soon have passed 
ihe «tirst quaxter. 
Many of the boys 
have made good 
strides towards  se- 
curing membership, 
but the point that 


A PACEMAKER 


econeerns you is 
‘“What have you 
done?’’ There is no question in our mind 
about any of you not becoming members event- 
ually, as the conditions are so reasonable that 
no salesman can be a suecess in our line and 
not be a member. The only question is, 
‘“Who will be the first?’’ 

The Race is on for the official positions. The 
entire force is competing for the official chairs. 
The race for a directorship is confined to your 
own district, but the man that comes near the 
first comes pretty near the second. 


This Means Hustle. 


To hustle in this business is to your ad- 
vantage and means much more to you than it 
does to us. .It is practically a mutual proposi- 
tion, however, and when we urge you to work 
your territory closely and work Saturday, we 
are thinking of your increased profits as well as 
more business for us. The salesman who only 
makes $50.00 to $75.00 per week commission, 
who with a little extra endeavor could make 
another $25.00 or $50.00, could make this extra 
with very little additional expense and add to 
his bank account rapidly. If he is content with 
the $40.00 to $75.00 per week, he is only mak- 
ing enough to live on and ean save but little. 

We wish all our men to be successful, mak- 
ing for themselves a good living, besides plac- 
ing each year to their credit in their bank or 
elsewhere a snug little sum for later in life 
when they cannot work as they could when 
they were young. To do this you must do your 
best every hour, every day. 

Merely working ‘“‘fairly well’’ is not enough. 
If you want to run a mile fast you do not mere- 
ly jog. You try every day to run the mile 
faster than you did the day before. If you 
want to learn to jump high vou strain your 
muscles and try over and over to do what you 
can’t do. Ultimately you achieve it. 


Keep that in mind when you work. Your 
hardest efforts may fail to achieve greatness. 
But honest work will at least make it impossi- 
ble for you to be a failure. Train your brains, 
nerves and muscles to regular, steady, con- 
scientious effort. Make up your mind that 
for your own sake you will make every effort 
your best effort. You will soon find yourself 
more successful, more self-respecting, an abler 
salesman and a ‘‘ Pace Maker.’’ 


Only one thing in the world can improve you 
and better your own condition and that is your 
own effort. 


Remember that whatever you do in the way 
of concentrated work you do first of all for 
your own self. Be a ‘‘Pace Maker.”’ 


Officers and Directors of the Pace-mak- 
er’s Club, tentatively installed and 
based on present standings. 


March 16, 1912 


W. V. CRANDALL San Francisco 2 - President 
C.E. SAUNDERS Atlanta = Vice President 
A. F. TODD Atlanta > = - Secretary 
LEWIS SMITH Boston - = = - Treasurer 
DIRECTORS 

W. Y. ROBERTSON - - c - Toronto 

J. H. ARMSTRONG : - - Fort Wayne 

E.C. ETTINGER - - - Minneapolis 

A. W. DORSCH = © - - St. Louis 

F. H. OLDS - - - San Francisco 

G. H. REUBEN - = - - Atlanta 

C. R. EGGLESTON - - - New York 

L. CONN - - = - Philadelphia 

F. H. RICHARDSON = - - Boston 

R, E. CHRONE > - - 2 - Dallas 

F. L. JONES - c - - Chicago 


The race for the Presideney of the Pacemak- 
ers Club is becoming so close that an order for 
hose may give one the lead over the other. In 
the following list there are twenty-five men that 
are tied for various standings. Since we have 
cited to you a difficulty, we will tell you an 
avenue of escape.—Sell your outfits complete. 
If you will do this unfailingly you will make a 
most substantial gain. Have you ever figured 
the total sales on accessories for a year. You 
would be surprised to find how they swell the 
figure of your total sales. And this business 
can be secured without additional traveling or 
hotel expense. The profits are purely velvet. 
Gentlemen, to fail to sell an outfit complete 
where it is possible to do so is unfair to your- 
self, the customer and the firm. 
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STANDING OF 42 HIGH MEN 
March 16, 1912. 
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MV ey tO DELUSOI ys se Sem sk ac Toronto 
BEEN NSM) GMNING Said cae eh ek Toronto 
ROMO PEAT IASUTOU OS 2.5 cGseu ss. Ft. Wayne 
Bee. PULLIN SENS eon es Minneapolis 
MEI OENY WEN ECRICICCL I 6. h3.44 dys oe «aces Toronto 
CPN LOUP ALG Ment isos ogee sd se S's Toronto 
OPIN, MOPSCIS fio 0 cn sed dre se Bas St. Louis 
Oe ESO OLS ie cc Akactaie df vets San Francisco 
MVE ee UU CAMs srs ck ed oo aa Minneapolis 
WMP REVELL DON (cr. tye es west ae pees Atlanta 
ime Orie tieclestOl wise cs ess. cel Yew York 
A, (GI MSIE OES ie iat ae tar ee Toronto 
Berne MMVI UT DL Vir cnt caso sue 33 Toronto 
Ree BS AUPNLEY. ac esa ape. © San Francisco 
moe be Cy aero. hated eines Les «ok Atlanta 
Reyes IU Vee tists e ae a ec Atlanta 
ree en ON Usui whist: mecacs. © 8.x, 5 Philadelphia 
Lc alee UNG RW EST 0 Paes ee ee San Francisco 
Momo Fee iGhardsonl. 6... chu eon os Boston 
Reem eee CHTOME. ee. so oe sre a ceunre e's Dallas 
Memeo 3* Bradshaw o.0.0..2.sK.1 8 Ft. Wayne 
Besmme AOL CELE Nite co. oc las os St. Louis 
ee LOLA 90 Bee ON cis ses epee Dallas 
Nee) OS ren a. Geral. css ws New York 
AP) 29) LODCETS 2% 2 cs lecwd eee New York 
PMore Ts J OTLCS SO Nees EM oes ws Chicago 
EN, Nic gk \a aM 6 a an ee Boston 
201 ANU Gap ee 85g 2H F007 0 neat ae ee Minneapolis 
22, die A CRUICS AO oC) 0 ee ee Chicago 
EM ICIS OV faye fue ne hake sere ales Atlanta 
Pome). He Medsker 5.:2:...:!.... Ft. Wayne 
Pm ieeD. KLOtZ eis ace Bose cus San Francisco 
Pam DAVIS... cas. cas. San Francisco 
meee O Nee | iowa ess ieee St. Louis 
Pmt He TCUOL Peo. ake ays. ees ss Ft. Wayne 
BONO ee UILLIVAN so os ow a wes Kt. Wayne 
Poem. THartgen . . 066.6 vale Philadelphia 
een LLArrisOl geo. 5 vs eta ho bs oe Dallas 


The same numerals opposite several names 
indicates those men are tied for that standing. 


W. Y. ALWAYS MEANS WHAT HE SAYS 


The Edenburg, Ottawa, March 3, 1912. 

Enclosed find my order No. 401 for a port- 
able wheel tank. Same is without the auto- 
graphic register, as the outfit is only for an 
auto show room, and if same is required will be 
ordered later when they build their garage, at 
which time we will secure their order for three 
Cut 41 outfits complete, and any other business 
they have. 

Business looks good for the coming week, 
and you may count on hearing from the writer 
with some nice orders, for I am sure going to 


try and make that wire of yours, received yes- 
terday, a sure thing. Have something to go 
up against to oust the one holding the Presi- 
dent’s chair at present. If he wants to keep 
ahead, however, he will have to ‘‘go some,”’ 
and will know he has been ‘‘going some’’ be- 
tween now and the balance of the 500 points. 
Yours very truly, ; 
Toronto Salesman. 


OFFICE STANDING, MARCH 16, 1912. 


MORE TIES, MORE EXCITEMENT 


San Francisco still holds the lead but not by 
a very large margin. 

Atlanta and Toronto are: tied for second 
place, with Fort Wayne right on their heels. 

Philadelphia is only one per cent. behind 
Fort Wayne. 

Boston and Minneapolis are tied, with Dallas. 
only two-tenths of one per cent. ahead. 

The balance are following up close and there 
is bound to be a big shake-up before the next 
Boomer. The question that concerns you is 
will your district land on top? 


AFTER THIS THE AFFIDAVIT MUST BE 
SHOWN US. 


(Orlando, Fla., Press Note). 

Mr. 8S. F. Bowser, president of the Bowser 
Oil Tank and Pump Company, -.of- Fort 
Wayne, Ind., is in the eity, the guest 
of Mr. and Mrs. C. HE. Saunders at their 
home on North Orange avenue. Mr. Saun- 
ders being the southern representative of 
that well known concern. Mr. Bowser is an in- 
veterate fisherman, taking home with him on 
his last visit to Mr. Saunders the picture of a 
string of fish that would have made Isaac Wal- 
ton turn green with envy, but had considerable 
trouble convineing his friends in Indiana that 
the fish had not been bought for the occasion. 
It was reported on the streets this morning that 
1e and Charlie Saunders were out trying to 
buy a string, whether for the table or photo- 
graphie purposes could not be learned, but the 
affidavit of a notary puble will be necessary to 
convince his friends upon his return this time. 


— 


— 


_ 
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Speaking of presidents—Gentlemen, be seat- 
ed, only one can talk at a time. 


ve wy Ste 
- * a 


Not since the days of ‘‘free silver’’ have we 
had such a presidential election. 


Ye ¥ 


The first blue bird has arrived, the eall of 
spring is ringing in the motorist’s ears. He is 
refinishing and buying new equipment—get- 
ting ready for the season. 

This is the beginning of the busy buying 
time. Therefore, now is the logical time for 
you to get busy. Do it, and win the presidency. 


a 0 y 


Our old friend Pat Cashman migrated to 
southern Illinois last week, having contracted 
to cover that territory regularly and the first 
day there secured an order for a 10 bbl. 41 for 
Kero. and 5 bbl. 41 for Gaso. amounting to 
2014 points. 

Metaphorically, (like Roosevelt) W. Y. Rob- 
ertson has tossed his hat into the ring. Go to 
it W. Y., it will only take a few of those 70 
Pointers. The popular clamor for the presi- 
dency is bound to result in ‘‘most ’strordin- 
ary’’ sales. F’rinstanee, Lewis Smith of Bos- 
ton took six orders in two days, totaling 35 
points. 

There is an unconfirmed rumor that a ‘‘large 
party’’ from Chicago (about Taft size and also 
with an inclination for Presidencies) will soon 
prove himself the logical candidate. 

. * 


We have our ear to the ground for a noise 
from our old Bronze Tablet Boy, Bleecker. He 
got the right English on a couple of 70 pointers 
last week. You’ve got your cue Bleek, keep 
it up. 

HE. B. Gustorf is a very consistent player. 
Last week’s business netted him 70 points. This 
he did in northern Wisconsin under the most 
severe weather conditions. Cold feet? He’s 
immune. 


SALESMAN’S SPLENDID STRIKE A SAM- 
PLE OF “‘SATURDAY’’ SUCCESS. 


Huntington, W. Va., Saturday, Mar. 9. 
Subject :—Working Saturdays. 

This has been my best Saturday since I have 
been with the firm. I find Saturday to be the 
‘‘business man’s half-holiday,’’ therefore, easy 
to get an interview. 

Hope I may be able to work all my Satur- 
days. Have three interviews for next Saturday. 

JOHN W. LEA, 
Salesman W. Va. 


Mr. Lea is a comparatively new man. On the 
Saturday referred to above he secured a 11 
point garage order and a 4 point store order 
with checks in full. 

* # O% 

Weather permitting, Jack Armstrong has 
guaranteed ‘‘to put Fort Wayne on the map.”’ 
We suggest his honor that he pattern after W. 
V. C. and ineidently plan the Presidency. 

* * * 


Candidates remember :—Try is the first syl- 

lable of Triumph. 
* PS a 

Pacemakers are not only makers of pace but 
are makers of progress, prosperity and pro 
gress, (also Presidents). 

Good territory never yet made a good Sales- 
man. 


HOWN’ DOG IN DIXIE. 


Every time we slip a point down 

The Bunch get a-kickin’ our goat aroun’. 
Makes no difference if we do slip down, 
They got to quit a-kickin’ our goat aroun’. 


TELEGRAM 


WESTERN UNION TELEGRAPH Co. 

OFFICES IN ALL PARTS OF THE WORLD 

Boomer Editor, 
Care 8S. F. Bowser. & Co., 
Fort Wayne, Indiana. ~ 
This will be Atlanta’s biggest week. Over 
one hundred and sixty points mailed tonight, 
making close to seven hundred and fifty points 
for the week. Season very backward. Not a 
furrow has been plowed, but outlook is exeel- 
lent. Atlanta is very optimistic, despite pres- 
ent discouraging conditions. Atlanta has no 
goat. 
ATLANTA CORRESPONDENT. 


* * * 


R. B. MeGee, one of Little’s pirates in Mich- 
igan and a protege of Bill Ingle is giving his 
friend and district pride and making himself 
famous with the ‘‘Pace’’ he is going. 


49-50 MeSSCHG 
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keep it clean and strong and supply it di- 
rectly to the tank of the motor truck free from 
impurities and without exposure. Bowser 
Systems are a necessity to the safe, economical 
and efficient handling of gasolene and auto 
oils. 

* 

The Railway Maintenance of Way Conven- 
tion will be held in Chicago this week. The ex- 
hibits will be conducted in the Collesium where 
we will have a booth which will be in charge 
of Messrs Simpson and Barnes. Mr. Dunkel- 
berg will attend the convention Tuesday and 
Wednesday. 


THE RACE 


At the summit of the mountain, 
Is where beauty reigns supreme, 

Where many a vigorous fountain 
Feeds many a lesser stream, 


Some of us will reach the top, 
O’er a rough and. heavy road, 
And some of us will backward drop 
With our poorly balanced load. 


Be well trained for all the duties, 
Brain and body elean and clear, 
And you'll perchance join the club 
Before the middle of the year. 


Worry not if you should stumble 
O’er a rough and nasty place. 
Grab that load without a grumble, 
And then up-road turn your face. 


The firm is always with you, 
If you’re loyal in your heart, 

And they’re always glad to help you, 
If you’l! only do your part. 


This year its an equal race 
Since ‘‘Old Quota’’ got the run, 
Who'll be first to set the pace? 
Well—I’ll race you—just for fun. 
Jeb OPNE LE, 
Salesman, Wichita, Kan. 


* * * 


OILING SYSTEMS THAT PAY 100% DIVI- 


DENDS 
(Wm. L. Morris M. E.) 

The economy that can be derived from the 
re-use of oil is so variable that there must of 
necessity be opponents as well as advocates: to 
its use. The great disparity in results obtained 
is not so much the variation in the journals to 
be lubricated as it is the methods employed to 
clarify and supply oil to the journals. The de- 
velopment of the 100% oiling system has been 


much the same as the motor car and the auto- 
mobile. The old fashioned horse car with dash 
in front became our first motor ear and the 
horse-drawn buggy was added to in making 
the first auto. The oiling systems have come 
into use with less general understanding and 
as a result, we find far less development in the 
same period that the automobile grew to its 
present high state of perfection. Nearly all 
the manufacturers of oiling systems of today 
are using the same devices and arrangements 
that they employed while this system work - 
was in its infancy, using the old hand supplied 
filters with a few minor modifications to serve 
as a part of an oiling system. The motor car 
and the automobile had their opponents in 
their early stages, and this same opposition is 
evidenced against the oiling systems of today 
which have not even at this date become more 
than an aggregation of hand outfits. 

When the motor car was at first equipped 
with a small motor of about the capacity of 
two horses, it struggled to replace the horses. 
When the motors became more perfectly de- 
veloped and cars were equipped with them of 
such size that the work done could no longer 
be accomplished with the horse, then the field 
became its own. This applies to oiling systems 
in the same manner. If the work done by the 
system is nothing more than would be done by 
hand, it is merely a substitution and as such 
it may not save a single per cent. The 100% 
system must be vastly more. An engine which 
could be run with about a pint of oil an hour 
should have not twice nor three times as much 
from the system, but all it will take and not 
waste oil onto the floor. Generally this will 
be from 200 to 400 times what would be fed 
by hand. By being able to feed this large 
amount of oil, it is possible to reduce the fric- 
tion of an engine 5%. As this friction is re- 
duced by the large quantity fed, it can be un- 
derstood that as the quantity is reduced, so 
also is the saving reduced. 


An oiling system that will reduce friction 
5% will effeet savings in one year’s time suf- 
ficient to pay the entire cost of installation, 
and if run 24 hours a day it will effect even 
more. 


To secure the ultimate savings that are pos- 
sible, it is necessary that the system be exceed- 
ingly large in all its provisions, and that it can 
be easily kept clean. It should be possible to 
clean all parts of the system while it is in serv- 
ice; men don’t work overtime if they can get 
out of it, the result being that cleaning would 
be neglected. There is only one sure and cor- 
rect way of determining what economies can 
be obtained from the different systems and 
that is to employ the same method that would 
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be used in buying a 

boiler. No capable en- CPOR VON ale IN 

gineer would consider 

for a moment a propo- = SS eS Se SS SSS SS 

sition which stated the gS he ne te 2 den Silk ae ey SP 
5 See eee SS SSS 

horse power, but did ? PSS Eee RT SS i 


not state how much 
heating surface would 


be furnished. The old f 

cry that some heating ' 

surface is better than i 

others does not permit } 

the manufacturer’ to HEAD 
deceive the buyer any Senna 


wants to know what he RATING 


| 
longer. The engineer 
is buying; 


not what 


some one thinks it will { V3. x55 a © Gh= { 
; 42" $50 = BOWSER »> Ys 
do. The same applies 29 i 
«14 " VIG 

to oiling systems. A Vag Ria VO? mol OTHEBAG MAXIMUM HEAD i 
100%, system cannot I Ss Seen iS ii 
be obtained with less Vig yy 7 \4/ # CHARCOAL FILTERING | 
than 2 square feet of t se eit Ala = RR MO Yara oe | 
filtering surface for I] Ve yi 5 ey F 
each gallon of oi) fil i}: me = 2 = CHARCOAL wu OIL MAIN i 

CLOTH BAG = ——— \ 


A CORRECT FORMULA 
FOR COMPARING FILTERS 


x SURFACE COMPARATIVE 


= QUANTITY AND 
QUALITY VALUE 


AMOUNT OF 
FILTERING SURFACE 
FOR EACH 
GALLON 
PER HOUR 


CHARCOAL 
EXCELSIOR 
YY croty BAG 
Wf, NASTE 


tered per hour and the | 
capacity should be not | 


less than 200 times 
what would be _ possi- 
ble with a minimum | 
hand feed. The per 
cent. value of a sys- | 
tem closely approxi- | 


mates the amount of i 
surface furnished and [ 
as is common with all 
machinery, the _ price | 
does not increase as 
much as indicated by y 
the quantity. If an en- 

gine room be supplied | 
with a small system 

having 10 sq. ft. of sur- 
face that should have 
100, then there would 
be a constant yearly 4) 
loss of 9-10 the value hale (yl 
of the larger 100% YI 


% 
96 = EXCELSIOR 


SEPARATING o 
\\ AND HEATING CHAMBER 


DOWSER 


SEPARATOR | 


FILTER 
ee 


system. There are | 
many plants .now 
equipped with insuffi- 
cient systems. that 
much money can be 
made out of the invest- 
ment in a system hay- 
ing the dimensions — 
noted. A sample list of 
savings are here tabu- 
lated, using a sample 


3 500 K. W. Engines, run 20 hours per day; aver- 
age, full load, 12 hours, 300 days per year. Coal con- 
sumption 10 lbs. per K. W. hour. Coal cost, per ton, 
$1:80. Unloading, firing, cleaning ashes, cleaning 
boilers, etc., $.40 per ton. 

Coal cost per year— 

Pre OD a Beonaves : Gl Gls so Wooo oucoos $49,600.00 


plant as an_ illustration: 


Coal Handling @ $.40 per ton.... 10,800.00 
$60,400.00 
bo, Wrictional saving) <2) aes. mr. $3,020.00 
24 barrels at 50 gal. @ $.40...... $ 480.00 
6 barrels with system @ 50 gal. 
DSL Deak Weak ro thee te wre tere aenepereaccas 45.00 
OUCSAVINE Ae Serer cers scoretee ots $ 4385.00 
Repairs eto journals oye ees sil eete ee $ 100.00 
Repairs with system 20%........ 20.00 
Sensors ih iSOENNTSS eo codcccoano cr $ 80.00 


an 


PAN DISCHARGE - 


—_ 
— 


Shut-down, loss of labor, materials 
ANG TO Li? OMe e coe ee $ 
Value of engines, ete., that would be lost 
when worn out, $100,000.00. Life by hand 
feed, 25 years, $4,000.00 per year deprecia- 
tion. Life by stream feed, 40 years or per 
year, $2,500.00. 
Yearly. savings in depreciation sei etre $1,500.00 
20%, of the time of oilers utilized for useful 
WOLK, $1200 002007 | PrteiN aes uasriy plain $ 240.00 
Savings occasioned by removing vibration to foun- 
dations, piping, etc. This saving disregarded. 
Total 4Savinisiat cm tos tin chet aati nee eeee ae $5,350.00 
Cost of System to effect these economies, in- 
cluding necessary oil guards, cups, piping 
and) Installations Mens Ghee ena ere $2,675.00 
The figures as given show a 200%, system, this 
being possible if plant runs as many hours as noted 
and other conditions being as shown. It is only in 
plants using refuse for fuel or other exceptional con- 
ditions that would not permit a 100% saving if pro- 
vided with a 1000, system. 


75.00 
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The Leaders in their upward ascent to the Pacemakers Club Membership are an inspiration 
to all. No weakling can make this trip. It is a struggle. 

It takes Courage—It takes that for every great undertaking. Without it, a salesman may as 
well quit the business. You must have Courage to succeed—Courage to go after the business and 
Courage to keep after it until you have landed it—Courage to believe in your own success and 
Courage to fight for it day in and day out until you realize it. 

No success can be withheld from any man with Courage—Grit—and no achievement is too 
great for him to reach. Success in securing an early membership in the Club rests with you. The 


task is yours—alone. Blaze the trail to the bright hill top—WIN. 
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The Silver Loving Cup, Now in the Possession of the 
Atlanta Office. 


BRANCH OFFICE STANDINGS, APR. 1, 1912 
SAN FRANCISCO 

TORONTO 

ATLANTA 

MINNEAPOLIS 


AND WHAT ABOUT THE LOVING CUP. 


San Francisco has managed to maintain the 
lead. Just how long she will be able to do so 
however, is quite problematical, as the eastern 
bunch feel that they have been held back be- 
cause of the very severe winter. 

Who ean tell what will happen when all their 
pent up energy is turned loose, which in fact, 
no doubt was last week when it turned fine. 

Atlanta doesn’t intend to stay where she is 
and we have been quietly informed by Fort 
Wayne there is certainly going to be something 
doing in the central states, 


Minneapolis is only about four and a half 
per cent behind Toronto, so you see things are 
tightening up all around. 

Keep your eye on the side streets; all your 
difficulties are not in front. You can’t tell 
when the main chance of your cinching the cup 
may be upset by an unexpected detail rushing 
out of the by-way and demanding your entire 
attention. 

One often makes the mistake of thinking the 
biggest or hardest part of his job is the most 
important. It is possible that some of the hard 
jobs are hard because some of the easy jobs 
have been neglected or done wrong. 

Managers, look at your organization thru a 
wide angle lense. Look at it in its entirety. 
Notice how one feature of it hangs on another. 
Strengthen it where needed. Throw on high 
gear and win that cup. 


‘“‘ATLANTA HAS NO GOAT”’ 


Goats are of the species dump-o-devour-ibus. 
They sustain life on the RUBBISH of genus 
homo. They frequent the public ASH BARREL 
and confine their activities to the ALLEY- 
WAYS of life. They feed upon the MELAN- 
CHOLY of last year’s straw hat and they ex- 
tract delicious flavor from the cast-off rags of 
DISAPPOINTMENT. They regard as dainty 
dessert the age-soured paste on the time-yel- 
lowed wall-paper of FAILURE and their thirst 
is quenched at the black cess-pools of DES- 
PONDENCY and DESPAIR. 

Through starvation—on account of absolute 
lack of the kind of food upon which this un- 
kempt beast exists—goats are unknown to us, 
except through the poetical works of the 
Boomer Editor. 

San Francisco holds first place and Toronto 
has tied us for second. But we are undaunted. 
Atlanta has neither the food nor the inelina- 
tion to support a goat. 

Mr. Editor, we reiterate, ATLANTA HAS 
NO GOAT, and that means the cup stays in 
Dixie. 

ATLANTA CORRESPONDENT. 


A NEW FIELD FOR BOWSER D. C. OUT- 
FITS. 


Every now and then we learn of more possi- 
bilities and new uses for Bowser outfits. This 
confirms the oft repeated statement that as 
large as we are we are still in our infaney, so 
to speak. That altho we cover a great field of 
usefulness we have only touched the surface 
and that as we dig down into the business, new 
fields will be uneovered and greater possibili- 
ties will be developed. 
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A new use for Bowser D. C. outfits was 
found by a Bowserite in Milwaukee. He learned 
that a certain Furrier often had a lot of furs 
to be cleaned and had_ always been sending 
them away-to be done. Upon figuring with the 
proprietor he learned that he had ample work 
of this kind to warrant his installing a Dry 
Cleaning plant of his own. 

It is needless to say that when the salesman 
left he had a nice little Bowser D. C. order 
tucked away in his inside pocket. 

If you have any large fur stores in your ter- 
ritory it will pay you to call upon them and 
learn if they are not a similar prospect. 


PACEMAKER’S NOTICE 


The bad weather is over. The manufacturer, 
the automobilist, and the business man, are 
now ready to make those spring improvements, 
those changes and _ betterments they had 
planned to make as soon as the cold weather 
broke. The time is here. Now is when we 
must make up for the draw-backs of a hard 
winter. Don’t wait for business to come or 
send for you. Go out and get it. It’s there 
waiting for you, but it won’t come unless you 
go after it. 

The man who waits for things to turn up 
often turns up himself, a loser. Of all men 
that should overcome this waiting habit, the 
salesman is the most needy. An order is like 
gold ore; you have to dig for it. You couldn’t 
expect the richest gold mine to ‘‘sprout’’ nug- 
gets for you. It takes a good lot of hard dig- 
ging to loosen them up. It’s the same way 
with orders. You must apply good, hard, con- 
scientious work if you are in the business to 
make money. 


ce 


We know, so do you, that it is, in many in- 
stances hard to penetrate the mind of some 
prospects. 

But you are equipped for This 
business—breaking down objection. Don’t get 
discouraged ; don’t lose your nerve. Center on 
a given point and hammer—hammer—hammer. 

The depth of the cut depends upon the 
sharpness of your argument and the force in 
which you say it. 

One cannot make an impression on a granite 
block with a curry-comb—neither can one per- 
suade a mind with a muddled, weak, _half- 
hearted, wishy-washy demonstration. Make 
your points sharp and positive. Tell them with 
a conviction in your heart. When you say a 
Bowser is the best investment in store fixture 
it is possible to make, mean it and say it hard 
enough for them to understand you mean it. 


That’s your 


Be enthusiastic, be determined, be a worker, 
and you'll be a Pacemaker. Not one ship ina 
billion drifts into port. 


Officers and Directors of the Pace-mak- 
ers’ Club, tentatively installed and 


based on Present standings, 
April 1, 1912 


W. V. CRANDALL San Francisco - President 
J. H. ARMSTRONG Fort Wayne Vice President 
C. E. SAUNDERS Atlanta - Secretary 
H. T. PURDY Atlanta - - Treasurer 
DIRECTORS 

LEWIS SMITH - - Boston 

A.F.TODD - - - - - Atlanta 

W.N. DEMING - - Toronto 

F. L. JONES - - - - - Chicago 

E. C. ETTINGER - - - - Minneapolis 

A. W. DORSCH - - St. Louis 

R. E. CHRONE - - - - Dallas 

C. R. EGGLESTON - - - New York 

F.H. OLDS - - San Francisco 

L. CONN - - - - - Philadelphia 

TT. G POTTS = Fort Wayne 


THE FORTY-TWO HIGH MEN. 
March 30, 1912. 


1 WeuNee Crandall Sista ese ce ater San Francisco 
2 Jie Ele eA TINS CONS nae es eeen ene Fort Wayne 
3==Ohe Le SAUDGeTS rset yas re totes oe ee Atlanta 
ASE Sag PUP CVs cre sa EAE ee ee ee Atlanta 
b= Le OMthh aes ae tate curser eee cee Re ee eee Z Boston 
GA. Has MOd GS cee ctuchsicne bcs oes ok Ree as Atlanta 
a= Wien IN ee) CTI OM 2 ie eget oe eee Toronto 
SS, Fp OMe Siers tateccte- ca steele conte ets Chicago 
S—— Hive Coe BtlIN Sere yon ohasteeks Gos eek roee ates Minneapolis 
Qa Wir Vee ROD SEDSO Nim errant isha aren meee otters Toronto 
HK) E ste lly ID PSAKGr hay Ane Aidan Gao deo aa low Minneapolis 
a ee ome Viel OO Ae Arh 8 Lelie es saree oss Toronto 
OE ACE MOma tom wee ee eee occas ee Oy eae Toronto 
13 Jae Wine erick cli aar rane Suan eee ee Toronto 
4A Wa DOTS Cheats of Meese ore Sire: St. Louis 
15=Geos Marlee yoos sent ace Siete econ Toronto 
i ate De Chena, le an be eh do. clo iGo Ges Seo Dallas 


L7=Ch RAMS clestoOne.. cou ceon tee ene New York 


L8—=Geo bin Reubene aciwostercia. ax uctaecures acts Atlanta 
OS ae OLS eee ete eee citer San Francisco 
20—Geo. As Steele nas 25s cles se oe On St. Louis 
Tile ie 12 METIS KONRL vn. nd aS ote md ots Cord ohio aor Chicago 
Dlr aR Hl elt hlOd Cota a oii seer tian certo one Toronto 
93a Hye RK OU Zameen esd cece cee eke as San Francisco 
JAS Geo: Win Sl eye ieee oe eo anes «4 Octet eerie Atlanta 
OAS ee Lem a DYG LEN 3 cle ofthdln craic Hab cicuy Gere bot ooe Dallas 


26 Ela lee SCs ai wememeectare mie siete s a or eent Fort Wayne 
OW aI Chigtt ae erekewmus a chee ere San Francisco 
DT Cee POCUSaaaterto Serelaictele uc. ceede ta niena s Fort Wayne 


PATE aisle Rela OUSYONE)  Cueny a 0 &.crt, OMG ora CRT NO. Boston 
30 We wise CONTI ais canis ae een tale, ete Philadelphia 
IR ssUlicalh wieites eiieeainercacs nid.’ Sin GR to'G Minneapolis 
32 Res BIT eta ce cr otehstepescsienen San Francisco 
BO Elie Ike CAV OMStsapaiservnidePeiah. are vores emis Toronto 
34 Mi Cae BeMneiniae scretemaretie cues inne at Minneapolis 
r= Ne Ole laheewadlsehaay | Aka 2, aigwuic ckemkow ake oon Minneapolis 
2 Die Wiel Caer ter ries te rae et el oe rete Minneapolis 
OAc GS VELA CSOT meagan tat sere ee cesuc' +) tener cna Philadelphia 
BSA HA VERE Yar oadsn Solas slenelakeeeclacalerates Fort Wayne 
Rake UDMA D EW NnIE SS RAM a nak Mice cotlcke eae Seto Minneapolis 
A= Ke eM aAPrIS OMY ri tecpcricrenctinere cee oie re eae cu ekastie pers Dallas 


4 JL ete WLC OSKGT laces cee Meuste eoapsreh poh > Fort Wayne 
4 = Jig PE OPIN Giligepee ete deed tet chetentes, oe taabecee te laoke St. Louis 


The same numerals opposite a name indicate those 
men are tied for that position. 
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AT PERL Ly pg bel 


We never saw such an animated presidential 
free-for-all. 

W. J. Bryan will call upon us April 8. We 
presume it’s for the purpose of obtaining the 
Boomer’s support for his candidacy. We re- 
egret to refuse, but we are already pledged to 
about 350 of the liveliest Presidential runners 
you ever saw. : 

C. B. Tibbo, who has been in the Boston 
Office for some time, is now dissporting him- 
self as an order-getter. Good for Tibbo. He 
has been getting business regularly, too. 


The test comes with the lull, anybody can 
get business when trade is good. 


Those Wards of Murray’s are so numerous 
and active that they average about every tenth 
name on the order register. A 60-pt. D. C. or- 
der for J. C. Ward directed our attention to 
this. 

* * * 

You’re in business to make money—not to 

defend your prejudices. 


A sneaking suspicion obtains hereabouts 
that Mr. Hance is planning to ‘‘put over’’ a 
President. There is so much likely timber in 
his camp that we can’t say just who it will be, 
but keep your eyes on the Canucks. They are 
an aggressive bunch. 


It isn’t so much what you start to do, but 
what you get done that counts with the house 
and tells in your bank account. 

x * 

J. W. Merickel of Toronto conducted a most 
successful auto show last month. He sold out 
his entire exhibit, which netted him over 250 
points. That’s the kind of a show that PAYS. 


Don’t mistake activity for work. 


The salesman who makes the most money out 
of the business that is possible to get out of it 
is bound to be a Pace Maker. 

S88 8B 


J. H. Armstrong had a splendid business last 
week. In the bunch was one for $3,625, but of 
course, you know, it takes more to make a 
point with Factory business than it does Gen- 
eral Store. However, ‘‘J. Herby’’ is after the 
Presidency and he is doing some tall hustling, 
but to us, ‘‘it looks hke Mr. Cwandall, just 
now, we rawther fawney. “Ow abowt you?”’ 


Opportunity occasionally meets a man half 
way, but she seldom comes after him in an 
automobile. 

* * aK 

The 29th of March was a busy day for H. T. 
Purdy. His routine of business: In the morn- 
ing, a D. C. order for 35 pts.; afternoon, fac- 
tory order for 55° pts. All of which adds to 
the sum of the world’s progress. 


Me vy. ue 


Heavy grades and slippery rails cannot stop 
the engine that carries a full sand-box. It al- 
ways takes grit to overcome difficulties, and 
the man who has the sand may be depended 
upon to make schedule time on any road. 

% * * 

The first essential in the process of getting 
the Presidency is to start now to increase your 
daily sales. You can’t improve the past—you 
ean’t depend on the future. It’s what you do 
today that counts. 


a4 *% *& 


We notice in the best of 48 high men the 
various offices are represented as follows: 


SROTOMTO melee totes serine sie relent 8 Ste Ouis ccc ote eee 3 
Mite ap Olisttrreysteiimesvecielesrs 7 Philadelphia’ Ys ts.) 2 
hotaive, JebnigshaN@iisKeee euaetooo dbboe dus 5 BOStOD | scsi eras stesslctetclel eee 2 
VA EL ANICAR Soa shears nation tee ee 5 C@DIGALO: ~ wipatear. sessetsrreieteeteene 2 
Borty Wiay le passe astecesaeors 5 New ¢ York: sesame cere 1 
Dallas* 24 ss.cnt ac eaceemeree: 


* _* * 


EK. R. Thompson wound up the month of 
March with a nice 40-pointer. E. R. is a great 
little stem winder. 


Saskatoon, Sask., 3-25-12. 
Dear Mr. Polhamus :— 

Two hundred and five (205) points of busi- 
ness last week, and incidentally ninety (90) 
points on Saturday has changed my decision 
with regard to membership in the ‘‘Pacemak- 
ers’ Club.’’ I have decided to become a mem- 
ber by July 1st at the latest. 

Yours very truly, 
T: H.-RHODHS: 
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WE. are often asked by some 
of the boys to answer 
questions that have been put to 
them during a discussion with 
a prospect. 


The same information would 
also benefit other salesmen who 
meet similar conditions so we 
have decided to devote this 
column to answering all ques- 
tions any salesman cares to ask 


pertaining to the line. ISERIES 


You need not sign your name if you 
don’t wish to. Just put an identifying 
letter on it. Never mind how simple 
you may think the question is. If you 
don't know it, we want to give you the 
information. Let us help you. 


Question D: 


Have we ever supphed outfits for the hand- 
ling of perfumes? 

Answer :—Yes, Colgate & Company have 
Bowser Equipment. Pumps must be brass; 
extreme accuracy is necessary, as many of the 
perfumes are very expensive, costing from 50e¢ 
to $1.00 per ounce; graduate measure equip- 
ments are used. 


Question P: 


Please give short cut for finding capacity of 
a eylindrieal tank when dimensions are known 
in inches. 

Answer :—F or United States gallons, square 
the diameter, i. e., multiply the diameter by it- 
self; multiply the product by the length; then 
multiply by 34 and cut off 4 places. To find 
the capacity of a tank 36” in diameter by 96” 
long, proceed as follows:—First square the di- 
ameter, 36”, (36x36 are 1296); now multiply 
by the length, 96”, (96x1296 are 124,416) ; now 
multiply by 34, (34x124,416 are 4,239,144) ; 
now cut off the last four figures, which leaves 
the capacity of the tank 423 gallons. 


Question I. W. 


Should wet cleaning and dry cleaning be 
done in the same room? 

Answer :—No, Wet cleaning done in _ the 
same room with dry cleaning will interfere 
with the results of the latter. The moisture in 
the air will set the spots in garments being dry 
cleaned. 


Question C. 
Give me an argument for the fellow who says 
he can buy an outfit cheaper than a Bowser. 


Answer :—Every salesman has his own way 
of meeting this question and we would like to 
hear from some of the boys on it. 

Here is one short little talk: Mr. Brown, 
you say you can buy a tank cheaper than a 
Bowser. We don’t doubt that. We know of a 
round tin tank you ean buy for $3.50, but it’s 
not a matter of cheapness, it’s a matter of serv- 
ice. If you were looking for a man to guard 
your interests in court would you hire the 
cheapest lawyer to be found, or rather one that 
would protect you from every possible loss. If 
your family was ill, would you hunt up the 
cheapest doctor and buy the cheapest pre- 
scription, or would you rather pay the cost of 
proper service and effective medicine? 

It isn’t a matter of merely spending money 
with you, it is a matter of placing it where it 
will secure for you the greatest safety and 
strongest protection against loss. 

It is what it will do for you that counts—not 
what it costs. The Bowser will serve you in a 
way that is impossible to secure by any other 
arrangement ever devised, ete., ete. 


AZ a7 Mw 
*& * * 


Here is an interesting question that we 
would like some of the salesmen to answer that 
have had successful experience with it. 

(Question :—In taking orders when should I 
approach the purchaser in regards to 5% for 
cash with order? 

Now boys; show your appreciation for this 
column, by answering that at once so we may 
cover it in the next Boomer. 

* * * 

M. C. Benham is again specializing in taking 
orders this year, and put over an exceptionally 
fine one last week. The equipment was for a 
Public Garage, consisting of one 15 barrel 3-16 
Gasolene Tank with Cut 39 Pump, and Cut 241 
Pump placed on the curbing, also connected to 
a 15 barrel tank; three 5 barrel Cut 115 Lubri- 
eating Tanks with Barrel Track, Cradle and 
Chain Hoist to which tanks will also be con- 
nected, one Cut 44 Pump and Cut 241. In ad- 
dition to this a Cut 121 Wheel Tank was in- 
eluded. This is indeed a very modern Public 
Garage Equipment and is the most complete 
order of this kind taken this year. 


FOREIGN. 
The first consignment of that “‘H. G. Waite 
English Special’? was unloaded and it  con- 
tained 30 points. 


Some more to the good. 
* * x 


Bravo for Bravo. 


H. G. Granger of Paris is getting on fine and 
expects 1912 to be a record breaker. 
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S. F. TAYLOR 


GEO. A. McCURDY 


That the Dixie Boys work on rainy days is 


evidenced by the illustration above. Messrs. 
Taylor and McCurdy are always out after 
them, rain or shine. 


The Atlanta District has been having more 
than their share of rain lately, it having rained 
continuously in many of their states for over 
a week. Two weeks ago last Friday there was 
five and a half inches of rainfall in twenty-four 
hours. This is exceptionally heavy but it is 
not deterring the Dixie Boys. 


Gentlemen, this matter of working Satur- 
days and rainy days is mighty important. It 
deals with time losing, one of the strong talk- 
ing points you use against the old tin tank. A 
salesman’s time is his ecapital—his stock in 
trade. Don’t even let a casual acquaintance 
rob you of it. If some one took your purse or 
your jewelry you would eall an officer. But, 
your time, the most valuable thing you possess 


which when industriously employed will fill 
many purses and buy stacks of jewelry is often 
taken by every Tom, Dick and Harry. It’s all 
right to be friendly, but don’t let them inter- 
fere with your duty or your business. Don’t 
let the habit of wasting time kill your chances 
for success. 


ye ¥. 


Dallas, Texas, Mar, 1631922 
Editor Boomer :— 

I have been reading comments by different 
salesmen on working Saturdays, and have been 
very much interested. 

There are often times that it is almost im- 
possible to get an interview with a prospect on 
Saturday, and it takes a good deal of patience. 

Three out of five of the best orders I have 
ever sold were on Saturday, and believe it will 
always pay to ‘‘dig’’ a few hours on Saturday. 
If we will all do that, I believe it will add very 
much to the volume of business and give to the 
salesman a nice little chunk of “‘pin money”’ 
for his wife, or candy for his sweetheart. 


Yours very truly, 
K. J. HARRISON, 


Salesman. 


If-a Canuck should get it would he not pre- 
fer to be ealled, ‘‘H. R. H., The Governor Gen- 
eral,’’ rather than ‘‘The President’’? 


The Toronto Bunch have evidently adopted 
the slogan ‘“‘Get the business,”’ for regardless 
of all odds, they are bound to secure an order 
if there is any possibility of prying it loose. It 
is gratifying to note their ambition and desire 
to work for the firm’s interests, regardless of 
what remuneration they might secure from the 
transaction. Their eagerness in this direction 
was brought to our attention by an order that 
came through just recently for a Store Outfit. 
While investigating the sale, we found a very 
persistent Bowserite had worked long and 
strenuously with a small Store keeper until he 
had secured the order. The Store keeper did 
not require a large outfit, and his financial 
condition would not have permitted him to 
pay for it if he had. The salesman persuaded 
him, however, to buy a Cut 303, costing $55.00. 
When it came to a matter of terms, he found 
the prospect unable to even make a payment 
for that amount, and rather than lose the busi- 
ness, this salesman finally agreed to ship the 
equipment and take pay for the outfit in tobae- 
co. Uuluckily, however, the Chief Clerk of the 
General Sales Department had sworn off the 
first of the year and the order was rejected. 
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mre oe On 
et comeh~ ei oe ec 
e/ Demonstration 

Attention and desire are two things to keep 
constantly in mind in the construction of sales 
talk in most cases. In mental activity we have 
the passive or involuntary attention. This 
kind of attention will not bring results; re- 
member in dealing with a prospect to secure 
definite, positive attention, as it requires-a con- 
centration or state of attentive, mental activity 
to secure the signature. Try to avoid that 
which will distract. Dealings with a prospect 
are too frequently broken off with distraction, 
many times making it hard to renew concentra- 
tion. For this reason, it is best to urge the 
prospect to agree to give you 10 or 15 minutes 
of his individual attention before beginning 
the demonstration. 

‘“Salesmen find it practically impossible to 
produce results when the brain is fagged.’’ 
‘““The concentration between the body and 
mind is most intimate.’’ Therefore, there 
must be a conservation of the salesman’s phy- 


sical forces to develope the mental faculties. 
This means temperate or sane living. Reeall 


your own successes, gentlemen, and I think you 
will agree with others that attention, perser- 
verance, application, self-control, thorough and 
careful demonstrative work, honest methods, 
ete., dig up the business and when we slacken 
and cease to apply them, we fail. 

Yours for increased efficiency, 

W. D. ALLEMAN, 
Salesman in Texas. 


P. S.—Spinal Meningitis in Texas may have 
caused us to lose in the start, but keep your 
eye on Dallas when we get to going right. 


WaDiAL 


HAVE CONFIDENCE IN YOURSELF, THE 
GOODS, AND THE FIRM. 


One of our most successful salesmen in the 
Minneapolis district told us recently of an in- 
stance where he called on a man who had been 
worked with a great deal, by various competi- 
tors and was thoroughly posted on prices. This 
salesman talked Bowser goods and he talked 
3owser goods in a way that showed that he 
knew he was selling the best article on earth, 
until the man turned to him and said ‘‘well, I 
am going to take that and I am going to take it 
just because I know that you believe in it your- 
self and I don’t know much about those things 
and will have to go on someone else’s judgment 
on buying.”’ 


PUBLIC BENEFACTORS 


That Bowser salesmen are public benefac- 
tors is illustrated by an incident that came to 
the attention of our Mr. Zahrt. His friend, Mr. 
Mowe, manager of the Firestone Tire Com- 
pany, Detroit, Michigan, recently made a tour 
from Kansas City to Detroit. He left Kalama- 
zoo after lunch, expecting to reach Detroit in 
time for supper. The roads were bad, how- 
ever, and he did not travel as fast as he had 
anticipated. Darkness overtook him before he 
came to Detroit, but everything was going 
along nicely when suddenly his machine came 
to a stop. He could not understand what 
was the trouble, so he got out of the machine 
to make an inspection. Upon looking into his 
gasolene reservoir found it entirely dry. 

The night was dark, he was in the country 
and on an unfamiliar road. He began to won- 
der in which direction he should strike to find 
the nearest farm house. No buildings seemed 
to be near. He happened to glance up the road 
in the direction of his headlight—when, lo and 
behold—a rescuer was in sight. His lamps were 
trained on a faithful old Bowser Cut 10, about 
500 feet away. He lost no time in getting to 
it-and found it was in front of a country store. 
He aroused the storekeeper, who lived upstairs, 
and who agreed to supply the necessary fuel. 
He filled the reservoir with good old Bowser 
stored filtered gasolene and Mowe went mer- 
rily homeward. 

This incident has most strongly endeared the 
Bowser to Mr. Mowe and if you ever go to De- 
troit, look him up. You will find him a good 
fellow and a Bowser booster. 


CUT 193, FOR TRACTOR ENGINE USERS— 
GET THIS BUSINESS. 


With modern intensive farming and_ the 
seareity of farm labor, together with its high 
cost, the farmer of today is forced to adopt the 
latest time and labor-saving devices if he de- 
sires to make farming profitable. 

The most important of the modern equip- 
ment is automatic farming machinery, such as 
mowers, reapers, binders, threshers, etc. These 
heretofore have been drawn by horses. Horses 
for this work, however, are fast disappearing 
now in favor of tractor engines. This partic- 
ularly applies to Iowa, the Dakotas, Canada 
and the Northwest where large farms are the 
rule, but it is safe to say it will not be long un- 
til practically every farm will have a tractor 
of some sort, as a good tractor can be put to 
any number of uses. A good idea of the enor- 
mous working capacity of the modern tractor 
is seen in the Northwest where tractors haul 
twelve fourteen-inch plows over stubble land, 
whieh is very heavy work and formerly re- 
quired six and eight teams of horses. 


Cut 193 Serves the Tractor Engine User in a Similar Capacity Cut 121 Serves in the 
Public Garage. 


In the use of tractors upon the farm whether 
large or small, the saving in dollars or cents is 
of paramount importance. They are used be- 
cause of the savings they effect, and it is in 
connection with this dividend-paying or sav- 
ing phase that Bowser equipment enters. 


Modern tractor engines are propelled by 
either gasolene or kerosene, and a safe and 
economical system is required for the proper 
storage of these fuels. To meet the needs of 
this class of business we have designed Cut 193 
Wagon Tank. The tank is so constructed that 
it may be carried on any wagon bed or gear 
and is built either with single compartment 
or two compartments as illustrated above. The 
single compartment has a capacity of 500 gal- 
lons.. The double compartment outfit allows 
for 300. gallons of gasolene and 200 gallons of 
kerosene. 


The construction of the outfit is especially 
designed to withstand the hard usage it will 
be subjected to and is built of heavy steel, 
thoroughly braced and riveted. It is arranged 
inside with baffel plates so that in going from 
place to place an excessive concentration of the 
weight of the liquid is prevented. A vent is pro- 
vided in the fill pipe plug. The pumps used are 
known as a continuous flow pump and are simi- 
lar to Cut 47. They are easy to operate and 
throw a steady stream. 


By the use of the Portable Hose and Lever 
Shut-off, the liquid is discharged directly into 
the container of the engine without exposure 
to air. This prevents evaporation as well as 
protects the user from the danger of fire or ex- 
plosion. 


This tank is filled from the large Storage 
system and the kerosene or gasolene is then 
easily delivered to the field in which the tractor 
is working, so that the reservoir for same may 
be filled with convenience and ease. This mod- 
ern method replaces the old fashioned barrel 
or can storage which, when open vessels are 
used, splashes and spills on its way from the 
storage to the tractor, and is slow, tedious, 
wasteful, inconvenient and dangerous. 

Cut 193 is a companion outfit to a large stor- 
age system. Barrel oil storage and tin tank 
and faucet storage are money losers and dan- 
gerous.. Oil kept in the barrel in which it is 
shipped causes leakage and dripping from the 
make-shift faucet. A loss from. leaky barrels 
and dripping cans causes a daily loss of an 
astonishing amount. With the barrel method 
these losses are unavoidable, as the barrel was 
not designed for oil storage. Its use is limited 
to transportation, and when used for storage, 
it must fail from the very nature of its con- 
struction. 

By installing large storage the oil or gasolene 
ean be purchased at wholesale prices. This ef- 
fects an initial saving which together with the 
prevention of evaporation, slopping and _ spil- 
ling, besides delivering the oil in its pure state, 
makes the installation of a Bowser a most 
profitable investment. 

Cut 193 outfit has been on the market for- 
some time and many of the boys in the North- 
west have been very successful in selling them. 
We urge all who have probable prospects for 
this outfit to follow them up closely. Now is 
the logical time. Get busy. They are an ap- 
preciable sale. 
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PRESIDENT 28 , PRESIDENT 
s.F. BOWSER ee 3 Wo. J. BRYAN 


Hon. William Jennings Bryan has been tendered the Presidency of the Winona Assembly Associ- 
ation, Winona, Ind. Mr. Bryan is giving a series of public lectures in various cities. 

Mr. Bowser is chairman of the Winona Board and conducted the reception of Mr. Bryan upon his 
visit to lecture here last week. The above picture is a snap shot taken while they were on their way to 


the Auditorium. 


Only successful men become Presidents—men of action—men of brains— leaders. The 
man who becomes President of the Pacemakers Club must be a leader—a man of courage. 
What you become tomorrow depends upon what you do today. 


Action counts. The keynote of every opportunity is worthy and worth-while action. 
Action is the battle cry of achievement—the first name of success. Get busy with continuous 
order-getting efforts until you have piled up at least 500 points. You will surely, then, be a 
member and may, too, become a PRESIDENT. 
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The Silver Loving Cup Now in the Possession 
of the Atlanta Office 


BRANCH OFFICE STANDING 
APRIL 15, 1912 


SAN FRANCISCO 
TORONTO 
MINNEAPOLIS 


As we volplane to press, San Francisco is 
still holding the altitude record. Toronto is 
only a few points lower, however, and may 
make a sensational rise almost any moment. 

Atlanta, who holds the endurance cup, is 
striving hard to hold her own, although she 
has experienced some unfavorable air currents 
and was compelled to do a little spiral glide. 

Minneapolis is certainly distinguishing her- 
self for speed and has made a wonderful as- 
cent in the last 90 hours. 3 


Fort Wayne seems to hold her own although 
Philadelphia is trying to crowd her out. 

Wireless telegrams keep flashing from all 
parts of the world requesting reports, and the 
staticians are figuring results every hour. 


* * * 


We were favored by a visit from Mr. E. F. 
Underhill, Secretary of the American Laundry 
Machine Company, last week, which we great- 
ly appreciated. Mr. Underhill is an enthusiast 
and it certainly does one good to come into 
contact with such personalities. 

The American Laundry Machine Company 
boys are good fellows and they will gracefully 
reciprocate any courtesies you may extend to 
them. 

Give them the glad hand. 


* * * 


Mrs. Evans, who owns the cottage at Beverly 
that President Taft occupied last summer, has 
declined to let it to him again. One explana- 
tion was that Mr. Taft obstructed Mrs. Evans’ 
view, her house being next door to his. This 
ean hardly be the reason for, Mr. Taft himself 
is a fine view. *Possibly he does not always 
look éool, but that is not a vital matter and 
we are skeptical of the validity of this explana- 
tion. We have more reasons to believe it has 
been reserved for the President of the Pace- 
makers Club. 

* * %* 

Some of the boys are not as careful as they 
should be in specifying on their orders the 
kinds of oils the outfits sold are to handle. 

This is very important as no order can be 
shipped until we have the necessary informa- 
tion. Not only should the name of the oil be 
given, but if it is a trade name for the oil, it 
may be so new that it is not generally known 
or listed and consequently we would have no 
way of telling its nature. So, when it’s an oil 
with an uncommon trade name, tell us of what 
liquids the compound consists. 

For example: An order came through for 
a couple of Cut. 109’s for handling Fly Knock- 
er and Flea Knocker. The salesman told us 
it was not so heavy as kerosene and not so 
hight as gasolene. That’s all very well, but 
we don’t, know whether it had any turpentine 
in it, and whether the brass parts should be 
tinned, ete. 


The proper way when the oil has a trade 
name, is to list the ingredients. If the pur- 
chaser prefers not to say, you should secure a 
sample and send it to us for examination. 

These points if heeded will save correspond- 
ence and enable us to care for the business 
with greater dispatch. 
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Join The Pacemakers 


The value of any man is directly pro- 
portionate to his power of accomplish- 
ment. 


No man therefore, can estimate his 
own value in dollars and cents, for no 
man knows just what he can accomplish. 


The power of accomplishment is what 
counts. A salesman is paid only for 
what he does—actual results. It is upon 
this basis that he advances. It rests 
with him. 

Gentlemen, the Bowser line affords 
you an invaluable chance—a golden op- 
portunity for competency. Given the 
chance, your persistence and power of 
accomplishment will do the rest. 


You have a big task before you—the 
task of being a successful salesman— 
Making a successful career. 


You have learned the requirements— 
You have prepared for the siege. You 
are in the struggle—Don’t loose your 
nerve. 

With the sun in your face and a song 
in your heart tackle your problems. 
Greet the day with a new-born deter- 
mination to dare and do. 

Cast contention and worries aside. 
The galling burdens of yesterday are 
past and forgotten. The road ahead 
lays broad and clear. The radiant sun- 
shine of Bowser opportunities will lighten 
your way tosuccess. Have faith in your- 
self, maintain this elation untouched and 
untarnished as you strive with the multi- 
tude for the one thing most desired— 
orders. GET THE BUSINESS. 

* * * 


Our friend, G. A. Steele of St. Louis is pull- 
ing right up to the top and if he keeps up his 
present gait he will soon be among the first 
half dozen. 


Officers and Directors of the Pace-mak- 
ers’ Club, tentatively installed and 
based on Present standings, 


April 15, 1912 


San- Francisco President 
Toronto Vice-President 
ATATTUCAR cae laoe cs ois s + ose CCLELAIY 
Fort Wayne Treasurer 


7, CRANDALL 
. RHODES 
i. SAUNDERS 
. ARMSTRONG 


DIRECTORS 


Atlanta 

Boston 

a Toronto 

sain teersteteiersiel she terse Minneapolis 
he Co SMITE ee, Sr ....San Francisco 
7 tC POPTS Fort Wayne 
apie is Dallas 
‘-L, JONES Chicago 
AS SPER LEieapasankonettrr aces ees St. Louis 
: Philadelphia 
Re EOI ....New York 
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Candidates to be listed for the President. 
Line forms on the right. 


¥ 3 


All Pacemaker Presidential candidates are 
progressive. They can be nothing else. 


Crandall continues to be newspaperically 
accused of having designs on the Presidency. 
Saunders has been figuring on the Vice-Presi- 
dency. 

* * * 

J. E. Erwin of St. Louis is doing very nicely. 
Erwin is one of these chaps who is given to the 
use of ‘‘quotations’’ in his every-day talk and 
we believe that has something to do with it. 


Since the announcement of the Pacemakers 
Club, we have been receiving messages from 
all points of the world urging us to come out 
for some particular candidate. This we ean- 
not do as the Boomer is supported entirely by 
paid subseription and we do not think such 
action would increase our circulation or prove 
healthy. 

Benham got a nice lttle 72-point order last 
week and we asked Benham if he had any 
trouble getting the order. He replied, ‘‘No 
internal injuries.’’ 

%* * * 

No doubt there have been some very bril- 
hant presidential inaugural addresses pre- 
pared. 

* * * 


Three orders totalling 10 points from our 
Mr. J. A. Price in Louisiana were received to- 
day, all of which were taken on Saturday, 
March 30th. Not bad SATURDAY work. 

DALLAS CORRESPONDENT. 


* * * 
Good buying doesn’t necessarily mean pay- 


ing the lowest price. Quality is always the 
first consideration of the skillful buyer. 


We just received a wire from San Francisco 
stating they believe Crandall has copped the 
Presidency. Their wire reads as follows: 

‘‘Contest for president is closed. Crandall 
erossed the tape with his order 614 with good 
margin, making him member of the Pacemak- 
ers Club. We hope this makes him President. 
If not, we heartily congratulate the winner. 
Our boys are active candidates for other of- 
fices and are striving hard to keep San Fran- 
cisco offices at the top. We need loving cup to 
complete decorative scheme of our office. Have 
donned our fighting clothes and will not lose 
without a struggle. 


‘San Francisco Office Sales Organization.’’ 


We hope this wire is not as misleading as the 
recent report of the pope’s death and as our 
records do not show the standing as indicated 
in the wire we are not in a position to confirm 
same, as far as the Presidency goes. 

We have communications from Toronto, At- 
lanta and Fort Wayne contending their eligi- 
bility for representation. We feel sure, how- 
ever, that the question will be clearly settled 
before the next issue of the Boomer, and we 
will arrange to make the announcement then 
without a shadow of a doubt. If anyone is 
holding back orders they had better send them 
in, believe me. 

* * * 


Toronto. 

I have decided to be President of the Pace- 
makers Club, and I have set the date at May 
11th at the latest. So have your pen inked 
and ready, Mr. Corey, as the Boomer cartoon 
showed you to be, for I expect Crandall and 
Saunders will be so close behind me that they 
might snatch the pen away and write their 
names first. Then, too, Mr. Hance has prom- 
ised me a hat if I win and May 11th is as long 
as I can reasonably go bareheaded in this eli- 
mate. : 

Yours to win, 
; F. H. RHOADS. 


Very interesting campaign now, and rapidly 
coming to a focus. 

Briefly the situation is this: 

Shall the Pacifie Coast rule? None of the 
other things that the bosses talk about are 
worth the words. The fight becomes steadily 
warmer as election day comes nearer, but Wall 
Street seems perfectly at ease the way things 
are going. 

Whoever wins, let us hope there still re- 
mains in our people the stuff to produce such 
Presidential timber and in our country the 
conditions to develop them. 


ey 
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E are often asked by some of the 

boys to answer questions that 
have been put to them during a dis- 
cussion with a prospect. 

The same information would also 
benefit other salesmen who meet similar 
conditions so we have decided to devote 
this column to answering all questions 
any salesman cares to ask pertaining to 
the line. 

You need not sign your name if you 
don’t wish to. Just put an identifying 
letter on it. Never mind how simple 
you may think the question is. If you 
don’t know it, we want to give you the 
information. Let us help you. 


In the last Boomer we printed the follow- 
ing question and asked for the best answer. 
Among those we received, we consider Mr. 
Bacher’s article the strongest. We would be 
glad to hear again, however, from any of the 
boys. 

Question—‘‘In taking orders, when should 
I approach the purchaser in regard to 5% for 
cash with order?”’ 

Answer—‘ Wait until you have the order 
signed, then simply spring it upon him that 
if it would be an accommodation to him, you 
could allow him 5% discount for cash with or- 
der. Call his attention to our printed terms— 
30 days. It appeals to him this way just as 
strongly as if put to him some other way, and 
at the same time keeps him from coming back 
and demanding the 5% discount on _ other 
terms, which he is bound to do if you spring 
it before the order is signed.”’ 


H. P. BACHERS, Atlanta. 
* * * 


Question F. D.—Don’t you think it a good 
idea to make your demonstration in big words, 
so the prospect will be-sort of taken by it? 


By all means use short words 
and to the point. Salesmen should especially 
eschew polysylabie language. The philosophi- 
eal and philological substructure of this prin- 
ciple is ineluctable. Excessively attenuated 
verbiage inevitably induces unnecessary com- 
plexity and consequently exaggerates the ob- 
fuseation of the mentality of the prospect. 
Conversely expressions reduced to the further- 
most minimum of simplification and compact- 
ness besides contributing realistic verisinili- 
tude constitute a much less onerous handicap 
to the prospect’s perspicacity. 


Answer—No. 


* * * 


E. J. Lovaas of Minnesota sent in a nice lit- 
tle 46-point paint oil order. E. J. is sending 
in some very nice business. 


GET THE DRY CLEANING BUSINESS. 

Do you know that in some locations there 
isn’t a Dry Cleaning plant within a hundred 
miles. Do you know why? Because the busi- 
ness is so young it hasn’t become general. But 
it’s spreading with leaps and bounds. New 
companies are being organized, old companies 
in other lines are branching out into it and ev- 
erywhere and anywhere Dry Cleaning plants 
are springing into existence. 


One of the greatest needs in the way of 
equipments and fixtures for the dry cleaning 
business, is a system for the storage and con- 
trol of naphtha which affords the maximum 
convenience, also insures safety, and is a sav- 
ing of time and labor. 

These items have received special consider- 
ation and have been cared for in a thorough, 
practical and economic manner. 

In selecting a system, a dry cleaner should 
also give especial attention to the matter of 
economy and floor space, appearances and 
possibility of speed in turning out work, as- 
surances of the perfect working condition of 
the system at half the cost. 

Some of the advantages secured by the in- 
stallation of the Bowser equipment are as fol- 
lows: A saving of from 25 to 30 per cent. on 
gasolene bills and a saving in labor, the amount 
depending on the size and operation of your 
plant, and increases the output of your com- 
pany from 15 to 30 per cent., an improvement 
in the quality of work done, a saving in soap 
and a saving in time. 


The object in mentioning this is to keep you 
on the look-out for them. 

When you strike a town inquire about them. 
Learn if there are any new companies started, 
since your last visit. Inquire if another one is 
being organized. Call on the laundries and 
sound them on the subject. Get all the infor- 
mation you ean. 

* * * 

Lewis Conn of Philadelphia has certainly 
made a very eredible running so far this year. 
He has stuck with the 40 H. M. through thick 
and thin and, believe me, he’s going to be 
there at the finish, too. 

* * * 

A. E. Moffatt of Toronto closed last week 
with a 75-point D. C. order, all of which helps 
him keep among the 40 high men. 


* * * 


Don’t look for obstacles—look for ways thru 
them. 
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The Yemen stie ATEN 


One of our branch managers recently wrote 
his men covering the subject of reporting ‘* Not 
Interested’’ in making their daily reports of 
calls. This subject so interested us that we 
deemed it worthy of an article in the Boomer, 
and would lke to reproduce the branch man- 
ager’s paper in its entirety, if it were not for 
the fact that so many of the men have already 
read it. 

Every person handling oil is a prospect for 
Bowser e quipment. The Bowser is a necessity, 
not a luxury, and it is impossible to handle oil 
in a-safe, clean and convenient manner with- 
out the use of-a Bowser. As to whether the 
salesman is capable of ‘‘interesting’’ his. pros- 
pect to the point of purchasing is a matter that 
rests entirely with the salesman. When the 
salesman reports that a prospect is ‘‘Not In- 
terested’’ would then, from this view point, 
seem as though the salesman had not done ‘his 
work? We do not mean by this that you can 
sell every man you eall upon, but we do mean 


to say that every handler of oil is interested , 


in a Bowser, although they may not tell you 
so, and although you may not think so by their 
actions. You may not sell them on your first 
eall or your fifth or fifteenth, but that is not 
because they are not interested; it is from 
some other cause. He just says not interested 
to put you off. 

Another method of the skillful buyer who 
wants to put you off—generally hands it to you 
this way: 

‘*Oh, you have a good proposition and some 
day I may buy, but not now. You are sure 
some salesman and if anyone could sell me, 
you certainly could.’’ 

How many salesmen are often satisfied with 
this pleasant talk? 

When the writer was working over in Ohio, 
a store buyer made a specially strong play of 
this kind, but I had been figuring for some 
time how to overcome that sort of talk and de- 
cided to try it on this chap. I said: ‘‘Mr. 
Jones, you don’t mean that. If you do, you 
are mistaken. If 1 were a good salesman I 
would have sold you a Bowser in fifteen min- 
utes. I may be a good talker, a good orator 
or a good entertainer, but I haven’t proven to 
you that I am a good salesman.”’ 

““T might stand and talk to you for a week, 
but if I don’t sell you a Bowser, I wouldn’t do 


you any good or make a nickel for myself or 
the house. 

“<Tt’s orders that count, Mr. Jones, and it’s 
only men that can get them who are saleamen: 
I Oe your. kindly feeling towards me, 
but tell you candidly I would rather be eked 
down the back stairs with an order than es- 
eorted out the front door with a brass band. © 


“T a good salesman? And can’t interest a 
man that needs a Bowser as badly as you do! 
An outfit that will pay its cost the first year 
and continue to return a profit to you over and 
over again, an outfit that will, ete., ete.’ 

Then hammer your points at him hard. . In 
the instance referred to, he bought.a 42... 

Gentlemen, it’s a case of ‘‘stick to ’em.’’ It 


pays. 
* * * 

In looking over the sales record we are very 
sorry to note that salesmen are not selling as 
many outfits complete with all equipments as 
they should. The month of January was poor 
in this respect, the month of February im- 


_ proved and the month of March was even bet- 


ter. The improvement, however, is derived 
principally from the sale of 241 pumps. We 
are very pleased to note the suecess the boys 
are having with this outfit. Mr. A. F. Todd, 
of Atlanta, is doing exceptionally well with it, 
having sold five of them during the month of 
February. Lewis Conn and G. H. Reuben are 
also making records in this direction. Cut 241 
is an outfit far in the lead of any equipment 
ever constructed, and the sale of this pump 
should be pushed in every way possible. 

In the sale of 41’s, however, also 242, and 
the other outfits that may be equipped with 
gallon meter or filter, hose and nozzle, the out- 
fit should be specified with all the attachments 
included. Just how it is best to secure the or- 
der for the complete equipment is a problem 
no doubt all of yon have studied, although we 
believe some salesmen do not. ask for an order 
for the equipment complete, simply for lack of 
courage. We could write a long article on the 
failures through lack of courage, but will not 
stop to do so now. We will take the time in- 
stead, to tell you of one or two methods of 
working up a prospect for the purchase of the 
equipment complete. 

To secure a man’s order for. a complete 
equipment, you must first work his ideas up 
to a high grade quality and service, high- 
er than you think he is willing to buy, if they 
are not already. There is a psychology about 
this proceedure. An instance that came to our 
notice recently, makes this point very clear. A 
prospect desired an automobile and was in a 
position to purchase a moderate priced ear. 
His first thought was a ‘‘ * which was 
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Hess Going Easily at the Rate of 60 Minutes and Hour 


Chicago Branch. 
Editor Boomer: 

Enclosed please find my phiz (?) as I am 
flymg around after orders. My territory is so 
small I have to go thru several other territories 
in order to get from my house to the office, and 


in order to prevent delays in being compelled 
to take orders in same, I devised a scheme to 
fly over all forbidden ground. 

Yours respectfully, 


(Sed.) K. F. HESSENMUELLER. 


selling at a very moderate price. After having 
thoroughly looked over the ‘‘—————,’’ he 
was induced to look at a ear a little higher 
priced. After inspecting this car, he was 
called upon by another agent for a still higher 
priced car, and a little later on an even more 
expensive car was demonstrated to him, some 
ears so high in price that he actually knew 
that he could not purchase them, but was will- 
ing to look them over, however. After inspect- 
ing a car priced at $3,500, a car for $1,800 
looked very reasonable, and when he thought 
the matter over and found that he could pur- 
chase this car complete at a figure so much 
less than the $3,500, he was willing to pay the 
additional price over the amount he had first 
intended to spend, which was about $900. 


Applying this to the Bowser Line, one of our 
salesmen told the writer that he very often 
talks to a prospect about a Cut 81, telling him 
the price and making him familiar and accus- 
tomed to thinking of the cost of a Cut 81. 
After fully demonstrating Cut 81 and giving 
him a complete deseription, he comes down to 
the Cut 39 and finally a Cut 41 complete, after 
which, the price of the complete Cut 41 looks 


very moderate to the man in comparison to the 
Cut 81, and secured the order on this basis. If 
he believes the man only needs.a Cut 47, he 
follows the same proceedure, stopping at the 
47 complete. There is considerable logic in 
this method, and if you will stop to consider, 
you will find that you are as susceptible as the 
next man in purchasing anything, and ean re- 
eall that this has occurred sometime in your 
own personal experience. It is simply a law 
of human nature. A thing is reasonable or ex- 
travagant only in point of comparison. It. is 
simply a matter of comparison that we arrive 
at any ideas and if you will use a system of 
comparison, you will find it often easy to se- 
cure an order for a complete equipment, where 
otherwise you would have failed. 


* * * 

The ease with which you can make someone 
else believe a thing is measured by the sin- 
cerity of your own belief in it. 

* * * 

J. F. Rice of Kansas City, 48 points of busi- 
ness in two days—medium sized orders, and 
represents good, solid. work. 
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CUT 241. 

It is indeed gratifying to note how popular 
our new Cut 241 is becoming. It is perhaps 
the most attractive equipment we ever made. 
If any of the boys have never seen one of these 
outfits, they have a very happy surprise in 
store for them. When this pump is placed on 
the curbing, it is really an ornament to the 
place. The bright gold lettering, with the 
background of red, makes it a very attractive 
fixture. 

We received advice that one of our custom- 
ers, who recently purchased this outfit, has 
built up such a large gasolene trade that he 
finds it convenient to remove the doors in the 
morning and leave them off all day, putting 
them back on at night and locking the pump. 

Some of the boys have an idea that there is 
ample space for additional lettering. This is 
not a fact. The space is limited for lettering 
and more than the standard lettering would 
spoil the appearance. Furthermore, it is not 
necessary, aS the standard lettering gives all 
the information necessary. 

We trust that all of the boys will make a 
special endeavor to sell these equipments ev- 
erywhere possible. They are bound to give 
satisfaction and they mean a nice sale. 


CUT 193. 

Since the last Boomer, we are very pleased 
to record the sale of several Cut 193 Wagon 
Tractor Tanks. Mr. W. Q. Leavitt was success- 
ful in selling one to a rice planter in Texas, 
Mr. Lovaas disposed of one to.a ranch man- 
ager in Wisconsin, and Abby Anderson took 
an order for one up in Saskatchewan, Canada. 

Developments in this field are increasing at 
a very satisfactory rate, but we believe there 
is a great opening for even a bigger showing. 
Boys, you would make a drive in the country 
for a 10-point store order, wouldn’t you? Then 
inquire of the implement dealer about the trac- 
tor user and see him. Almost every farm of 
any size has a tractor of some sort, but to 
reach them with trained, expert salesmen is a 
problem. For the present we must depend on 
our boys digging these prospects out and 
reaching them as best they can, but we hope 
that we may later arrange for our service to 
make it possible for even the tractor user in 
distant parts to secure the attention needed 
as promptly and satisfactorily as any other 
class of our trade. _ 

BE OBSERVING. 

The more a salesman knows about his pros- 
pect’s characteristics, his business, his require- 
ments and his oil storage conditions, the better 
prepared he is to successfully handle his case. 
This applies to all lines, factory, garage and 
store, alike. 

We know that many of our men realize this 


and some have a special system or way of find- 
ing out certain points about their prospect that 
they especially want to know. 

The successful store salesman, as a rule, de- 
pends on his ability as an instant reader of hu- 
man nature and depends on his eyes and ears 
the minute he gets into the store to give him 
the correct impression of his conditions and re- 
quirements. 

An actual experience of one of our salesmen 
clearly illustrates, the necessity of information 
as complete as possible. The case was a doctor 
as a garage prospect. The salesman was told 
of the prospect, and without any further ques- 
tions headed for the doctor’s office with the 
following results after waiting in the doctor’s 
office for some time: 

Prospect (coming in)—‘‘How do you do, sir. 
Hope I haven’t kept you waiting?”’ 

Salesman—‘‘Not at all, doctor; you haven’t 
kept me waiting at all. My reason for calling? 
I represent the firm of Bowser & Co. I want to 
interest you in a method whereby the life of 
your car will be doubled. It will make for you 
greater safety, prevent any possible chance of 
explosion (sees interest awakened in doctor’s 
face and takes out order blank, it will prevent 
your car being stalled ten miles from any- 
where. 

Doctor—‘‘This is interesting. You’ve got 
just what I want. What is the name of this in- 
vention?”’ 

Salesman—‘‘It’s gasolene storage equipment 
—the Bowser gasolene storage system. (Takes 
pen to fill in order).’’ 

Doctor—‘Oh! but my car is an electric.!! 
BG 

Of course the salesman floundered around 
until he could get on his lubricating talk. How 
much easier he would have gotten that order 
for a Cut 52 if he had. known the doctor’s re- 
quirements. 

One of our factory salesmen never sees the 
purchasing agent or factory manager until he 
has secured full information of their present 
methods and their needs. Then he knows his 
ground and ean hit them hard. 


* * * 


Our hats are off to that charming exponent 
of high art in salesmanship—Crandall. 

We are willing now to concede him the 
Washington of the Pacemakers Club, an honor 
of which he has a right to be proud. 

We are now after the next best honor and 
we mean to get it. 

Our boys have been a little late in starting 
the big noise this spring, but we intend to have 
a fine lst of shapely spear carriers in the 
chorus in addition to our modest claims upon 
the leading roles. 

E. J. LITTLE. 


SPECIAL PRESIDENTIAL NUMBER 
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W. V. CRANDALL 
PRESIDENT OF THE PACEMAKERS’ CLUB 


On April 10th, Mr. Crandall secured the order which completed his five hundred points 
of business, attaining the first membership in the Pacemakers Club, which also entitles him 


to the Presidency. 


Mr. Crandall travels under the San Francisco Office, with territory in Montana. We 
were advised by wire on the 17th of Mr. Crandall’s success, but not until yesterday, when 
the orders were received, were we in a position to officially make the announcement. Mr. 
Crandall made a most enviable record in having secured membership at such an early date 
and is certainly deserving of the highest honor the Club is in a position to bestow upon him 
—The Presidency. All hands join in wishing him continued success. 


Crandall Is E 
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AS Pale Sime ror 


1eOR eZ 


Honk! Honk! Out of the Way! 
The President Is Here! 


This is a wonderful announcement. It will 
be received by many with incredulity, but our 
name and reputation are both behind it. 


You will not have to wade through a long 
introductory to the newly-elected President of 
the Pacemakers’ Club. He*is so well known 
personally to most of the old salesmen and has 
been so much heard of and talked about by 
the newer salesmen, that he has gained practi- 
eally a national reputation. 


For the past seven years Mr. Crandall has 
been dispensing tanks to a grateful populace 
in the west, hitting the high spots—and not 
overlooking the hollows—of Montana. Mr. 
Crandall’s headquarters is Butte, but his ad- 
dress all this year has been “enroute.” 

Yes, we mean just what we say, enroute. Mr. 
Crandall has not been home once since January 
17th. He has been continually and persistent- 
ly digging for business ever since the conven- 
tion. 


Gentlemen, it’s continuety that wins. Cran- 
dall’s performance gives us the lesson that it 
pays to start early; be your own Pacemaker; 
throw up your head and keep on keeping on 
until you arrive. To attain success in anything 
it takes men who can set a pace and even 
though the course is up hill and down dale, 
rough strewn with obstacles and heartbreak- 
ing can keep on until the end. 


A spurt is always good to make a finish, but 
it takes endurance and perserverance to win 
in the end. The salesman who will set the fast- 
est pace possible without running off his feet 
or losing his head and plug along unaided day 
after day and not get discouraged, will be in 
the one, two, three class when the race is over 


The word failure only applies to the one who 
quits the fight. 
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The 
strong, keen, hustling boys and to secure pre- 
eminence among them is proof of distinguish- 


ing 


dall, 
splendid work done, also the Club on having 


for 


—————s 


Don’t Mourn fo 


OUNCE upon the opportunity to se 

If it brought you disappointment, 

be doubly energetic for the Vice-} 

Take advantage of the chance still rema 
If one knows himself to be a wea 

stress of life; but for a strong man to eva’ 


There is a whole world full of gree 
them. There are great fortunes to be wor 
great good to be accomplished, and it is b 
It is better to die fighting in the ranks t! 
and self-complacent ease. The world 
running away from the fight. 


When a man has done a great wi 
wizzard, to forget or deny all his human * 
the reach of the rest of us. | 


It is alright after a victory, to dwe 
able to human nature that we are inclin« 
record of his struggles and his failures an 
fortunately unjust to the men, who might 


For the sake of others, it is wise - 
struggled and finally, splendidly conquer 
his example to overcome. 

Crandall had trials and troubleal 
the same as any salesman but as has been 
effort was perhaps the main factor in his. 

It is not today’s orders, or this wee 
continuous effort that brings success. Tr 
Vice-Presidency, but no one else is goin 
showing yourself ready—it is not securec 

If you have ambition, if you are ali 
are awake to opportunity, make a firm de’ 
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Bowser sales force is composed of 


merit. We congratulate you, Mr. Cran- 
on the honor you have achieved and the 


its first President a gentleman so fully 


tee to fill this position of honor. 


A. Z. POLHAMUS, 
Gen’l. Mer. 


sted President 


3} 


is 
Lost Presidency 


xt best position. Forget your past loss. 
me from the dead wood of experience and 

The heart of hope looks up, not down. 
sure the Vice-Presidency. 


ay be justified in running away from the. 
bility would be disgraceful. 

ities, waiting for men to take advantage of 
eto be achieved, great gain to be made, and 
‘the battle than to skulk away and avoid it. 
long and grow weak and pale in cowardly 
14g men. No man ever grows strong by 


idency is always to turn him into a sort of 
,to raise him upon a pedestal, high above 


nthe great accomplishment. It is credit- 
=> shadow of his mighty deeds fall over the 
mfrom sight. But it is none the less un- 
d by the story of his fight. 
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> weaknesses which we need inspiration of 
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his uninterrupted determined continuous 
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you. You must show yourself worthy by 
nor from hesitation—it takes orders. 

lave red blood and energy and hope, if you 

1 to win the Vice-Presidency and WIN! 
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My dear Mr. Crandall :— 


=I 
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IT am informed that you are now President of 
the Pacemakers’ Club; not only President, but 
the first President, and I want to most energet- 
ically tender you my hearty congratulations. 


‘Bully for you.”’ 
of this, my hearty congratulations. 
From Yours Most Sincerely, 
S. F. BOWSER, 


President. 


‘‘T am dee-lighted!’’ Accept 


OFFICIAL NOTICE. 


TELEGRAM. 


Fort Wayne, Ind., April 24, 1912. 
To W. V. Crandall, 
Butte, Mont. 

Official returns show you to be elected 
President of the Pacemakers by safe major- 
ity. Congratulations. The honor is richly 
deserved and the first President will honor 
the office. We wish in this connection to ex- 
press our appreciation of your efforts and 
admiration of your results achieved. 


S. F. BOWSER & CO. 


My dear Crandall :— 

I want to congratulate both you and the 
Pacemakers’ Club—You, on the honor you 
have won in becoming President of the Club, 
and the Club in having you as its President.— 
It is indeed an honor to win this position in 
competition with 300 first class salesmen, all 
good, high class men. You have won the honor 
honestly and fairly by fine salesmanship and 
above all by hard, conscientious and per sistent 
work and being everlastingly ‘‘on the job.’’ 
Again I congratulate you. 

Very sincerely yours, 
C. fae ES 


It is a pleasure to me renin as I am 
sure it will be to every salesman in the organi- 
zation, to see the Office of President go to Mr. 
Crandall, because of his hard, consistent and 
systematie work, thus fully mer iting the honor, 
and also because the office will be eraced by a 
man so universally loved and admired. We 
congratulate both Mr. Crandall and the Pace- 
makers Club. 

We also appreciate the efforts. of all the 
others who have striven for the honor and 
wish them exceedingly well in the contest for 
Vice-President. 

8. B. BECHTEL, Asst. Gen. Mgr. 

Mr. Crandall, we are pleased to acknowledge 
your perseverence and success in attaining the 
Presidency. We greet you with many appro- 
priate sentiments and w ish you continued suc- 


GENE: W. G. ZAHRT. 


Mr. Crandall, my compliments to you and 
our felicitations upon the attainment of the 
Presidency of the Pacemakers Club. May you 
continue in your success, and your activities 
always be a source of inspiration to all within 


the organization. 
D. A. COREY, Genl. Sales Mgr. 
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The unexpected has happened. San Fran- 
cisco’s recent announcement that they would 
take the cup made such an impression on To- 
ronto that they literally leaped to first place. 
Other managers evidently had fine programs 
devised as every office has made not less than 
2 per cent. gain since the last Boomer. What 
will happen by the next issue? We hope to be 
in a philosophical state of mind, so that no 
matter what happens we will be calm and 
happy—as long as they all go up. 

That’s our one big choice—a unanimous 
gain. As our friend, Kipling, once said: ‘‘The 
Colonel’s lady and Lizzie O’Grady are sisters 
under the skin.”’ 


WHAT’S THE MATTER WITH BUSINESS? 


If you should ask any of the salesmen on the 
road that you meet, the outlook for 1912, nine- 
teen out of twenty of them would hedge with 
their opinion, discrediting the possibility of a 
big year, because of the fact that it is a Presi- 
dential year and that business is always dis- 
turbed to some extent during a Presidential 
campaign. Perhaps the majority of the busi- 
ness men look upon the Presidential year as an 
off year for trade in general. As far as Bowser 
& Company is concerned, however, the Presi- 
dent has been elected, so that the apprehen- 
sions, forebodings and general misgivings as to 
the outcome has been decided, and as far as 
any other Presidential elections go, it matters 
little. 

Whether the other Presidential elections will 
effect your business, depends upon you, as 
your business will be just what you make it. If 
you will ignore politics and politicians, and 
with loyalty, enthusiasm and confidence, work 
faithfully and continuously, your record will 
not be effected by Political shadows that so 
many men are frightened with. The measure 
of your success will largely depend on how well 
you meet the every day problems of your busi- 
ness. It depends on you alone. 

Be not effected by Political Scares, but work 
with one end in view, to make 1912 the biggest 
year in your sales and the sales history of the 
Company. 

In an honest and sincere endeavor to hand 
out one simple little thought to clear the at- 
mosphere—Mr. Crandall—we slip you the fol- 
lowing: 

Good luek to Crandall, we all say, 

To him on his inaugural day ; 

On the Tablet there is reserved a space 

For the winner of another race. 

You have such speed ’twould be a shame to 
stop it. 

Why not keep on and try to cop it. 


BRANCH OFFICE STANDING 
APRIL 20, 1912 


TORONTO 

SAN FRANCISCO 
MINNEAPOLIS 
ATLANTA 

FORT WAYNE 


STANDING OF SALESMEN, APRIL 20, 1912 


San Francisco 
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Mr. Crandall’s name is on the Tablet for 
1910. The world loves a repeater. Can he 
come back? 


Vol. VII MAY 5, 1912 


T.H. RHODES 
VICE PRESIDENT OF THE PACEMAKERS CLUB 


Mr. T. H. Rhodes, of Toronto, completed his five hundred points of business April 
23, securing the second membership in the Pacemakers Club which also entitles him to 
the Vice Presidency. 


Mr. Rhodes travels in Saskatchewan which territory he has been covering for some 
time. He has made a phenomenal record in completing this 500 points so soon, especial- 
ly in view of the fact it was necessary for him to leave his territory for a time thru a 
sorrowful and unfortunate circumstance. Mr. Rhodes is well deserving of the high 
honor and glory the office of the Pacemakers Vice Presidency holds and in one accord we 
extend to him our heartiest congratulations. 


NOTE: THE ABOVE PICTURE WAS ENLARGED FROM 


A SMALL PHOTO 
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INDEPENDENT 
COMPETITIVE 
PROGRESSIVE 


CLARENCE H, MACKAY 
PRESIDENT 


POSTAL TELEGRAPH COMPANY 


COMMERCIAL CABLES 
TO ALL PARTS 
OF THE WORLD 


S F Bowser & Co., 


Ft. Wayne "Ind: 


TELEGRAM 


Butte Mont 5-1-1le 


I--thank you all. fromethe spot. Ome ole iveaest 


for your many kind congratulations and the good things you 


Say about me. 


Il 7am more than proud =Los know 


I -stand so nigh-in the estimation obeso2 creat 


an organization 


W V Crandall 


The Secretaryship is your next best 
chance. We predict their is no one 
that can pick out the winner at this time 
with any degree of certainty. Remem- 
ber no race is run until the finish. Its 
the finish that counts. The world takes 
off its hat to the man who with courage 
mantfully strives and arrives. 


* * * 


The Pacemakers’ Secretary will be a man of 
brains, enthusiasm and perseverance—a Pace- 
maker’s three graces. 
the struggle. 


The position is worth 


Don’t forget we must individually 


and collectively unceasingly strive 
for that ‘‘Four Million.’’ 


DON’T BE A ‘‘BOSHER.”’ 


Some of our salesmen are so modest they are 
inclined to hide their light. Don’t permit your 
modesty to fog your intellect. Be progressive 
and get into the big race for the Secretaryship. 
Don’t chafe under the collar if you are crowd- 
ed a little by the other fellow. Get into the 
running and adopt yourself to the ways of wis- 
dom. Speed your alarm clock. You are living 
in a speedy age. Keep hustling. Some things 
will abide with us forever but in most things 
the password today is ‘‘Speed.’’ 

‘‘Bosh’’ says the fogey—the same old 
‘*Bosh’’ which is hurled at every glittering ef- 
fort of progress since Adam and Eve played 
hide and seek in the Garden of Eden. You will 
always find, that it’s the ‘‘Boshers’’ that get 
left. Don’t be a ‘‘Bosher.’’ Dig in for this 
position of honor for all you are worth and dis- 
tinguish yourself. 

‘‘Pacemaker’’ is a name that is different 
from the others—a name that embraces every- 
thing speedy, on and above the earth—a name 
that is synonymous with promotion and pro- 
gress, 


THE BOWSER BOOMER 71 


At this stage of the great Pacemakers’ elec- 
tion struggles, when the preliminary skir- 
mishes have made things so lively, it is not an 
easy mattér to avoid being carried away by 
wrong conelusions as to the final elections. 
The smoke and clamor of Crandall’s and 
Rhodes’ speedy race shut off for the time the 
wider view of the elections to the other offices. 

There have been and will be some startling 
surprises for over-confident managers and 
salesmen. One of these was in the Presidency, 
which we personally know was thought posi- 
tively cinched for themselves by four differ- 
ent salesmen and branch managers. 

We presume the contest for Secretary will 
be equally as misleading. At present there 
are at least five men making a most strenuous 
effort for it and all very close. Foremost among 
these at present is T. F. Rhodes of Toronto. 
Perhaps the next development will set Arm- 
strong, Saunders or Steele in the lead. Mean- 
while the political prophets are all at sea, as 
there is the usual talk of ‘‘dark horse,’’ ete. 

It is a strenuous struggle all around and 
those who win in these races are well desery- 
ing of all the honor and glory we can bestow 
upon them as efficient and remarkable sales- 
men. 


* * * 


There never was a more real and genuine 
political campaign, whose candidates were as 
sincere and straightforward about their deal- 
ing, as honest and frank about their purpose 
for contesting, as the Pacemakers. 

The object of a Pacemaker candidate is to 
get an office for the money and personal glori- 
fication there is in it. Secretly, this is the same 
object of many political candidates but a 
Pacemaker will tell it to you right to your face 
and he don’t care who knows it. A Pacemaker 
is not only an office getter but an order getter. 
To the credit of the Bowser sales force, it must 
be admitted that no age in history has produced 
his superior in this line of work. 


There are two big officers yet to be 


elected: 


SECRETARY and 
TREASURER 


? Will you be one ? 


BRANCH OFFICE STANDING 
APRIL 30, 1912 


TORONTO 
SAN FRANCISCO 
MINNEAPOLIS 


STANDING OF SALESMEN 
Ending April 30, 1912. 
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To Messrs. Crandall and Rhodes, 


Pres. and V.-Pres. of Pacemakers Club. 

I am delighted to hear of your successful 
elections. I should like to eall in person, but 
I am so occupied with my editorial duties and 
running the republican party, besides impress- 
ing my views upon the public of Taft and all 
other conceivable topics, political and other- 
wise, that I have not had the time. 

When I have put the American people 
straight on the present political issues and ad- 
justed some defects in the operation of the 
solar system which have caused the late spring, 
I will be glad to visit you. Wishing the Pace- 
makers Club worlds of success, I am, 

Strenuously yours, 
ER, 


CHICAGO 


Hats off to Crandall and the San Francisco 
Office and Rhodes and the Toronto Office. We 
tender to them our sincere congratulations and 
cordially applaud their well deserved success. 
HOWEVER, with ‘‘charity for all and malice 
toward none’’ Chicago rises to suggest that in 
the end ‘‘the first shall be last and the last shall 
be first.”’ 

Watch us drive by. 

Hi. C. STORR, Manager 


To be your own boss means that you ean 
stand under the blows of difficulties. You may 
be hampered and discouraged, but if you are 
really your own boss, nothing can put you per- 
manently out of the running. 

Every obstacle is an opportunity. An at- 
tractive saying and _ peculiarly veracious: 
‘‘Only the born fighter realizes the pure joy 
to be secured by overcoming an obstacle,’’ but 
a little thought will convince anyone that most 
obstacles are intrinsically suited to those con- 
fronted by them. The true way to spell ob- 
stacle is ‘‘Opportunity’’—if you’ye got grit 
and pluck. 


Through the columns of the Boomer we de- 
sire on behalf of the San Francisco Sales Or- 
ganization to congratulate Mr. W. V. Crandall 
on his success in winning the Presidency of the 
Pacemakers Club, and also thank him for hold- 
ing the reputation of our salesmen as prize 
winners. 

To those of you who are not well acquainted 
with Crandall, wish to advise that he is a 
shrewd politician and as a campaigner and 
stump speaker has no equal. His arguments as 
to his ability to successfully direct the Bowser 
Sales Organization were sufficient to secure for 
him a solid delegation (514) points from Janu- 
ary 25th to April 10th. 

Mr. Crandall’s success can be attributed to 
the fact that he secured small delegations from 
the rural districts rather than large delegations 
from the cities. There was only one large order 
most of the business covering orders running 
from $100.00 to $300.00. 


We urgently request for Mr. Crandall the 
co-operation of the entire Sales Organization in 
order that he may successfully direct the Pace- 
makers through the high office to which he has 
been elected by a unanimous vote of the pro- 
gressive citizens of the State of Montana. 


SAN FRANCISCO OFFICE. 


* * * 


MINNEAPOLIS 


We enjoyed a nice visit with President S. F. 
Bowser the past week. He was very much in- 
terested in the work being done and the results 
obtained by every salesman working under this 
office, looking into these matters and inquiring 
for each of the boys personally. 

We are glad to say we heard words of ap- 
proval spoken as these results were shown, but 
one point was brought out that seems particu- 
larly worthy of attention; that is, the tendeney 
to follow the line of least resistance, selling the 
goods that can be sold with the least effort, not 
working the entire line, kerosene, paint oil 
trade as thoroughly as we do the gasolene 
trade. 

We must all admit that the kindly eriticism 
made is a just one. As Mr. Bowser expressed 
it, ‘We are in danger of following the example 
of the electric current and ‘short circuiting.’ ”’ 
There is certainly much food for thought in 
this for all of us. Let us make it our object to — 
be “‘live wires’’ but insulated by thoroughness, 
energy and perseverance, so that we do with 
our might every thing that our hands find to 
do, not ‘‘short cireuiting’’ to the easier tasks. 


L. -P. MURRAY; 
District Manager. 


Ww 
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DALLAS. 


Had the outlook for future conditions in the 
Dallas division been as good one year ago as 
they are today, the Atlanta division would not 
have had a ‘‘einech’’ on the cup, and unless all 


signs fail or one of those Texas cyclones ob-- 


literates us entirely from the map, we are go- 
ing to ‘‘throw dust’’ into the eyes of some of 
the other branch offices before the year closes. 


Up until January 1st of this year, for the 
lack of rain in parts of our division, there were 
bullfrogs three years old that had never swam 
a stroke, but all of this is a thing of the past. 
We now have, as the Texans say, plenty of 
‘“season’’ in the ground and a bumper crop is 
assured. 


But conditions alone are not going to bring 
business unless we go after it, and with such 
men of ability as we have in this division, we 
promise to bring home our part of the bacon. 


Men of the Dallas division, let me tell you 
that the Dallas office has adopted the slogan, 
‘‘An Order a Day From Each of you,’’ and we 
haven’t a man but who is capable of doing it 
if he will work conscientiously six full days 
a week from now until the close of the year. 


Let’s show the officials of our firm what the 
grand Southwest is really capable of produe- 
ing, and let’s sound a warning right here and 
now to the other divisions that they will have 
to ‘‘go some’’ to beat us out! And to the 
branches who are now leading, we notify you 
that we are after your scalp, and scalping is 
a favorite pastime in this country. 


Up and at ’em, and I will back you to the 
hmit! 
Yours for first place or bust, 
J. G. RODMAN, 
Mer. 


Last fall Brown of Atlanta was conducting 
an ‘“‘Altitude Club’’ among the salesmen and 
as we have heard nothing from it this year we 
are interested to know what became of it. 


It was certainly elevated in tone and lofty 
in sentiment—in fact, considerably above the 
ordinary; quite full of high purpose. Their 
motto, we believe, was: ‘‘Let’s be up and do- 
ing.’’ Where are the sky high men, Brown? 


* * * 


Not that there are no Atlanta men in the ‘‘for- 
ty high’’ because we can count six. What we 
mean is the aggregation—the club. 


nn 


F course you are going to be a 
Pacemaker. Then why not get 

a position of honor? Its a distinc- 
tion well worth striving for and an 
attainment any salesman may be 
justly proud of. Gentlemen it rests 


with you to determine whether upon 
you this glory falls. 


A prospect for a gasolene equipment was 
wandering about the premises last week and 
strayed to the General Sales department. He 
had no sooner crossed the threshold when an 
order was scented by the boys. Mr. Wilham 
Paul was the man that made the successful 
dash for him. He was rushed over to the show 
room and in ten minutes Mr. Paul came back 
with a nice order. Whenever branch offices 
need any sales help, the General Sales depart- 
ment have men who can come to their aid. 


C. R. Eggleston recently sold to the Fire De- 
partment of Watertown, New York, a 10 bbl. 
Cut 41 outfit complete. This order was placed 
through the selection of Chief Fred Morrison, 
who is very enthusiastic over the quality of the 
Bowser goods. 

The city of Watertown has installed consid- 
erable motor fire equipment, and under the 
leadership of Chief Morrison has one of the 
most up-to-date and efficient fire departments 
in New York state. 


Mr. 8. P. Williamson, who has been assisting 
Mr. L. P. Murray in the Minneapolis office, has 
resigned his position and taken up the grip. 
Mr. Williamson will occupy territory in Iowa. 


There is no doubt of his success in this capacity 


as he has, from time to time, demonstrated his 
ability in a sales way while in the office. 


As an evidence that Mr. Hessenmueller is 
getting back into his old time stride, last week 
he brought to Mr. Storr’s desk an order for a 
garage equipment, consisting of a 500 gallon 
Cut 41 outfit complete, with portable wheel 
tank and two Cut No. 63 outfits, to which the 
real filthy green lucre was attached. Storr 
nearly had the heart failure when he began 
scattering twenty dollar bills and twenty dollar 
gold pieces around on the desk as if they were 
toothpicks and serateh paper. 
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“HORSE SENSE”’ 


A Selling Point for ‘‘Bowser’’ Boys. 

Mr. Jones, when you buy a horse, don’t you 
look at his feet, his teeth, or see if he is balky? 

Answer—Yes. 

Then buy your oil tanks in the same way— 
look at the quality, see the design, look at the 
workmanship, or see if it is balky. You will 
then decide that all oil tanks are not good oil 
tanks, same as all horses are not good horses. 
You will decide that for every dollar paid, you 
receive more value in buying ‘‘ Bowser’’ tanks, 
than if you paid less for other oil tanks. 

J. M. TUCKER. 
* * x 

Oftentimes a P. G. Prospect, although very 
anxious for safe gasolene storage, is not much 
interested in lubricating oil storage, the im- 
portance of same not having occurred to him. 

The importanee and need of a Bowser lubri- 
eating tank is sure and real, and a salesman 
who takes an order for only a gasolene outfit 
and does not try as hard to inelude lubricating 
tanks has not done himself and the customer or 
the house full justice. 


Stop to think a minute of the stress and im- 
portance the different oil companies put upon 
proper lubrication, the necessity of oils of the 
proper viscosity for particular purposes. Oils 
of certain consistency, contain special proper- 
ties for a definite purpose. 

Tell your P. P. about these things. Tell him 
about fire and flash tests of lubricants. Give 
him a httle educational talk like this: 

All oils will ignite at a certain temperature. 
Some resist heat better than others, hence the 
various oils for various lubrication require- 
ments. 

The oil that lubricates a motor car must stand 
the intense heat of the cylinder walls. If it 
does not, it is worthless for auto lubrication. 

These ingredients of your cylinder oils flash- 
ing and firing tests are the required tempera- 
ture as specified by expert automobile engi- 
neers and scientific oil refiners. To change 
same reduces their efficiency. 

You pay a special price for a particular oil 
to give you just this service. When you store 
it In a non-evaporative proof tank which al- 
lows the gasses to escape and dirt and grit to 
enter, you knowingly change the consistency 


or character of that oil, resulting in less satis- 
faction and often serious trouble due simply 
to poor oil storage. 

And tell him a lot more; arouse his interest 
—get his order for a lubricating tank too. 


In talking to one of the boys the other day, 
the subject of selling naturally came up, and in 
discussing the subject, he made a statement I 
have been thinking over ever since. 

He has had quite a success in selling and I 
asked him how he did it. His answer was: ‘‘I 
never try to sell a man anything—I try to help 
him buy..’’ 

There is a vast amount of difference between 
selling and helping a customer to buy. In one 
case the customer is often induced to purchase 
what he really doesn’t want; in the other the 
customer’s interest comes foremost, and he is 
aided in selecting and making a choice and 
buying an article that will give him lasting sat- 
isfaction. 

There is just as much salesmanship in help- 
ing a man buy as in forcing an order from him 
—a far higher degree of salesmanship, as you 
must so prepare his mind that he really sells 
himself. A sale of this sort is much more val- 
uable to the firm and reputation of the goods 
than a foreed sale. 


Probably the average Bowser salesman 
working the store trade, or in fact, working 
any line, has nothing harder to contend with 
than the many interruptions and distractions 
of the merchant while the salesman is making 
his demonstration and sales talk. 

Customers are constantly coming in and 
other persons with errands that divert the 
prospect’s attention, and we will venture to 
say that there are thousands of dollars’ worth 
of business lost every year due to this one 
cause. 

Three cases of this kind have come to our 
attention during the past week where sales- 
men had the customer up to the point of taking 
his pencil in hand to sign the order, when he 
was interrupted by a comparatively unimport- 
ant matter, which distracted his attention and 
after which he ‘‘cooled off’’ to a point where 
it was impossible to again arouse his enthusi- 
asm. 

We believe that an open discussion of this 
matter in the columns of the Boomer with sug- 
gestions from all of our salesmen as to the 
methods which they had found most success- 
ful in securing and holding their prospect’s un- 
divided attention, would be of immense value 
to all of the salesmen. 

DALLAS CORRESPONDENT. 
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Here is an instance which emphasizes the 
worth of a good, live salesman on the territory. 
During the past season there have been seven 
new garages erected on Michigan avenue, Chi- 
eago, and Mr. Leonard, in whose territory they 
were, has been successful in selling every one, 
a record in which both he and we take the pro- 


per pride. The list includes the following com- 
panies: 
Cadillac, Marquette, Pope-Hartford, Carter 


Car, Lozier, Cunningham, Garford, Kissel Kar 
Motor Truck Company. 


A variety of interference has been met and 
overcome on these jobs, but the truth won out 
and thorough investigation resulted in the se- 
lection of a Bowser in every instance. 


There are three ways to reach a man— 
through his stomach, his heart, or his head. 
The first lasts only until the next meal; the see- 
ond while you are near him, and the third for- 
ever. Men with brains always purchase on a 
basis of quality, workmanship and efficiency. 
That’s the reason why whenever you find busi- 
ness and business men, you’ll find a Bowser. 


We note an item in the April 20th issue of 
the Boomer in regard to the sale of Cut 241 
pumps. In this connection we wish to eall at- 
tention to the work of Mr. W. C. Smith, sales- 
man in Northwestern Washington. During the 
past 30 days he has sold five Cut 241 pumps, 
four of the orders being secured in four days. 


The principal feature of this work is the fact 
that two of them, covering outfits of 10 barrels’ 
capacity, were sold to firms who previous to 
that time had never handled gasolene, one be- 
ing for a public market, to be used for selling 
gasolene to the farmers who bring their pro- 
duce to the market in automobiles or automo- 
bile trucks. In other words, he created the 
demand for an outfit and then supplied the de- 
mand. 


We question whether some of the men are 
doing as much of this as they might. Work not 
only the trade who are handling gasolene, but 
hunt out the firms who could work up a gaso- 
lene business, show them the profit, and then 
sell them an outfit that will meet their require- 
ments. 


SAN FRANCISCO OFFICE. 


There is a profound feeling of self-reliance, 
good-fellowship and confidence in each other, 
existing among the employees of S. F. Bowser 
& Co. In other words, there is co-operation in 


all of the departments and branches. 
and co-operation there is strength. 


In unity 


Bowser & Co., with all its factories, sales 
branches and warehouses, and whose employees 
number about fifteen hundred, are a factor and 
a power in the business world today. This is 
due to the efficiency and enthusiasm of each 
employee and harmony and right company 
poley. 


The Bowser army is indefatigable in its pur- 
pose. Hach member has individually and col- 
lectively drank from the fountain of good faith, 
honesty of purpose and long years and dearly 
bought experience of its founders, officers and 
members. And the inspiration aroused in each 
individual has overflowed upon others, so as to 
leaven the entire army. 


That spirit of honesty, faith, will study and 
energy taught to you each as individuals is 
strengthened a thousand fold in our  associa- 
tion. 


The power of our combined efforts and con- 
certed action is practically irresistable and en- 
ables us to accomplish the seemingly impossi- 
ble. 


Of course, when we quietly ask the salesmen 
for more orders, it is because we want and ap- 
preciate your business; and because we honest- 
ly feel that you can give us just a little bit 
more. Then, too, we have a small army of con- 
tented employees in the office and factory and 
it is to you that we naturally look and depend 
upon for orders to keep them contented. 


2 we we 
* * * 


The Bowser family has grown to such an 
extent that it is hard to travel in any part of 
the world without coming in contact with one 
of their emissaries. This was brought to our 
attention this week upon hearing of an incident 
related by E. A. Englebert, who spent a few 
days at the factory. Mr. Englebert generally 
comes in with several interesting stories and 
this one one was especially laughable. 


A few days ago Mr. Englebert was directed 
to eall upon a large automobile manufacturer 
who was in the market for a wheel tank for 
their down-town garage. This same firm had 
previously requested that we have one of our 
filtration experts call upon them in regard to 
supplying them with a circulating and filtra- 
tion system for their engines. Mr. Wallingford 
Armstrong was detailed to look after this trans- 
action. Mr. Englebert knows J. H. Armstrong 
quite well, who is a brother of W. A. Arm- 
strong. It happened that W. A. Armstrong and 
EK. A. Englebert reached the general offices of 
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this particular company at the same time. The 
gentlemen, who received callers in the general 
office, took their respective cards into the pur- 
chasing agent and when he took Mr. Engle- 
bert’s eard in, he told him that Mr. Armstrong 
was also there, representing the Bowser Com- 
pany. Mr. Englebert feared that there were 
some underhanded methods being employed. 
Although W. A. Armstrong was sitting in the 
room, Mr. Englebert did not know him and 
thought he was impersonating J. H. Armstrong, 
but was representing some other company. Mr. 
Englebert told the fellow that he was an im- 
poster and that he was not the Mr. Armstrong 
that worked for Bowser & Company and that 
there was something decidedly wrong. 
Armstrong did not know Mr. Englebert and 
also suspicioned that Mr. Englebert was an 
imposter. The result was that they both sat 
eyeing each other as intently and maliciously 
as possible. Word finally came from the inner 
sanctum that the purchasing agent was ready 
to see the Bowser man. Both immediately bolt- 
ed for the door. Wally happened to reach the 
threshold first, but Englebert was right behind 
him and grabbed him by the collar. The result 
was they were both wedged in the door jam 
and Englebert then said that he was the Bow- 
ser man and that Armstrong was nothing but 
an imposter and that if he did not leave the 
premises at once he would have him arrested. 
Armstrong said that he was the real Bowser 
man and that Englebert was just trying to 
earry a big bluff. Englebert said that it didn’t 
make any difference, that he was there first 
and that he was-going to see the purchasing 
agent. The argument was getting very warm 
and finally Englebert said: ‘‘I know that you 
aren’t Jack Armstrong because I am a_ per- 
sonal friend of Jack Armstrong.’’ It was then 
the seeret of the whole affair was out and a 
pleasant smile wreathed Wally’s face . from 
ear to ear when he grasped Knglebert’s hand 
and said: ‘‘Why, I am Jack’s brother.’’ They 
had caused such a commotion that the purchas- 
ing agent had come to the door and also the 
man in the reception room. The man in the 
reception room said he thought they were both 
crooks and did not know whether they were 
going to fight or drop a bomb or what they 
were going to do, but that he kept his eye on 
both of them all the time. The purchasing 
agent had a hearty laugh over the affair. and 
the incident has so impressed him with the en- 
thusiasm and determination of Bowser sales- 
men that he will surely never forget them. 


Luck is largely a matter of courage and de- 
termination. 


Cleveland, O., April 27, 1912. 
Dear Editor: 


As I expect to be off the job next Saturday, 
showing your disciples of Isaac Walton how 
to east the Armstrong fly on the ‘‘P-M’’ river, 
I thought I owed it to you to do a little extra 
skirmishing today and while my efforts this 
morning were not very successful, yielding 
only a one-barrel Cut No. 94, still the day’s 
work will show pretty well on the whole, as 
the two I captured this (Saturday) afternoon 
weighed 65 points. 


When it comes to downright wisdom, surely 
OY = cé 99 
Solomon had nothing on ‘‘the old man,’’ had 
he?”’ 
Sincerely yours, 


T. CADAWALLADER POTTS. 
* * * 


Mr. Clayton not only shows the profit of 
working Saturdays, but that it pays to stay on 
the job, even if it makes you late for supper. 


Montreal, Province Quebee, 4-29-12. 
Editor Boomer :— 
I have no doubt you sit knee-deep in letters 
of congratulation and thanks, but I have just 
got to add my personal word on the subject. 


When I came to Montreal, I entered a fine 
field, but one presenting peculiar difficulties. 
Two-thirds of the people speak French, a lan- 
guage I had not spoken for ten years; also 
there were by-laws prohibiting the sale of gas- 
olene in my best residential districts. Many a 
time I have felt like giving up the struggle, but 
just as the ‘‘Tempter’’ was putting in his busi- 
ness, along would come a Boomer, exhaling op- 
timism, cheer and encouragement. It kind of 
saved my life, for back I would go to the busi- 
ness, pleading, hammering and arguing and 
making imaginary sales in French every night. 
The result has been that I have certainly 
‘“started something,’’ here. Nothing to boast 
of, of course, but enough to assure me that be- 
fore long I can put Montreal where it belongs 
in the Sales List, i. e., pretty high up. 


Just one word on Saturday working, and Sat- 
urday afternoon at that. Last Saturday, 27th 
instant, order for three Cut 64 Bs at 4:00 p. m., 
order for one wheel tank, 6:30 p.m. Same day 
all the sales talk accomplished for sale of Cut 
39, five gallon pump, actual sale made Monday 
morning. Comment is needless. 


Yours gratefully and fraternally, 
F. CLAYTON, Salesman. 


Vol. VII 


WELL. YOU 
BEAT ME Jo 


BE A CLIMBER. 

The man who complains that his failure to arrive is due to obstacles is very apt in many 
eases to be too weak to succeed even without obstacles. The joys of mountain climbing are not 
found on the summit. The joy comes from overcoming obstacles. And when the summit is 
reached and we look back over our track we shall find that the part of our journey that yielded 
the most joy was the part that was the hardest. Have stability, boys, and blaze the trail to 
the summit. No man can be a great salesman, a great executive, or a great anything else un- 
less he possess stability. The world honors a man who sticks until he arrives. 
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Regina Sask 5-14-12 


The Satisfaction I derive from being elected vice 
president of the Pacemakers Club is second only to the 
pleasure it gives me" to. recel Ve .so, manye nine 


Gongratulations Brom val Teor eyou. 


I am proud: of the 


organization and its appreciation Of my-errorts. 


From my heart I thank you 


T H Rhodes 
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ih. he RHODES 
VICE PRESIDENT OF THE PACEMAKERS CLUB 


PROMISES VERSUS DEEDS. 


When one candidate out of many is chosen 
for any office of prominence, he is selected be- 
cause of what he has done—the principles on 
which he has succeeded; not because of any 


promises of future fulfilment. This apples to 
candidates for Pacemaker Offices as well as 
any other, and we want to make a few remarks 
about the man who in a little over three 
months took the Vice-Presidency and is now 
in the lead for first place on the Bronze Tab- 
let. 

We refer to Mr. T. H. Rhodes, who is strenu- 
ously engaged in Bowserizing Northwestern 
Canada. Many of the boys have met Mr. 
Rhodes personally, as he was a prize winner 
last year, having finished in the AA Class. 

To those who have not met him, we wish to 
say The Pacemakers Club is indeed fortunate 
in securing a man of such pleasing personality, 
combined with a record of salesmanship sel- 
dom exceeded. 


Many may be interested to know how Mr. 
Rhodes succeeded in securing 500 points so 
early in the year. The answer is, ‘‘The same 
way Mr. Crandall did’’—by continuous, un- 
ceasing, energetic effort, with no let-up in his 
strife to arrive until he won. 

Mr. Rhodes, when out on the road, gives his 
concentrated and undivided attention to order 
getting. He is a doer. 


In order for any man to turn in the bulk of 
business of a Pacemaker, it is necessary to get 
down and dig, and dig hard. No salesman, if 
he does this, need fear that his talents will be 
hidden under a bushel as results show for 
themselves. 


The entire business world admires a man 
who has mastered Salesmanship and _ proves 
himself a ‘‘WINNER.’’ 


Mr. Rhodes is deserving of unstinted praise 
and has the respect and admiration of not only 
the officials of the Company and the Sales 
Force, but the entire organization. 
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BRANCH OFFICE STANDING 
MAY II, 1912 


It again becomes necessary to publish the 
standing of the Branch Offices, and it feels like 
a shame to show Atlanta in sixth place, but we 
eannot shirk a duty no matter how disagree- 
able. 

It certainly is a scandal the way Toronto is 
running away in the lead, and we are wonder- 
ing what San Francisco is going to do about 
it, as we know they are bent on taking the 
cup this year. We will say to you, on the 
quiet, however, that Murray, Little and Col- 
well expect to slip in a little later and change 
the whole board, while Brown considers his 
chances of keeping the cup are just as good as 
the other fellow’s are of taking it away from 
him, as the home stretch is yet to be covered, 
and Brown expects to have the goods in the 
show-down. 

* * * 

A badgering attorney was trying to make a 
witness define a miracle. ‘‘What would you 
eall it,’’ he asked, ‘‘if a man fell off a_ ten- 
story building and walked away unhurt?’’ 

‘‘An accident.’’ 

‘‘But, suppose the next day he fell off the 
same building with the same results, what 
would you eall it?”’ 

‘“A coincidence.’’ 

‘‘But, suppose he did it every day for a 
month, what would you eall it?’’ 

(id eall it a-habit:”’ 

Tearing out Pacemaker coupons is getting 
to be a daily habit with many of the boys, and 
if it’s the definition of a miracle that is re- 
quired, we would say it will be a miracle if 
there will be even enough ‘‘standing room’’ at 
the Pacemakers’ banquet. 


SCIENCE VS. LUCK. 


Everything that is interesting, fascinating 
and spectacular in business is bound up in the 
one word ‘‘SALESMANSHIP.”’ It is the ideal 
occupation for men. It offers more chances of 
success, greater fruits of victory than any 


other field of work. The earning power of a 
salesman is limited only by his ability to sell 
goods, and salesmanship is only the develop- 
ment of your powers of concentration, your 
ability to reason, to persuade—the use of logi- 
cal thought and convineing argument. 

There may be a few ‘‘born’’ salesmen, in the 
sense that some men have more natural adapt- 
ability than others, but it is the carefully 
trained man, the deep thinking man, the man 
who has studied the ‘‘whys, hows and where- 
fors’’ of his line that continues to bring in 
business and makes his selling ability the 
ground work of a permanently successful ea- 
reer. 

The natural salesman may forge to the front 
spasmodically just as the spectacular soldier 
may carry the isolated fort by his brillianey 
of dash and courage. It takes more than mere 
dash and go to keep on winning forts and or- 
ders. It takes the brilliancy of a ‘‘Sheridan’’ 
and the dogged persistence of a ‘“‘Grant’’ to 
win permanent victory. It is the determined, 
deep thinking, foreseeing salesman, who daily 
tears the coupons from his book. 


FORTY HIGH MEN, MAY 11, 1912. 
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IDI NE 2D) oil Qe 


Have you received your Pacemaker Coupon 
Book? They give you a pretty good check on 
your standing, don’t they. How many coupons 
have you torn out of it since you received it? 
That’s what counts. We hope you keep as 
busy clipping coupons as Morgan, John Dee, 
and the ‘‘Lord of Skibo’’ combined. 


“OH, YOU HOOK!”’’ 
We quote below a letter just received from 
Mr. Geo. Harley, who travels in Nova Scotia, 
which is indeed quite newsy, as it describes a 


new way of working Saturdays combining 
business with pleasure: 
‘‘Hnelosed find above order, which please 


give your usual prompt attention. 


‘“Mr. McKay. was away fishing when I ar- 
rived, so I went after him. 

‘*When I located him I showed him how to 
eatch fish, and then finished up by hooking 
him also for a Bowser. 


““T don’t exactly know whether Mr. Bowser 
will approve of this kind of business on Sat- 
urday, but hope he does, as I rather like the 
idea.”’ : | 

It takes those Canucks to create sensations. 
They would go to the ends of the earth for an 
order, but it takes those tactics to make win- 
ners. 


In regards to the ‘‘Governor,’’ we don’t 
think he objects to this sort of a Saturday sky- 
lark in the least. Never mind the stage set- 
tings, George, as long as you can hook an or- 
der a day. 

He SE “ae 


Mr. O. L. Robinson, a new salesman for 
Dallas, has certainly made a very good start- 
off. His first week netted him a 17-point or- 
der for Cut 241, which was the second order 
for the week. If he can maintain this gait, it 
will be but a short time until he is in the al eee 
3 class for high position in the Pacemakers 


Club. 


We take great pride in pointing to the fact 
that each year in the Bowser history has ex- 
ceeded the previous year and that 1911 was the 
greatest year in Bowser history. 


We are out after a greater record in 1912 
and expect to make it. We not only have the 
stimulant of past records, but we have the posi- 
tive advantage of good will and assistance of 
satisfied customers which naturally follows the 
thousands of sales made last year. Turn this 
added prestige into cash in 1912; make the 
Pacemakers Club by July and use the closing 
months for rolling up a surplus. 


This year is a fight for not only a general 
gain—it is a fight for gain in sales per man— 
individual gains—individual records which 
have never been equalled. Every man who has 
assumed the responsibilty of taking a terri- 
tory has a duty to perform for himself and the 
company—a race to run. Run then and show 
your fitness to be a Pacemaker. 


a7 SIZ fe 
PS * * 


Our old friend, C. M. Carpenter, is getting 
into the Pacemakers race as fast as the hills of 
Vermont will permit. We somewhat chided 
him for not having made a better showing and 
he stated it was not because of any inactivity 
on his part. In fact, he wrote us quite fully, 
saying in part as follows: 


‘“‘T tell you these old Rocky Hills are more 
plentifully supplied with up-to-date Sugar 
Houses than they are with garages. I trailed 
this bunch pretty close last year and did not 
lose many of their addresses. I am using a fine 
tooth comb and getting a small line of business 
but nothing to what I should be doing in order 
to land in a proper position in the Pacemakers 
Club. My present position is not at all pleasing 
to me, as I never did feel at home so far down 
the lne that I cannot see the leader. As soon 
as the mud has dried up in this country I be- 
heve there will be something doing with me be- 
tween now and the first of July.’’ 


Clarence was once introduced as Clint’s 
brother. Clint is. now known as Clarence’s 
brother. One of the boys put it right to Clint’s 
face the other day, stating that he really 
thought Clarence was the better salesman of 
the two. Clint after thorough meditation 
said, ‘‘ While I really believe Clarence is a bet- 
ter salesman in the country, I still think 
that I can beat him out in the eity.’’ 


It’s hard to beat those Carpenter brothers. 
* * * 
Youngstown, Ohio. 
Chalk me up for 30 points enclosed. I think 


the coupon idea a fine one. 
L. W. CHENEY. 
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DALLAS 
Editor :— 

We wish to assure you and the subscribers to 
the Boomer that despite drouths, floods, men- 
ingitis and cyclones the Lone Star state is still 
on the map and—we still say, ‘‘WATCH US 
GROW.’’ 

J. G. RODMAN, Mer. 

We note that both Moffat and Steele are 
especially active in the response to the eall for 
a Secretary and Treasurer. 


* * * 
SPRING THE GENERAL BUYING SEASON. 


We wish to bring to your attention the value 
to you of taking advantage of the present sea- 
son—of hustling NOW. 

Do you realize that this is the most favorable 
season of the year to get business in all lines; 
that they will come easier now because of the 
season ? 

No doubt you realize this in the Garage 
line, but we wish to emphasize the fact that it 
applies to all lines. Recognize the advantage 
of putting forth your very best efforts NOW. 

Four weeks more and spring will be gone. 
He is wise who uses today and its opportuni- 
ties to the utmost of his ability. 

Put your best into your work now. Don’t 
wait for the closing months of the year to put 
you through. The season is short at best. The 
year 1s short—yes, even life is short. 

Seneca, a great Roman writer and_ philoso- 
pher, once said: ‘‘We complain and regret that 
life is so short, yet we live each day as if it 
were a thousand years.”’ 

The hfe of the average individual is prinei- 
pally occupied in rendering excuses, making 
explanations, telling idle tales and in listening 
to idle gossip. The average man makes but 
little of his chances, which assertion is proven 
by the fact that a few men in one day often 
accomplish more than many men do in a life- 
time. Life is simply a matter of concentration. 
You are what you set out to be. If you set 
out to be a Pacemaker and put forth hard, well 
planned, ambitious, steadfast work, there is 
nothing that can stop you. 

Unless you know the value of each moment 
as an investment, each day that passes is only 
a stumbling block that sends you blundering 
on into indifference and helplessness. Then, 
the question is: ‘‘What are you going to do 
with each hour and what are you going to do 
with life?’’ Are you going to drift through 
its wealth and beauty, satisfied with ineffi- 
ciency and incompetency? Are you going to 
leave untouched the treasures of the world in 
which you live? Are you going to destroy 


yourself and your chances—lose them by de- 
fault? Are you going to bury yourself and 
shut out the light of experience and the suc- 
cess of other men? In other words, are you 
going to be a failure and in the evening of life 
go down the other side, without having accom- 
plished anything worth mentioning? 

Are you going to use each day to put you 
into competency and independence? It’s up 
to you. Opportunity is pounding a. perpetual 
tatoo on your door and follows you with a club 
from morning till night. The question is: 
‘‘Are you a person or personality?’’ The way 
you invest today is going to decide and your 
year’s work will say if you have been a suc- 
cess or if your year’s work has been mediocre, 
filled with indifference. 

Do you believe in your work, in loyalty to 
your employer, in devotion to your business? 
Do you believe in honest service, in honest 
thought, in the divinity of the thing you do 
or the thing you sell? Do you intend to be an 
individual or a nonentity? As a man, it 1s ab- 
solutely and entirely up to you. Are you go- 
ing to get busy and when do you expect to 
begin? 

June, July, August and September will slip 
by before you know it. 

Now is the time to get in your best efforts. 
No other time is so opportune to prepare your- 
self for a safe and successful year, landing at 
the close of the year in the harbor of success. 
You will soon have passed the fifth month in 
the year. As the year progresses the channel 
is ever narrowing. ‘Take the advice of: the 
mariners who have been steering this old ship 
for over a quarter of a century—have buffeted 
the storm and evaded the rocks in piloting the 
business to what it is today. The message to 
you is, ‘‘Sale swift while the way is wide and 
open. Travel fast and arrive early.”’ 

* * * 

“‘T want an estimate on ten thousand cam- 
paign buttons,’’ said the business-like chap. 

‘‘Any special design?’’ said the engraver. 

‘Yes, sir,’’ replied the ealler, ‘‘I want the 
words ‘Anderson for Treasurer’ put on in 
large letters.’’ 

CHEER UP 

It’s an old and truthful saying that the man 
that hunts trouble usually finds it. 

Many a man has lost out, because he insisted 
on continually viewing the dark side of every- 
thing. It’s hard to be an optimist all the time 
perhaps, but it doesn’t follow that you must 
gloom all your days just because things ocea- 
sionally fail to break in your favor. 

Cheer up. It doesn’t require any more ex- 
ertion than it does to mope and it yields many 
times more in the way of dividends. 
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It seems rather unnecessary for us to boost 
the Toronto Office in any way, as these Ca- 
nucks seem to be quite able to do all the boost- 
ing themselves, judging from results achieved 
so far this year. However, it has been par- 
ticularly gratifying to us to note the fine work 
of some of the new men working under the To- 
ronto Office. 

First of all, we would mention Mr. Victor 
Archambault, who represents us in the Prov- 
ince of Quebee. Mr. Archambault has only 
been with us for a few months, but he has al- 
ready proved himself to be a very high-grade 
salesman, indeed. During the short time that 
he has been with us he has more than doubled 
the amount of business we have ever received 
from the same territory in the same period of 
time. We may further mention that Mr. 
Archambault has secured a very fine class of 
business and he seems to be a salesman who 
does not wish to have any balance in his re- 
serve account, but rather believes strongly in 
the C. W. O. principle. Results speak 
for themselves, and we are looking forward 
with confidence to Mr. Archambault’s name 
appearing in the list of high men at the close 
of the year. 

We have also been favorably impressed with 
the fine work of Mr. A. Leo MeIntosh, another 
of our new salesmen. Mr. McIntosh has only 
been with us a short time, but has already se- 
cured some excellent business. From the na- 
ture of this business we believe that Mr. Me- 
Intosh has the making of a first-grade Bowser 
salesman and we shall watch the record of his 
business very carefully, as we are confident 
that the estimate we have formed will prove 
to be a correct one. 

We must also mention Mr. W. L. Anderson, 
the youngest of all our Canadian salesmen, 
who recently started to work for us in South- 
ern Saskatchewan. Mr. Anderson is a son of 
Mr. Abby Anderson, one of our old reliables in 
Western Canada, who was one of the prize 
winners last year, and he has already proved 
himself to be a chip off the old block. He has 
already secured some nice business and we 
hope to see him give his father a hard race for 
honors this year. 

Peer. eo 

Mr. T. D. Kingsley is again back into the or- 
ganization, after several months’ absence spent 
at his home in Vermont recuperating his 
health. He will assist Mr. Murray at the 
Minneapolis Office, occupying the position re- 
cently vacated by S. P. Williamson, who is 
now traveling in Iowa. Mr. Kingsley is well 
fitted for his new position as he was connected 
with the General Sales Office before his illness 
and is quite familiar with braneh office work. 


“AN INTERESTING LETTER FROM A 
SALESMAN WHO IS MORE THAN 
MAKING GOOD.’’ 


‘“To Minneapolis Office : 

‘*Gentlemen :—Enelosed herewith find order 
for 41 outfit and check in full. Order was not 
received until after banking hours,  conse- 
quently eould not have same eertified. But 
writer knows this firm and knows the check is 
perfectly good. 

‘‘This has been a miserable day so far as 
weather is concerned, but good as to business. 
It has rained all day. But if it hadn’t, I would 
not have received the above order. This firm 
has been contemplating putting in an outfit 
and I called several times, but they would not 


-place order until they had examined some out- 


fits in use. So, when I ealled this morning, I 
suggested that (inasmuch as it was raining 
hard and indications were that it would con- 
tinue all day), they go with me to a neighbor- 
ing town and examine one of our outfits, and 
they agreed to do so. They rather objected to 
leaving their store on Saturday, but concluded 
this was as good an opportunity as they would 
have, and above order is result, even if we did 
get wet. 

‘‘T am firmly convineed that it pays to work 
on Saturday. But I arrange to see merchants 
in the smaller towns where they are not so 
busy. 

“Trusting this order meets with your ap- 
proval, I am, 

‘* Respectfully. 
“Ws P. SHEPHERDE. 

Mr. Shepherd is working in a territory 
which half a dozen men have pronounced 
‘““PUNK’’—in the last two years absolutely 
non-productive. The reason Mr. Shepherd is 
not making a failure is surely apparent and 
contains a lesson for us all. In fact, he ex- 
plodes that ‘‘Poor Territory’’ fallacy very 
completely. P 
* %* * 

The man who makes the most of today 
cheats Procrastination of its sting. 


* * * 
Chicago, 5-16-12. 

Enclosed find $1,000.00 in coupons. Kindly 
have a long peg driven in the wall to stick 
them on, as they are going to come in fast. 
One order a day so far this month gives me 
150% of May a year ago, with one-half a month 
still to go. 

One nice thing about your coupons is that 
you cannot get the ‘‘couponitis’’ by sitting 
still clipping them, as you have to hustle to 
beat the band before you dare clip one. 

' R. H. SHELOCK. 

Allright, R. H., we’ll get a railway spike. 


‘providing we stop all those losses? 
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WORKING SATURDAYS 
Anniston, Ala., 5-4-12. 
Boomer Editor :— 

This has been a good Saturday for me. One 
Cut 242 and two Cut 48’s, C. W. O. Also got 
prospect for Cut 19 which I expect to close in 
a day or two. 
J. M. NEWELL. 


STORE DEMONSTRATION. 


Mr. Jones, you are in business to MAKE 
MONEY—not for fun or health—and any de- 
vice that will enable you to make more money 
is well worthy favorable consideration. 

Handling oil is the dirtiest, meanest, sloppi- 
est, most unsatisfactory branch of any busi- 
ness and, indeed, handled in the ordinary way 
the least profitable, in fact, the greatest source 
of loss of your entire business; but handled by 
the Bowser the most profitable. Is this not so, 
(Make him 
admit it.) 

The Bowser absolutely prevents all losses 
common to the ordinary method of handling 
oil: Evaporation, Overflow, Overmeasure 
(90% of the open measures are too large), 
Spilling, Dripping, Leaking, Seeping, Contami- 
nation and thereby driving away customers, 
leaky barrels (where tank wagons do not de- 
liver the oil); fire danger; pilfering; and, 1 
short insures all your oil profits because by its 
means you sell as many gallons as you buy 
no waste whatever; placing your oil business 
on the same safe, clean, economical, profitable 
and quick-service basis as your shelf goods. 

Just think of your present method, Mr. 
Jones—open, dirty, sloppy measures, oil on 
your hands, clothes, floor, can and open meas- 
ure, and in the air; butter, lard, sugar, flour 
and other absorbents spoiled by particles of 
oil in the air from evaporation or from your 
hands, or by splattering and spilling. If every 
fifth, sixth, seventh or eighth can of tomatoes 
jumped up and ran out of your store so you 
could see all the loss happen as it occurred, 
you would never stop until you found the rem- 
edy. But every fifth, sixth, seventh and eighth 
drop of oil can get away from you and does 
get away from you in driblets, but, neverthe- 
less sure, and you let it go with impunity. 
Evaporation from the stock of oil in your tin 
tank with those holes in the top is going on 
all the time; a Bowser, preventing evaporation 
looks for you every second in the day—day 
and night, Sundays ineludec 5 twenty-four- 
hour days in the year—never idle a minute; 
‘‘works while you sleep’’; whether you are 
selling oil or not; whether your store is open 
or not; the Bowser Pump and Tank are abso- 
lutely air-tight and a special device prevents 
evaporation. 


You have a device in your store which works 
only when you actually use it, but the Bowser, 
like the rotation of the earth on its axis, is 
never idle. Besides all these things, what is 
happening when you are outside or in the back 
room, or down stairs or around the corner 
drawing oil? The Bowser would be right on 
your store floor, where your eye would be on 
everything and every body all the time. Pilfer- 
ing in a year’s time might pay for several Bow- 
sers. Are not all these things true, Mr. Jones? 
(Make him admit it.) 

Now, Mr. Jones, if all these things ARE 
true, which we can prove by our users (who 
cheerfully testify that it is extravagant for a 
handler of oil to be without a Bowser), our 
outfit pays for itself over and over during its 
long term of service—15 or 20 years or more. 
It pays for itself, it doesn’t cost the oil hand- 
ler or user anything. You are paying for one 
right along without getting it, so why not get 
it? The fact is, the only time a Bowser costs 
a merchant anything is when he tries to do 
without it. Think of that a bit! Why, you 
ean’t afford to be without one for each oil 
handled, for it means a bigger return on your 
investment than anything you’ve got in your 
store for sale, and if alt your bees were 
oil business handled by your present method 
you would not be able to stay in business three 
weeks. The little losses happening all the time 
amount to a whole lot more in the long run 
than the oceasional large loss. The item of 
evaporation alone runs from three to fifteen 
per cent. per month, according to exposure. 
Don’t delay. The only thing you gain by de- 
lay is further loss which is on the wrong side 
of the ledger. 

Mr. Jones, this model is a reproduction of 
what is known as our first-floor outfit—tank 
and pump all on the first floor. We also make 
a cellar style with the tank in the cellar and 
the pump extended up on the first floor and 
even on the second, third or higher floors. We 
can meet any condition or requirement, no 
matter what it may be; we can bury our tanks 
in the ground hundreds of feet away from the 
building with the pump connected by pipe line 
and loeated in the building. 

Now what you need is a first-floor outfit (or 
a cellar or a long distance, ete., as the ease 
may be). This pump is self-measuring and by 
turning the handle on a full stroke you secure 
a gallon, turn the lever and throw in the half- 
way stop, you secure a half-stroke or a half- 
gallon and by throwing in the quarter-stop 
you secure a quart. This counter or discharge 
register works automatically and counts your 
gallons where you have a customer for two or 
more gallons, so that you do not lose track if 
you are thinking about something else, or 
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some one engages you in conversation during 
the operation of drawing oil. By this means 
you will never try to put six gallons in a five- 
gallon can. This computer (show him) is so 
arranged that the full gallon stroke is divided 
into as many divisions as there are cents in 
the price per gallon and we furnish one dozen 
different price gallons to suit the price of oil 
for which the tank is intended, and covering 
a great range in price. This computer we 
have here indicates oil at 15 cents per gallon. 
I will prove to you the aceuracy of the smallest 
divisions of the gallon purchased by your 
method in dealing out one gallon among three, 
four, five or more customers; in such small lots 
you give more than a gallon because you can’t 
help it, for the reason that it is guess work, 
pure and simple. 

With the Bowser you KNOW and, by the 
way, in this day and age you are in the 
K-N-O-W business. Not the Guess business. I 
will draw two cents’ worth, three cents’ worth, 
five cents’ worth, four cents’ worth, and one 
cents’ worth by this computer—total 15 cents’ 
worth, or one gallon. You see, Mr. Jones, that 
the can is level full, no more, no less, just as 
though we had drawn one gallon at one full 


stroke. Now we will draw five and ten cents’ 
worth. You see a gallon again. Suppose your 


customer brings a bottle, bucket, jug, lamp or 
lantern and asks that the vessel be filled. 
Mind you, he does not ask you to give him a 
predetermined quantity. You draw a full gal- 
lon into your cylinder as though you were go- 
ing to draw one gallon. Then you start filling 
and when the vessel is filled stop drawing and 
whatever the computer pointer points on the 
black figures that is the amount to charge 
for the amount drawn. You see in this case 
the bottle was just eight cents’ worth. You 
did not know whether it was going to be six, 
nine or ten cents. Notice this drip pan. You 
see the pipe line leading down from the solid 
pan to the bottom of the tank. As long as 
there is oil in the tank the pipe line will be 
more or less submerged in oil, which puts a col- 
umn of oil between the outside air (the high- 
way robber) and the body of oil in the tank, 
thus preventing evaporation from the body of 
oil in the tank; then a valve is placed in the 
head of the drip pan pipe line and that cuts 
off evaporation even from the pipe line—in 
other words a double seal against evaporation. 
Notice this gauge. The float at the other end 
of the rod rests on top of the oil and the higher 
the oil in the tank the higher the collar on the 
gauge and vice versa. This gauge is approxi- 
mately correct and tells you at all times the 
amount of oil on hand and approximately the 
amount from barrel or tank wagon. We do 


not guarantee that this gauge is absolutely 
correct, but it is near enough for all practical 
purposes. 

The pump is combination suction and force, 
built of brass and iron. With this foot valve 
and cylinder, we control the measurement. 
This valve is pronounced the most perfect oil 
valve ever invented and our measuring device 
is so accurate that in Canada, as well as many 
states in this country, the government seals the 
half-gallon, quart and pint stops as well as 
gallon strokes with wire and lead seal and it 
is fineable offense for anyone to attempt to 
change the location of the stop on the rod— 
in other words change the length of the stroke. 
We can make our equipment just as accurate 
in this country (and we do) as at our factory 
in Toronto. 


The tanks are made in several different 
styles, either all metal, heavy, as per samples, 
or not so heavy and protected by a wood 
jacket. The tanks are either seamed and sol- 
dered throughout or riveted and soldered and 
are fully guaranteed. This galvanized steel 
will neither rust nor corrode, in proof of which 
it is only necessary to call attention to the fact 
that many of our tanks are buried in lake har- 
bors with the pump on the shore or wharf for 
filling gasolene launches. 


Throughout the demonstration keep a sharp 
lookout for surrendering signs and be _ pre- 
pared to write up the order on the least hint. 
It is well to ask for the order, but don’t men- 
tion the word ‘‘order’’ and don’t say ‘‘buy”’ 
or ‘‘sell.’’ Say ‘‘let me fix you up,’’ or “let 
me stop your leaks,’’ on the ground that if he 
had a leak in his roof he would stop it and 
leaks in the business are even more important. 
You may not have to give a full demonstration 
and you can take your choice of what you want 
to say. Adapt yourself. After giving demon- 
stration and you cannot close with him, give 
him all the closing arguments you can think 
of—the whole proposition centers around the 
fact that the whole equipment PAYS FOR IT- 
SELF over and over during its lifetime, that 
it does not cost anything and that he cannot 
afford to be without it; that it is not a ques- 
tion whether he can afford to be without it 
and that, in fact, as users say, it is extravagant 
to be without it; cite him cases, but above all 
things don’t talk the man into it, and then 
talk him out. Know when to quit before the 
man says ‘‘no,’’ if possible, but make him take 
it back if he says ‘‘no’’ even in the start on 
the ground that no man can judge a proposi- 
tion before it has been demonstrated to him. 
Keep your eye on his and watch his varying 
expressions. C. C. BARNET. 
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A. ANDERSON, 
Secretary of the Pacemakers Club. 


Mr, A. Anderson, of Toronto, the successful contestant for the Secretaryship of the 
Pacemakers Club, secured the office May 23d, with 549 points of business to his credit. 

Mr. Anderson has been connected with the Toronto Sales Force for about five years 
and is a repeater, having been a prize winner each year. It looks as though it is a habit 
he has. He is to be especially congratulated, however, on this year’s excellent record 
in securing the honored office of Secretary. Congratulations, Mr. Anderson, and hearty 
well wishes from the entire Sales Force. May you thoroughly enjoy the suecess you 


have so well merited. 
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The Secretaryship is Gone 


And another Pacemaker is in! Anderson took the Secretary’s Chair May 23rd, 
with 549 points of business. Others are following close. The Treasureship will 
be gone before the next Boomer. Will you be the winner? Read the following 
letter from the General Manager, speaking of the men’s activity everywhere. If 
you want an office in the Pacemakers you'll have to hurry. You want a good 
position on that Board when he returns. Boys, it means hustle, but it’s worth it. 
It means more commission, a bigger bank account, a prize of $50.00, and an hon- 
ored position in the Club. 


You have the opportunity. It’s up to you. Don’t let your chances slip by 
and then look back on them with refgrets. 


=I AE 
Los Angeles, Calif., May 21, 1912. 
Mr. C. H. Davies, Editor Bowser Boomer, 
Fort Wayne, Ind. 

Dear Sir:—Received the point coupon book mailed me to San Francisco O. K. 
Thanks. It is fine and will be greatly appreciated by the wide-awake fellows we have in 
our organization. From the volume of business Bechtel wired me 1s coming into Fort 
Wayne it is evident some of the boys are cutting out those coupons at a lively rate and 
will soon be calling for another book. 

I shall be greatly interested in that board on my return for am much pleased with the 
ginger our salesmen are putting into the business everywhere I go. They certainly are a 
fine lot of live, loyal fellows and are getting the business everywhere. I am glad _ to 
know the blackboard plan of credits has been put into operation and that by the coupon 
book plan every one of the boys will be given proper credit soon as the coupons are re- 
ceived at Fort Wayne without waiting for the credits to pass the branches and order de- 
partment. It. will be with a great deal of satisfaction the salesmen will tear off these cou- 
pons at night and say to themselves, ‘‘That means five, ten or fifteen points less I have to 
secure to make me a member of that 500 point club, to give me the trip to Fort Wayne, 
and that nice little cash prize at the banquet, to say nothing of the good fellowship to 
be enjoyed with such a fine lot of Boosters!’’ 

Yes, Mr. Davies, that coupon book is a dandy and you want to have a plenty on 
hand because lots of the Bowser boys will call on you for more than one, and that right 
soon. Yours truly, 


A. Z. POLHAMUS. 
Gen’! Mer. 
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Regrets are thorns in the Rae wy ambition. He who puts the full measure of his energy 

into his work, takes advantage of every opportunity, judges the length of a day by deeds done 
and not by the number of hours spent, counts his labors as legitimate capital and not sacrifice, 
will have no regrets. He will encounter no obstacle too great to overcome. He is the man 
whom we are wont to call lucky, fortunate or a genius, when, as a matter of fact, his remark- 
able success is due entirely to his untiring and unstinted efforts. Every man has the same. 
chance if he is willing to put into the fight the same amount of energy. 
. . You ean draw out of the Bank of Life only the amount of your deposits plus the aceumu- 
lated interest thereon. Your results for the balance of the year will be in proportion to the 
amount of energy expended during that time—no more, no less. Every Bowser salesman pos- 
sesses the qualifications au success and there will be two disappointments if you fail to become 
a Pacemaker—You and we 
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What have you done towards be- 
coming a Pacemaker since the last 
Boomer. Do you realize you have 
entered the first week in the sixth month 
month of the year. Have you secured 
fifty per cent of the 500 points. Boys, 
these are pertinent questions. Beloware 
listed the 41 high men June Ist. If your 
name is not there or not as high as it 
should be, don’t falter, dig in harder. 
Bring on your resourcefulness and de- 


termination and become firmer in your 
determination to win—AND WIN. 


STANDING OF THE 41 HIGH MEN 
Ending June 1, 1912. 


VV ROMEO PATI AN Secs 2, cus seule arcs 5 essed Ges San Francisco 
Ute metre CLES sa tepersic nie cis, checohedeisl ers stays ayaietereneneis Toronto 
NMR ALOE SOME asi ez vororeicts: coke, eijsielelic sie cretsle eae Toronto 
Gio NY GUGAIS ss Bae 6 ceca Ooi a ee St. Louis 
PAR Ems VOILE treme meters eye) cues te iain ane <ustdierhetere, win wal c Toronto 
eS eee DUDE CATE gesene ness ieieus Gienaie cas, <ieatooa essere Minneapolis 
ve Oreee lt CUlmCTetrae ae tale cos ctetercheus onc, scenes Minneapolis 
Vile OMOES OY Tel Tile. See te. a siieiecers Gti oe tc 8s Minneapolis 
Eee et ORION S arte von oie teres is; os.s suatichateevsy «2587s, 3.615 Toronto 
femal UE CV meen aretietre «Sel cisieun «lots e. wie acd sas si slie Atlanta 
SPV VIET CEG tiers coarces ih: avedne'is Ateneries a ace & ee a, » Toronto 
Thy. Si aM Ela “Sens plese oroiccrn GRR SIEaDiD GEE ROA ne eee Boston 
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BUSINESS IS WHAT YOU MAKE IT. 


So many people look upon an election year 
as a time to do nothing in the way of improve- 
ment, preferring ‘‘to wait and see how the elec- 
tion goes.’’ When you stop to analyze, isn’t 
this foolish? Just stop and think a moment. 
Isn’t it ridiculous? Is the election going to 
tear down buildings, stop crops from growing, 
sink all the gold into the bottom of the sea and 
kill people by the millions? It’s only those 
kind of happenings that really affect business 
and the nation’s wealth. These are the things 
that has much to do with the Nation prosperity. 
The other effects are simply due to lack of con- 
fidence. The man that holds off, that lacks 
confidence—is doing more harm to _ business 
than fifty elections. He that lacks confidence 
takes life from trade. It isn’t the election its 
the lack of confidence; it means our bread, our 
shelter and our clothing. The confidence 
placed in our ability and the other fellows’ 
ability and willingness to meet our obligations. 
The value of every dollar we spend represents 
and is backed by confidence. 


Why then, in the name of all that is sane and 
logical, should business men quail or waver 
questioning the outcome of an election when 
it isn’t the election but the business institutions 
of the country themselves and the people that 
break or make prosperity. 


For the salesman that meets these pale, fel- 
lows, however, we will give you the following 
little arguments: 


Mr. Jones, I understand how you feel about 
this being an ‘‘off year’’ and trade rather dull, 
but the Bowser will help you meet dull times. 
It is a remedy for sick oil business and will do 
your trade as much good as proper medicine 
will a sick horse. 


Mr. Jones you are in business to make money. 
You don’t intend to let the political calendar 
decide whether you are to make or lose money. 
You must get business every year. You must 
hustle for it. You do not intend to accept dull 
seasons as necessities. You are out to. get 
trade, dull season or no dull season. Don’t wait 
for business to improve. Give it the stimulus 
it needs and make it improve. Don’t defer the 
correction your oil department needs. Correct 
it and reap the profit now. Don’t economize 
in the matter of this investment now, make it 
and secure the oil profit to which you are just- 
ly entitled, ete. 

* * * 

You ean’t reap results without planting 
causes any more than you can reap corn with- 
out planting seed. 

* * * 


Today’s looker may be tomorrow’s buyer. 
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AM OLIN 5). Uh Sah 
One more Official Chair Left 
It’s Yours for the Taking 

Very often the man with 60 per cent. ability, 
who is always on the job, gets ahead faster than 
the man with 100 per cent. ability, who is never 
around when opportunities arise. And then 
the 100 per cent. man wonders how it happens. 

That man Moffat must have a capacious order 
pocket to be able to stow in it three orders 
amounting to 50 points. Nice style of tailor- 
ing, eh? 


W. M. Mann, the distinguished Bowserite of 
Cincinnati, was the guest of honor and princi- 
pal speaker at the Editorial Rooms last week. 
Mann pays us a visit every now and then and 
is always interesting to us as he talks entirely 
by ear. 

* * * 

It is a long jump from Atlanta to New York, 
but that’s the trip S. F. Taylor has just made. 
He longed to see dear old Broadway again, so 
he has transferred his affections from Brown 
to Colwell. We hope the buying populace of 
the Metropolis meets him in the proper spirit. 


EVERY LITTLE MOVE HAS A MEANING. 

K. F. Hessenmueller, Bowser Sales Specialist, 
of Chicago, is reported te have moved to 
Pittsburg where he will care for autoists there. 
Hess has almost been a zealot in this line and 
the Pittsburg autoists can count themselves 
lucky in making his acquaintance. Here’s luek 
to you, Hess. 

Our old friend Gustorf evidently took the 
Bowser’s ladder cartoon to heart as he has 
since registered himself as a climber. Upon 
investigating his order No. 222, we find the 
prospect was a cement contractor, who was 
putting in the second floor of a new building. 
Climbing is one of Gustorf’s best lines, and it 
did not take him long to go up the ladder to 
see his man. 

While Gustorf was taking the order, one of 
the workmen, who was sprinkling the stone- 
work, turned the hose on Gustorf and his pros- 
pect, drenching Gustorf’s order. book. Gustorf 


did not let that interfere with his business, 
however, but took up a piece of board lying 
near and wrote the order on that. : 

Another plank in his platform as a Pace- 
maker candidate. 

(Will! we have to send you a blue print of this ?) 
* * * 
The Man That is Putting Milwaukee on the Map 

There is a slogan mentioning how Milwau- 
kee was made famous. To bring this down to 
date, we might say that Milwaukee has made 
Malone famous. This would be one’s first 1m- 
pression on looking over Mr. Malone’s record 
of orders, but in going into the proposition 
further, you will find that Milwaukee has not 
been the most productive territory for many 
years, and boys who have had the territory 
have been made famous by failure rather than 
by success. Since Mr. Malone struck the town, 
however, Milwaukee is beginning to take the 
position it should among the large cities as a 
Bowser town and he is to be congratulated upon 
the efficient Bowserizing work he is doing. 

* * %* 

I think we ought to have a. ‘‘comeback’’ 
club in the sales force. This was suggested to 
us by events connected with R. O. Snyder of 
Atlanta. He was a prize winner last year, but 
left us in January to go into business with his 
father. He finds selling Bowser tanks more 
profitable and is back with us. He has sent 
in 125 points in two weeks. 

Our chubby friend, Ettinger, of the Minne- 
apolsi district, is giving his coupon book a 
terrific, and to all intents and purposes, a con- 
vineing rip. | 

* * * 

You have all heard of Stoddard’s lecture. 
(S. D. Stoddard of Portland, Ore., you know.) 
Well, the way he is ‘‘unwindlessing’’ some of 
his choice Bowser lectures among the Oregoni- 
ans is astonishing. Won’t the Pacemakers 
grab him for their program? 

*. * * 

Speaking of live wires, permit us to refer 
you to A. W. Dorsch of the St. Louis District. 
He is a boy with a constant voltage. Watch 
him make the Pacemakers Club. 


NO DOUBT ABOUT IT. 


Crandall says: You ought to go through the 
mill of corralling some of this business out here 
with those high-fuluters. Pretty tough, even 
for a Pacemaker. 

I suppose you notice I am in the running for 
the Bronze tablet. The man that beats me will 
go crazy over the large amount of business he 
has written, or the money he has made. 

If Teddy R. knew my system he would sure 
be the next president of the United States. 


WELL, I'LL BE HERE 
FOR SEVERAL MONTHS, 
ANYWAY, BUT MY 
FUTURE 1S RATHER. 
UN CERTAIN 


ARE YOU LOCATED 
HERE PERMANENTLY & 


(From Me Boomer of Feb, 20, 19/2) 


— : 


DVISABLE 
O SPEND 
INOEFINITE 


PERIOD IN A 
NORTHERN 
BH CLIMATE 


or 


The eleven branches are in a great conflict for the possession of the beautiful loving cup 


Tom S12. 


Great minds are arrayed in sales battles manfully striving for this great honor. 
lanta with her band of fighters won it last year and are now defending it with might 
main, but Toronto with her royal host is making great onslaughts and leads in the charge. 


Ase 
and 
San 


Francisco with grim determination has made steady advances and with the pledge to take ‘‘all 


2a} 


first honors this year, 


is planning a great scope. 
in their keen pursuit adding greatly to Atlanta’s discomfort. 


Minneapolis and New York are ever active 
It would be impossible for any 


human to settle by arbitration to the satisfaction of all conflicting interests this problem that 


is ever before them, so sales alone must count. 


Gentlemen, go to it. 


In this hour of physical nearness to this great cup comes a kindly appreciation that makes 
us sympathetically loyal and prayerfully silent for Atlanta. 


BRANCH OFFICE STANDING 
JUNE 1, 1912 


TORONTO 
MINNEAPOLIS 


PHILADELPHIA 


The race is close and very exciting. Margins are being 
split to fractions of a per cent. In many cases just a few 
Philadelphia is 
only 2-5 of a per cent behind Chicago, while Dallas only 
leads Chicago by 8 1-10 per cent. Fort Wayne is only 
1-20 of one per cent behind St. Louis and St. Louis is only 
4-10 of one per cent behind New York. ‘There is bound 
Who will land 


An excellent chance for some one to 
Who will do it? 


BOWSER THE CENTER OF ATTRACTION. 

Mr. T. C. Potts of Cleveland, persuaded the 
Energine Refining and Manufacturing Com- 
pany, of Cleveland, who have been using the 
Bowser Equipments for some _ time past, to 
favor us with an additional order covering a 
five barrel Cut 41 complete which they were to 
use in dispensing gasolene to autoists at Luna 
Park. 

Luna Park has erected a motor dome for 
motoreyele races, upon which they have spent 
perhaps $25,000. The seating capacity of the 
stands will accommodate 20,000 persons. This 
motor dome is a big feature in connection with 
the Park and the gasolene dispensing conces- 
sion is quite an item. It is the intention of the 
Energine people to install this outfit in the 
center of the motoreyele track which will be 
known as the Bowser Filling Station. It goes 
without saying that this will be the center of 
attraction and it will be within view of all of 
the spectators who visit the race course. 

* * * 

Yesterday is an outlawed account; tomor- 
row is a risky promissory note; today is real 
money—invest it. 
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Welcome to the Wolverine Club. Forty-two 
Auto Loads Pass Thru Fort Wayne En 
Route to Decoration Day Races at 
Indianapolis. 


The Wolverine Club rooms at Detroit must - 


have been a far quieter place after 42 auto 
loads of them left for Indianapolis, via Fort 
Wayne. <A wire was received by us stating 
would reach here at 4:30 p. m. on the 23rd and 
remain over night at the Anthony. Upon learn- 
ing this we. decided to give them a royal re- 
ception and welcome to our city and piloting 
them in. It was decided to motor to Mays- 
ville an inland town 17 miles northeast of Fort 
Wayne, the nearest town to the city the tourists 
would strike. So eight machines were filled 
with company officials, managers and _ their 
wives and 3 o’clock saw them on their way to 
Maysville. There had been occasional showers 
during the day but where the roads were good 
it added to the pleasure of the ride as the dust 
was nicely settled. 

The trip to Maysville was made in record 
time and the Bowser autos with flags and ban- 
ners flying were backed up to the curb, side by 
side in the center of the pretty little village to 
await the incoming of our guests. The first of 
the Wolverines soon put in their appearance. 
It was closely followed by several more cars 
and a big crowd was soon upon us. The Bow- 
ser ladies with tins of confections and delicacies 
promptly made the lady tourists welcome 
while the Bowser boys passed out cigars to the 
men. 

In relating their experiences, however, we 
were sorry to hear that one of the Wolverine 
cars had met with an accident about six miles 
further up the road. It seems that the rainfall 
was considerable more in this vicinity and as 
the roads in spots were very bad it made tour- 
ing rather difficult. | 


Bowser to the Rescue. 


After a consultation we decided to send one 
of our cars to the rescue, so A. S. Bowser, I. L. 
Walker and two mechanics with ropes and 
tools were sent to give aid. They found that 
a big Winton Six had skidded from the road 
and fell on its side eight feet into the ditch. Mr. 
Murphy was driving at the time of the acei- 
dent accompanied by three other gentlemen. 
When the car skidded the three jumped, but 
Murphy stayed at the wheel. The remarkable 
feature is that all came thru without a seratch. 

Upon the arrival of our ear the block and 
tackle was soon attached, and with the aid of 
a team of horses from a nearby farm the car 
was soon in the middle of the road again. The 
tonneau of the car which was up at the time of 
the accident was made useless but other than 
that the car came out in good shape and in run- 
ning condition, another remarkable feature. 
The tourists were piloted in from Maysville in 
squads of eight or ten cars to a bunch, as they 


came along and upon reaching the city were 
taken to the hotel. The ladies were received 
in the parlors while the men busied themselves 
at the garage. They left at 7 the next morning 
for Indianapolis and we were sorry to part with 
their congenial. company. J. H. Armstrong and 
E. J. Little accompanied the club to Indianapo- 
lis. The good cheer, hearty spontaneous appre- 
ciation made us all feel that we were with 
friends and we hope they may return to us 
again individually or otherwise. Success to 
vou, Wolverines! 
* * * 
The Commercial Garage a Good Bowser Pros- 
pect. 


The commercial garage is a prospect we be- 
lieve some of the boys are overlooking or inad- 
vertently neglecting and as there are new 
firms of this class springing up over the coun- 
try almost daily, we want you to be on the 
lookout for them and get the business. 

Motor vehicles are now in use for practically 
all purposes and will soon be universal as ex- 
perience has proven them much more economi- 
cal than a horse driven vehicle, with the deliv- 
ery possibilities easily ten times greater. 

To care for these commercial cars, the com- 
mercial garage came into existence. Here they 
are housed, repaired or stored or you might 
say ‘“‘boarded’’ for so much per month. . 

The commercial garage owner is in this busi- 
ness to make money and in order to do this re- 
quires modern methods. 

All waste, all loss, all excess of labor, all un- 
necessary time must be eliminated. Every op- 
eration must be conducted at a minimum ex- 
pense, and to this end garage managers every- 
where are bending their every energy. One of 
the most prolific sources of loss has been the 
meahod of handling the oils throughout the 
garage. Oils stored in barrels leak out and 
evaporate; they deteriorate and become dirty. 
In handling oils from barrels there is a contin- 
ual loss from spilling, overflowing measures, 
leaky faucets, dripping funnels and _ oily 
waste. 

These are the arguments, boys, we want you 
to put up to the commercial garage men. The 
matter of Bowser storage to them isn’t a mat- 
ter of fancy or taste it’s a matter of making 
more profit—a matter of economical garage 
management. 

Economical Garage Operation. 

In order to clear satisfactory profits, you 
must reduce operating expenses to the mini- 
mum. The Bowser System of Oil Storage will 
help you do this by reducing your oil bill, first 
because it preserves the lubricating quality of 
the oil, so less oil is needed, second, because it 
Perens loss and waste, so you use all you pay 

or. 
Perfect Lubrication. 


Perfect lubrication can be secured only with 
perfect oils and unless they are properly stored, 


500 — 


POINTS A POINTS 


500. 


500. 
POINTS 


UY 


TRAINING FOR THE TABLET 
The Pacemakers Club is but a training quarter for the Big Bronze Tablet Race 


Fhe man who becomes a Pacemaker is not the chap to then rest on his oars as long as there 


“are other victories to conquer. 
Marathon—the Bronze Tablet race. 


To become a Pacemaker is merely a preliminary to the great 
So to those who have joined the club the word is Keep 


‘a-going! Don’t think you’ve cinched the finish because you’ve made a good start. 
; The fact that you led the field in the breakaway doesn’t prove that you won’t be distanced 


‘in the stretch. 


~~ Keep hitting the pace! Go right on with your strong man act and keep a-going. 


the most perfect oils quickly lose their lubricat- 
‘ing qualities.. The Bowser Adjustable Measure 
-Oil: Systems keep the oil in perfect condition 
‘by prevening contamination from dust, grit 
:and other foreign substances, besides reducing 
_your oil bill by preventing all losses from leak- 
-age, evaporation, waste, spilling and careless 
handling. 

Hammer these facts into them hard. Impress 
them with the urgency and need of the Bowser 
in their business. You have powerful argu- 
-ments with you—absolute dollar-saving talks. 
Give them things to think about. .Ask them, 
‘Is your garage a fair insurance risk? Is it as 
good as it ought to be? Do you secure the 
minimum insurance rate? 

Handle your oil by means of the Bowser sys- 
tem of oil storage and you will add to your 
safety—you reduce the cost of insurance by 
handling your gasolene in the approved Bow- 
ser over the old way of barrels and tin tanks. 

In every town you strike inquire for these 
commercial garages, and you boys in the big 
cities keep your eyes open for new companies 
Starting. They are a sure sale if you just give 
them the Bowser dope straight from the shoul- 
der. Boys, get this business. 


A Few Good Arguments for the Store Trade. 

The following arguments that I wish to ad- 
vance are not detailed information, but merely 
a text upon which you ean elaborate at your 
option. I always make it a point when ealling 
on the store trade to familiarize myself with 
conditions existing in and about the oil depart- 
ment before making my advance to the buyer. 
This, of course, is impossible at times, but you 
can always lead your conversation in such a 
trend that the information which you desire 
will be given you without any hesitancy. 

I find that it is only occasionally necessary 
to enter very much into details. as to the con- 
struction of your tanks. Often if you talk the 
manufacture of the tanks rather than the sale 
of them, you will have hopelessly exhausted 
the patience of your prospect before you really 
come to facts in the case that are of interest to 
him. Of course, it is necessary for you to ex- 
plain what your tanks will do and in what 
manner they carry out their mission, but the 
manufacture of the tanks I will leave to the 
factory, impressing the man, however, that the 
factory ‘‘delivers the goods.’’ 

During our last convention I asked one of 
our most successful salesmen how he explained 
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the construction of our outfits, and he told me 
that he explained as little as possible—he was 
not out to explain them, he was out to sell 
them. You can see that it is most important 
for youto use sales arguments instead of talk- 
ing the manufacture of the tanks too much, a 
mistake which a great many salesmen make. 
Kerosene pays more profit on the investment 
than any other commodity handled in_ the 


store. The following table will show that very 
clearly: 
Percentage of Turnover Total 
Profit. Per Year. Profit. 
Canned Goods ..15% 10 150% 
Provisionsiesa: 5% to 10% 25 125% to 250% 
INOtIONS 1. .62.2400% 2 100% 
Boots and Shoes.50% 2 100% 
Dry Goods and 
Chinasny eer 385% 2 10% 
KEROSENE . 40% 50 2,000% 


After the above has been eee to him 
clearly, his reply might be: ‘‘Oh, I don’t think 
that I want to spend any money ‘to handle that 
kerosene in any better manner than I am now. 
I have a pretty fair system and it has been do- 
ing me service, lo these many years. I don’t 
believe I will change now. In fact, I would 
throw out the dirty stuff if I could, but on ac- 
count of a certain class of trade I am compelled 
to sell it.” That is it exactly. Emphasize the 
fact that you have an equipment with which 
he ean handle his kerosene as cleanly and as 
easily as an original package from the shelf; 
that it is as easy, clean and as convenient to 
sell a gallon of kerosene as it is a can of corn. 

Ask your prospect whether or not he ever 
sold any kerosene, and his reply will be: ‘‘Cer- 
tainly, lots of it.’’ Here’s where you show 
astonishment and say: ‘‘Why, my good man, 
you are the first person that I ever heard say 
that he sold or bought kerosene.’’ He-will no 
doubt realize that there is a joker somewhere 
and look for an explanation from you. Explain 
to him that the reason in your estimation that 
he never bought or sold kerosene was on ac- 
count of the little trouble this. commodity gave 
him as far as purchasing and selling is con- 
cerned. The man from the oil company comes 
and fills up his tank and when his customers 
need kerosene they bring their cans to him to 
have them filled. There is no extra effort put 
forth in making the sale of kerosene. Not so 
with other commodities which he handles in 
his store. 

A salesman for a cannery concern ealls upon 
him and with an endeavor to interest him in a 
new brand of corn. Now the table shows that 
canned goods only pay a return of 15% on the 
investment. However, he will spend his time 
with this low profit article, arguing with the 
salesman about the price, and really puts forth 
an effort to make a good purchase. 


Second, when Mrs. Jones comes in to pur- 
chase some groceries, he walks to the shelf, 
takes down a can of this corn and goes to her 
with a strong recommendation about the qual- 
ity of the same, stating that she can take it 
home on his personal guarantee, and he feels 
very sure that it will be more than satisfac- > 
tory. Now the lowest grade article that he_ 
handles in his store, as far as profit 1s~¢on- 
cerned, he has taken two special efforts to sell, 
while on kerosene, which pays the highest re- 
turn on the investment, of any commodity that 
he handles, he has put forth no effort what- 
ever. In fact, he never bought kerosene nor 
ever sold any. 

On the other hand, there isn’t a dirtier or 
more disagreeable commodity handled any- 
where than kerosene. It contaminates every- 
thing it comes in contact with, dirties hands, 
soils clothes and invariably causes filthy floors 
which result in a back room of which the aver- 
age merchant:is ashamed. In the average 
store the back room is half as large as the 
front room. Practically one-third of the build- 
ing upon which he pays rent you will find that 
not a marketable article can be kept in same 
on account of the kerosene, edibles immediate- 
ly attaining an odor which is obnoxious to any 
customer. One-third of the rent which he 
pays on that building is alone expended for the 
privilege of handling kerosene in the old way. 

Why, then, not handle that kerosene in a 
manner which is in keeping with an up-to-date 
merchant, and-handle it in an outfit where it 
would be a eredit to his store, where it would 
expedite and increase the sales of kerosene. 
You ean readily see that arguments expended 
along the selling line will carry a great deal 
more weight with your prospect than wasting 
hours and hours of your own time. telling him 
how well we construct our equipment, what 
grade of goods we manufacture them of, what 
skilled workmen we have in our factory and 
what a large plant we operate or hundreds of 
other details that are of no consideration to 
him. The prospect only wants to know what 
the outfit will do for him, as far as conveni- 
ence is concerned, cleanliness contained and 
money saved. As far as the manufacture of 
the tank is concerned, just emphasize the fact 
that you have a million-dollar concern back of 
you, which guarantees their commodity, and 
you will find in most eases that will be satis- 
factory. Further, our tanks are so well known 
that you can but step to the phone and get a 
recommendation in almost any locality. 

There are times and oceasions when a fac- 
tory and construction demonstration are nece- 
essary, but the idea is to make it a selling dem- 
onstration until you find the other is neces- 
sary. E. J. GALLMEYER. 
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A, E. MOFFATT 


DIRECTOR OF THE PACEMAKERS’ CLUB 


A. EF. Moffat of Toronto has secured the honor of being elected the first director of 
the Pacemakers Club. Mr. Moffat travels in Toronto and is the oldest salesman in 
point of service in the district. He secured the office June 10 with 503 points of busi- 
ness to his credit, and certainly earned the high honor he has procured. We hope it 
gives him as much pleasure as it does us to award him the office. We know he will 
look well to the interests of the Toronto office at all times and we feel that the district 
is also to be congratulated in having a ‘“nrogressive’’ elected to the office. 


1.83) TT 


94 THE BOWSER BOOMER 


A LETTER FROM THE GEN’L MANAGER 


In this issue of the Boomer will be found a letter from Mr. 
Polhamus, written to the Boomer. This letter is the third of a 
series of articles by Mr. Polhamus that will appear from time 
to time and we hope will have the careful attention of the 
sales foree. Mr. Polhamus in these articles will touch upon 
many angles of the business and is well aware that what he 
will say is not new to many of the salesmen. He hopes, how- 
ever, to clear up some things not clear to many of the salesmen 
and perhaps give them in a few eases a different angle to look 
at some things than they may have had put before them be- 
fore. 


A. Z. POLHAMUS, 


CREATING A MARKET FOR BOWSER OUTFITS. 


The live Bowser salesman is always on the look-out for a possible purchaser of his goods 
and of late the possibility of creating a market for Bowser outfits where there was no mar- 
ket has been given considerable thought by some of the salesmen. To others, however, the 
possibility of creating such a market may not have occurred and so it is our hope that, as the 
subject is rather new to many salesmen, that the salesmen will take the matter up and discuss 
it, for their mutual benefit, through the columns of the Boomer. Without question the time is 
here when more thought should be given to this subject than heretofore. Perhaps, we should 
say, more systematic thought and the expression of that thought in work on this hne. 

It has been a common thing among some of our salesmen to get the merchant not handling 
gasolene to do so, but how many have gone further and shown to some live merchant, some 
live garage proprietor, some live real estate man or some capitalist, that it was a paying in- 
vestment for him to invest in not one plant, but three, six or a dozen? How many have gone 
to the man of money building fine houses for the market and shown him, so they got the or- 
ders, that the thing which would help him sell his homes is garages properly equipped with 
Bowser outfits? : 

We recently heard of a man of means who has a wife of very fine taste when it comes to 
fitting up a home, and the two are working together building fine homes and furnishing them, 
the wife displaying her talent in arranging little articles about the home to such advantage 
they soon sell that tasteful home at a much better price than they could possibly have sold 
the unfurnished house for. Who don’t know how much better a house looks furnished than 
when it 1s unoccupied? So in the garage, tastefully equipped with a nice Cut 41 Bowser out- 
fit complete with filter, meter, etc., a roll top cabinet or two, or in very fine garages, a Cut No. 
81, the dealer has a powerful assistant, when properly used, to help him dispose of his prop- 
erty and at a price that will make him more money on the money invested in the Bowser 
equipment than in anything else about the place. 

When a man buys a nice home, he does not buy it simply to have a place in which to live; 
if he did, he could get such a place for a few hundred dollars; rather, he buys the place for 
the pleasure he gets out of living in or on the place and we sometimes wonder if our men per- 
sonally realize this, so they themselves appreciate what a nice Bowser equipment means to the 
man of means and with a fine home. Why, one great source of pleasure to that man is the 
pleasure his friends get in looking over his home, and that finely equipped garage appeals much 
more to the friends than the empty garage. 

Not only does this apply to the man building houses to sell, but to the property owner, 
the real estate man selling business blocks or owning them, the live merchant, ete. 

A case in point: In a certain city is a live real estate man who owns a number of busi- 
ness blocks and to keep those well rented, he knows the renters must do well, so of his own 
will, assisted by a fine Bowser salesman, he has secured from his city a permit to install Bow- 
ser Cut 241 outfits near those blocks and is installing a number of ten-barrel outfits. Why? 
He knows as the autoists drive up to these stations Jim’s, Fred’s, Ed’s and the other men’s 
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wives are going to notice those fine markets and say, ‘‘Oh, Fred, I forgot, we should have some 
berries,’’ or “‘that looks like a fine market; please go in and get a nice steak for dinner, ete.’’ 
Is that man making a mistake in putting in those outfits? Hardly. He will make enough out 
of his gasolene to pay for a man to fill the ears, to pay for the outfit, have a profit in gasolene, 
and, well, the rent on those buildings of his will certainly not get any less because of those 
outfits. This, however, is not only a good thing for the owner of these buildings, but the rent- 
ers as well, and, if so, why is it not true of any owner or merchant? 

It is not only true that a market for the sale of gasolene and lubricating oil storage at the 
private garage and for the autoist can be created, but it is also true that many times a market 
for a large Cut No. 1 or Cut No. 19 outfit can be created by the salesman onto his job. In the 
small town by what better means can the merchant draw trade and let that sleepy community 
know there is a live one in town than by buying a large outfit and then make a special drive on 
kerosene? He will sure sell ten gallons where he may be selling one now and the boom it will 
give his business will surprise him and many times the salesman as well. Our older salesmen 
working this class of trade know this by experience; perhaps it is new to some of the younger 
men with the firm. 

Then this applies to the dry cleaning business to a large degree; where many times the 
laundry man, who has never thought of the dry cleaning business, becomes interested and a 
‘market for Bowser outfits created. It also will apply as well to the Paint and Lubricating Oil 
equipments and is, at this time, getting some of the salesmen a big business where, were it not 
for their ability to create a market for the Bowser equipment, on account of the conditions in 
their territory they would be having hard sledding. 

And now, Mr. Editor, we shall hope to have further suggestions in the Boomer on this mat- 
ter. Trusting that what we have written will give some one on the firing line a starting point 
at least and with the very best wishes for them all, we remain, 

Yours truly, 


A. Z. POLH AMUS, Gen’! Mer. 
HAA 


we 
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The Inaugral Address of A. E. Moffatt of Toronto, the first Director 
of the Pacemakers’ Club to be Elected 


jul 


To Officials and Salesmen of All Offices 

It certainly gives me a great deal of 
pleasure and satisfaction to learn that 
I have been elected Director of the 
Pacemakers Club for the Toronto of- 
fice. This is an honor which I can as- 
sure you I appreciate very highly in- 
deed, and I know that it will inspire 
me to even greater efforts in the future. 

I tried hard for the Treasurers post 
after Mr. Rhodes and Mr. Anderson 
had been elected, so as to make it three 
Toronto men in a row, and at one time 
I thought I would manage it, but now 
I wish to congratulate Mr. Steele for 
the fine finish he made which enabled 
him to secure that honor. After all, I 
have every reason to feel satisfied and 
there is still a good chance that Toron- 
to will have three men in a row on the 
Bronze Tablet. This may seem to the 
other offices to be rather ambitious, 
but if they will refer to the present 
position of Toronto High Men, it will 
make them think. It certainly does 
not look impossible to me, and would- 
n’t it be a great result for Mr. Hance 


and his Canadian Salesmen. I do not 
wish to appear as if the Toronto office 
was puffed up by success. I realize 
that if we are to secure further honors 
we must fight and fight hard and this 
we mean to do. I also wish all manner 
of success to the other offices and hope 
that they will all be fully represented 
at Fort Wayne at the end of the year. 

I believe that I have been longer with 
the Company than any of the other 
Canadian boys and on this account the 
honor of being elected Director for 
Canada is very dear to me indeed. It 
is my great desire now to have my 
name inseribed on the Bronze Tablet 
and I will certainly try very hard for 
that honor. 

In conclusion allow me to express 
the hope that the membership of the 
Pacemakers Club will now increase by 
leaps and bounds and that, before the 
end of the year it will embrace the en- 
tire Bowser Sales Force. 

Yours very truly, 
A. E.. MOFFATT... 
Toronto Director. 
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We hope you all had a ‘‘glorious’’ Fourth. 


While our thoughts are on this why would it 
not be altogether fitting and proper for the 
‘‘Bowser Minute Men’’ to declare themselves. 


A Pacemakers Declaration of Independence 


When in the course of human development, 
it becomes necessary for me_ to dissolve the 
bonds which have held me and to assume 
among salesmen, the station of power and in- 
fluence to which the laws of my creator and 
my company entitles me, 


I, therefore, a man and a pilgrim on the road 
of life, do hereby publish and declare that I 
shall become a Pacemaker and shall cast off 
all injuries to body and mind hereinafter 
named : 


From Worry, which eats away courage, be- 
fogs the brain and causes hope to fade and 
faith to fail, I declare my independence! 


From Restrictions of Limitations, imposed 
by doubt of my own powers or possibilities of 
growth or thrust upon me by skepties, timid 
advisers or the failures of other men or created 
in my own mind by fear or weakness, | declare 
my independence! 


From Difficulties which block my path, but 
never with so solid a wall that somewhere a 
breach cannot be made; from difficulties which 
were ordained not to defeat a man in_ his 
worthy endeavors, but to try his mettle, to de- 
velop his strength, to call forth his courage, to 
prove his royal blood, to give him battle that 
he may win victory, to make his victory sweet 
and his reward great—KFrom the threatenings 
and hindrances of Difficulties in my effort to 
become a Pacemaker, I declare my Independ- 
ence! 


%* * * 

The way Mr. Little’s men are getting into 
form looks as if they are preparing a rally for 
that cup that will find it a home. This is what 
he told us: ‘‘We have a new man named Leon- 
ard, in Pennsylvania, who delivered nineteen 


orders for the month of June. How is that for 


a starter?’’ 


A lot of our men will remember Mr. E. P. 
Walker, who is one of the old veterans in the 
Bowser army. Mr. Walker delivered 82 points 
worth of business during the month of June, 
a record which I think would make some of 
the young fellows step lively. Mr. Walker has 
been carrying the Bowser grip over 18 years 
and ean sell tanks today ‘‘along side of any of 
them.’’ He has started July with 3 orders the 
first day. 


I want to call your attention to the fact that 
Mr. J. E. Homsher, working Northern Ohio 
during the month of June, sent in thirty orders 
amounting to over 100 points. 

The volume of business is not a record by 
any means, but I think thirty orders for the 
month of June is going some. 


* * * 
J. D. Gumpper came through last month 
with twenty-one orders, amounting to over 75 


points. We eall that pretty good for a young 
fellow. 


A Little History About Crawford’s No. 85 


Enclosed please find order for a 4-bbl., Cut 
41, C. W. O. I guess the average salesman will 
agree with me that it is no picnic to secure an 
order where it is a partnership affair. From 
the point of view that they are like a balky 
team and hard to get to pull together. This 
one in particular certainly was as the old say- 
ing is, ‘‘tough sledding’’ but I’ll tell you how 
I got it. I simply stuck for four long hours 
and used every ounce of energy and persuasive 
power within me. 


Fellow salesmen, I am younger in the game 
than a whole lot of you, and if I was as good 
as a whole lot of you, I would be heading the 
list, but I wish to say this, there are orders in 
every town, if we think so, and go there with 
the firm determination and the everlasting 
stick and hang till we get it. 

Yours very truly, 
W. H. CRAWFORD, 
Chicago. 


* * * 


Look out for EH. R. Bird of Seattle. He is a 
high flyer and promises to be an early arrival. 


* * * 


Fighting to climb is something like an en- 
gine hauling a train of cars up a steep grade— 
let her stop half way up and it takes a lot more 
steam to get her going, but keep up the even 


pull and she’s bound to get to the top. 


THE 
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E. H. Barnes 
F. T. Hyndman 


C. A. Dunkelberg 
W. T. Simpson 


The Railroad Squad 


The annual convention of the R. R. M. C. B. 
and M. M. was held at Atlantic City (as 
usual) June 4 to 12. Bowser & Company was 
represented by their regular exhibits which 
consist of a full line of outfits and the R. R. 
squad. The above picture is a photograph 
taken of them while there and after acknowl- 
edging the chic toggery we asked one of them 
to loosen up a bit in the matter of phrases and 
general vocabulary about the doing—they had 
nothing to say for publication. 

The attendance at the convention was very 
large and will prove profitable to us. We have 
the report that the section gang behaved very 
well but we have not had a confirmation of it 
yet from the Inter-state commerce commission. 
We will, however, vouch for all except “‘over- 
trained’’ Bill. 

* * * 

Many a poor business man has gone bank- 
rupt simply because he misread the signboards 
and thought economy meant a deaf ear to ex- 
penditures, even business needs. 


INAUGURAL ADDRESS OF G. A. STEELE 


The Man From St. Louis, Who Won the Treas- 
urership of the Pacemakers Club in a Re- 
markable Race with Moffatt. 


(Mr. Steele’s address was received too late for publi- 
cation in the Special Edition, but is 
given below.) 


Grand Island, Nebr., 6-30-12. 
To S. F. Bowser & Co., and Salesmen: 

I was very grateful to learn that my work 
had given me the honor of being Treasurer of 
the Pacemakers Club an organization that all 
of us are proud of. 


I am sure we all still maintain the instinet 
that we possessed when we were children in 
school; it was our ambition then to try and be 
at the head or as near as possible in our school 
work. And our work of today is just a con- 
tinuance of our achievements of early days. 


The entire Bowser sales force are to be 
praised for the good work they have done, and 
we will commend our President, Vice Presi- 
dent and Secretary for their efforts put forth 
that gave them the honor of being at the head 
of the Pacemakers Club. 


While we have not learned of this platform 
still we are inclined to believe that it contained 
one progressive plank. 


I commend the firm of S. F. Bowser & Co., 
for the marked improvement made in the pro- 
duet of their manufacture in appearance, serv- 
ice and durability. 


I have always found the demand of the trade 
for an article that commands value and serv- 
ice. 


We are to be congratulated, gentlemen, that 
they have placed in our hands an article that 
as far as competition is concerned, stands at 
the head of our competitors in a class to itself 
and when properly presented to a prospective 
customer his decisions can be nothing only 
that which is in our favor. And when we meet 
our customers and hear these hearty recom- 
mendations it is certainly inspiring and_ en- 
couraging. 


Nothing would afford me more pleasure than 
to meet every Bowser salesman at Fort Wayne 
next January. 


Wishing one and all of you suecess, I am, 


Yours very truly, 
G. A. STEELE. 
Treasurer of the Pacemakers Club. 
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No man has ever paid more for his ex 
perience than it is worth. 


Leonard of Chicago is wooing the Chicago 
directorship with as much sales melody as a 
3enton Harbor steamboat orchestra approach- 
ing the Rush street bridge. H. A. is certainly 
tuned up to it and will give anyone else who is 
after it a mighty strong tussle. Hit ’em up 
Leonard, you’ve got the lead, but look out for 
Jones, the fellow that is built hke Taft. He is 
going to be a wonderfully strong competitor. 


As we pace to press there comes over the 


horizon a bunch of Fort Wayne orders. Our 
suspicion of it containing a large one was 


quickly confirmed. J. H. Armstrong was there 
with a 27 point factory order. Jack’s views 
lean very decidedly in favor of the director- 
ship of Fort Wayne. His pace now is about 
like the shutter of a speed kodak and he will 
have it cinched before the next Boomer if 
somebody dont take decided steps to beat him 
to it. Herb is the chap that can hold up his 
end of a chinning match with a garage mecha- 
nician or a fair debutante at a graduation ex- 
ercise. Go to it J. H., old timer, but we hope 
you will continue to let us call you Herb, dis- 
regarding the dignity of the office. 


* * * 
Many a poor business man has gone bank- 
rupt simply because he misread the signboards 


and thought economy meant a deaf ear to ex- 
penditures, even business needs. 


The Good Old Summer Time 


The summer is at last here. How good the 
rays of sun feel to us after the ‘“‘Jonah’’ of a 
winter we recently pulled through. We have 
a sort of thawed out feeling, so to speak. Have 
limbered up a little. We have laid aside our 
ear muffs, arctics and woolens and taken on a 
supply of summer wear, as well as summer air. 
We go down the streets with our hats in our 
hands and a ‘‘whew’’ at our lips. Now boys, 
let’s not give way to the customary ery of *‘too 
hot.’’ This brings to our mind the following 
lines written by a well known poet: 


Manis fickel, always wanting what is not. 
When it’s hot, he wants it cool. 

When it’s cool, he wants it hot, 

Always wanting what is not. 

Man is fickle as a rule. 


The warm days are here, to be sure, but they 
are what we have been wishing for and wait- 
ing for because they bring with them new op- 
portunities. 


Now is the time to put in your greatest work. 
Don’t let a little perspiration keep you from it. 
A continuance of your best efforts thru the 
heated term is evidence of your determination 
and tenacity of purpose, as well as faithful- 
ness and dependability. 


BRANCH OFFICE STANDING 
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There has been no shift in positions in the 
standings but there has been a big change in 
per cents. St. Louis is only 2 3-10 per cent. 
ahead of Fort Wayne; New York is only 1 1-10 
per cent. ahead of Atlanta and Philadelphia is 
only 1 3-10 per cent. ahead of Dallas. 
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J. G. Rodman W. G. Zahrt 
The Way They Take Orders in Texas 

Measured by the arts of the exquisite, pre- 
vailing in towns a little south west of here, one 
Gerry Rodman alias Lord Chesterfield is the 
goods. A person cannot visit Dallas without 
being affected by the atmosphere of polite gal- 
lantry and social sophistry which prevails 
there. This is quite evident and conclusively 
illustrated by the visit of Mr. Zahrt who spent 
a day in Dallas last week at which time the 
above picture was taken just as they were 
about to hustle across the horizon on a pair of 
thoroughbred hay consumers. 

Dressed in this garb, the Texas salesmen 
tease a prospect until the situation is reduced 
to merely supplying a lead pencil for his sig- 
nature. 


The First Director has been 
Elected, How about you rep- 
resenting your District? Work 


GET IT! 


for it. 


STANDING OF THE FORTY HIGH MEN 
July 1st, 1912. 
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Dunean, Ettinger and Benham are making 
an especially strong race for the Minneapolis 
directorship. They are all likely winners at 
this time. 


* % * 


We were favored with a_ visit from L. W. 
Cheney last week, and we took the occasion to 
compliment him on the nice string of C. W. O. 
business he has been getting. It runs about 
50%. We learned that not alone on account of 
his abilities was he to be congratulated, but 
also beeause of his kindly, considerate and 
lovable character which had won for him a 
wife to whom he was married June 29. 


=> 
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The boys who attended the last convention 
will remember W. 8S. Parker, of Philadelphia. 
We take pleasure in announcing we have every 
reason to believe he will be an attendant this 
He is a dynamie eneyelopedia of in- 
cidents and plays of marked events in the 
sacred game of billiards. If Bowen, Little, 
Bachers, Rodman, Bleecker or Clarence Car- 
penter would lke to take on a game at that 
time we will be glad to reserve the tables. 


year also. 


* *& a4 


Our friend W. C. Smith from Frisco, is mak- 
ing nice progress, and his associates will have 
to step some to keep up with him. 


Purdy, Chandler, Todd, Reuben and Kinsley 
of Atlanta are all hot after the directorship of 
their district and they are all so active we 
would not risk a guess on who will win. Who 
do you think ,Mr. Brown? 


Were any of you boys ever treated to an auto 
ride by A. S. (Bert) Bowser while at the fac- 
tory? We were so favored the other ovening, 
and say—he can discourse on the art galleries 
of Europe and the mysteries of New York 
while at the wheel as pleasantly as in his favor- 
ite chair on the veranda at home. You know 
Bert’s hobby is to know all the good roads in 
Indiana, but just to show you that accidents 
will happen to the best of ’em, I want to tell 
you what happened to us. We were spinning 
along on a nice piece of road with the speed 
limit written on the headless blue of the sum- 
mer sky when suddenly we came to a nice look- 
ing cross road. Bert decided to take it so he 
backed up, turned around and headed down 
this mysterious road. It was very narrow, but 
in splendid condition. Now whether Bert done 
this stunt to add zest to the ride we don’t 
know, but as we sauntered along there sudden- 
ly appeared a parenthesis in the highway. Out 
of the lurching dusty blur came the vision of 
a gate. We were in a private lane. We had to 
pick the lock to open the gate to get into the 
farm yard so as to turn around. The humili- 
ating part of it all is that we had to lower our 
editorial dignity in that we had to make a 
hasty get-away to prevent the yokel’s dogs 
from catching our coat tails. 


We only wish we knew if Bert done this on 
purpose. We would be there with a come-back 
—believe me. 


What One of Danville’s Most Prominent Busi- 
ness Men Says 


Danville, Ind., June 28, 1912. 
To Whom It May Coneern: 

This is to certify that I have used a Bowser 
Coal Oil Tank in my Grocery in Danville, Ind., 
for near or quite twenty;years without any ex- 
pense whatever and still in perfect working 
order. 

Respectfully, 
B. F. HOWELL. 


THE BOWSER GRIP. 


Well, we’ve just been in every store in town, 


I believe a machine would surely run down; 
Still that boss of mine is a-going yet, 
Matters not to him whether ’tis dry or wet. 


Back in Fort Wayne I have a bigger boss; 
He sent me out here with a tank of gloss; 
With cuts, blanks for orders, also reports, 
Calling lists for towns, cities and resorts. 


Some buyers imagine they know it all, 

And try to pin us to the hard brick wall; 
This doesn’t affect this here boss of mine, 
For he holds that model where it’ll shine. 


Then all arguments that mortal can produce 
Are based on that article of daily use. 
Oft-times I forget whether made to hold 
Turpentine, varnish, oil, gasolene or gold. 


Well, now, I don’t think I’ve been asleep ; 
3ut that buyer sure looks like a pet sheep; 
With my boss writing fast in order-book, 
No doubt that it’s a good one, by his look. 


There’s no better motto than ‘‘Do it now,’’ 
Don’t wait for another to show you how; 
There may be an opponent there ahead, 

sut don’t get discouraged and go to bed. 


Well, I don’t care much about this hotel, 

3ut Bowser’s salesman says, Oh, very well; 
I suppose you'll ask me for some proof, 

But tonight the boss could sleep on the roof. 


3y the way, tomorrow’s the day of rest, 
And we feel as though we’ve done our best; 
I’m not talking in a joking strain, 


But, believe me, my boss is after that trip to Ft. W 
—F. E. Walters, Salesman 


| 
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_ Congratulations! 
/ YOU have just established the : 
a largest June business in the 
history of the Company. : 
: We beat last June by a good — 
| margin making this June certainly 
_ a “Pacemaker” month. : 
: The Bowser Army has again ~ 
: proven itself equal to the task and ~ 
: came through with a victory. We : 
_ | appreciate your efforts and thank 
_ the salesmen in the field, the man- : 
_ agers and the entire force for their : 
_ sincere endeavors. : 
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A LETTER FROM THE GEN’L MANAGER 


In this issue of the Boomer will be found a letter from Mr. 
Polhamns, written to the Boomer. This letter is the fourth of a 
series of articles by Mr. Polhamus that will appear from time 
4o time and we hope will have the careful attention of the 
sales foree. Mr. Polhamus in these articles will touch upon 
many angles of the business and is well aware that what he 
will say is not new to many of the: salesmen. He hopes, how- 
ever, to clear up some things not clear to many of the salesmen 
and perhaps give them in a few cases a different angle to look 
at some things than they may have had put before them be- 


fore. 
A. Z. POLHAMUS, 


THE PRIVATE GARAGE. 

There is probably no subject of greater in- 
terest to most of the Bowser salesmen than the 
successful working of the private garage, and 
probably no subject regarding which there is 
a greater diversity of opinion. One salesman 
feels it means a sure sale usually; another that 
it is time lost to pay any attention to it. 


This difference of opinion is due largely to 
two causes: First, different conditions; and 
second, seeing the matter from a different view- 
point. The different conditions are due to four 
causes. 


1st.—The much greater number of private 
garages. 


2nd.—The large number of people of moder- 
ate means who are buying ears and who think 
they can ill afford any sort of an outfit for 
their garage. 

3rd.—The number of very inferior outfits for 
the handling of gasolene now on the market, 
and— 


4th.—The fact that in many loealities the oil 
companies are either supplying gasolene in 
five-gallon cans at the same price made in the 
garage, or some of the garages or oil merchants 
are selling it on a margin of from 4e to le per 
gallon to draw trade on other lines. 


While these facts make the sale of Bowser 
outfits to the private garage a different prob- 
lem than several years ago, it is a fact that 
there never was a better opportunity to place 
Bowser outfits with private garages than in 
this year of 1912, and while more of the lower 
priced outfits, as a result of the conditions, 
must be sold than formerly and some garage 
owners cannot be sold any kind of an outfit, it 


is a fact that more of the better grade of out- 
fits should also be sold than ever before. 


We fear sometimes salesmen dealing with 
the matter are not as broad as they should be 
and know that they are overlooking the oppor- 
tunity to make good dollars for themselves be- 
cause they perhaps were disappointed in some 
instances. It takes courage, perseverance and 
tact to get this business, from the fact that 
many times the garage owner must be seen at 
his home and such a call may be made at an 
inopportune time, when the salesman needs 
tact, lots of it, to get the order or leave the 
owner with an engagement to see him at a more 
convenient time. Then many times it takes 
tact to get the chauffeur on your side. 
quires courage for a rebuff may be the sales- 
man’s portion and not a very pleasant one 
either. Perseverance also is necessary and 
gets the business as is shown in many eases, 
two such just came under our observation. 


In the first case the Bowser salesman could 
not get to see the gentleman after repeated 
trials, so he went to the gentleman’s house be- 
fore he had risen for the day, camped there 
until he saw his man and secured the order. 


In the other instance, the Bowser salesman 
was on the job in the evening, got the order. He 
saw one of his friends the next morning at 
seven o’clock camped on the front steps of the 
house waiting to see the same gentleman on 
the same business. 


We know that this is not new to many of 
our salesmen, but we know also of some who, 
if they had a little more tact, courage and per- 


severance in working this trade, would also — 


have more dollars. 


It re-— 


) 


THE BOWSER BOOMER 103 


In working the Private Garage the salesman- 


who will work systematically will secure far 
greater results than though he was jumping all 
around over his territory. We find that this is 
one of the greatest reasons why many salesmen 
working the Garage trade do not do much bet- 
ter. While this is true along all lines of trade 
our salesmen call upon, there is probably less 
system used in handling the Private Garage 
than in any other elass of trade. Doesn’t it 
seem foolish that some salesmen are so unsys- 
tematic in their work and put so little thought 
into what they are doing that they will start 
out in the morning, making a long run to see 
a party and then another run clear across a 
good sized city or a county to see another 
party, losing a great deal of valuable time that 
they might, by systematic work and giving 
some thought to their work, put in to good ad- 
vantage? Yet this is just the thing that many 
of our salesmen do. We know there may be 
instances when it is necessary to make such a 
jump, but it is far more frequently done when 
it is not necessary than when it is, and the pur- 
pose of a series of articles we are writing at 
this time is not so much to tell our salesmen 
something they do not know as it is to try and 
impress upon their minds some of the things 
that interfere with their making the success of 
the business that they should and could if they 
would work as they should. If, as a salesman, 
you are not working the Garage or any other 
line systematically, and giving proper thought 
to your methods of work, for the sake of your 
own business stop long enough to get straight- 
ened out on this proposition and start right. 
Some of the people in this world who make the 
most noise, and seem to be going the fastest, 
make the least progress; running around in cir- 
cles, so to speak, and never getting anywhere, 
rather than going in a straight line and mak- 
ing every movement count. Frequently when 
we get a salesman straightened out on this 
proposition he is greatly surprised at the re- 


sults. 

Only a few days since, one of our salesmen 
who ean sell a lot of goods, but got into the 
habit of running all over his territory in a hap- 
hazard manner, with the result that he was 
securing no business and it was becoming a 
question whether he could continue, when the 
matter was taken up with him quite strenuous- 
ly, and he was told what he would have to do 
if he continued, started out right, with the re- 
sult that in the first three days he took eight 
orders, more than he had probably taken in 
the six weeks before that. 


We say in working the Private Garage it 
should be done systematically and it should 
be done intelligently. A salesman should know 


his territory and if he dees know his territory, 
will work systematically, and has ability to 
sell Bowser Oil Tanks, he will do a very dine 
business. Another mistake that salesmen 
make,they are too much inclined to work alto- 
gether on prospects or feel it is the thing to 
do. One of the greatest mistakes that any 
salesman ever made, is to depend upon pros- 
pects, for while he will secure some ‘‘cream’’ 
from his prospects, he will miss more than he 
will secure. Some time since, a gentleman 
having charge of a territory for one of the 
largest specialty firms in the country, and who 
works men on the territory, besides working 
himself, told one of our executive officers that 
every so often he tore up every prospect he had 
and started in on a systematic canvass of his 
territory, as he found that while in some eases 
prospects were good things, the salesman de- 
pended upon prospects and did not carefully 
cover his territory systematically, invariably 
found his business decreasing and came to the 
point that he did not know what to do or 
where to work. When he and his men got into 
this condition and found that they were run- 
ning short on business, discarded every pros- 
pect and got down to systematic work, they 
invariably brought their business right back 
to what it should be. 


Recently we talked with a salesman in one 
of our best cities who made the statement to 
us that he had no one worth his while to eall 
on, that he had a lot of prospects, but that he 
had. been following them so closely that he was 
working practically altogether on prospects 
and doing no systematic canvassing, although 
his field is one of the best in the country, and 
he actually had more work on his territory 
than: any three men could do if it was done 
right, besides he was not getting one order 
where he might have been getting two, if he 
had been working right. 


In working the Private Garage trade, the 
salesman should use judgment as to the outfit 
he sells the garage owner. If the owner is a 
man of moderate means, the salesman is in a 
position to furnish him a better outfit for lit- 
tle money than he can buy anywhere else and 
we mean that thing, and we do not believe the 
salesman who is awake will have to look very 
far to find conclusive evidence of the truth of 
this assertion. Salesmen should realize that 
in selling a garage an outfit for the storage of 
gasolene, he is selling him very cheap indeed; 
the insurance, that is worth to him a_ great 
deal; not only that, it may mean the saving of 
many dollars to him, but what is far more, the 
saving of the lives of his family, friends and 
his self. We know of no insurance, either fire, 
liability, accident, or hfe, that can be pur- 
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chased anywhere near as cheaply as the insur- 
ance by the Bowser tank. Certainly no man 
of intelligence, if the salesman rightly gets the 
matter before him, will fail to consider very 
carefully the importance of having this insur- 
ance. If aman buys insurance of any kind he 
wants to place it where he will get the benefit, 
and what foolishness it is upon the part of any 
man because he can buy insurance of any kind 
for a little less money, to take the chance of 
placing his insurance in such a manner that 
there is a big chance of it proving worthless if 
he needs it. 


We just recently had an experience at our 
place that illustrates the value of having gaso- 
lene properly stored. We have on our place 
a large barn, and 125 feet from the barn a 
garage. The barn is a frame barn and the ga- 
rage a brick garage. We have a_ ten-barrel, 
3-16”, Cut 41 outfit buried outside the barn, 
with the pump inside the barn. On Tuesday 
evening, July 2nd, we had an exceptionally se- 
vere electrical storm. Our barn was struck by 
lightning right near where the tank is buried. 
The hghtning jumped from where it struck to 
a hydrant right beside the tank, and followed 
the water line from the hydrant to the garage, 
where it stripped all the asbestos off of our 
heater, knocked one man down, and made sev- 
eral others feel as though they had a_ great 
deal to be thankful that they were alive, as 
they said a ball of fire rolled right across the 
floor of the garage. The tank had in it nearly 
500 gallons of gasolene. No harm, however, 
came to it, and a number have marveled since 
seeing what occurred, that the tank was not 
blown up. It was a ‘“‘BOWSER,’’ however, 
and as such it was good insurance to have it. 
Twenty-five or thirty dollars will cover all the 
loss, and the men are not hurt beyond the 
shock they received. 


Supposing that the gasolene at our place had 
been stored as it is in many places. We should 
have undoubtedly lost our barn, possibly sev- 
eral horses, three men who were in the barn 
would have probably been killed, and perhaps 
other damage, including the burning of the 
care-keeper’s house, and perhaps our own 
might have occurred. 


The greatest reason that many men do not 
buy better class of outfits for their Private Ga- 
rages than they do, is not that they cannot af- 
ford to do so, but because they do not appreci- 
ate what improper storage of gasolene may 
mean to them. It is the part of the salesman 
to get this matter before their mind. It is not 
a question with the man who is handling as 
dangerous a liquid as gasolene whether he can 
afford properly storing it; it is a question 


whether he can afford to take the chance of not 
storing it right. His wife better go without a 
new hat or he quit smoking for a few weeks, 
rather than take the awful chance that he may 
be taking by not securing proper storage for 
his gasolene. If this is true of the man of mod- 
erate means, how much more true is it of the 
man of large means who had far better pay 
as much for the storage of his gasolene as he 
pays for his automobile, if by so doing he can 
secure a protection he otherwise would not 
have. 


One of the reasons why our salesmen do not 
do a better business is that our managers (and 
we include ourselves in the class), as well as 
our salesmen, do not appreciate as we should 
what the Bowser outfit really means, has done, 
is doing, and will do for the people of the 
world. When it gets right down to the real 
facts, the Bowser System of handling of oils 
and other liquids is one of the greatest inven- 
tions ever put on the market at any time or by 
any firm. While Mr. Bowser may in time get 
a few dollars out of this business, it would be 
an impossibility to anywhere near compute the 
benefit the world has received as a result of his 
inventions. Salesmen, in calling on the Private 
Garage, should bear this in mind and not be 
backward about getting the real situation be- 
fore the people they are calling on. Salesmen 
working the Private Garage should also take 
up the matter of the handling of lubricating 
oils and of kerosene. Think how many garages 
there are that are filthy because of improper 
storage for their lubricating oils and what a 
waste there is. Hundreds of Private Garage 
owners who would possibly feel it was out of 
place for them to pay the price of a suitable 
outfit for handling their oils are losing more 
money in a month because of the waste than 
the interest on the price of a suitable outfit 
would amount to in a year. 


We referred in a former article to the sales- 
men’s desert or the salesmen’s garden, and any 
salesman who is working the Private Garage, 
if he will go at it right, never has a desert but 
always a garden, out of which he can secure 
exceedingly fine results. 


“ 


There are other points that should be touched 
on in this paper on the Private Garage, but it 
is already so long that we will not refer to them 
at this time, and we trust our salesmen who 
are working the Private Garage will consider 
what we have said, not only so, but what we 
might say and with profit to themselves and 
the firm. 


A. Z. POLHAMUS, 
Gen’l Mer, 


1) 
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"THE big business of June was only secured 
by the united efforts of the entire organ- 


ization. 
Let us keep up our push and make a new 
record for July. 


Be out every day with your bright little magnet for 
business and work with sincerity and enthusiasm. 
Salesmanship is not accidental or finding the men who 
are ready to buy. You are looking for the man you 
can sell. Persevere with every prospect interested to 
the extent of spending his time with you looking. 
You are traveling with the best outfit on the market 
and the best seller on earth. You have everything in 
your power to effect sales. Determine to doit. Indi-- 
vidual records mean Company records. 


Push forward with renewed energy and 
determination for a record in July. 
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HITTING THE HIGH SPOTS 


IN FOREIGN LANDS 

One large party by the name of R. F. Carde- 
nas is now doing Cuba (as the tourists say) for 
Bowser & Co. 

He was formerly war correspondent for the 
Boomer in Mexico and was at the front when 
the contending armies were chasing each other 
thru the betting ring at Mexico City. 

Altho the cane crop in Cuba is very poor, 
and many of the sugar mills are idle, Cardenas 
is preparing a surprise in the way of a nice big 
order which will come thru soon. Watch for 
iV; 


JZ ae i 
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Mr. G. Granger, our Paris representative, is 
certainly onto the devious European methods, 
a knowledge which is necessary to get orders 
across the pond. 

Mr. Granger is at present piloting several 
Italian auto concerns towards the light, and 
you may expect to hear a good account of his 
trip a little later. We wish Mr. Granger would 
write an article for the Boomer on ‘‘ Diplomatic 
Procedure.’’ The way he. handles these 
garages is interesting to say the least. — 

He solves mysteries and untangles the ravel- 
led diplomatic threads of the knottiest prob- 
lems while you wait. 

* * oa 

H. G. Waite, our London representative, is 
enjoying the pleasure of a visit from our Presi- 
dent, Mr. S. F. Bowser. Mr. Bowser sailed for 
Europe on June 25, and arrived in London on 
July 2. We hope to give you quite an extensive 
account of Mr. Bowser’s trip in a later issue. 


THE MAN WHO STOOD STILL 
VS. THE PACEMAKER 


To be a Pacemaker is to progress. Progress 
is the one vital indispensible thing in life, as 
progress is life itself. The moment progress 
stops, death begins. This is true of the business 
death, as well as the physical death. Progress 
means growth, and to become a. Pacemaker is 
to enjoy a development of power and expansion 
of ability which means increased efficiency. 

No salesman can afford to stand still. No 
business can stand still without suffering from 
loss. The entire world is in a state of evolution 
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and progress, and it calls to every lve man to 
at least step with the procession. 

There are men, however, who stand even in 
the midst of this eager movement forward. As 
time goes on and his abilities decrease, the 
world looks upon him with sympathy. Yet how 
many brother salesmen, and even business con- 
cerns, large as well as small, are letting death 
creep into their business simply because they 
are failing to push forward. 

One of the dangers to the prosperous sales- 
man, 1s that he is likely to say, | have done a 
good business and now is a good time to rest. 
This is the greatest danger that can befall a 
salesman. The moment he stops pushing for- 
ward his powers rapidly decrease. We have 
known some of the best salesmen to suffer to 
the extent that they have never been able to 
get back into their old form, simply because 
after a few months of prosperity they rested on 
their oars. Invariably this results in irrepar- 
able loss. Boys, if your business is good, don’t 
slack in your efforts, but rather put on more 
steam. If you wish to continue as an ambitious 
and purposeful salesman, hurry along with 
the world in its progress. Keep everlastingly 
at it, and greatly fear falling in the stand-still 
class. 


THE POSSIBILITIES OF THE BOWSER 
LINE — 

A business. man recently expressed surprise 
that the Bowser field continued to expand. It 
was simply because he did not realize the great 
possibilities of the Bowser proposition. There 
is an unlimited field for our goods and I doubt 
whether we will ever see the day when every- 
body with use for a Bowser has been supplied. 

3esides the fact that more people are going 
into business all the time and the people who 
are in business are becoming educated thru 
our advertising, we are constantly developing 
a future by new inventions and new applica- 
tions to additional business. 

One who has not studied our proposition will 
searcely understand the importance of Bowser 
equipment to the commercial world. It is tak- 
ing its position among the necessities of busi- 
ness like the telephone, the ‘automobile and 
other commercial utilities. 

Boys, study your line. Get out of it all there 
is in it. We hope you have been reading Gen’! 
Mer. Polhamus’s letters very carefully. There 
are some-very progressive thoughts in them. 
Study them and apply the suggestions in your 
work. = _£ 

Our selling force we consider one of the best 
in the world. We want our salesmen to develop 
their knowledge of the line and its applications 
as rapidly as we broaden and advance. Be on 
your tip toes boys, and get the business, 
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Che’ Vemenstiation 


Did you ever have a prospect tell you ‘‘I 
can’t spend so much for one fixture.’’ 

It’s a poor argument for not buying, but 
when he says it you must be there with a con- 
vineing reply. We wish some of you boys 
would write us once in a while, telling the an- 
swers you make to similar objections. 

The following is a little argument in answer 
to the objection above: : 

Mr. Brown, there is but one consideration 
you should give to the purchase of a Bowser, 
and that is if you can use it and make money 
out of it. You cannot measure by size nor by 
mere numerical computation. A single Bow- 
ser outfit, saving you as it does, time, oil, and 
labor, is worth as much to you as the saving it 
effects, yet it costs you far less; you invest in 
it no more money than the amount you pay 
one of these employes in a single month, yet it 
works for you 365 days in the year during 
your entire business lifetime. It pays for itself 
over and over, etc., ete. 

Another favorite argument with some mer- 
chants is: ‘‘I hate to spend so much for equip- 
ment.’ 

Here is a little come-back at those fellows: 

Perhaps that is so, Mr. Brown, but you will 
hate still more to know, at the end of the year, 
how much you have lost by trying to get along 
without it. A merchant cannot properly con- 
duct a store without equipment any more than 
a mechanic can work without tools. 

You need a Bowser in your business and 
there is no reason why you should hesitate 
when you not only get the money back you put 
into it, but it continues to return to you its 
cost over and over again. I am not asking you 
to spend your money for an unnecessary thing 
but one that you can’t truly get along without. 
You should be glad to invest in a system that 
will increase your profits, etc., ete. 


<x 


A LETTER FROM OUR OLD FRIEND 
OLSON. 


Lincoln, Neb., July 8, 1912. 
Editor Boomer: 

Some time ago I received your letter asking 
for a contribution to the ‘‘Boomer,’’ but I have 
been very busy talking tanks, besides I have 
neglected the matter. I hardly know what 
subject to choose, because there have been so 
many able and well written articles on tanks, 


that I hardly feel capable of making any im- 
provement on the subject. However, | have 
noticed in several of the late issues, small 
squibs referring to luck, and then came Presi- 
dent Crandall’s inaugural address which reads 
in part as follows: 


‘‘T have been very lucky—I might say un- 
usually lucky.’’ Now I believe in luck, but in 
a small measure only, (Not Bowser measure). 
Luck is an unknown quantity in life’s vast 
problem, while energy and pluck solves all. 
Strong will, perseverance and determination 
makes men successful. Ninety-nine out of 
each 100 of the successful men have made 
their suecess by continuous strikes, none of 
them have been contented to wait for the Mil- 
lineum, to dream away their days in patience 
waiting for Utopia, but spring into the arena, 
equipped with only their own power as a wea- 
pon, not depending on anybody, and with a 
self-reliance and determined will to work on 
and on to suecess. A man’s social, intellectual 
and moral status depends largely upon his ma- 
terial prosperity—hence each man must ap- 
ply himself, because his success depends upon 
applying self. He is in one sense his own 
architect, as to his future success. ‘‘God helps 
those who help themselves.”’ 


As a man lives he is making his future suc- 
cess. There is no escape from the consequences 
of thought and action. A man cannot enjoy 
harmony and happiness unless harmony reigns 
within himself. He should therefore endeavor 
to know himself. That is he should endeavor 
to be perfect in his ealling in which he is en- 
gaged. He should seize each and every oppor- 
tunity to acquire more and more knowledge of 
his line, to keep his selling argument up to the 
minute and to do nothing half way. In my way 
of thinking, salesmen should have a character 
of his own, should cultivate force, energy and 
self reliance. His words should be worth 100 
cents on the dollar, backed by the goods and 
house which he represents. This should make 
the reputation of both house and salesman as 
good as gold. This is a grand age with grand 
opportunities and I believe there is no greater 
opportunity offered salesmen today than of- 
fered by S. F. Bowser & Company. We cannot 
all be as successful as President Crandall, et 
al. but the same chance available for those are 
yet to be found, and even with better oppor- 
tunities. In this Pacemaking race there is 
room for every one. Let us all fall in line and 
keep step in this wonderful march of Pace- 
making on to Fort Wayne in January, 1913. 


Yours truly, 
J) C2 OLSON. 
Salesman in Nebraska. 
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A TALK TO SALESMEN 
BY S.F. TAYLOR 


Thorough knowledge of the product you are 
selling, confidence in yourself and loyalty to 
the house are essentials for salesmen to have 
fixed in their systems to properly represent a 
firm. 

Articles on the Art of Saiesmanship have 
been published in magazines for scores of years 
and the subject talked about by business men 
the world over, there is much similarity in all 
that is written and talked about. ‘‘Salesmen 
are born, not made’’ has been proven by time 
—there is no such thing as a made salesman— 
you could no more make a salesman of a scien- 
tific man bent on research than you could of a 
tongue-tied one. Mr. Thomas A. Edison could 
not sell gold dollars at 95 cents, for he is not 
built that way. 

Personality enters largely into the results of 
successful salesmanship. I knew a top notch 
lumber salesman who prided himself on never 
asking a customer for an order and so well 
known was this trait he became a wonder in 
the lumber business and feared by his competi- 
tors—you may call him magnetic if you please. 

There is the argumentative salesman who 
rattles off like a pack of fire crackers on the 
4th of July, who completely covers every point, 
so the prospect cannot ask questions if he 
wishes and is stopped by an order or thrown 
out of the place. 

There is the smooth, fascinating salesman 
who places everything in the most rosy light 
to resist would be impossible, his order book 
is always open, pencil in hand—he knows eyv- 
erything about his customer from dollars in 
the bank to the names of his children. 

Some salesmen are adapted to closing orders 
who are of normal personality sunshiny, good 
mixers and of clean habits, who never let go— 
the harder the problem the more powerful they 
become, who think and work and win. 

The seasoned salesman knows what he wants 
of a prospect before the customer has an op- 
portunity to form a fixed idea of the amount 
he is to spend or the class of goods he is to buy 
—in other words forms a sort of mental quota 
of what should be sold to each man on_ the 
calling list and as the quota is pitched a little 
high the working out of the method is a short 
eut to quick results—to illustrate Mr. Bowser: 
Salesman visits a city and calls upon a_pros- 
pect who is about to build a garage; no thought 
has been given to the gasolene storage or a 
place set aside in the plans for storage of lu- 
bricating oils; after conversing about the size 
of the building, the number of cars to be stored, 
the makes of machines, he will sell—the hulle 
tin book is opened to Cut No. 100 pump, the 


superior advantages of this quick acting ap- 
paratus. for delivery of gasolene have been im- 


- pressed. upon the customer’s mind; the lubri- 


cating batteries are shown by cut and demon- 


. ‘strated by model—then the wheel tank cut is 


shown and.the great percentage of daily profit 
two earts adds to the income of the business. 
Bowser Tank Construction talk now has a 
place; that greatly interests the man you are 
talking to and will bring from your prospect 
questions as to the price of the entire outfit 
shown with a large sized Gasolene Storage 
Tank, and here is the lead the salesman is look- 
ing for—the first price quoted on any outfit to 
buyers of Bowser Outfits are always too high, 
a sort of habit our customers have, don’t you 
know. The salesman when he started to inter- 
est Mr. Prospect had no idea of selling Cut No. 
100, 20 barrel capacity, a battery of 6 lubriecat- 
ing tanks, 2 wheel tanks, but he did predeter- 
mine a sale of Cut No. 41, 10 barrel, 3-16, 3 
Cut No. 63’s and one wheel tank and if the cus- 
tomer’s business will stand for it the sale is 


finally made. So FF. TAYEOR, 
Government Rep. 


WHAT IS A BARGAIN? 


Is it a Bowser at.a reasonable price or any 
old tank at a cheap price? Can good goods be 
sold for less than a price that is just to all? 


You have to pay for everything worth hav- 
ing. Is it better to pay less for a tank that will 
last but a few years than to pay a little more 
for a tank that will last a lifetime? Is it not 
wiser to pay a few dollars more for the assur- 
_ance of absolute protection from leaks, fire and 
explosion ? 


Isn’t the additional service a Bowser affords 
more than worth the additional cost? Quality 
and service tell their own story as fast as time 
will let them. There are 27 years of his- 
torical facts of dependability and success be- 
hind a Bowser. After all is said and done Bow- 
ser outfits are only bought for what they will 
do. Quality and service are the basis of Bow- 
ser success. To pay less means you get less of 
these essentials. 


~~ Are we right? -Here is a true story :. 


A paint dealer in Ohio installed a certain 
outfit which he had been using for several 
months and had bought because it was cheap. 
He later on decided to replace it with a Bow- 
ser and in the course of conversation was asked 
what induced him to make the change and if 
the other system had not proved satisfactory. 
His reply was brief and to the point, Heavens, 
jNo! Last year I bought a discount, now I’m 
Jbuying a system for service. 
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J.H. ARMSTRONG 


Director, Fort Wayne District. 


Mr. J. H. Armstrong, of Fort Wayne, has the distinction of being the second sales- 

man to be elected director of the Pacemakers Club. He has the honor of being director 
of the Fort Wayne division, which office he secured July 15th, with 503 points to his 
credit. : 
Mr. Armstrong handles the factory line in Michigan, with headquarters at Detroit, 
and is well known to most of our men, as he has been with us for a number of years. 
He has always given a good account of himself in all our sales contests, and we have 
it from good authority he is planning to lead the names on the bronze tablet this 
year. 

We congratulate you, Mr. Armstrong, in your present good fortune, and wish you 
continued suecess in your laudable pursuits. 


UA 
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A. Z. POLHAMUS 


“THE SALESMAN.’’ 


Much has been written and said as to the 
necessary qualities a man must possess to be 
a successful salesman. Many of these articles 
a number of our men have read and have also 
listened to addresses on the same subject. In 
writing this article it is not the purpose to 
tell salesmen how to sell goods, for success- 
ful salesmen pursue different methods in mak- 
ing sales. 


There are, however, some points that all 
salesmen will do well to remember and heed, 
as it makes no difference how sucessful a sales- 
man may be, if he fails in these things he is 
not as successful as he might be, and the newer 
or less successful salesman may well consider 
them, for to heed may mean success, while to 
ignore may mean failure. 


In the first place, the salesman who wants to 
be successful should always be a gentleman, 
and that, even if the other fellow is not. In 
the second place, he should see that his appear- 
ance shows he is a gentleman. By this we do 
not mean a salesman should be a dandy—far 
from it. Neither do we,mean a salesman must 
be as smooth as a polished mirror, for the 
young man off the farm can be a gentleman, 
the man who has to wear blue jean clothes can 
appear the gentleman and be known as such, 
much more so than some chap from the city 
dressed in the latest style of clothes with neck- 
tie and socks to match, and with a head full of 
vanity and foolishness. It is a fact, however, 
that we have had successful salesmen in our 
employ who would have been more successful 
had they been more gentlemanly, both in per- 
son and appearance. A vulgar tongue, a hasty 
temper, a dirty shirt, collar, clothes, ears or 
hands are a detriment to any and every sales- 
man. 


A LETTER FROM THE GEN’L MANAGER 


In this issue of the Boomer will be found a letter from Mr. 
Polhamus, written to the Boomer. 
of articles by Mr. Polhamus that will appear from time to time 
and we hope will have the careful attention of the sales force. Mr. 
Polhamus in these articles will touch upon many angles of the 
business and is well aware that what he will say is not new to 
many of the salesmen. He hopes, however, to clear up some things 
not clear to many of the salesmen and perhaps give them in a few 
cases a different angle to look at some things than they may have 
had put before them before. 


This letter is one of a series 


The suecessful salesman should also be tact- 
ful, remembering the men on whom they eall 
have their troubles and the man who has not 
patience to hear them today, may gladly do so 
tomorrow. When trying for an order, sales- 
men should use to the best advantage those 
things in their favor. Know what to say, when 
to talk, when to listen, and when to quit. 


Remember, one man they can work with for 
hours, another man they must get quickly or 
quit, or they never will get his order. Re- 
member some men say or imply ‘‘no,’’ when 
they mean ‘‘yes’’; that others say “‘yes’’ when 
they mean ‘‘no,’’ and others mean ‘‘no’’ when 
they say ‘‘no.’’ Remember some sales are lost 
because the salesman kept on talking after the 
sale was made, the salesman talking himself 
out of an order. Remember, also, that some 
sales are made because when the salesman 
called at an inopportune time, he had the tact 
to know it, exeused himself and called again 
when conditions were different. 


Some salesmen may say the time to get the 
order is today, which is right, if it can be se- 
eured, but even good specialty salesmen lose 
many orders, which they might have secured, 
because of failure to rightly read their men, 
size up conditions and the impression made. 


Perhaps you ask the basis for such an asser- 
tion, to which we reply, the most successful 
salesmen’s experiences. One salesman we know 
sold more outfits on a second or third eall in a 
few hours or days after the first call, than he 
did on the first. His brother said of him, ‘‘It 
would kill me to travel with him, as he never 
lets up on a man.’’ Today, after some years, 
his work still bears fruit, and no salesman was 
better thought of by the people on whom he 
ealled. 
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The successful salesman should also know his 
lne. We have known successful salesmen who 
would have done much better had they been 
more tactful, more of the gentleman, cleaner 
in speech, and in person, but these are few 
compared with those who do not know their 
line as they should. 


Knowledge of the salesman’s line will not 
sell the line. It takes salesmen to do that, but, 
oh! the business salesmen fail to get because 
they do not know their line. We know fine 
salesmen with our line and a number who 
could make from 25% to 50% more out of their 
line if they knew it as they should, and how 
foolish, after spending the money, and many 
times the time and energy, to fail in securing 
the business just because of a lack of knowl- 
edge of the line. 


A salesman has a territory on all lines; the 
store, the garage, and the factory or power 
houses. He should do nicely selling the gro- 
cery and general store. He should do business 
enough on the garages to more than make 
his expenses. He should put several hundred 
or a thousand dollars to his credit in his bank 
every year as a result of his work with the 
paint oil dealer and the factory or the power 
company. Does he do it? Do you do it? NO. 
Why? He does not know his line and what it 
means. We hope our old and successful sales- 
men, as well as our newer salesmen, will waken 
up to the things they still lack of getting out 
of this business—what there is in it for them. 
The salesman covering a territory on all lines 
should put himself in a position to successfully 
handle every class of trade on which he is sup- 
posed to eall. 


Some salesmen say they cannot handle suc- 
cessfully the different classes of trade, which 
is not true. They ean if they will. The trouble 
is they have not the will. A salesman will say 
‘“T have not the mechanical ability to properly 
handle some of the problems coming up in 
the paint oil trade or the factory,’’ or “‘I am 
not polished enough to eall on the banker about 
a fine garage equipment,’’ or ‘‘I have not the 
patience to spend half a day with Jones, the 
groceryman,’’ all of which is not true. The 
trouble is he has not the inclination and is 
not willing to spend the time to put himself 
in position to do these things. He has good 
common sense and the essence of mechanics is 
common sense, and the banker and grocer are 
both men amenable to good sense and ready 
to make money when they can, just as the 
salesman is. If the salesman cannot show and 
does not believe he is rendering the gentleman 
who buys from him good service, he does not 
know his business, and should either learn his 


business so he knows, or send in his grip. 
Salesmen want to see they are sold on the 
Bowser equipment before they try to sell the 
other fellow. 


In a case where there are special conditions 
to meet, the salesman will always receive help 
from the firm if he deserves it, and with such 
help, can confidently take up any proposition, 
always first inquiring about anything he is 
not certain he ean handle right of his manager. 


Very few salesmen take up the paint oil 
proposition as they should, although it has 
been demonstrated time and again at sales- 
men’s meetings and through the Boomer. We, 
some time ago, saw a sign which said, ‘‘If you 
do not deal with us, we all lose money,’’ and 
the Bowser salesman who is supposed to work 
the paint oil trade and does not do so because 
of his indifference or ignorance, loses money 
for himself, his firm, and the dealer he should 
sell. Salesmen should know that many of the 
best paint oil dealers in the United States and 
Canada would not have purchased Bowser 
equipments running into hundreds of dollars 
unless there was a reason, and salesmen should 
know that reason. The same is true of the fae- 
tory, mill, power plant, dry cleaner, ete. 


The Santa Fe, Pennsylvania, Northern Pa- 
eific, Canadian Pacific and many other rail- 
roads, are not spending thousands of dollars 
for Bowser equipments without a reason. The 
Singer Sewing Machine Company and hun- 
dreds of other corporations are not equipping 
their factories with Bowser outfits, in this and 
other countries, at a large expense, without a 
reason. There is a reason, and, we repeat, 
salesmen should know that reason and the rea- 
son will induce many other to place their or- 
ders with the salesman who knows this reason. 


A ease in point. A certain salesman had been 
working a large corporation several years, se- 
curing some business, but did not know the 
reason, aS he might have. Another salesman, 
better informed as to the reason, went with 
him on the job, with the result that the reason 
was placed before some of the officials of that 
company so forcefully and truly, they said, 
‘‘Ton’t publish that, or we will lose our jobs,’’ 
for they could not deny the reason, and were 
afraid their superior officers would not over- 
look the fact that they, the minor officials, had 
overlooked the reason. The salesman, however, 
should not only know the reason, but he should 
work hard to make the most of his opportunity. 


Recently we received a letter written to one 
of our managers, in whith the salesman made 
the assertion as he was working on a commis- 
sion he did not consider it the firm’s business 
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when or how he worked. This gentleman is a 
good salesman and we will answer his letter 
in different articles we shall write. For his 
benefit and the others who may have the same 
view-point, let us say that a salesman working 
on commission for his firm, is under more ob- 
ligation to work faithfully and as he may be 
directed, than the salesman working on a sal- 
ary. His responsibility is greater, for he be- 
comes a partner, as it were, in the business, 
rather than a servant, and as such should be 
more careful for the mutual welfare of himself 
and his company than the man hired to do a 
definite thing or things. No commission sales- 
man, without this spirit in and about the busi- 
ness, should remain in it after it 1s made clear 
to him. 


The Bowser farm is a large one, and we want 
all of the boys, in working it, to do well, but 
they must work it as it should be worked and 
according to the instructions of the man in 
charge, or not work at all, and this we say, not 
as a reflection on any, or to put a hardship on 
any, but because we know it is for the best. in- 
terest of all, and that includes every employee 
of the company in any capacity, as well as the 
firm itself. 


Almost any man who is a gentleman, who 
has the appearance of one, who has tact, will 
work hard and knows the reason, will succeed 
as a Bowser salesman, and-if besides he has a 
fine personality, makes lots of friends and 
knows how to make both a valuable asset in 
his business, he will be so much of a success 
as a salesman that his bank account will grow 
rapidly. 

Our next article will deal with the ‘‘Sales- 
man’s Territory,’’ then ‘‘The Salesman’s Work- 
ing Equipment,’’ followed by articles on “‘Re- 
ports—or Does Systematic Work Pay?’’ ‘*The 
Bowser Outfit—What It Has Done, is Doing, 
and Will Do;’’ ‘‘Cost and Price,’’ ‘‘The Sale,”’ 
‘‘The Shipment,’’ ‘‘The Payment for the Out- 
fit,’? and perhaps other subjects of interest. 
We shall aim to have one of these articles for 
each issue of the Boomer, but as we are away 
from Fort Wayne much of the time, and are 
quite busy, we may not always be able to do so. 
It is also likely we will ask some of our boys 
and managers to contribute an article on some 
of the subjects mentioned, for we are only cast- 
ing in our mite as best we can, hoping thereby 
to benefit some. 

A. Z. POLHAMUS, 
Gen’l Mer. 


We went over to Columbus, O., last week 
with J. W. Runyan, to call upon Governor Har- 
mon, and also meet some of the state sealers of 
weights and measures. 

Gentlemen, it would make you swell with 
pride to hear what they say Bowser users tell 
them about our outfits. Verily, verily, the 


name and the fame of Bowser seems every- 


where. 

While over at Columbus we ealled upon T. 
B. Sellers, manager of the Ohio Inspection Bu- 
reau. Mr. Sellers gave us some very interest- 
ing accounts of his hunting experiences in Can- 
ada. He is the proud possessor of an elegant 
moose head which he captured last year. With 
all due respects to his prowess, we don’t think 
he has anything on our own ‘‘S. F.’’ and 
“*Dunk,’’ and if he ever has the opportunity 
for a visit here we will promise him a treat in 
the way of Tales of adventures. The book of 
‘‘Big Game’’ published by Teddy would not 
furnish as much interesting reading as a post- 
age stamp beside the book Mr. Bowser and Mr. 
Dunkelberg could publish if they cared to. 
Come up, Sellers, and get it first hand. 


* * * 
It is quite surprising what a crop of Grand- 


fathers we are having in the organization this 
year. Tom DeVillbis, our installation expert, 


came in yesterday with a smile from ear to 
ear. When we asked him the cause of it all, 
he said his daughter had just made him a 
grandfather. The next to be heard from was 
our friend E. M. Caskey, of Chicago. Now, 
this surely was a surprise, as we always took 
Caskey for ‘‘just turned 30.’’ His daughter. 
also conveyed the honor upon him by favoring 
him with a grandson. 

The outlook for a continuance of good crops 
in this direction is very promising, as H. C. 
Storr of Chicago has just been made the proud 
father of a 6144 pound boy. Sure enough, “‘the 
world do move.’’ 


Creating A Market for Bowser Outfits. 


A recent letter from our General Manager, 
A. Z. Polhamus, published in the Boomer, was 
entitled ‘‘Creating a Market for Bowser Out- 
fits.”’ This was indeed a progressive thought, 
and so interested us that we determined to do 
a little investigating to see if any of the boys 
had taken advantage of this splendid idea. 

We were very agreeably surprised to learn 
that some of our saleesmen had. A specifie in- 
stance was where a Hotel had been induced to 
install an outfi,t for the automobile tourists. 
The convenience of it to the autoist sold many 
a dinner for the hotel. 


No. 1—Installation at Seattle Wash. 


No. 2—Installation of G. K. Selleck Auto Co., Buffalo, N. Y. 


No. 3—Installation of W. G. Nease, Washington, Pa. 


Another instance is the sale made by W. M. 
Joy, of Kansas City, who induced a group of 
men to invest in nine cut 241s’ to be distributed 
in different parts of the city for the sale of 
gasolene to autoists. This order netted Mr. Joy 
over 70 points. Does progressive salesmanship 
count? It looks so to us. 

Still another excellent citation is the work 
of W. C. Smith, who travels in Seattle, Wash- 
ington. Mr. Smith sold a real estate firm six 
cut 241’s, which they have placed in front of 
business places they have leased, in order to 
attract trade to the stores, thus making the 
location popular and the lease profitable and 
desirable to the merchants. View No. 1 in the 


group shown herewith is one of these installa- 
tions located at Old Public Market, 1501 Pike 
Place, Seattle. This is the sort of work a 
‘‘thinking’’ salesman does. We wonder what 
would happen if we all exercised our brains 
as much as we do our bodies. Boys, it pays to 
be a ‘‘thinker.”’ 

While we are speaking of the cut 241, we 
wish to call your special attention to the fact 
that it is proving one of the best sellers of the 
season. If you are not urging this outfit where- 
ever it should be sold, you are losing a big op- 
portunity for good business. The men who are 
particularly pushing it are getting some nice 
orders. 
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ASU, GEES ers. eo ie. 


SPEED UP! 


Boys, do you realize that the first month in 
the last half of the year is spent? Do you real- 
ize that less than four short months remain be- 
tween now and the Holidays? 


We wish to say to every Bowser salesman, 
Get your second wind and speed up! 


Where you stand at the end of the year de- 
pends upon what you do the next four months. 


Speed up! 


The honor of membership in the Pacemakers 
Club, the pleasure of a trip to the factory, the 
prize of $50 in gold depends upon your efforts 
from now until the close. Speed up! 


If you want these honors, if you want these 
glories, if you want the satisfaction of finishing 
the year as a winner—Speed up! 


Mr. J. R. Matlock, who has been chief clerk 
of the Chicago office for several years, has been 
transferred to the executive department of the 
home office. 


As a recognition of appreciation for services 
and assistance rendered to them while at Chi- 
cago, the Chicago salesmen presented Mr. Mat- 
lock with a handsome gold watch and chain. 
The watch was suitably engraved and was pre- 
sented in behalf of the Chicago boys by City 
Salesman F. L. Jones, who made a very fitting 
and appropriate speech. 


Mr. Matlock has always had the esteem of 
those with whom he has worked and his merits 
were indeed very well cared for by the Chicago 
salesmen. 

* * * 

Say, that Jones is some ‘‘stem-winder’’ him- 
self. He is after the directorship of Chicago, 
but Leonard is still several points ahead. 


* * * 


When a man accomplishes a thing another 
says can’t be done and is afraid to try, he al- 
ways attributes the success to luck. When you 
have decided a thing is impossible—watch 
some other fellow do it. 


J.W.MERICKEL, WINNEPEG, CAN. 
MEMBER OF PACEMAKER'S CLUB 


J. W. Merickel, Toronto District, who tray- 
els in Winnipeg, has secured the honor of be- 
ing the first lay member to be elected to the 
Pacemakers Club. Mr. Merikel accomplished 
this July 5th, with 750 points to his credit. He 
has secured considerable prominence in past 
years, which has made him well known to most 
of the sales foree. He secured the distinction 
of having sold the greatest volume of business 
in 1911, which entitled him to first position on 
the Bronze Tablet. 


Mr. Merickel is a systematic and energetic 
worker, which leads us to believe that he will 
take a prominent part in the Tablet cutting 
this year also. He is to be congratulated upon 
securing membership in the club at this date, 
and his many friends wish him continued sue- 
cess. 


* * * 


A coroner’s inquest never brought the dead 
to life—neither can a stuffed shirt traveling 
with a sample case produce orders. 
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LIST OF FORTY HIGH MEN, JULY 27, 1912. 
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The same number appearing opposite several 


names indicates those men are tied for that stand- 
ing. 


The race of the forty high men is becoming 
very exciting. We were talking to J. H. Arm- 
strong the other day and he assured us this was 
the column he has planned to head. 


The same day we received a letter from E. 
M. Savereool and his predictions about Cran- 
dall certainly have us wavering. The follow- 
ing is Mr. Savercool’s letter in part :— 


‘‘Crandall is selling goods, as you know, to 
beat the band. His orders are necessarily near- 
ly all comparatively small. He is working hard 
all the time and using splendid judgment, sell- 
ing all kinds of trade from the cheapest kero- 
sene tank up to the best garage equipment 
which he ean get in in Montana. Rest assured, 
if Crandall fails it will be because he couldn't 
help it, and it will take a mighty good man to 
beat him of it,’’ 


“HR. M. SAVERCOOL, 
‘Western Manager.’’ 


Then there is Rhodes and Merickel and Mof- 
fatt, that have to be accounted for. There is 
only the difference of about one big order. be- 
‘tween all of these men. 


BRANCH OFFICE STANDING 
WEY 227, 1912 


PHILADELPHIA 


Toronto is still in the lead but Minneapolis 
and San Francisco are making gains. The 
Northern District had better do their ‘‘dingdest’’ 
now as San Francisco expects to take advantage 
of the Fall and Winter Season to make a sen- 
sational finish and land at the top. 


THE BRIGHT SIDE. 


I’ve always sought the silver lining whene’er 
a cloud appeared; no foolish tears of vain re- 
pining have trickled down my beard. When 
I encounter grief and sorrow, I say: ‘‘It cuts 
no grass, for things will come my way tomor- 
row—misfortunes always pass.’’ At divers 
times when people saw me wear grins and sing 
a song, they stopped me to rebuke and jaw me, 
and said: ‘‘Your head’s on wrong; to go 
around and sing and chortle when woes are 
thick as rats, shows that you’re dippy, foolish 
mortal! Your belfry’s full of bats!’’ And still, 
when I saw sorrows thicken, my hopeful song 
was sung, and now that I am sor ely stricken in 
years I am still young. My heart does not with 
age grow colder—’twas never steeped in tears; 
and | know men who seem much older, who’ve 
lived but half my years. Whene’er i see - a 
grouch I strike it and knock its features in; the 
more I live the more I like it—because I learned 
to grin. This habit’s kept my life a- shining, 
and when I come to die I still shall seek the sil- 
ver lining, and find it, by and by. 
WALT MASON, 
The Poet Philosopher. 
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A Splendid Help in Working the Store Trade. 


Mr. R. Eugene Chrone, who has suppled us 
with a number of very valuable tables, has 
favored us with a new one entitled ‘‘Table of 
Valuations. ”’ 

This table compares the yearly cost of a 
‘‘Bowser’’ to the yearly losses sustained by not 
using a ‘‘Bowser.’’ This table will be of great 
value when making a demonstration and should 
be sufficient in itself to persuade any thinking 
business man into the purchase of an outfit. 

We wish to thank Mr. Chrone for his kind- 
ness in passing it on to his brother salesmen. 

‘‘Table of Values,’’ showing the actual cost, 
less freight and installation charges, of any 


BOWSER outfit, as compared with its saving 
qualities. 

In compiling this table, I have taken into 
consideration the loss on Kerosene (Coal-Oil) 
only. Using the minimum loss of 6% evapora- 
tion, and the average overweight of 3 ounees, 
found in 99% of the tin or agate measures, as 
a basis for my calculations. 

Since it is generally conceded that the loss 
on kerosene oil is considerably less than the 
loss on any other commercial oil or gasolene, 
it may readily be seen that this table will apply 
for any oil and show a much greater return to 
the purchaser. 


KEY. 


A conservative estimate of the life of any 
14-gauge steel BOWSER Tank, stored above 
ground or buried under ground, in constant 
use, is 30 years. 

To be more conservative, cut this estimate in 
half, take the cost of the outfit to be sold, di- 
vide it by 15, add 3% interest on the principal 
to the 1-15th part, and you have the total cost 
of owning this outfit each year. 


Estimating the cost of oil to be 9 cents per 
gallon, you will see the principal has been re- 
turned to the purchaser before the end of 15 
years. In the meantime he has a good rate of 
interest on his investment and in addition he 
will have an extra profit that is bound to please 
him with his purchase. : 


Cost of Outfit 1-15th of Cost 8% on Principle | Yearly Cost to Own It eetoee pod Bech Weight and Beaport addition to 8% 

| | : tion Saved Per Year Interest 
$37.00 $ 2.46 $2.96 3) .42 15 £6.50 $1.08 
60.00 4.00 4.80 &.80 25 11.60 2.80 
82.00 5.46 6.56 12.02 30 12:58 A9 
94.00 6.26 7.02 3.18 35 14.67 89 
106.00 7.06 8.48 5.04 50 20.97 5.43 
122.00 8.13 9.76 infieeys) to 31:50 13.61 
134.00 8.93 10.72 19.65 85 35.64 15.99 
150.00 - 10.00 12.00 2.00 100 41.94 | 19.94 
175.00 11.66 14.00- 0.66 100 41.94 16.28 
200.00 Loo 16.00 29.33 125 52.20 22.87 
250.00 16.66 20.00 36.66 150 62.82 26.16 
3590.00 23.33 28.00 1.33 200 83.88 32.00 
500.00 00.00 40.00 3.00 300 125.82 52.49 
790.00 50.00 60.00 110.00 | 400 167.76 57.76 
1,000.00 66.66 80.00 146.00 500 209.70 63.04 
1,500.00 100.00 120.00 220.00 800 339.02 115.52 
2,000.00 ee I pduse 160.00 292.00 1,000 419.40 126.07 


EXAMPLE:—A merchant invests $60 in a 
Bowser. Although it will last over 30 years. 
to be absolutely safe, we will say it will-last 
only 15 years. At that, the Bowser will cost 
only $4 per year. Now we will grant the mer- 
chant 8% on his $60, just as though he had 
put it in the bank at interest. The interest 
amounts to $4.80 per year. -Add to this the 
yearly cost of $4.00 and it shows the merchant 
really had $8.80 a year in his Bowser. 

The merchant sells only 25 gallons of kero- 
sene a week, but he is handling it in the usual 
sloppy, wasteful manner with measures and 


funnels; consequently, he is losing about 6% 
through evaporation, and is. giving 3 ounces 
overmeasure. These figures are not absolute, 
as they vary according to conditions, but, they 
are a very safe average. 

And a sale of 25 gallons per week means 
$11.60 per year, an amount any merchant will 
concede as conservative. This amount the 
Bowser will save. Substract from it the yearly 
cost, $8.80 (which includes the 8% interest on 
the investment) and you find the Bowser pays 
for itself, and in addition, declares a yearly 
dividend of $2.80. 
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E. C. ETTINGER, 
Minneapolis Director, Pacemakers Club. 


Mr. E. C. Ettinger of Minneapolis secured the Directorship of that district July 21, 
with 581 points to his credit. 

He sells the store trade in Iowa and never misses the opportunity of a sale. In 
point of service Mr. Ettinger is one of our oldest salesmen, having first entered our 
employment in 1903. Several years later he left to engage in the real estate business, 
but came back with us in 1909, and has done splendidly. Last year he finished in the 


“SAA A’? class. 


Mr. Ettinger is to be 
rectorship and the entire organ 


especially congratulated in his success in securing the Di- 
ization accords to him its heartiest well wishes. 


—C——oOoNONNNHNNNRnoRceRn 
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A. Z. POLHAMUS 


THE SALESMAN’S TERRITORY. 


The territory to be worked by the salesman 
is of importance to both him and the firm. The 
salesman should always bear in mind when the 
firm assigns him a territory they are putting 
him in trust with that which, as far as their 
line goes, belongs to them, and unless he prop- 
erly works the territory assigned him, he is 
not faithful to the trust placed in him. There 
is probably nothing the average new or pros- 
pective salesman considers of more importance 
to his success than this subject of territory, 
and it is quite advisable that the salesman has 
the proper conception of his territory, how 
it is to be worked, and the results expected. 


Before a salesman can sell Bowser Tanks, 
there must be people to sell them to, and these 
people must be benefitted or helped by the 
purchase made of the salesman, and must also 
have the money to pay for their purchase. 


This great America of ours, however, has 
been wonderfully blessed in all sections by its 
Creator, so much so, that, unless there are local 
conditions that handicap the salesman, there 
is really little choice of territory and the sales- 
man finds opportunities to do business with 
our line in every section. 


If the people of the East are more conserva- 
tive than those of the West, they, as a rule, 
have more money, an investment that pays 
looks better to them than to the man inthe 
west, where there is not so much money and 
where they expect and are making a larger 
percentage of profit on what money they have 
than the Eastern man does. 


If the Northern gentleman is more difficult 
to sell than the Southern gentleman, when he 


A LETTER FROM THE GEN’L MANAGER 


In this issue of the Boomer will be found a letter from Mr. 
Polhamus, written to the Boomer. 
of articles by Mr. Polhamus that will appear from time to time 
and we hope will have the careful attention of the sales foree. Mr. 
Polhamus in these articles will touch upon many angles of the 
business and is well aware that what he will say is not new to 
many of the salesmen. He hopes, however, to clear up some things 
not clear to many of the salesmen and perhaps give them in a few 
cases a different angle to look at some things than they may have 
had put before them before. 


This letter is one of a series 


buys it is usually for a larger and better equip- 
ment than the Southern gentleman has any 
use for. If the Eastern salesman has the ad- 
vantage of large factories and a thickly settled 
country, the Western salesman has the advan- 
tage of fine crops and a hustling, growing 
country, so, as it has been stated, barring 
special local conditions, there is little difference 


“as to the opportunities for marketing Bowser 


Outfits in any part of the United States or 
Canada. 

What the salesman should consider about his 
territory is that he can conveniently work it; 
that is, if a married man, if possible, it is a 
territory where he can have his family reside, 
so he can be at home every week or two, if 
not a married man, where he will, at least, be 
perfectly satisfied and have good friends. 


The salesman should have and only consider 
as a territory, sufficient territory to keep him 
fully employed in working that territory thor- 
oughly, and then he should work six days a 
week as faithfully as the man in the shop or 
the office does. Yes, he should work more 
faithfully, for his returns are greater and he 
has more of an incentive to work. Not only 
should he work six days a week, but he should, 
as far as possible, work every day in the year. 
At Holiday time of necessity there are several 
weeks when the salesman cannot do much in 
his field and when he ean, for the most part, 
be taking a vacation, and if he is a Prize Win- 
ner, and- attends the Prize Winners’ Conven- 
tion, he is quite certain to lose three or four 
weeks’ time during the months of December 
and January, and the salesman who loses one 
month’s time during the year, reduces his in- 
come of what it might be by one-twelfth, pro- 
vided conditions were such that he could do 
business all the year. Certainly having lost 
so much time, neither the salesman nor the 


firm can afford to lose further time during the 
year. 


For a salesman to be assigned more terri- 
tory than he can work as it should be, is a very 
great injustice to the salesman, for it means 
extra expense to him of both time and money 
and reduces his earning powers. 


In our day we are learning that intensive 
farming pays far better than such farming as 
many farmers have been doing, and as true as 
this is in farming, so true is it in the working 
of territory by salesmen. The salesman who 
does not or cannot systematically cover all of 
his territory at least twice a year, and much 
of it from four to six times, is like the farmer 
with so large a farm that when he is working 
one part, the weeds grow up and kill the crops 
he has already planted on another part of his 
farm, or the farmer that does a little plowing 
here, a little hoeing there, and winds up the 
year with such poor returns from his farm 
that he feels there is little in farming, notwith- 
standing his more progressive neighbor, who 
works intensively all of his farm, secures great 
returns on his work. 


The salesman who will do intensive, sys- 
tematic work, conserving his energies, if he 
is as fine a salesman as his brother salesman 
on the adjoining field, will always do far bet- 
ter than his brother salesman who is not sys- 
tematic and does not do intensive work. The 
fact is that intensive work always pays in any 
line, and while our firm is doing a fine busi- 
ness, and most of our salesmen also, the great- 
est drawback, to the success of both, is the 
lack of the right kind of work, and this condi- 
tion should be changed for the interest of sales- 
men and firm as well. 


Salesmen should have such territory as they 
can put in all their time on, but only such an 
amount as they can thoroughly work. A ter- 
ritory that will keep a salesman busy when 
working intensively, is all the territory the 
salesman should consider, and then he should 
start at once to work his territory system- 
atically and get all the results from it pos- 
sible to be secured. 

With the salesman properly equipped, as 
outlined in our last article, with the territory 
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covered as we have tried to outline in this, and 
with the proper equipment of models, bullet- 
ins, ete., every salesman in the employ of this 
firm should easily make the Five Hundred 
Point Club and have a position that will be 
pleasing and profitable to him. 


A. Z. POLHAMUS, Gen. Mer. 


f=) 


REPAIRS ANDI 
BOWSER GAS § 


GO TO 


WELLER BROS.IE 


|LAKE CRYSTAL MINKE 


THE SIGNS OF THE TIMES. 


Over in Minnesota they go out in the country 
and meet the autoist to tell him where to go 
for his Bowser Gasolene. 

The above is a view of a sign board located 
along the main road to the city. 


Weller Bros. are evidently enterprising gen- 
tlemen. First, because they have a Bowser. 
Second, because they know how to use it, to 
attract trade. 


Salesmen often say to a prospect that a Bow- 
ser attracts trade. Here is one in action. 

We wish to compliment Weller Bros. on ar- 
tistic and attractive arrangement of the board. 
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A UsGlUES Tiglv; e1.91L2 


THE BOWSER SALESFORCE. 


We all know that the Bowser Salesforce is 
emulated everywhere. We have seen it held as 
the ideal before conventions and salesmens’ 
meetings. We ourselves admit it is a wonder- 
ful organization and we are proud of every one 
of you. 


And why are you all so great? 


Because you are trained men of grit and 
courage. Men of perseverance and determina- 
tion. 


Every Bowser salesman has a message to de- 
liver. A message that is of importance to the 
customer, himself and the firm. It is your cour- 


age and determination that delivers that. mes- — 


sage—your determination not to take ‘‘no’’ 
for an answer; your perseverance and grit to 
triumph. 


Boys, here’s to your grit—that magic quality 
that spells success. 


For the next seven weeks hit the lne hard 
with it and along with your golden reward 
will come the laurel wreath of Triumph. 


* * * 


We believe the company may as well ar- 
range to buy about 300 hats. 


* * * 


Archie Laverty called upon us yesterday to 
show how nicely the Pacemakers coupons tear 
from his book. He had orders with him for 24 
points. Archie said he would get the rest easy. 
Alright, old-timer, and don’t forget the firm 
has $50 for you when you do. 


Remember, boys, that if you send in your 
500 coupons according to the rules before De- 
cember 21, the company will present you with 
$50. And that is only one of the joys of becom- 
ing a Pacemaker. 


* %*« * 


R. D. Leonard, who travels out of Washing- 
ton, Pa., spent a few days at the factory. Mr. 
Leonard has been getting an exceptionally fine 
business and we are reserving a seat for him 
at the Pacemakers banquet. 


R. L. Dunean, of Minneapolis, has the honor 
of being the first member elected since the di- 


rector. Mr. Duncan made a strong race for 
the directorship and only lost it by about five 
days. Mr. Dunean travels in Wisconsin and 
has always done a very successful business. 
He came with us in May, 1905, and has dis- 
tinguished himself in several of our sales con- 
tests. In the contest of 1910 he finished the 
year as a star salesman and in 1911 he closed 
the year in the ‘‘A”’ class. 


We congratulate you, Mr. Dunean, in your 
continued success and wish you additional hon- 
ors for this year. 


* * * 


People who break records in the Alleghenies 
get a laurel wreath—they grow there and you 
pick ’em yourself. From Chicago to Pittsburg 
was the jump Hessemueller made, but that 
isn’t where the record comes in, it is in the 
business he is corralling in and around the 
Smoke Town. The ‘‘pace’’ Hess is going will 
surely put him in the club before long. 


x «+ * 


H. T. Babbit, of New York, is taking orders 
in Carload lots now. He just sent in five Dry 


Cleaning orders. Four were sold in one town. 
Nice work, H. T. 
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The Special Prize Contest is On 


Every Salesman has an excellent opportunity 


to win a $40.00 Toilet Set and a New Hat 


AREFULLY read General Letter No. 260. You will note the con- 
test begins August 12th and closes September 28th. The Company’s 
quota set for this period is $500,000. 

If the Company makes this special quota, every salesman who con- 
tributes $2000.00 or more of acceptable business will be presented with a 
$5.00 hat. 

Regardless of whether the Company makes this special quota, eight 
additional prizes will be awarded for individual efforts during the seven 
weeks as follows: 


To the salesman securing the largest amount of business during the 
period working the Garage Line exclusively—a $40.00 Toilet Set. 

To the salesman securing second largest amount of business in the 
above line a $20.00 Gillette Shaving Outfit. 


To the salesman who secures the largest amount of business during 
the period working the Garage and General Line exclusively a $40.000 
Toilet Set. 

To the salesman securing the second largest amount of business in the 
above line a $20.00 Gillette Shaving Outfit. 


To the salesman securing the largest amount of business during the 
period working the factory lines exclusively a $40.00 Toilet Set. 
To the salesman securing second largest amount of business in above 


line a $20.00 Gillette Shaving Outfit. 


To the salesman who secures the largest amount of business during 
the period working all lines exclusively a $40.00 Toilet Set. 

To the salesman securing second largest amount of business in above 
lines a $20.00 Gillette Shaving Outfit. 


There isn’t a Bowser Salesman that can’t secure at least $2000 in 
seven weeks. Most of the boys have been doing that good and better. 

So those who havn’t we know can if they add just a little more en- 
thusiasm and put forth just a little more perseverance. 

Fire up with ambition. Aim high and strive to rise to it. Becomea 
master of your business. Do systematic work and your continued efforts 
will bring success. Remember big success lies in continuous effort. 

The biggest volume of business is but a series of small orders. Keep 
everlastingly at it for the seven weeks and you are bound to win. 


i 


NAN AAA 


i 
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Che” Pemenstialion 


A LETTER FROM W. H. CRAWFORD. 
Bloomington, 7-17-12. 
Please tell me how you would persuade a 
prospect in the following circumstance :— 
After you have thoroughly explained your 
model—and received good attention your pros- 


pect agreeing with the following: ‘‘Now 
Jones, you say you sell approximately 100 gal- 
lons of gasolene per week. That is 5,200 gal- 
lons per year—say 5,000. Gasolene costs 13¢, 
that makes $13.00 invested in stock of gaso- 
lene, a profit of 3¢ per gallon gives you a net 
profit for the year of $150.00 on a $13.00 in- 
vestment. Now, suppose your Bowser costs 
$150.00, the interest on that at 6 per cent is 
$9.00; $9.00 you spend so as to sell all your 
gasolene and not allow any of it to be wasted; 
$150.00 less $9.00 makes a net profit of $141.00 
on $13.00, $9.00 or $22.00 for stock of gasolene 
and interest on money. 

‘*Yes, but I still have $150.00 invested in the 
outfit, how will I get that back?’’ ‘‘ Well, I 
have shown you $141.00 profit after paying for 
oil and interest on money; that is just about 
70 per cent profit. Take 6 per cent off for in- 
terest on stock and outfit and you have about 
64% left to pay for your outfit. Now, don’t 
you think it would pay you to own one?”’ 
‘‘Yes, I do.. I think it would be a fine thing, 
but I am not ready to buy it now, maybe later, 
but not at present.’’ ‘‘Now, Jones, you agree 
that you need it.’’ ‘“‘Yes,’’ it saves time. 
‘“Yes’’ it saves money. ‘‘Yes’’ it lessens fire 
risk. - ““Yes?’sit pays for atself, 9 Yes you 
are in business to make money. ‘‘Yes.’’ Then 
why don’t you buy this tank and inerease your 
profits? ‘‘I am not ready.’’ And that is all I 
can get out of him. I would hke to know how 
[ can persuade this fellow to buy now. 

Your truly, 
W. H. CRAWFORD, 
Salesman, Chicago. 
* * *& 


(Signed ) 


Mr. Crawford is an enthusiastic store worker 
and takes great pleasure in converting a grocer 
to the Bowser faith. He has been very suc- 
cessful in this and we look for some big things 
from him, as he has a great future before him. 

* * * 

We want some of the boys to tell Mr. Craw- 
ford how they ‘‘bring ’em across’’ when they 
say ‘“‘I’m not ready.’’ Let’s hear from you. 


We are glad the boys appreciated Mr. 


Chrone’s table. 


Gentlemen, you can most effectively use the 
table of Mr. Chrone on the man that says “‘he 
don’t handle enough oil;’’ you ean also use it 
on the man that says he can’t afford it, or kicks 
on price. With this fellow follow it up with 
a little argument something lke this: 

If we were to walk into your store this morn- 
ing, Mr. Jones, and say to you, ‘‘Give us $9.00 
and for it we will hand back to you a crisp 
$10.00 bill, and if we offered to do this once a 
month for twelve consecutive months, we feel 
sure you would agree to it. Now, if we would 
make you a further concession and state that 
after a certain length of time you would not 
need to give us the $9.00, but we would con- 
tinue to hand the $10.00 bill to you just the 
same, we do not believe that you would have 
any hesitancy whatever in accepting our of- 
tere: 

This forcibly illustrates, Mr. Jones, the exae 
situation of the Bowser proposition and you 
would fully realize it after you have had the 
outfit installed. Frankly, now, the price should 
not enter into consideration at all, for, as the 
Bowser pays for itself through the saving it 
effects, it should be looked upon in the hght 
of a practical business investment. This equip- 
ment will entirely do away with the necessity 
of measures and funnels and you thus avoid 
the loss of oil through evaporation, over-meas- 
ure and spilling. You will not be annoyed with 
oily floors, oily hands and clothing, disagree- 
able oil odors and contaminated merchandise. 

It raises the efficiency of your clerks and 
you can handle 10 gallons of oil more quickly 
with a Bowser than you can by any other 
method. 

The oil is delivered with accuracy and speed 
and it makes the serving of an oil customer 
as easy and pleasant work as selling package 
goods. 

It emphisizes the features of your cleanliness 
and progressive methods, and your customers 
appreciate the quality of oil you sell. 

It establishes confidence with your custom- 
ers, which is the most valuable asset you have 
in your business. 

It actually increases your oil sales and in so 
doing is bound to increase the sales in other 
departments of your business. 

We are willing to meet you in any way, Mr. 
Jones, to prove the value a Bowser would be 
to you in your business. Could we do more? 
The sooner it is installed, the sooner your pres- 
ent losses are stopped and the savings begin. 


It’s a matter of making money with you. 
Let a Bowser help YOU. 
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Perhaps one of the strongest recommenda- 
tions as to the safety and convenience of the 
Bowser Equipment is the indorsement of the 
Fire Chief; and the strongest sort of an in- 
dorsement is the adoption and use of the Bow- 


ser Outfits. Practically 90% of the Fire De- 
partments who use motor driven apparatus 
have Bowser Equipments installed. 

The above picture is a view of the motor 
driven vehicle of the Battle Creek (Michigan) 
Fire Department. They have in use for their 


various departments a complete Bowser Equip- 
ment. Chief W. P. Weeks is very well satisfied 
with his Equipment, and appreciates its many 
merits. A Fire Chief is a man of mechanical 
knowledge who can appreciate good construc- 
tion and quality of material and workmanship. 
He is also a student of apparatus for fire pre- 
vention, and we feel that in the selection of the 
Bowser Equipment by the Fire Chiefs for their 
own use it is indeed a recognition of merit and 
worth. 


We have had quite a number of very distin- 
guished visitors during the past week. 


3 a 


Mr. C. E. Saunders, who is our star tourist, 
is at present favoring us with a few days’ 
visit. His visit this time is especially appre- 
ciated, as he is accompanied by Mrs. Saunders. 
We are delighted to have them here and hope 
their stay will be as pleasant to them as it is 
to us. Mrs. Saunders said she is a constant 
reader of the Boomer. Beginning with this 
issue we have increased our advertising rates 
100 per cent. 


J. G. Rodman, manager of the Dallas office, 
spent several days with us. Garry had some 
very promising reports for us and we enjoyed 
his visit very much. He will spend a few days 
at ‘‘his old Kentucky home’’ before returning 
to Dallas. 


Our Georgia Peach, H. W. Brown, manager 
at Atlanta, came in yesterday. Brown cer- 
tainly wears the loving cup look, and we think 
he is down here to arrange with the manage- 
ment in some way to keep the cup another 
year. 


L. P. Murray, manager of the Minneapolis 
office, came in to announce that his district 
intends to be well represented in the Pace- 
makers club. He expects a one hundred per 
cent attendance from Minneapolis District. 


George Bacon of the Atlanta Office, was a 
recent caller at the Editorial Sanctum. He 
stopped off on his way to his home in Michigan, 
where he is spending his vacation. George 
somewhat sprained his reputation with the 
stenographie department by not saying ‘“‘How 
do’’ to them. Vacation travel does make one 
forgetful, doesn’t it, George? 

* Ba * 

L. E. Porter, of the Dallas office, spent a part 
of his vacation with us and we were certainly 
glad to see him. He was accompanied by Mrs. 
Porter, which made it a very delightful visit. 

We made the acquaintance of W. H. Craw- 
ford, of Chicago, last week, who spent several 
days here. 

%K * * 

Make sure you get your share of business for 
the balanee of the year. If you will do that 
the result will be O. K. 
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A. W. Dorsch, of St. Louis, has been spend- 
ing a few days with his family at Logansport. 
While near Michigan he thought he would like 
to see some of his old Michigan territory, so 
he and his wife took a trip to Mackinac. He 
stopped here on his way back, and you should 
hear the fish stories he tells. 

* * 


H. J. Bradshaw, of Detroit, brought in two 
orders yesterday that netted him about 75 
points. He brought them in, thinking that was 
necessary so he could be properly fitted with 
a new hat at the company’s expense. In look- 
ing the orders over, however, we noted the big- 
gest one was dated 8-10. Too bad, Bradshaw. 
You ought to take a few lessons from Bob 
Johnson. The $6,500 order he took was dated 
8-12. Now, that was sensible. Go to it, Bob, 
it looks as though you are going to start in 
on one of your old-fashioned prize-winning 
streaks. 


Me vy. , 
* * % 


W. D. Alleman, of Dallas, who has been 
spending several weeks at his home in Warsaw, 
Ind., came up for a short stay. He wanted 
us to rebate him for the time he was home 
and did not get the ‘‘Boomer,’’ so we dug up 
the copies he missed, which squared things with 
him. 


It is very encouraging to us to hear the boys 
say the Boomer helps them in their business. 
The picture of 241 installations seemed to be 
very effective in helping close sales, according 
to letters from several of the boys. We are 
going to give you some more of them later. 
Perhaps a list of 241 sales would help. 


As we glanced through the first six months’ 
shipping record we jotted down a few sales 
and had over 100 before we got started on 
May. We are giving you this lst, as we be- 
heve some of you can use it to good advantage 
in making sales, while others may use it to 
persuade a fire chief or other city official that 
these outfits are being installed everywhere as 
the latest and best arrangement. 

x *% 


A FEW BOWSER CUT 241 OUTFITS SHIPPED PRIOR 


TO MAY. 
Grand Rapids Vulcanizing Co..... Grand Rapids, Mich. 
OO; BE. Chapman scr ete eee eee Jeffersonville, Ga. 
Sandusky. sViilcamizimc © One cere eit eres Sandusky, O. 
iherhord Bros: sAutom sales© Omen era Toledo,oO. 
Mason Bie Elatchin. cc n corenenerenene eines Burtalo; INa wy 
lol SMG ADEM Kor oKOMbUNG so obs cocenodoobe mods Paltaka, Fla. 
Ji CW Sraud Gite. Seer ce Sie eee nan eee ee Goodrich, N. D. 
Ao Gif Bae 2:6 ite cle cso Pee ae ent ee eT Fonda, Iowa 
Cupeas iaimasterse a @ ours pee ae Ottawa, Kan 
Colwell \Brosiinde: cee eee St) John, Ne B: 
Anderson d& Metcher. oo... een: Crawfordsville, Ia. 
D:. H. MeCullerst yt acsnnen cr iene nace Clayton, N. 'C, 
thesMiners4 Supply Cones eee Idaho Springs, Colo, 


Discan Wit a Te CWA So Ter tars he tomentose souls» coomeaecs Lansing, Mich. 
PMS OT Lip LA Oa. cemare: creole ease eens\ eae eee ets Pitnvans News 
Htvat lon) ate ANSON se awerep ekcdsie chet nse Seen Wahoa, Neb. 
Carlson: Brose) ct aicctela eecrete canciones aia Grove City, Minn. 
Georees, MOuUnrtelleuter. ja cc itetsteteacle asia slrepete Glenn, Mich. 
Knickerbocker’ Garace... scccen sae es New . York, N. Y. 
We Bie Via tiie Chit eaietattorancneiers cust: cronies Albertville, Minn. 
Boyd Rodnier = & {SO mers. ci. sieve cle oe eres Dowagiac, Mich. 
Georze.C., Welkemr-é& Som. sie os eee eee Mercer, Pa. 
lakes raric-ImptemlerttiC.O- eiaelae teaser Lake Park, Ia. 
Norwood. Garaleer suas evi cruciate tetera ras Buffalo, N. Y. 
We. -Po Coltharp eGo arckrstiic occ tees eet Vernal, Utah 
Thurber, Bros Sacer wae peels oe Tecumseh, Neb. 
S.A: Pen ple iiss ctete ce cieetetereiensie oseceketetecs Kansas City, Mo. 
S. EV. (Mi tene hie. re «yc steehetomeraiseueictetdiatenane Brampston, Ont. 
Kord: Sales UC Oates, sen svete ieee bi eeione = etaverens Eldora, Iowa 
Ge Ke Sa WalliamimS ellocikter o.tcedneeto teens Buffalo, N. Y. 
Walnut Grove Hardware Co..... Walnut Grove, Minn. 
Western Automatic Mach. Screw Co...... Elyria, Ohio 
JA Wis COPDPIES aia Sele crs chieieeelccusie noc reminds eueke Blair, Neb. 
Central (Garaser weer cio cues chon eaters Fort Scott, Kan. 
Grimth Auto SalessSupply Cot wae Lima, Ohio 
Ea sodorneé& Websters gectesicnles elem South Bend, Ind. 
A DYeNN NY ROY Reali hs eioeots un corso iccd abo Harbor Beach, Mich. 
We vAs eon taome#ry nds oS Olimar ene terrain renee Mercer, Pa. 
Wi Gs ONOASCHE aim ntute ono alenmbrle comtererede Washington, Pa. 
dis hs ACA SOM rhs (SONS ar. con aegeiake cle atae arene ne Cochester, Ills. 
MenCG7 1 Lit HS arya Saya enieys eters eeta st neat eine cose ane Metis Pitman, Nees 
Lemkuhily :&--Womnstrands caten 42 sees Wahoo, Neb. 
Midora; “AwWtO CO. sane s svceece tes beast sus eerie ete Eldora, Iowa 
Georse DS Stewart uc. Conoco Viborg, S. D. 
Griesel SMa wermiale «. cnsuaas cope ena rte aware Beldon, Neb. 
Cottonwood Hardware Cove uscaclei Cottonwood, Wis. 
The Butter Aut of Conc wc scrmerenews ee ete comet ae Auoka, Neb. 
Jit WE Goode! iid Seti ciess ba haere eee Stella, Neb. 
Jetirey, Auto sande ree oir. foe Des Moines, Ia. 
John Willianis Ons eras tociocn ceo hee ee rete Ardmore, Pa. 
Dmternatlomall: Motors On ates teeter New York, N.'Y. 
John. Ch dLikens &COx. nape. oie aoe Sebowaing, Mich. 
i DAMM SHAG (ree AENRON IOVS. 5 G a DRCOG Gun Sentinel Butte, N. D. 
Charlesh-EeElarcierty mc ore ech aac neem Burmont, Pa. 
Mitchell “Bucy rts Coste rgi-ick eee eerie cere cen: Bueyrus, O 
Demat tt GCOS Arueicis tere lee aeeut ose tore meine Memphis, Ten.n 
AMAre wi ANGErSONN, cele atcuririnsehs stein oe: Atwater, Minn. 
Dothan Ha rd water On sus cemeteries acerca Dothan, Ala, 
Omaha Motors Cycle (CO -ss seine uaa Omaha, Neb. 
WVGid Retiorsio nn ke SS OS! te 9. |. chen eee ae Belle Fourche, S. D. 
ANSHEME Naas MCSGeMMTeNanbhiceerra sae ee ket cline JW SLOUKdCenter sar 
EL. VWVi, SBN GY Lia Sone tei, sr oitteredeee ist stemeremeae ocean emetae Eldora, Ia. 
Zi AGH TETMNO SEY Sesee sis, cfm yea evs boeene @ eeeene ees Suse Aossville, Kan. 
Sowmth wick Galax treldiene acme census amet Mawville, Ia. 
FLO ty Springs At to > Com ae aciineisieteen Hot Springs, S. D. 
Golden Belt Auto Co. (G. Hineo)....Manhattan, Man. 
Brinckimanns Brose acces einen Michigan City, Ind. 
Vogel & McCord, (A. R. Vogel)...... Carrington, N. D. 
Tv 6 Gilt AU. O). CO eae iememene eats North Tonawanda, N. Y. 
Ce Ay hich ten bens. nee ate ee os cee Whiting, Iowa 
DOE, UB a Glier sansa atau dens chememcceemt ee okcle dene aet Annawan, Ills. 
Lhnléneveres 'CorporatilOnanc sie score seein Thlen, Minn. 
Bs? A VID Aeh sh. See aeenea ie eee nee, Sen ee Eldora, lowa 
DeECou’ Auto. (Cone aso Wada seven vscd ot ote Woodbine, lowa 
Punxsutawey Auto Repair Shop Penxsutaconcy, Pa. 
JOT on AVSLOD saws 25 epee ee ioe Fulda, Minn. 
Slender yd Ricnmier ceramic ae occ *...Gretna, Neb: 
Nationals Alito) Lraimins ASSO geese ernie Omaha, Neb. 
Harris! 6 “GudidieniSh, aaiiee. sastotesereeieeieteee acne Tampa, Fla. 
EwssrerAwU tomopilie: Cowen ie teeter teenies Boulder, Col. 
NUK RaWhe ae Cederoradih savers alginic Go Gin-0'a eran e Grand Forks, N. D. 
Koy MWaleKGaly JKC Aare Geka OVO” ose So hGad aa we Avoca, Neb. 
George Johnson ~..... ihe (esters Sheree Waterloo, Neb. 
PIV OCINS VL Ot OF8 Cait © Onmeeeitin a aeneeeeee Lexington, Ky. 
Bismarcks Hamdiwialt.e) 16 One ae een Bismarck, N. D. 
NTO S20 ME Ty ace is Olleecre oaks udticuctade tens) coer ne Dodge, Neb. 
as Ge TOP ENS 2 aha os ae arr enon oer Centre City, Minn. 
Motor Accessories Cosrse vee ene Indianapolis, Ind. 
Clinton: Awto: and Sip pilys Cosme. eae Clinton, Iowa. 
AGUNG coma Gov at ge tA me etd SMe NAS ol ldrucno oe Murdock, Neb. 
Co ES Damn Sy Ee: eae Recon coteee Piao eee ee Larton, Neb. 
IN. Grn Or @oade GAS Gia seis: teem eee ere nee Hull, lowa 
WELT aura ee, SRC CSI oe ea ae ore mann een ae Talmage, Neb. 
ELS CEL) ISCHAGCIIE cuneate chan. ctets otencht Rone ee Cook, Neb. 
Chatranoora Auton Oou masse eine Chattanooga, Tenn. 
Grosse) BOintaG anaes ee iin. cca eaieeene Detroit, Mich. 
Tiuo0mMor 669 PCL CC aie +c kare eee Starkville, Miss. 
GS EW se wry Cam Ge SOns. Aeon see ee Alvo, Neb. 
Je. TN WW CICS Ty 4A). fers. seo scciotl ce eusion meats Berthany, Ills. 
Carolina Cad illage Consens te eee Raleigh, N. C. 
Pittshburs: Steamship Gow seas Conneaut, O. 
Calehester sAnuitoi a.com siscn octets Calchester, Ills. 
IU eit SAVE ety Ca ieee Gino remiors Grand Rapids, Wis. 
Rhomas Sik inmerure scence eee ae ee Endeavor, Wis. 
NomyeKe) Ke Shaalidonssanocoanad voc erayeke ne Fort Hope, Mich. 
Louis” -Blindey < Sacneee ce ene he Ot eee Johnson, Neb. 
ives Cram Gr" Gr SoniSuan aabciuen tei eeen an ae Hardy, Neb. 
Taylor. Mallory? 0). aim ae eh or eae Tulsa, Okla. 
Harmon Iie 6.7.0 teens one een ene Pitman; N. J: 
Charles Gi Bartootsenaceeie eee Atlantic City, N. J. 
Superior Ganace. . ta: eae Superior, Wis. 


North MainStreet Garage semen Decatur, Ills. 
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Six More to be Elected 


? Y Y 


Director for Atlanta Director for Dallas Director for New York 
District District District 


. 


2 


5 


Director for Chicago 
District 


Director for Boston 
District 


Director for Philadelphia 
District 


IAA 


Who Will They Ber 


N_titnnzrmmonnnnniom MM = 
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OA AAA AA 


One Week Gone! 


HE first week in the Special U. S. Sales Contest has passed. 
What progress have you made towards winning aprize. Next 
week we are going to print a list of the leaders in this Special 

Will your name be among them. 


Contest. 


a winner. 


HA 


| 


> 


ml 


STANDING OF 38 HIGH MEN 
AUG. 17, 1912 


W. V. Crandall 
J. H. Armstrong 


J. We Merickel es 7 «oc ene eee Toronto 
A’ Hie Moffatt «ces ee eee Toronto 
"T.-H ROOST etree eee ee de ees Toronto 
BOM SC askeyes 2054. ae tiecereeeee Chicago 
HO Ettin getecer ee eee eee Minneapolis 
G. AY Steele fhe ee oe eee St. Louis 
Hee T Purdy? a tee Ce eee Atlanta 
Douis Smith? ope ee eee Boston 
Bet Kote a eee eee San Francisco 
A: Anderson Situe.c cuban eee reo Toronto 
WN. Deming ©. aon te orion eee Toronto 
Ms C2 Benham 2s. erent: see Minneapolis 
HAs Leonarda:s ero. Co i eee ae Chicago 
WS GeSinith Sees Shae cee ee: San Francisco 
A. Ki. Darlin es os oe eee Minneapolis 
G.: H. -Reubén seep eee bee tore Atlanta 
RS: Johnson 2 eae toe oat ee oe Fort Wayne 
GC. BY Comstock aac eee ee ee See New York 
RL Dunicay Sinner scare rnarie Minneapolis 
HH. ed). oJ CAVOUS Oh tee eee a ra Toronto 
HJ Bradshaw ane eee ee Fort Wayne 
W.-W... MLOPris®= Meee cee crore toe os Dallas 
W..&Y. Robertsonseneree ee aoe Toronto 
S.A. Gollins 7 fra ae eee New York 
James iW ardit... i aeeies eae ee Minneapolis 
Bed; Murphy, Sass) eee ee Toronto 
BY, Lanughrey 2a eee eee tae ee San Francisco 


Boys. go out on each trip determined to make it put you in as 
Go confidently and corageously. 


Come back victorious. 


LT 


I 


| 


Ii 


WIN!! 


MAA 


a 
C.-M. Carpenter...) en oe eee Boston 
.H, Peeplers 45... cea tee New York 
W'.G,. Chandler 2h. etn ee Atlanta 
ROW Devereux 0s ee New York 


S. D. Stoddard 


RGHy Sherlocks 24-4 1s oo eee Chicago 

BY Hy. Richardson 22005. 0. eee Boston 

HC, ‘Carpenter. 802.0% da oc eee Boston 

JL oD avis Aue tera ee eee San Francisco 
* * * P 

The above is the list of thirty-eight high men 

based on the individual volume of business each 


has secured to and including August 17th. 


These are the boys who are candidates for 
their names to be put on the Bronze Tablet 
which hangs in the reception room at the home 
office. Only three of them can win. 


Who will those three be? 


The year is almost two-thirds gone. The next 
few months will fly by very quickly. The short 
time remaining will decide who the winners are 
to be. 


Will you be one. 


Remember this is based on the total volume 
of business for the year. The amount of dollars 
and cents, regardless of the lines you work. 


This is a Marathon. The men that win this 
honor must be producers every week in the 
year. 
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BIG CROPS, MADE AND IN PROSPECT, 
TO STIMULATE TRADE. 


Wealth Production in Kansas City Territory 
Will Be Great—One Week’s Wheat Re- 
ceipts Worth 214, Million Dollars 
as a Starter. 

With the biggest wheat crop on record in 
Kansas, large yields in Oklahoma, Texas, Ne- 
braska and Western Missouri, a favorable sea- 
son thus far for a heavy outturn of corn un- 
usually large hay crops already put up, rich 
pastures all over the West, a favorable outlook 
for cotton in Oklahoma and Texas, abundant 
yields of most fruits and remunerative prices 
for all commodities, it is evident that the buy- 
ing power of this territory will be greater in 
the next twelve months than for several years 
previously, and the past few years have been 
prosperous at that. 


A big season is ahead for the railroads, the 
merchants, the bankers and all branches of in- 
dustry. It means prosperity for everybody. 


Millions for Wheat. 


Two and a half million dollars worth ot 
wheat—2,500 cars—was marketed in Kansas 
City last week. The figures are impressively 
large. They give some indication of the com- 
mercial activity that has started up with the 
beginning of the big crop movement in the 
West. The Kansas wheat crop alone is worth 
about 75 million dollars. 


* * * 


The above is a plain statement of simple facts 
regarding crops and crop prospects in Kansas, 
Nebraska, Misouri and Oklahoma taken from 
the Kansas City Daily Star of July 28th. The 
total value of the 1912 crops will doubtless 
be the largest ever known, and the volume of 
the crops will approach or equal record figures. 
These facts have a great significance to Bowser 
salesmen, and we hope they all take advantage 
of these splendid conditions. 

There are reports of equal prosperity from 
Iowa, the Dakotas and the great northwest. 
Also great prospects in the southland. 

Salesmen who think the political situation 
will hurt business will hurt their own business 
by thinking so. Politics are not hurting the 
crops, and politics will not interfere with the 
prosperity of this great United States. The 
total value of the 1912 agricultural and live 
stock produce will be many _ billion dollars. 
This money will be distributed to all classes of 
business, and to all parts of the country. It 
will be up to you to get your share. 


This season’s crops are not dependent on 
whether a donkey, an elephant or a bull moose 
browses on the White house lawn next Spring. 

Get your share of the harvest money by a 
consistent effort of genuine salesmanship. 


Office Standing Including August 17, 1912. 


33rd Week. 
TORONTO 


MINNEAPOLIS 
SAN FRANCISCO 


Oem Op yn 
me foe (ce fe a ofr 
CISTot 12s ic 
PAST IZ hk fale 
DEZEQES TO TSEC 
Of> Ime 12 

IX 

Z 

ies] 


PHILADELPHIA 


How 
about it Murray? How about it John- 
son and Savercool and McConnell 2: 

and you other fellows. Are you going 

to let it So across the Border? You will : 

have to get busy or it will. 


IF Canada going to take the Cup? 
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A ULG WU Sails 24. 19 172 


Selden S. Dickinson 


Mr. S. Dickinson is sub-salesman for EH. C. 
Ettinger and has given a very good account of 
himself. He writes good, clean orders of credit- 
able amounts and although he has only been 
with Mr. Ettinger during the past few weeks 
he has made a very good showing. 


x * 


In the last Boomer we mentioned that HE. C. 
Ettinger first came with us in 1903. The facts 
are that he came with us about 1890 and with 
the exception of the two or more years he was 
away, he has been with us about twenty-two 
years. 

* * * 


The salesman who thinks ahead of his work 
is a Sure winner over the one who works ahead 
of his think. 

* * * 


“There are only two things in the world to 
worry over. The things you can control and 
the things you can’t control. Fix the first, for- 
get the second and dig. 

* * * 

It’s a good plan to take your troubles to a 
philosophical friend who is big enough to 
point out the fact that you yourself are to 
blame for having troubles. 


R. H. SHERLOCK AND SON 


Mr. R. H. Sherlock, the ‘‘Pacemaker-to-be’’ 
from Chicago, had his picture snapped recently 
showing Sherlock, Jr., as a Pacemaker in the 
automobile game. R. H. is doing fine business, 
and will surely get there. It looks in the pic- 
ture, however, as though his son will get there 
first. 


* % * 


The trouble with most salesmen is that after 
they leave school they don’t learn their lessons 
in human nature. 


$20.00 WORTH OF ADVERTISING 


Mr. 8S. D. Stoddard, of the San Francisco 
office, has been pursuing some of the tactics 
used by Eva Tanguay for publicity. We note 
an article in several of the metropolitan papers 
that he was recently hauled before the munici- 
pal court in Portland, Ore., for violating the 
speed ordinance of that city, and was fined 
$20.00 and 2 days in jail. 


Mr. Stoddard pursuaded the judge, however, 
to suspend the jail sentence by fully explaining 
how he came to be exceeding the speed limit. 
He told him of the Pacemakers Club, and his 
intense desire to become Director of the San 
Francisco office. 


He thoroughly convinced the judge that it 
was necessary for him to go that pace in order 
to secure the office, and the jail sentence was 
suspended. 


* * * 


Pass out a word of cheer, show an evidence 
of friendship, do a man a kindness, sell him a 
Bowser tank. It will make you feel better and 
it will help the receipient. Remember, particu- 
larly to do it today. 
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A Letter From Mr. T. F. McWaters. 


I have read with pleasure at different times, 
letters from salesmen, published in the 
‘‘Boomer’’ telling their experience and differ- 
ent ways they have secured orders, but I be- 
lieve I have one on many of them and it is so 
unique I cannot refrain from telling you about 
ut, 


To begin with, will say I am a firm believer 
in driving right out in the sticks to get busi- 
ness, as my experience (also my monthly state- 
ment) shows that my most successful business 
is secured from the sticks. Now this week I 
hired a turnout on Tuesday morning and 
drove until Friday at noon and am glad to say 
my week’s business amounted to 51 points, but 
I will promise you I went over some rough 
country and had to hustle, but so long as I 
was geting the business, | didn’t mind it one 
bit. 


Now back to the story I started to tell you 
about. On Wednesday, I had driven 16 miles 
to see a store-keeper, (by the way, he was the 
only one on the drive), and on arrival, I was 
told by his son that his father was up at a 
ehurch about two miles further, attending an 
allday singing, so, after thoroughly interesting 
the son with my models and explaining what a 
good location he had for selling gasolene, etc., 
I asked him if he thought his father would be- 
come offended if I were to go up to the church 
and help them sing a little, and incidentally 
show him what I had, and he seemed tickled 
to death to think I would go to that much trou- 
ble, (mind you now, trouble). 


Well, any way, I drove on to the church and 
found a good old country singing at full blast. 
The grove was lined with buggies, so I joined 
in. And after singing with them, | asked one 
of the good brethren to point out my man and 
he did, so when the leader announced a 20 
minute recess I went up and told him what I 
had and it didn’t take me long to see that I had 
him interested. I explained to him that if he 
would go back to his store with me I believed 
I could show him a good location, ete. My main 
reason for wanting to get him back to the store 
was to get his son to urge him too, because as 
stated before, I had his son interested. Well, 
he agreed to accompany me back to the store 
and I give you my word it wasn’t fifteen min- 
utes until I had him signed up for a 5-bbl. Cut 
41 complete, also two 10-gal. Cut 500-A for cas- 
tor oil and turpentine. I then looked at my 
watch and found it was about time to eat, so 
I had the pleasure of eating with Libby, MeNeil 
& Libby, as I much prefer this to Armour. 


While I am writing, I just want to say a few 
words regarding the different salesmen sticking 
to their territory. Of course, now, I am not 
classing myself as the best, but I believe it 
would be to B. & Co.’s interest to keep the same 
man in one territory all the time, as in this way 
the salesman becomes acquainted with the peo- 
ple, also with the other salesmen covering the 
territory, such as the grocery, hardware and 
meat salesmen who go over their territory every 
other week, and I find it pays to stand in with 
them as they will help you out, by telling you 
when there is a new store going to open, ete. 
In other words, you are so familiar with your 
territory you feel at home at every station 
along the line. 


Yours truly, 


T. F. MeWATERS, 
Atlanta Salesman. 


A FEW BOWSER BOOSTERS 


We never knew so many of our personal ac- 
quaintaneces are Bowser users until we stopped 
to count a few of them over on our fingers. 
Among them are: 


President Taft, Washington, Harris Lloyd, Brantford, 
py, ee Ont. 
John D. Rockefeller, Cleve- W. H. Holliday, Los Ange- 
land. les. 


Mrs. John Jacob Astor, New 
York City. 

King of Saxony. 

J. Pierpont Morgan. 


Thomas A. Edison, West 
Orange, N. J. 

Mrs. Chas. G. Gates, New 
York City. 


John Wanamaker, New York 
City. 

Mrs. John Hay, Cleveland, 
Ohio. 

Andrew Carnegie, New York 
City. : 

George J. Gould, New York 
City. 

Victor Lawson, Chicago. 

Wim. Sloan, M. P., Nanaimo, 
1B 9 


J. Ross Robertson, Toronto. 


A. HE. Chatterson, Toronto. 
John S. Cravens, Pasedena. 


* 


D. F. Garretson, San Diego. 

G. S. Meyers. Redlands. 

J. C. Ainsworth, Portland, 
Ore. 

Chas. M. Cook, Honolulu. 


Ex-Senator Joseph Simon, 
Portland. 

W. 4H. Cowles, Spokane, 
Wash. 

Gilbert Hunt, Walla Walla. 
Geo. T. Brooks, Missoula, 
Mont. 


C. H. Clark, Seattle. 
N. H. Latimer, Seattle. 
Judge Snell, Tacoma. 
S. N. Jackson, Tacoma. 
Senator Foster, Tacoma. 


HH. B. Deming, Bellingham, 
Wa. 

Senator Polson, Hoquian, 
Wa. 
* 


Oh, yes and Billy Burke must be added to 


the list. 


C. F. Comstock of New York just took 


her order for a complete Bowser equipment. 
Just as we were about to close this column 

an order was received from W.S. Parker of 

New York for 9 points to be shipped to John B. 


Stetson, the hat man. 


Perhaps Stetson handed this to Parker as a 
drag on the order for the 300 hats our firm will 


soon have to buy. 


* 


* 


You don’t need merit to make an offhand 
sales, but you must have it for reorders. 
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M. C. BENHAM 
Member of Pacemakers Club 


M. C. Benham, of the Minneapolis office, has 
the distinction of being the second member 
elected to the Pacemakers Club since the Direc- 
tor was elected. 


While Mr. Benham has been a 


many of our sales contests, he 


winner in 
was brought 
most conspicuously into the limelight last year 
by being one of the winners in the Yellowstone 
Park contest which was conducted during 
August and which he followed up by closing 
the year in the ‘‘AAA’”’ Class. 


He is certainly to be congratulated on his 
work this year which has won for him a mem- 
bership in the Pacemakers Club at this date. 
We wish him continued success and_ believe 
other honors for him are near at hand. 


SALES HELPS 


An article by Mr. W. H. Crawford of Chi- 
cago, appeared in the last Boomer which gave 
an account of a prospect who admitted the 
advantages of a ‘‘Bowser’’ but would not buy. 
His only argument was ‘‘I am not ready.”’ 


Mr. Crawford asked to hear from some of 
the boys on how they would bring this prospect 
up to signing the order. 

We received a splendid answer from Mr. G. 


H. Hastings of the St. Louis office, which is re- 
printed below. 


Mr. Hastings has had considerable road ex- 
perience, and did very successful sales work in 
Cincinnati which territory he occupied before 
taking up office work. 


* * * 
Editor of the Boomer: 


IT have read with much interest a letter in the 
last issue of. the Boomer from Mr. Crawford, 
asking for a method to close prospects that 
were not ready. There are many arguments 
that will be effective in a case of this kind and 
two of the best I have ever heard have been 
used in our district for some time. 

Mr. Crawford has his prospect up to the 
point of buying, he is agreed to the great sav- | 
ing in oil and time, in fact is of the opinion 
that he cannot successfully keep house without 
a self-measuring equipment, but he is not ready 
and cannot afford our equipment today at the 
price of $150.00, he cannot expect to be ready 
to buy a year hence at a premium of $104.00, 
which would make the- equipment cost him 
$254.00. There is no getting around the fact 
it is now costing him two cents per gallon mini- 
mum to handle his gasolene with his present 
system and by waiting a year to purchase our 
equipment he must add that loss to our price. 

Another argument used by our men is this: 
‘“Mr. Prospect, what would you do if you had 
a clerk in your store that deliberately took 
$2.00 each week from the cash drawer and put 
it in his pocket?’’ In most cases Mr. Prospect 
would reply that he would discharge such an 
employee even if it was his brother. To dis- 
charge this clerk would be good business, yet 
the same prospect will hesitate to discharge and 
throw out an oil system that he knows has been 
robbing him of $2.00 each week from the be- 
ginning and if he would discharge and throw 
out that old tank and put in an automatic hon- 
est Bowser clerk, his losses would be overcome 
at once and the equipment would pay for itself 
within a short time. 

We believe if Mr. Crawford will try these 
two over on his model that his prospect will, in 
most cases, dance to the tune of order-signing 
without delay. 

Yours very truly, 
GEO. H. HASTINGS, 
St. Louis Office. 
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W. G. ZAHRT 


Mr. W. G. Zahrt has returned from a trip to 


E. F. KOLTZ 


San Francisco. The above is a snap-shot of Mr. 
E. F. Klotz showing him the town. The pic- 
ture was taken on the beach near the Cliff 
House. 

Mr. Zahrt had some great experiences on his 
western trip, which, we believe, he will remem- 
ber for some time to come. Some of his exper- 
lences were quite dangerous. We have in mind 
two that were particularly so. 

While the train stopped at a small western 
town, a miner clambered aboard with all of his 
prospecting baggage. The porter of the train 
told him he could not get on that train, but it 
did not seem to annoy the miner, for as he 
clambered up the steps, he inquired of the por- 
ter who there was on the train who was going 
to stop him. He met no resistance and walked 
into the coach and threw his kit into a nearby 
seat. He soon had the colored porter very busy 
bringing drinks and cigars to him. He monop- 
olized the observation platform and no one 
seemed to care to share the platform with him. 
When lunch time came, he went into the dining 
ear, and Mr. Zahrt thought it would be a good 
opportunity to take advantage of the miner’s 
absence and get out on the observation plat- 
form and see a little of the scenery. Mr. Zahrt 
had not been out there long until the miner re- 
turned, but not wishing to offend the man, Mr. 
Zahrt remained in his seat. The miner again 
began to order liquor and wanted to insist on 
Mr. Zahrt having something with him. At Mr. 
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applies to salesmen in the U. S. Manager Hance of Toronto will 


Pee Special Contest mentioned on page 121 of the last Boomer only 
perhaps later have a contest for the Canadian salesmen only. 


Zahrt’s steadfast refusal, the miner became 
quite angry, and in a few ugly words ordered 
Mr. Zahrt off the platform at the peril of his 
life, with instructions not to return as long as 
he was on the train. Mr. Zahrt did not care 
to parley with the man, so went into the coach 
and remained there. 

The hext thrill Mr. Zahrt received was when 
he was endeavoring to decide whether to take 
the southern route into San Francisco by way 
of Los Angeles, or take the northern route. 
While he was thinking it over at the station, a 
Traveler’s Accident Insurance agent, who made 
his headquarters at the ticket office, endeavored 
to sell him an accident policy. Mr. Zahrt in- 
formed the man that he would not require any 
more accident insurance, as he had all he eared 
for, and ended with the remark that he was 
worth more dead than alive now. The agent 
looked at him a few moments in silence and 
motioned him to the rear of the room. Mr. 
Zahrt thought he had something of particular 
interest back there, so walked back to the end 
of the room where there was a long counter. 
The agent leaned over the counter and in a 
quiet whisper said: ‘‘Do you want to go now?”’ 
and with that pressed an ugly six shooter 
against Mr. Zahrt’s waist line. Although Mr. 
Zahrt’s digestion was impaired by the fright 
for some time, he soon got over it. 

When he fell into Mr. Klotz’s hands, how- 
ever, he had a right good time, and Ed did a 
royal job of showing him the town as the above 
picture indicates. 

Celebrities continue to visit us. This week 
we had the pleasure of a call from T. C. Potts 
and R. S. Johnson of Cleveland. 

* * * 

E. B. Gustorf of Chicago run down for a day 

to see how things were going at the factory. 


G. H. Schnabel surprised us with a visit yes- 
terday. He has been working under the New 
York office for some time but is now back in 
the Fort Wayne district. 

A. W. Dorsch who has been doing special 
work in the St. Louis district has transferred 
his affections to the General Sales department 
for whom he will do special road work. 


iA 
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The New Chemical Motor Truck in use by The Fort Wayne Fire Department 


There is an old saying that, ‘‘A Prophet is 
without honor in his own ecountry,’’ which we 
beheve is often true. It does not apply, how- 
ever, to the Bowser line in Fort Wayne. There 
are so many Bowser outfits in use in Fort 
Wayne that we have really never had time to 
count them, but we are going to do it some day. 
We know that practically every business house 
that handles oil has a Bowser and also the city 
departments. Eight or ten years ago we 
equipped the City Water Works department 
with Bowser outfits. The additional pumping 
stations installed later have all been equipped 
with Bowsers. 


Classes vs. Masses. 


Some time ago the Board of Safety decided 
to buy a motor vehicle for their Police Patrol. 
A Bowser supplies the fuel for it. 


The City Fire department recently bought a 
motor chemical truck. Of course they installed 
a Bowser for it. The above picture shows their 


new chemical apparatus. 


It looks as though that old saying about the 
‘‘Prophet’’ is certainly operating on any other 
‘‘Prophets’’ that may be located here. 


Do-ups vs. Done-ups. 


The World is thus divided. 
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H. T. PURDY, 
Director for Atlanta District. 


Mr. H. T. Purdy, of the Atlanta District, secured the Directorship of his District 
August 14, with 505 points of business to his eredit. Although a young man, Mr. Purdy 
is one of the old guards, as he began his services as salesman for the firm in February, 
1898. 

He deserves special recognition as he has always been a steady producer during all 
the years of his service, and has taken prizes in sales contests in past years. 


Mr. Purdy is to be especially congratulated upon securing the honor of Director for 
Atlanta, and the entire organization extends to him their best wishes for his continued 


success. 
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A LETTER FROM THE GENERAL 
MANAGER 


In this issue of the Boomer will be found a letter from 
Mr. Polhamus, written to the Boomer. This letter is one 
of a series of articles by Mr. Polhamus that will appear 
from time to time and we hope will have the careful at- 
tention of the sales force. Mr. Polhamus in these articles 
will touch upon many angles of the business and is well 
aware that what he will say is not new to many of the 
salesmen. He hopes, however, to clear up some things 
not clear to many of the salesmen and perhaps give them 
in a few eases a different angle to look at some things than 


A. Z. POLHAMUS 
Gen’! Mgr. 


THE SALESMAN’S EQUIPMENT 


When the salesman has been schooled in the 
line, assigned his territory, and is ready to take 
up his work, it is very important he have the 
proper equipment to work with, and in the 
30wser line the model is the most important 
part of the salesman’s equipment. A man might 
as well try to fish without bait, or hunt without 
amunition, as to try to sell Bowser outfits with- 
out a model. This model should be of a pattern 
that he can demonstrate the correct working 
of the equipment; either the Cut 19 or the Pre- 
mier model is to be preferred. As it is the 
demonstration of the model, and not the make 
of the model that assists salesmen mightily to 
sell the equipment, we believe one good work- 
ing model is all that is of material assistance 
to salesmen in his work. Where a salesman 
has one such model of any type, he will make 
as many dollars with good bulletins to assist 
him on the various equipments as though he 
has a perfect model of every outfit manufactur- 
ed by the firm. Yes, we believe more dollars. 
He, however, should always have that one per- 
feet working model. It makes no difference 
how many times merchants and others have 
seen the model it is always of interest to them 
to see how perfect in operation it is, which 
means business for the salesman. If at any 


they may have had put to them before. 


time the salesman’s model fails to work per- 
feetly he should at once have same repaired or 
wire for another. Never lose any time with a 
bad working model. Besides the model of the 
outfit, the salesman should have a model of the 
siphon and a glass so that he can demonstrate 
same when advisable, and demonstrating the 
siphon will some times bring the order that is 
hard to secure, for the demonstration may stim- 
ulate interest. 


The salesman should also have a proper, up- 
to-date set of bulletins, order books, ete., and 
should be perfectly familar with them. His 
perfect working model of the equipments and 
siphon may be in any old sample ease, and his 
bulletins somewhat worse for wear, it matters 
little, so long as he knows well the bulletins 
and his model works well. However, it looks 
better and will make salesmen as many dollars 
to have a clean set of bulletins and a fairly de- 
cent looking sample case, so we advise that 
salesmen have both, but it is dollars the sales- 
man.is out for, and it is the important things 
that count on that line, so know your line and 
have the proper working model to help get the 
business. 

A. Z. POLHAMUS, 
Gen’l Manager 
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Standing of Salesmen at the End of the 
Second Week in the Special 
U.S. Seven Weeks’ 

Sales Contest 


ALL LINES 
First: (CC. M. Carpenter, New York 
Second: L. J. Lawrence, Dallas 


GARAGE LINE 
First: H.J. Bradshaw, Fort Wayne 
Second: G. W. Scott, New York 


GARAGE AND GENERAL STORE 
First: H. E. Day, New York 
Second: M. C. Bramham, Minneapolis 


AGO RNGICINE 3 
First: R.S. Johnson, Fort Wayne 
Second: E. M. Caskey, Chicago 


HAA 


We will publish the 
List of Salesmen who 
have qualified for a 
new hat, providing the 
Company makes the 


$500,000, in a later issue 
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DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS EMPLOYEES 


AU GUESS aie. OL Os ks2 


A Letter From Director Ettinger of Min- 
neapolis. 


Aug. 28, 1912. 
Mr. C. H. Davies, 
Editor of the Boomer. 
Dear Sir :— 

I wish to thank you for the interest you have 
shown in the Minneapolis contest for the Diree- 
torship. No doubt you have shown equal in- 
terest in all. The honor is not without its limi- 
tations, as others were close on my heels. I 
eannot but think that it is but half won now if 
the most usefulness is worked out of it, I 
am anxious to further the cohesion and fellow- 
ship of the Sales force. I know of the tender 
interest the old salesmen have for each other. 
Why not all enjoy this fellowship? Let it be an 
honor that you once were or are a Member of 
the Sales Force of S. F. Bowser & Company— 
Royal Princes and men of the highest type. 

I know it is hard to conceive of more co- 
hesion of Firm and men, but you may bet that 
S. F. Bowser & Company will have the house 
warm, the turkey roasted to a nice brown and 
a generous server when there is anything do- 
ing that means ‘‘PROGRESS.”’’ 

Yours truly, 


(Signed) K. C. ETTINGER. 


P. S—Some time I will be glad to give you 
some reminiscence, also would be a good idea 
if commencing with the old men, each man 
would give a sketch of his career so far as con- 
cerns the Firm and be a source of record. 

We will be delighted to receive Mr. Etting- 
er’s story of his early experiences of road life 
while traveling for the Bowser goods. We will 
greatly appreciate it if the other boys accept 
the suggestion and send theirs in also. Don’t 
be backward, boys, send ’em in. 


W. G. CHANDLER 


First Member of Pacemakers Club 
From Atlanta District 


W. G. Chandler of the Atlanta office has the 
honor.of being the first member elected to the 
Pacemakers club in his district since the elec- 
tion of Director Purdy. 


Mr. Chandler made a strong race for the 
Directorship and lost it only by about 7 days. 
He was unfortunate in securing one or two sub- 
salesmen who each increased his quota 4 points 
per week, which they did not offset by securing 
that much business for him. Mr. Chandler is 
to be especially congratulated however, in ‘‘ar- 
riving’’ at this early date, regardless of this 
draw back and we sympathize with him for in- 
advertently hitching on a caboose instead of an 
engine to his ‘‘limited train’’ for the club. 

SAS EE 
Rouses Point, N. Y., 8-26-12. 
Editor :— 

Yes, I need the trip to Fort Wayne and the 
$50.00 also, but Gee! it is tough sledding up 
here this season. I am coming though. 

WM. BIGGART. 
* * * 

As long as you have more at stake than the 
price of the best tank, you can’t afford to use 
a ‘‘second-rater.’’ 

Yes Mauruss, der best is always verth der 
price und anoder ting it pays in der long run, 
aint it? So you make it der Bowser for satis- 
faction. Verstehen. 

If suecess consisted of wanting instead of 
getting, failure would be impossible. 

* * * 

You can’t think of hunting, fishing, automo- 
biling and a pleasant christmas and sell Bowser 
Tanks at the same time—The successful hunter 
doesn’t use a ‘‘Bell-Muzzle’’? gun—He wants a 
‘‘Choke-Bore’’. 

You must follow the same principle—CON- 
CENTRATE. Specialists are the people who 
succeed today—Be a Specialist. 


* * * 


A quick way to get business is to go after it. 


Cleveland, O., 8-24-12. 
Editor :— 


You can depend upon my membership in the 
Pacemakers club as there is about four good 
months left and the sprint for the finish. 

EK. A. ENGLEBERT. 


CHIEF RUSSELL 
Kalamazoo Fire Department. 


In order to keep his stock of motor vehicles 
happy and contented, Chief Russell, of Kala- 
mazoo, has installed Bowser equipment. 

Our friend Guy Wolford has been giving the 
fire chiefs in his territory special attention, and 
has several orders of this class to his credit. 


WHOOP-EE!! 


We have heard from Mer. Hance of Toronto 
and he states that notwithstanding Mr. Saver- 
cool’s expectations as to the success of his pres- 
ent “‘Top Notcher,’’ Mr. Crandall, Toronto is 
confident at this time of having at least two 
salesmen who will lead all others in the entire 
organization before the close of the year, and 
the two salesmen to whom we refer have 
strictly general line territories. 

Um! Um! We wonder what Savereool and 
Crandall will say to that! 


*& a4 % 


Atlanta, Ga., 8-24-12. 
Editor :— 

Enclosed find 15 coupons covering my last 
order. This will make things look a little bet- 
ter on the board for me. 

H. U. EARLE. 
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Mr. Daniel has recently taken up the line, 
working as an assistant salesman to W. G. 
Chandler. 


Previous to taking up our line Mr. Daniel 
was selling the noiseless typewriter in New 
York City. His work with us and his dem- 
onstrations are of a noiseless variety but are 
very effective. 


In order that you may become better ac- 
quainted, we are enclosing herewith a picture 
of Mr. Daniel with his dog which was taken 
after he went to work in his North Carolina 


W. N. DANIEL 


territory; and want to eall your attention to 
the faet that his dog is the kind that you don’t 
kick around. 


Mr. Daniel has already become a devoted 
reader of the Boomer, and has shown his ap- 
preciation by contributing the following article 
which is indeed very creditable. 


138 | THE BOWSER BOOMER 


Business Getting—The Old and New Method. 


‘‘But there’s no business for us in Fort 
Wayne now,’’ Hill was saying. ‘‘It’s sheer 
waste of time for me to make that town. The 
Royal people have simply beaten us, that’s all. 
They’ve had a man there for a month now, and 


I’m not fond of picking up crumbs—’’ 

Then the sales manager broke in. 

‘*Hill’’ he said, ‘‘let me tell you a story—a 
true story. Saturday afternoon I sat on the 
front porch out home in Greenwood. It was 
pretty warm last Saturday, you remember, and 
most of the folks were taking it easy in the 
shade. 


‘“‘Bye and bye I heard the ecling-clang of a 
bell down the street, and a knife grinder, with 
his machine upon his back, came trudging 
around the corner. He was bent forward, his 
eyes were on the ground, and his bell swung 
with a monotonous, never-varying cling-clang, 
cling-clang, from the frame of his grinder. He 
was working that street for business and the 
bell was his solicitor. 


‘‘Doubtless he said to himself: ‘These people 
know my bell. If they have scissors and knives 
to grind they will bring them at its eall.’ But 
no one brought scissors and knives—no one 
stirred from hammock or chair. And I watch- 
ed him trudge his way far down the street until 
the maples hid his shuffling form and the sultry 
August air had muffled the cling-clang of his 
futile bell. 

‘Strange, I was thinking to myself, how 
those relics of other days still ply their ancient 
trade. Same old grinder, same old bell, same 
old route through the same old streets. Once 
in a while some pitying soul gives him a knife 
and tosses him a dime. Disguised charity. 

‘Just then another man rounded the corner, 
following in the other’s trail. He was pushing 
a little machine on two wheels, but he carried 
no clanging bell. At my gate he stopped, and 
hat in hand, came up my walk. 


‘*“T beg your pardon’, he said, ‘but will you 
kindly loan me your knife for a moment?’ 

‘“‘T took a knife that I invariably carry, from 
my pocket, and held it out to him. He thanked 
me courteously and went back to his machine. 
I watched him with growing interest. Setting 
the little stone whirring with his foot, he held 
the blade to its singing rim. 


‘“Repeatedly he sensed the edge, then held it 
again at a slightly shifted angle. He handled 
that knife as an expert jeweler would a deli- 
cate time-piece, and I saw that he made a 
science even of this common trade of the curb 
and kitchen door. At length, satisfied with his 
work, he came again to where I sat. 


‘“*You are a good judge of cutlery’ he said, 

half smilingly. ‘That is an excellent piece of 
steel. But try it now. Possibly you have a 
peneil in your pocket.’ 
“‘T must confess I had no other thought than to 
to follow his suggestion. I took a pencil out 
and tested the knife. Never have I seen a blade 
eut with such ease, such keen precision. Mean- 
while my caller stood waiting my verdict. I fear 
it was more generous than he had expected. For 
I took a bill from my purse and handed it to him. 
‘(What your fee may be, I said, ‘‘I do not care, 
The balance is for the lesson I have learned to- 
day from a man who is a master of his work’’. 

‘“Whether he caught my meaning I do not 
know, but he thanked me profusely and with 
a pleasant ‘Good afternoon’ he picked up the 
handles of his httle machine and started on. At 
the house next door three men were lounging 
on the lawn. I saw him once more borrow a 
knife and on the merits of his demonstration 
half a dozen knives and pairs of scissors were 
brought him from the house. And all the re- 
mainder of that afternon he was busy with the 
patronage of the homes within that single 
block. 

‘““Thil, I guess I could stop right there and 
you’d know why I have told you this story. But 
I’m going to say just this: ‘‘I don’t care and 
you don’t care whether one of our competitors 
or sixteen of them have beaten us into Fort 
Wayne. We'll take it for granted that every 
one of them has been clanging his bell up and 
down the streets and waiting for business to 
come to him. 

“You leave for Fort Wayne tonight. Forget 
that the Royal people are there or ever have 
been there. Just remember this, that with a 
real salesman, it doesn’t make any difference 
whether he’s first on the ground or last. For 
the real salesman doesn’t expect to find busi- 
ness waiting for him—he creates it. 

““That’s all, Hill. Goodbye and good luck 


1?? 


““T Am Not Ready’’ Arguments. 


More answers to W. H. Crawford’s question 
on how to handle the Prospect that acknowl- 
edges all of the advantages of a ‘‘Bowser,’’ but 
says, ‘‘I am ‘not ready to buy now.’’ 

Your money, Mr. Jones, is your capital. You 
admit a Bowser tank is a judicious investment. 
The only way you can make your eapital earn 
a profit is to use it. 

You cannot invest your money in any other 
commodity you handle and make more profit 
than you do on this proposition. You are suf- 
fering losses every day that a Bowser system 
will stop. If you dropped some money on the 
street you would not say, ‘‘I am not ready’’ to 
pick it up. There is no difference between let- 
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ting your money lie there and neglecting to 
sign this appheation. Every day you.are with- 
out a Bowser you are losing money. 

Mr. Jones, if there was a leak in your cash 
drawer, would you wait until the middle of 
next year before stopping it? We do not think 
so. Still with your present method of oil 
handling you are losing coins just the same as 
though there was a hole in your cash drawer 
Install a Bowser and turn those coins into your 
pocket where they rightfully belong. 


After you have roused your prospect’s inter- 


est and are going along with your selling talk 
you will find that certain parts of 1t may not 
appeal to him. Skip these parts and hammer 
on the points that do appeal to him. Some sales- 
men have to repeat their entire demonstration 
mechanically or not at all. You should know 
your proposition so thoroughly that you can 
pick out the facts that will strike your particu- 
lar prospect hardest and pound them with 
sledge hammer blows. The majority of sales 
are practically all based on one fact or argu- 
ment. Find the particular argument that ap- 
peals to your particular prospect and you have 
the key to the sale. 


Cut 210—Bowser Automatic Drain Valve 


The above illustrations show a large view of a Bowser Automatic Hose Draining Valve, Cut 
210, and a practical installation as used with a Bowser Standard Long Distance Self-Measuring 
Pump, Cut 41, located in a garage. The Automatic Hose Draining Valve may be used in con- 
nection with any Bowser pump that permits the use of special gasolene hose for filling the res- 
ervoir of the automobiles or containers. 


The selling points of it are: That it drains the hose after gasolene has been drawn and thus 
avoids the loss of gasolene that would otherwise be spilled after filling the reservoir ; it pro- 
longs the life of the hose, because of this draining; it increases the convenience In the use of 
the hose; it provides for more than one outlet or discharge point for the gasolene. 


Boys, every Bowser user that is now using a hose connection on his pump will consider 
you have favored him by taking his order for a Cut 210. 


When you strike a town where there are several Bowsers installed you can make this at- 
tachment pay your expenses for the day. Put a little push behind it and you will find it a 
quick and easy seller and a nice little profit-maker. 
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SIGNS OF THE TIMES. last spring. He has a complete Cut 41, and the 


Holbrock Tells Us the Latest in Iowa Signs. ‘!8" he has up Is as follows: 
‘““BOWSERIZED GASOLENE”’ 


Des Moines, Ta., Aug. 25, 1912. “The Only Gasolene for Tourists.”’ 
Editor :—I intend to be a Pacemaker, all Some sign, isn’t it? Don’t forget to reserve 
right, and ought to be right now, but things my geat at the banquet. 
haven’t been breaking just right some way A. W. HOLBROCK. 
lately. But never mind, just tack up the cou- Pay ee Oa 
pons enclosed. After the impression of the price is gone, the 


I just saw an odd sign on a garage I sold impression of the goods remains. 


Bowser Equipment in Los Angeles Fire Department 


Most people know that in addition to the coming Panama Exposition, the Pacific Coast also 
boasts. of thousands of Bowser outfits. Without attempting any description of them we might 
remark that a large number of them are used by the Fire Departments of the various cities. 

The picture above shows the Bowser in use at the Los Angeles Fire Department. 

Boys we hope you are all looking after the Fire Laddies to see that their needs for oil and 
gas storage are properly taken care of with Bowser equipment. 

Extremely gratifying are the letters received from fire chiefs praising the work we are do- 
ing to lift the use of gasolene into a less hazardous class by safe storage. 

The salesman who is anxious to improve each shining hour will never fail to visit the fire 
chief in every town he makes. They are jolly, good fellows and pleasant to meet. 
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W. C. SMITH, Director 
San Francisco District. 


Mr. W. C. Smith, of San Francisco, has come in with a sensational whirl of business ~ 
and has secured the Directorship of his district. He secured the honor August 31, with 
500 points of business to his eredit. 

Mr. Smith is one of our old reliables. He came with us in March, 1899, and during 
his thirteen years of service he always has been a good business getter. 

In 1909 his name was engraved on the loving cup which was given that year and in 
1910 he finished in the ‘‘AA”’ Class. Such records plainly indicate he is a salesman of 
ability. ; 

Mr. Smith is to be congratulated upon securing one of the high honors this year and 
we all wish him continued success. Mr. Smith, you are in; continue on. 
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Standing in the Special U. S. 
7 Weeks Contest 


Only a Few Days More Boys to get 
into the Winning Class 


We are listing below the names of the sales- 
men who are eligible for hats, providing the 
company secures $500,000 worth of business. 
These names are listed in the sequence in which 
they become eligible. 


R. S: Johnson—Factory............. Fort Wayne 
H; eMis Caskey-—Wactotye ck wecieec sae: Chicago 
Sie LY, = ARE Io }e SADE KEWOIEs no on on onan nooo Ft New York 
M. C. Bramham—Garage and General Store.. 

TEES ide aOR ML RAMEE LT RM iak Rey at Minneapolis 
ELS Babbitt—— EH aAcvorye ens te cere New York 
Jeca Smith —A Ll PMInesin cose se eieeiiece ae St. Louis 
M. C. Benham—All Lines........... Minneapolis 
Oe VEC arnpenter=— Al ines eerie Boston 
Re Matthews——A.ll lines sae eee eee Atlanta 
Max Heintze—All Lines............ Fort Wayne 


The lst of salesmen who are in line for the 
special prizes, which will be awarded regard- 
less of whether the company secures $500,000 
worth of business, are as follows (there will be 
a first and second prize awarded in each elassi- 
fication, but we show below the four highest in 
each line at this writing) : 


GARAGE LINE EXCLUSIVELY: 


i? SHA Bradshaweomn ake Fort Wayne 
2 GSW. US COU.) Acuna eee eee New York 
3. K. F. Hessenmueller............ Fort Wayne 
Ae ET. APG OnaTrd cm tance mee Fort Wayne 


GARAGE AND GENERAL STORE LINE 
COMBINED: 


1 Me CreBramh amperes eee Minneapolis 
25= SWS: CO Ulith Mees: ache een ree ice Boston 
32 DEAWard: Sansa te ee eee ete ee Minneapolis 
A de Ge MOORE? antec e rsa Fort Wayne 


FACTORY LINE EXCLUSIVELY: 


Le ReSes JONSON. sere roe Fort Wayne 
2.0 Ete Babbittas core ee New York 
3 EM Caskeyeae een ee Chicago 
4 Jape eA TING CrONS apes emer: Fort Wayne 
ALL LINES: 
Ii. Go MS SCarpentetacne ee nee een Boston 
2. MeaC. sBen hain en aceeneree Minneapolis 
3. SOR? aU Matthews see erate tee neers Atlanta 
4 Max SHeintzees ee aia eee ee Fort Wayne 


These eight prizes will be awarded regard- 
less of whether the company secures $500,000. 
Boys, here is a good chance to get a splendid 
$40 Toilet Set or Shaving Outfit at the expense 
of the firm. 


G. H. REUBEN, 
Member of Pacemakers Club, Atlanta District. 


Mr. George H. Reuben of the Atlanta dis- 
trict secured membership in the Pacemakers 
Club August 16th with 507 points to his credit. 
Mr. Reuben travels in Georgia and has been 
doing some splendid work. He is well known 
and very popular with the Dixie boys and was 
a prize winner last year. He was made spokes- 
man for the Dixie salesmen at our last conven- 
tion and acknowledged and reciprocated all 
attentions paid to the Dixie boys in true south- 
ern style. We are looking forward with much 
pleasure to Mr. Reuben’s presence at the Pace- 
makers Convention and no doubt he will come 
prepared with some real southern surprises. 
He is to be congratulated on his early arrival 
in the Pacemakers Club and well deserves the 
honor. 


Our friend, M. C. Bramham, of the Minne- 
apolis District, is preparing for a very sensa- 
tional finish, and proposes to enter the Pace- 
makers Club with a scoop of business that will 
create a sensation. Just watch him get there 
within the next few weeks, 
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To all Canadian Salesmen 


5 OKOKOKOKOAROTKOKOTKOKO 


SPECIAL CANADIAN CONTEST 


To Further Enhance the Possibilities of 
Canada Securing the Loving Cup 


OROROROKOKOKOKOKOKOKOKOKOKOKOKOKOKOIKOKOKO 


The Toronto Office will conduct a contest in their district very similar 
to the special contest now on in the United States. 


The contest begins September 15, 1912 and closes November 1, 1912. 
The quota for the Canadian district during this period will be $60,000. 
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If the quota is made all salesmen who contributed $2,000.00 or more 
in business towards it will be presented with a five dollar hat as evidence 
of the managements appreciation for extra efforts. 

In addition and independent of the above conditions, the salesman 
securing the largest volume of business during this peroid, will be presented 
with a complete Toilet Set valued at $40.00 


The salesman securing the second largest volume of business during this 
period will be presented with a Gillette Shaving Outfit valued at $20.00. 


OKOKOKOKOKOLOLOKONK 


NOTE: The Canadian contest is not divided into classifications as pratcially all business in Canada 
is Store orders. 
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Everybody’s Going There! 
Going Where? 
To The Pacemaker’s Convention. 


Mr. K. J. Harrison, of the Dallas District, 
who has been laid up for nearly two months, 
undergoing a serious operation, has recovered 
and is again back in his field. His first work 
since his illness, upon his return to his terri- 
tory, shows very conclusively that he has not 
lost any of his old-time punch, as one of his or- 
ders amounts to ten points; the other amounts 
to eight. Both of these were private garage or- 
ders for first-class equipment. It is a very 
good indication of the garage business that can 
be secured in Texas and we believe it is of 
great significance to the other boys in that di- 
vision. It should give them ambition to go 
after this class of trade with determination. 
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E. J. Murphy does not intend to be the last 
in the Minneapolis District to secure member- 
ship in the Club, and the plans he has in mind 
will put him in very nicely. Mr. Murphy real- 
izes that it is going to take some hustling work, 
but he is amply equal to the occasion. 
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Grand Rapids, Mich., Sept. 8, 1912. 
Boomer: 


I have certainly been giving ‘‘Old Hank,’’ 
the auto, about 40 to 60 miles a day through 
the small burgs up here. If I can close up what 
is in sight by the time the limit is set on that 
‘‘Hat Prize,’’ I think Mr. Bowser will have to 
buy out a hat factory. You know I am always 
in the finish, so I warn you to have them fish 
hard, as I am in the stream with awfully good 
bait and tackle. 


““COOKE”’ INGELL. 


Dallas, Texas, Sept. 3, 1912. 


Boomer: 


While the position of our office at this time 
hardly justifies us in indulging in any very 
chesty predictions, we fully expect to be in at 
the finish and will do our share to bring the 
Cup down to the ‘‘Watch Us Grow’’ Office, for 
an extended sojourn next year. 


Yours truly, 
J. D. RODMAN, Dist. Mer. 


oe OK OK 
EH. J. Lovass, of the Minneapolis District, has 
been making some splendid gains and proposes 
to be the next man to secure the membership 
of the Pacemakers Club. We believe he has 
some tricks up his sleeve which will put him 
there. 
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We have frequently mentioned the merits of 
our Cut 241 outfit, in the columns of the Boomer 
and often referred to the possibilities for good 
business if the salesmen are resourseful and 
recognize the opportunity for creating a mar- 
ket for this equipment. 


Mr. Caruthers, of the Dallas Office, is entitled 
to favorable mention in this connection, especi- 
ally in view of the fact that he is a new man 
and has not had the advantage of reading the 
previous Boomers. We just noted an order 
from Mr. Caruthers for a ten barrel, type C 
tank, to which two Cut 242 pumps equipped 
complete, are to be attached. One of these 
pumps-will be placed in front of the main en- 
trance in a corner of the building and the other 
will be placed on the side street around the 
corner. The purchaser has been in the grain 
and feed business and was induced to make 
the purchase, after Mr.’ Caruthers had ex- 
plained to him that his decreasing trade in 
horse feed should be off-set by the increased 
consumption of gasolene by the automobile. 


Our salesman induced them to keep step with 
this march of progress by installing the equip- 
ment, to enable them to sell the kind of feed 
that automobiles use, as many of the pur- 
chaser’s customers have replaced their horses 
with horseless buggies which only consume gas- 
olene. 


We believe this splendidly illustrates the 
wonderful possibilities of our line when intell- 
gently exploited and should serve as a tip to 
some of our other boys, who should be on the 
lookout for business, even in the grain and feed 
stores. | 
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OFFICE STANDING, SEPT. 7, 1912. 
Thirty-Sixth Week. 
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The above is a late photograph of Mr. W. G. 
Chandler, whose announcement as a Pacemaker 
appeared in our last issue. Mr. 
works in the Atlanta district and has been very 
active in his territory, which is evidenced by 
his early arrival as a Pacemaker. 


Chandler - 
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5 VOLUME OF BUSINESS. © 
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2 Standing of Forty High Men, Sept. 9, 1912. © 
—— © 

CRe\VemVee Gran allamee nn ne eee San Francisco © 
Oran Wael erickel tera anet seit ee Toronto © 
Or dis: Tele: Avennsindeires 6 ob oA G oman co oe Fort Wayne © 
Opel Ee ED OC ES ave cya ke’. ohne eee tee Toronto © 
OA a ie NL OIaACED Remote vce tee oe: Toronto © 
Oe Heeling Caskeyee tena shes opete ant aterm Chicago © 
@Omlewis7 Smith? se ee eee he, nem Boston © 
ugha Caah ttine ornate tus een | Minneapolis © 
OF VEpCe Ben harniyen as. eee Nee Minneapolis © 
OSCE ADEs Pur d yee otros ee Coen eee a Atlanta © 
Ou Gicd V Steelens ten cee eee ee St. Louis © 
Oe AweA ndeTSOnm cho eer en ee ee Toronto © 
Ome Ses, KIOtpers cnt ees San Francisco © 
@RIWae: CopSmithias, (eet oa eee San Francisco © 
Ope hea Se JOhnSOne eae atere cen: Fort Wayne © 
Oh A. Bs Darlineraharacss no am cee eee Minneapolis © 
Oi Ely sAMILCOnar diye weet ae ee Chicago © 
OPW Nes Demin oo. ora ote ate anes Toronto © 
On Gs EeReubense ase CRSP CADIS Atlanta © 
@ps Eg JJ CAVONS | rcekins Sat or te ee Toronto © 
Ome Re. let DUMCAN ts cae seo ee oe Minneapolis © 
Omar Comptock syne aes cere tere New York © 
Onis Jee Bradsitawiys aes nee Fort Wayne © 
Ome Met Carpenter sar aero ee Boston © 
Ope xe Te. SIT t ye stern ta: a een ey ee ene St. Louis © 
Ol} BEE eas Nae ee einige A ee ee Minneapolis © 
Oia Yeu ECODETESONE 5 rec een ee Toronto © 
Ome Wie Wir NIOTRISS: lla trie preiote cee cee Dallas © 
@ruSreAre Collins emer hucwa te ener New York © 
©) © 10 DRA RENE, Soe bc dodo Maes mbe San Francisco © 
OG NecHia Peeples. acacia New York © 
On Sst) Stoddard errr San Francisco © 
OD Dae Si OY anise cipro ony min panna Toronto © 
On Hie Carpenter, dre ekigos traci eer Boston © 
OP ribe lie Bab bitthy et eae teed ere ites New York © 
Om ReeHin Sherlock eeeame mcrae crs Chicago © 
Gye set CLAY LOM Rte eRe tone ta ett ote rts Toronto © 
OG Wire Ge Chandlery err mre oe sae Atlanta © 
OPE BiW 2 DEVeEreUK eras ceneesact iets New York © 
Oy 1h ISI, PRS WlEOlis 3 mau dows paso pm aUes Boston © 
© © 
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SURE WE DO. 
Mr. Davies: 

I would like to inquire whether you intend 
to publish the pictures of all salesmen who se- 
eure their 500 points? If you do, you’re going 
to have a busy little printing office just taking 
care of the Minneapolis salesmen. We have al- 
ready three men in the Club and today Mr. 
Darling is mailing in the last of his book and 
a few coupons out of a second book for good 
measure. We will give you a couple more 
members in the next two weeks and have more 
to follow. 

Are the other offices going to permit us to 
have the largest membership in the Club? We 
have set out to do this, but consider it only fair 
to the other offices that we declare our position 
in the matter so that they may have an oppor- 
tunity to beat us in the membership, if they 
can. Yours very truly, 

L. P. MURRAY, Mgr, Minn. Dist. 
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Be Out For The Fall Trade 


Your Prospects are Excellent 


ACATIONS are ended and the serious business of making a strong 
finish for the year ison. Reports from all sources indicate splendid 
conditions throughout the country. Industries in the large cities 

are putting on additions. Business buildings are going up everywhere 
and commercial activities are evident at every turn. 


Business will not be dull in the small town field, according to the latest government report. 
Did you ever see such a prosperity report as the following, issued by the United States 
Government, just a week old? 


BUMPER CROPS SHOWN BY UNITED STATES REPORT. 


ACREAGE. YIELD PER ACRE TOTAL YIELD 

1912 1911 1912 9111 5-yr. Av. 1912 Est. 1911 Final. 
IWanCer Vinee Umerrenensieterat: 25,744,000 29,162,000 15.1 14.8 15.5 390,000,000 431,000,000 
syobevee WWE Goan Scone 19,201,000 20,381,000 15.1 9.4 13.4 290,000,000 190,000,000 
ANE NANEENS 3 sono nonoq00 se 44,945,000 45,543,000 15.1 12.5 14.6 680,000,000 621,000,000 
(OOH, Seoaghreeadoco coo 108,110,000 105,825,000 26.0 23.9 27.1 2,811,000,000 2,531,000,000 
Oats cers yonveus sscutev tte: 37,844,000 37,763,000 31.9 24.4 28.4 1,207,000,000 922,000,000 
Barleyserennice rts ctusccte thee 7,574,000 7,627,000 26.1 21.0 24.8 202,000,000 160,000,000 
TRY C Sieger od tain ated ote Steet onetcrs 2,436,000 2,127,000 16.9 15.6 16.3 35,000,000 33,000,000 
LIED & Oyo atin tulle nce oir OsHGe 2,092,000 2,757,000 9.4 7.0 8.7 28,000,000 19,000,000 


Politics can’t make money short with the farmers and the small town communities that do 
business with him. 

No matter who is elected, the crops will be just as big and just as profitable. 

Therefore, the dwellers in the small town field are going to buy more goods and better 
goods than were ever bought by them before in the history of. the world. 

You will be just in time to begin to take advantage of this prosperity. 

If you haven’t thought of it in just this way, think of it a little bit, and you will see we are 
right and that your big opportunity for business is in the small town field. 

And if you don’t know all about it or want to know more about it we will be very glad to 
send you the information if you will write to the Editor. 


Let us make every day in the balance of this year count for some- 
thing accomplished. 

Let us determine to make this last quarter that we are entering, the 
biggest of the year and the biggest in our history. 

Let us show what is in us and make our efforts for the biggest year’s 
business an assured success. 
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Many of the boys are not familiar with the rules and conditions governing the 
Pacemakers Club and in order that any misunderstanding may be clarified, we are re- 
publishing an outline of the plan, as many of our new men failed to receive a copy of the 
previous issue. 


We would suggest that those who are not familiar with the conditions of the Pace- 
makers Club read this outline over very carefully and if there are any parts of it that are 
not clear, we would be glad to have you drop us a line for further explanation. This 
_ plan has been made fair and equitable and we feel sure that all appreciate the many ad- 
= vantages of its provisions. 


sil A 


OUTLINE OF PLAN FOR BOWSER PACEMAKERS CLUB. 


TO ALL SALESMEN :— 


We have, for a number of years offered prizes and other awards for efficiency. All of these 
plans have been more or less deficient, in some point or another, inasmuch as provision was not 
made for territorial changes which might occur. 

The matter has been given a great deal of thought and attention, resulting in the organiza- 
tion of a permanent Club, on the following basis: The Club is to be YOUR organization, and 
the officers, directors and members are to be salesmen, and each one’s election will depend upon 
his own efforts. Every salesman Who Will, may become a member and share in the honor and 
emoluments. 


NAME. 


(No name for the Club has yet been assigned and salesmen are asked elsewhere in this is- 
sue for suggestions as to the name.) 


ELIGIBILITY. 


All salesmen in the employ of the Company with regularly defined lines and _ territories 
will be eligible to membership and become members of the Club when they have secured Five 
Hundred (500) points of business during this year, except as hereinafter provided. 

The amount of business required for a point in each line is shown in the following schedule: 


SCHEDULE. 
POL ew LITO’ 55.05). wake aes $ 20.00 worth of business represents one point. 
Garacen lane sion ..5 26). 3 $ 33.00 worth of business represents one point. 
Hactorye Wine: o..ce aes $ 40.00 worth of business (except tanks sold on boiler-shop basis 


and purchased machinery forming past of sale) to rep- 
resent one point. 

$100.00 worth of business of tanks sold on boiler-shop basis or 
purchased machinery forming part of the order to rep- 
resent one point. 

atroagelines s.r... $ 75.00 worth of business (excepting tanks sold on boiler-shop 

basis and purchased machinery forming part of sale) to 
represent one point. 

$150.00 worth of business of tanks sold on boiler-shop basis and 
purchased machinery forming part of sale to represent 
one point. 

The Company reserves the right, on account of the 
varying conditions of the Railroad business, to adjust 
the value of.a point of Railroad business each year. 

Membership in the Club to continue during each current year and until the end of the 
regular annual meeting of the Club members, when the Club for that year automatically ends 
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and the Club for the current year begins. Eligibility to membership and the operation of the 
Club to continue each successive year on the same plan. 

When a salesman has an assistant or junior salesman under his direction, in order to be 
eligible to membership, the senior salesman wili be required to secure additional business at 
the rate of Two Hundred and Four (204) points per year of fifty-one weeks for each assistant 
or junior salesman; the additional Two Hundred and Four points to be figured pro rata upon 
the actual number of weeks that the assistant or junior salesman is employed. 

Assistant or Junior Salesmen are not eligible to membership. 


OFFICERS. 


The officers of the Club shall be President, Vice-President, Secretary and Treasurer, and 
a Director from each Sales District. The offices shall be filled as follows: 

The salesman who first secures membership automatically becomes President. The sec- 
ond ,Vice-President. The third, Secretary, and the fourth, Treasurer. 

The director from each District will be the first member from that District (next after 
the officers above mentioned), who secures the requisite number of points for membership. 

All officers will hold office from their election until the end of the regular annual meeting 
of Club members. Officers for each succeeding year will be filled in the same manner. 

Salesmen selling the Railroad Lines and salesmen outside of the United States and Canada 
shall not be eligible as officers. 


DUTIES OF OFFICERS. 

These positions are honorary, their only duties being the management of any special plans 
arranged for the annual meeting, such plans to be approved by the Company Management. 
DURATION OF THE CLUB. 


. The Club will cover a period of five years, its further hfe being determined by the Company. 


REWARDS. 


All members in the United States and Canada will be entitled to a trip to the Factory with 
all traveling and hotel expenses paid, and a eash prize of $50.00 for the first year. 

To those members who attain membership for successive years the cash prizes will be in- 
creased as follows: 


Two consecutive years (4. cash sprize 10) wen ae ek ie: ee $ 75.00 
Three, consecutive years. .Casiepimzer Ole saan ene et ee eee ee 100.00 
Pour consecttive years,a CAaSaEpVIZeLOl on. eee er eee ee ee 125-00 
Five consecutive years, 2 (cash  prizejol. 5.6 ee ee eee 250.00 


Members outside of the United States and Canada, will participate in all prizes, excepting 
the trip to the Factory. 


SPECIAL. 


Any member of the Club, who may be transferred to special work of any kind, shall not lose 
his standing in the Club while on such work, but shall retain the same standing as that held by 
him prior to going on special work until the first of the year following resumption of regular 
work. For example: A salesman who may have been a member for two consecutive years, may 
be transferred to special work and who later resumes regular sales work, shall not lose his 
standing and shall be entitled to attend the annual meetings of the Club while on special work, 
but shall not participate in cash rewards. If he resumes regular work during the year, he 
shall retain his former standing during the balance of that year. If, during the year of his re- 
sumption of regular sales work, he makes the requisite number of points in his regular work, 
that year shall count as the next consecutive year of his prize membership. 

Special points not covered herein may be adopted from time to time by the Company 


Now for that Big Finish, Boys! 


. 
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LEWIS SMITH 
Director Boston District 


Mr. Lewis Smith of Boston secured the Directorship of that district September 13, 
with 550 points to his credit. wept A, 

Mr. Smith has traveled in the Boston district for more than seven years and has 
always been very successful. J 

His name appears on the 1909 loving cup that was contested for that year, and in. 
1911 he finished in the ‘‘AA”’ class. His victory this year in securing the Directorship 
splendidly indicates his prowess as an energetic, persevering salesman and he has well 
earned the success he has secured. ; Je 

It gives us pleasure, Mr. Smith, to hail you as a Pacemaker and extend to you a 


hearty handshake in securing the Directorship. 
The entire organization congratulates you and wishes you continued good fortune. 
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SUCCESS 


AND THE REASONS WHY 


HE reason Bowser Systems have 
won permanent success is due to 
the fact that they are designed 
and constructed to accurately 
and successfully perform the 

work for which they are intended. They 

are made to effect an economy and efficiency 
where used and are not merely a cheap 
makeshift. 


30wser & Company have steadfastly bent 
their efforts toward increasing the conveni- 
ence and profit of oil and gasolene handling 
and reducing the danger and losses connect- 
ed with these liquids. This is the reason 
why Bowser products give the maximum ef- 
ficiency with the minimum operating ex- 
pense and are absolutely dependable, not 
only for a few months, or a few years, but 
for an indefinite period. This is why Bow- 
ser outfits are recognized as standard. 


It is indeed very gratifying to be told that 
Bowser equipment have greatly reduced the 
fire menance. 


Our experience has shown that the main- 
tenance of the highest quality of material 
and labor in the manufacture of our prod- 
ucts is appreciated and is the only basis 
upon which a business can be built that will 
satisfy over a million users. 


With our facilities for maintaining the 
high standard of our product one can thus 
conclude that you assume absolutely no risk 
of any kind whatever and that you are safe 
in every particular when you buy Bowser 
Products. 


It is not our purpose to boast of our suc- 
cess and development, but we feel that it is 
only justice to our boys to tell these facts 
and assure them their confidence in Bowser 
Goods is well justified and fully warranted. 


It is a law of economics that the larger 
and better equipped establishments are 
capable of producing high-grade products, 
all of which are uniformly perfect. This 
also has a great significance to the salesman 
and the person who uses the goods. 


We hope all of our boys will join the Pace- 
makers Club, so that you may make the trip 
to our factory at the close of the year and 
see for themselves how our goods are made. 


If you stand still you don’t stand a 
chance. 


Cc. F. COMSTOCK. 


The above is a picture of Salesman C, F. 
Comstock going after store business in New 
York state. Mr. Comstock is doing his ut- 
most to get the Directorship of New York 
and we want to tip the fact off to any of the 
other boys who may have their eye on the 
office. 


© © © 


For the benefit of any of the new men we 
wish to reiterate the fact that to be one hun- 
dred per cent. efficient, model demonstra- 
tions are necessary. 


‘Goods well displayed are half sold’’— 
is a selling axiom that has been proven true 
in every line of business. 


Display is one of the first principles of 
successful selling. It apples with even 
more force to specialties. Advertising au- 
thorities place ‘‘Illustration’’ among the 
three most effective means for creating in- 
terest and catching and holding attention in 
advertising. You can appreciate, therefore, 
the importance of employing your models 
that bring out and emphasize the strong fea- 
tures of your product and display your 
goods to the best possible advantage. 


Boys, don’t fail to carry your models and 
make demonstrations wherever you eall. 


® © © 
Don’t worry about the other fellow’s sue- 


cess. Get busy and make him worry about 
yours. 
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W.N. DEMING, Toronto 
Member Pacemakers Club 


The Toronto District has secured another 
representative for the Pacemakers Convention 
in Mr. W. N. Deming, who qualified for mem- 
bership September 17th, with 502 points of 
business to his credit. 

Mr. Deming has made an exceptionally fine 
race for the Club, and is to be congratulated 
on securing membership at this date. He has 
written some very good business, and made a 
record-breaking finish for the Club. 

Mr. Deming has always been a_ persistent 
worker and has well earned his seat at the 
Pacemakers Banquet. 

We are glad to have him join the Toronto 
delegation and his many friends wish him con- 
tinued success. 


©® © © 


The contestors for Pacemaker membership 
have a little over twelve weeks longer in which 
necessary 
‘neath the 


to wrest from their territories the 
500 points so they may commingle ** 
rafters of the Anthony”’ at the Banquet. 
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FOUR MORE DIRECTORS 


There still remain four offices which have 
yet to elect a Director and conjectures as to 
whom the Directors may be from these dis- 
tricts are about as numerous as guesses upon 
whom will be our next president. 


The four offices still without Directors are 
Philadelphia, New York, Dallas and Chicago. 


In looking over our records we find that in 
the Philadelphia District there are two very 
strong contestants. Messrs. Hartgen and Smith 
are crowding each other very closely for the 
lead in this and it’s a question who will win. 


New York has five especially active men in 
the race for their Directorship, any of whom 
has a splendid chanee to finish first. The men 
we refer to are Comstock, Devereux, Eggleston, 
Peoples and 8. F. Taylor. 


These gentlemen are all big business getters. 
Chicago is having perhaps the keenest race of 
them all. They have four heavyweights who 
are digging their ‘‘dingdest’’ for the honor, 
and it looks now as though it is going to be a 
neck-and-neck finish. 


Leonard leads at present, with Jones a close 
second; then comes Sherlock with a ‘‘sure 
clew,’’ followed by Grandpa Caskey. A good 
week’s business for any one of them would put 
him in the lead, and we are certainly looking 
for something phenomenal to happen in _ this 
bunch. 


You know Chicago is known as the Windy 
City. All of these boys have been sowing some 
wind and one of them is going to reap a whirl- 
wind and blow into the Directorship. 


Any day might bring forth the news that 
one of them has proven the victor. 


Dallas has her share of live wires and there 
is going to be a sensational finish on the part 
of someone in their district for the Director- 
ship. The closest men in this race at present 
are Morris, Dolan, Lawrence, Tucker, Leavitt, 
Price and Matthews. 


Just wateh this ‘‘Watch-us-grow’’ bunch. 


© © © 

Incidentally it is mentioned in a dispatch 
from Boston that ‘‘the exact duties of Director 
Lewis’ new position have not been defined.’’ 
Quite so—and probably never will be. It is 
sufficient unto the day to know that whatever 
the job is he is on it. 

The same ean be said of all our Directors, 
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Is Your Hat 


In The Ring? 


The surest way not to fail is to determine to 
succeed.—Sheridan. 
© ® © 
We were delighted to make the acquaintance 
of Mrs. D. J. Armstrong of Grand Rapids, 
Mich., mother of our two strong-arm salesmen, 
J. H. and W. A. Mrs. Armstrong could not 
stay with us long because she has to feed the 
fish in J. H.’s private acquarium. 
© © © 
Somebody let loose a whole flock of order 
microbes in New York state and our friend, 
Collins, of Buffalo, is right in the midst of 
them. The plague is quite bad, but Mr. Col- 
lins is able to give a good account of himself 
at all times. 
© © © 
H. F. Babbitt, our New York state represen- 
tative, is no doubt preparing to send in his 
semi-monthly car load order and we are expect- 
ing it almost any day now. 
® © © 
Trade Sins are as persistent as other sins. 
Let us decently discountenance them if we can 
not cure them all. 
©® © © 
In speak of Minneapolis it was expertly put 
forth that ‘‘after a club has been put to the 
strain of beating a formidable contender the 
reaction may leave it an easy prey to the dis- 
trict which had been crowding it from which 
nothing in the way of contention is expected.’’ 
Any opposition to that line of reasoning? Well, 
let it go at that—in St. Louis, anyway. 


This has been somewhat of a home-coming 
month in that four of our old men came back 
with us. We refer to A. G. Ratliff, W. D. Alle- 
man and G. R. Saunders, who have taken up 
the line under the Dallas district, also L. L.. 
Patterson, who previously worked under the 
St. Louis office, but has taken territory this. 
time in the Atlanta district. ) 

We heartily welcome these boys back with. 
us and wish each of them the fullest measure of 
success. 

© © © 
Boston, Mass., Sept. 16, 1912. 
Dear Editor: 
Herewith fifteen coupons for this week. 


Yours truly, 
JOHN F. CONNOLLY. 


P. S.—The kerosene season, now at hand, is 
going to boost things. C, 


We were saddened to learn of the death of 
two of our salesmen, both of whom had been 
with us for some time. 


We received a report from our New York of- 
fice advising us of the death of W. J. Fitzpat- 
rick, who passed away Sept. 9. 

Mr. Fitzpatrick was a salesman of marked 
ability and had been covering territory under 
the Boston District for the past ten years. 


His list of friends were limited only to those 
whom he met and his happy disposition and 
genial companionship will be sadly missed by 
his many acquaintances. 


On September 17 we received a telegram an- 
nouneing the death of Salesman J. L. Wagner, 
who passed away that morning. Mr. Wagner 
had been ill only a few days and submitted to 
an operation from which he did not recover. 
His sudden and untimely death was a severe 
shock to his relatives and many friends. 

Mr.. Wagner came with us under the Chicago 
District, but later transferred to the Fort 
Wayne District with territory in Michigan, in 
which he traveled until his death. 

The memory of the good deeds of these two 
brother salesmen are like lightened torches set 
at intervals upon our pathway. In honoring 
them and remembering their virtues we 
strengthen our own characters. 

As these brothers touched and inspired our 
lives they also touched and inspired and en- 
nobled the lives of countless other men upon 
whom they called in their travels. They will 
be greatly missed by us all. 

The entire organization extends to the rela- 
tives of Messrs. Fitzpatrick and Wagner their 
most sincere sympathy in this hour of sorrow. 
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JAMES WARD, Minneapolis. 
Member Pacemakers Club 


Mr. James Ward of the Minneapolis Dis- 
trict, the fourth salesman from that District to 
secure membership in the Pacemakers Club, en- 
tered September 15th, with 512 points of busi- 
ness to his credit. 

In qualifying as a prize winner, Mr. Ward 
is but perpetuating his reputation in this di- 
rection, as he closed last year’s business in the 
‘‘AA’’ Class. Mr. Ward possesses the deter- 
mination and enthusiasm that is always neces- 
sary to become a prize winner, and we heartily 
welcome him to the Pacemakers Banquet. 

His many friends desire to congratulate him, 
and hope that this is but a forerunner of ad- 
ditional honors he may take this year. 

(ORORRO) 

The talent of success is nothing more than 
doing what you can do well, and doing well 
whatever you do without a thought of fame. 
If it comes at all it will come because it is de- 
served.—Longfellow. 

© © 

Believe me, a trip to Fort Wayne and a look 
at the President and Factory will put 196% 
steam and inerease my knowledge by 500%. 
I feel it will benefit the factory as well as my- 
self so far as my little streak of territory is con- 
cerned. . LOEFFEL. 


BC CCHF POR IOSORONOROHONOLONOROVOS 
© 

S VOLUME OF BUSINESS. © 
= © 

5 Standing of Forty High Men, Sept. 23, 1912. @ 
=a © 
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© EL Pe ee Une err ea clan Site ob 4 Atlanta © 
OW MN wDeminn ere tattie me Toronto © 
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Op Ge AMS teelene att sere. , koe ee. St. Louis © 
ORES FIONN Soilerasa tee eee eee Fort Wayne © 
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© © 


‘OR OROROROROROROROROROROLORORORORORORORORORORORO) 


We haven’t heard from Mr. Crandall lately, 
but we readily ascribe to the notion that he is 
feeling exceedingly fit and that Mr. Armstrong 
subsequently will be well informed that he’s 
been in some contest. 

® © © 


Old Si Johnson was sitting on a cracker box 
in his store at Perkins corner while the rain 
pattered on the shingled roof outside. He was 
pursuing quietly but with emphasis, that 
method of mastication which according to 
Woodrow Wilson _ stimulates meditative 
thought. A young man asked Si how he man- 
aged to attain the ripe old age of 106 and Si, 
slakening somewhat the speed of his rhythmi- 
eal moving jaw, spat decisively and said: Well, 
I reckon it was because I handle my gasolene 
in a Bowser Tank. 
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We are pleased to introduce to you Mr. W. 
L. Anderson, who is the son of Mr. Abbe Ander- 
son of the Toronto district. Mr. W. L. Ander- 
son has been assisting his father and although 
but nineteen years of age, has been doing some 
very good work. 


© © © 


We learn -in a vague, sub-conscious sort of 
way that heavy tragedies are about to be en- 
acted upon office records by several districts 
lying adjacent thereto and abutting thereon 
Toronto. More than a few of those ambitious 
‘*Watch-us-grow’’ districts are planning to 
give our dear readers more surprises along this 
line than we beleve they can digest. 


© ® © 
OVERHEARD IN THE CORRIDOR OF THE 
BOOMER BUILDING. 


Fred Knoche of the Fort Wayne Sales De- 
partment has shaved his ‘‘Kaiser Wilhelm’’ 
mustache and since doing so has been nick- 
named by Wally Armstrong as ‘‘Our Prize 
Mellens Food Baby.”’ 


© ® © 


D. B. N. Milliron said he overheard two of 
the boys talking about territories and one said, 
‘‘How is business in your district?’’ The other 
fellow rephed, ‘‘Fine, all the prospects I ealled 
on were so busy they couldn’t get time enough 
to see me.’’ 


© © © 


Selling goods is becoming more of an art 
every hour. A State street store in Chicago 
advertises for ‘‘experienced salesmen in Ki- 
monos and Neglhgees.’’ A few in Sylvias 
would—er—draw well. 


The most precarious moment in a sale is 
when a prospect is both sold and unsold. 


The moment when he has ‘“‘half a mind”’ to 
buy, when his objections have all been satis- 
factorily answered, when he approves of the 
deal as the salesman has represented it, but 
still hesitates to say, ‘“‘I’ll accept your propo- 
sition,’’ is the moment when the most delicate 
handling is necessary. 


It is most important that the salesman should 
recognize the crisis, and dropping the demon- 
stration of his samples attempt to close without 
delay. 


Continue talking five minutes too long and 
your prospect will have changed his mind, per- 
haps. His consent must be caught on the wing, 
as it were. On the other hand, if you attempt 
to close him prematurely you will receive an 
emphatic turn-down and will find it difficult 
to reopen your selling talk. 


A good salesman knows instinctively the ex- 
act moment to close, just as well-trained sol- 
diers know, without explicit orders, when to 
stop marking time and fall into line as the pa- 
rade goes by. It is often fatal to a sale to ask 
a man whether or not he is willing and ready 
to sign. Business men are so grounded in the 
habit of saying ‘‘No’’ that the prospect is 
likely to answer in the negative from mere 
force of habit. And he is so accustomed to be- 
heving in his own words that, having heard 
himself say ‘‘No!’’ he is more than lkely to 
believe it. 

As great issues often hinge upon trifles, so 
a sale, at such a juncture, often depends upon 
some trivial act of the salesman in getting the 
order book and pen into the prospect’s hands 
before the latter’s attention has been ealled to 
them. Often a mere gesture indicating the 
line on which the man is to sign will do the 
work better than an urgent appeal to him to 
sign. 

I know a salesman who has made the most 
careful preparations for handling just such 
erises.- He carries a fountain pen (taking eare 
that it is always in good condition and in readi- 
ness for instant use), with a wide rubber band 
wrapped around the handle of the pen. When 
he perceives that his prospect is sold and un- 
sold he begins his closing argument (which 
usually is brief summary of the points he has 
previously made) and by added emphasis in- 
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creases the degree of attention with which the 
prospect regards him. He then brings out his 
pen and drops it on the desk convenient to the 
prospect’s hand. The rubber band prevents 
the pen from rolling too far or making a noise 
when it falls. Almost involuntarily the pros- 
pect will pick up the pen, and when he does 
so he finds the order book ready for him. He 
is still absorbed in what the salesman is saying 
and signs as a matter of course. 


Some salesmen lose many sales which they 
might make if they understood the importance 
of such trifles as this. Sometimes the prospect 
will be fairly convinced that he is being offered 
a good thing—that he ought to have it—and 
is on the verge of placing the order when a 
painful hitch occurs while the salesman fished 
into his pockets for a pen, nervously adjusts 
it and then digs down to another pocket for 
his order blanks. Ten to one the prospect dur- 
ing this wait—even if it is not of more than 
a minute’s duration—will decide to ‘‘think it 
over’? and put the salesman off with a half- 
promise to buy next time. 


© © © 
This Letter Speaks For Itself 


BZACOB HEC BER 


DEALER IN 
FURNITURE, HARDWARE, STOVES AND EVERYTHING ELSE 
SANTA CLAUS' HEADQUARTERS 


FARMINGTON, Mo., Aug. 27, 1912 
Mr. Pat Cashman, 
Dear Sir:- 

Yours 8/20/12 received. The Bowser Tank 
and pump outfit I bought of you some time ago must 
say the more I use it the better I like it, to say 
nothing of the saving in handling the oil by 
evaporation. It’s worth all it cost me in the time 
saved in just handling the oil; we can wait on 3 
automobile customers at one time quicker than we 
could on 1, our old way, and we are now selling at 
least twice as much oil, if not more, than we did 
before. We make it a point to tell our customers 
about the filter attachment, that they get strained, 
clean oil, as it takes all the foreign matter out. 

I know of several instances where parties 
(new customers) have told others to try some of our 
gasolene as they believed we carried the best oil 
in town, that they do not have any more trouble 
with their gasolene stove since they commenced 
using our oil. 4 

I believe it will pay any one to put in 
an outfit that handles gasolene. 

Youre turly; 
(Sgd.) Jacob Helber. 


© © © 

The above outfit was sold by Mr. P. F. Cash- 
man. Mr. Cashman not only sells a prospect 
the outfit he should have to insure absolute sat- 
isfaction, but also has the knack of leaving his 
customers with a warm and friendly feeling. 
Pat at one time worked in the east, and we are 
told by the man that covered his old territory, 
that he was kept busy answering their solicit- 
ous inquiries about the ‘‘good hearted Irish- 
man’’ that used to call on them. 


THIS IS THE KIND OF PERSERVERANCE 
THAT COUNTS. 


Allentown, Pa., Sept. 9, 1912. 
Subject: Aaron L. Clouser, Obray, Pa. 
Order No. 584. 


When I reached this farmer he was thresh- 
ing and just started and I was not looking on 
long when I saw he was short handed and out 
of humor, and it did not take me long to chip 
in and hand him the sheaves. After the first 
round was through I and Mr. Clouser went out 
and talked gasolene tank, but he said he guess- 
ed he could not afford to pay $36.00 for a gaso- 
lene tank. So we started off for the second 
round threshing and after we stopped the see- 
ond time, he said he would take the outfit and 
get it to him in about two weeks. So after hav- 
ing the order down they started off again. It 
was now 5 p. m., and Mr. Clouser said I had 
now what I come after, he guessed I did not 
care to stay any longer, but to show him that 
my heart was in the right place, I went right 
along again. 


Yours truly, 


W. EH. EICHELBERGER. 
© ® © 


OFFICE STANDING, SEPT. 21, 1912 


ST. LOUIS 
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©® ® © 

Being asked for the present status of the 
Branch Offices, henee: It has no “‘present 
status’’ nor does it promise to grow one until 
Dec. 23. This condition is due to the fact that 
the records are incessantly changing every mo- 
ment, and thus the poor old ‘‘Status’’ is driven 
from noplace to nowhere. Not until Dee. 23, 
when the great race ends will anyone be able 
to say who is first, and who won. 
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Mr. J. P. O’Neil, our Salesman-Philosopher 
of Wichita, Kans., sent us a little article some 
time ago, written by W. E. Barton, entitled, 
‘*T Will Enjoy My Work.”’ 

This little article was again brought to our 
mind by one of the boys telling us how he en- 
joyed his vacation. We were wondering if he 
also enjoyed his work. 

Mr. Barton refers us to the two pictures en- 
titled, ‘‘The Man With the Hoe’’ and ‘‘The 
Song of the Lark.”’ 

You remember that picture by Millet—‘‘The 
Man With the Hoe.’’ It makes your back ache 
to look at it. When you have read Edwin 
Markham’s poem about it, the ache increases. 
You feel not that one man’s ache, but the ach- 
ing back of the world. 

It seems to you that labor is sad, hopeless, 
despairing. 

‘“Bowed with the weight of centuries he leans 

Upon his hoe, and gazes on the ground; 

The emptiness of ages in his face, 

And on his back the burden of the world.’’ 
You have seen men who looked that way. 
In some of your less happy moments you may 

have felt that way. 

Now, recall to your mind another picture. 
That, also you have seen. It has been widely 
eopied. The original is in this country, and the 
copies are everywhere. 

It is called, ‘‘The Song of the Lark.’’ 

Like the other, picture, its artist was a 
Frenchman, and of the same period. 

Like the other picture, it is a scene from 
peasant life. 

A young peasant girl is going to her work. 

The days are long. She has risen before the 
sun. And she will work till the sun sets. 

Already she has had her breakfast, and is en- 
tering the field for her labor. 

It is hard, manual toil. 

Her sickle is in her hand. 

The day will be long; the sun will be hot; 
the work will be hard. . 

But she is not bowed nor crushed. Her 
looks are upward, and her heart beats with joy. 

She hears the song of the lark. 

You cannot hear that song. The painter’s 
brush could not reproduce that. But you ean 
hear the echo of it as you see it in her face. The 
rising sun is a halo about her. The beauty of 
that bird-song is as celestial music, cheering 
her humble toil. 

These two pictures are typical of two classes 
of people. Some go to their work to be bowed 
by it, crushed under it. Others go out with 
cheer and song. 

There are other things beside hard labor in 
that field—either field; for the two pictures 
might have been painted of the same field. In 
each field there is hard labor, and in one of 


them there is something else. 

The lark is there, and the sunshine is there, 
and youth and hope are there. The ripe grain 
is there. The bread of the future is there. The 
reward of labor is there. The joy of achieve- 
ment is there. The romance of man’s strength 
and skill pitted against mere natural law is 
there. The triumph of man’s mastery when he 
discovers and works with law is there. 

Why should there not be song as well as la- 
bor? 

Did you realize the labor-producing value of 
joy? 

Men live in the joy of their tasks. 

Labor without joy is slavery; and so more 
than one great soul has declared. 

Joy is the rightful heritage of all men. 

We need joy not merely in the results of la- 
bor, but that we may increase the product of 
labor. 

The true sportsman loves not merely the 
success of the day’s shooting or fishing, but 
the shooting or fishing itself. The true lover 
of athletics enjoys not merely the winning, but 
the earning, the striving. The race itself is 
good and joyous. 

We labor too much under the delusion that 
the joys of labor are to be found in the wealth 
to be obtained from labor. Millions of men 
are postponing their happiness till their sue- 
cess is assured. 

By the time success comes they are too old, 
too weary, too much narrowed in their sympa- 
thies and tastes, really, to enjoy the good they 
have gained. 


© ® © 


Why not have part of the song in the morn- 
ing? 

Why wait till sunset for all the joy of the 
day? 

. The air is full of musie which we are too busy 
to hear. 

The notes of joy are making the whole world 
vocal. 

The bearer of the sickle is entitled to the joy 
of the song. 

The bearer of the sickle is reaping the bread 
of the world. 

There is to be more food and less want, more 
satisfaction and less hunger, by reason of the 
toil of this very day. 

Well may the reaper rejoice with the lark! 

Some people fail because they face the morn- 
ing with a frown instead of a song. 

Some people never see an opportunity, be- 
cause their faces are only toward the ground. 

The best reaping of that which grows in the 
earth is by those who hear the songs in the sky. 

There is a lark singing somewhere above the 
commonplace cares of this day’s work. 
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J. THEO. SMITH, Director, 
St. Louis District 


J. Theo. Smith, of St. Louis, completed his five hundred points of business Sept. 
securing first membership to the club from his district, which also entitles him to the 
directorship. 

It was a very keen race for the honor and Mr. Smith is to be congratulated on his 
victory. This is not Mr. Smith’s first introduction as a prize winner. In 1909 his name 
was among those engraved on the loving cup contested for that year. Last year he 
finished in the ‘‘fifteen high men class,’’ which entitled him to a trip to the factory and 
attendance at the convention banquet at the Company’s expense. 


Mr. Smith we congratulate you on your success. May you continue in_your tri- 
umphs. 


No. 25 
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Reports, or Does System Pay. 


The Following is a Special Article Written by General Manager A. Z. Polhamus on “Reports, or 
Does System Pay?” After You Have Read the Article You Will Certainly Agree With the 
Writer That “Helter Skelter Hit or Miss Principle’ Is Not the Way to Win Financial 
Success. We Suggest That You Read Our General Manager’s Message Very Carefully. 


The system of handling the business of 8. F. Bowser & Co., along all lines, while, 
perhaps, capable of improvement is the result of years of experience and of study. 
Whatever of success the firm is having in business is due to the management having 
system in their business, knowing, thereby, how to govern or manage the business 
intelligently, which means the welfare of firm and employe alike. In the sales work, 
to properly manage the sales organization, see that the territory is properly covered, 
the amount of business secured that should. be secured, that salesmen are giving 
proper attention to their work, that the individual salesman’s interest is properly 
guarded, and that the interest of the salesmen, as a whole, is properly protected. It 
is absolutely necessary that the firm know each day the towns worked and people 
called on by every salesman. This can only be done by personally seeing and inter- 
viewing each salesman daily, by having a letter from each salesman daily giving the 
information, or by a system of daily reports. As the latter is the simpler and easier 
method for both salesmen and firm, every salesman in the employ of the company is 
required to furnish the management proper reports daily. This means a little of the 
salesmen’s time daily, and an expenditure of a considerable amount of money by the 
firm and some of the time of the management daily that these reports have proper 
attention. This, however, pays both salesmen and firm well, means the continued 
prosperity of both, and salesmen should be very careful to have their reports ac- 
curate and promptly mailed to the proper office. 


The Frenchmen spent millions of money and years of time trying to build the 
Panama eanal and failed. The United States took the job, said they would complete 
it by January Ist, 1915, and will open the canal to traffic in the fall of 1913. What 
made the difference? Co-operation: of government and engineers, together with sys- 
tem in building the canal. 

A salesman takes a territory to work for a specialty firm. His efforts at first 
bring fine results, but after a few months or a year he fails, says the territory is all 
worked out, everybody sold, and either asks for a transfer to another territory or 
is out of a job. Another salesman takes that same territory for the same firm on the same 
line, works there for twenty-five years doing a fine business, out of his earnings builds 
a fine home, buys a few farms, invests in some bank stock, becomes a bank director 
or becomes president or vice president of a corporation himself, or retires from active 
business. What makes the difference? Both men were good, capable salesmen; worked 
under the same conditions. Did co-operation and system have anything to do in the 
matter? Is it possible the first salesman thought he knew more than he really did 
and, because of that fact, failed to work closely with the management and lost out? 
We say emphatically ‘‘Yes,’’ on the basis of twenty-five years’ experience handling 
salesmen and managing this business. 


While in a distant city sometime since, a friend was telling of a fine specialty 
salesman who was making the extraordinary salary of ten thousand dollars a year as 
a commission salesman. This salesman was a few years ago working for a commission 
house on a regular salary of $1,800.00 per year and a carefully scanned expense account. 
Otir friend said to us: ‘‘He is a fine fellow but now says he cannot continue much 
longer on his territory as he thinks it will not pay him ten thousand per year and © 
a much larger expense account than the commission house stood for, and as he must 
have ten thousand dollars per year besides his expenses he will quit.’’ Then our 
friend used some adjectives that were more expressive than elegant referring to the 
man and the great mistake he was making, for he is likely an $1,800.00 salesman still 
on most lines and fails to appreciate his present opportunity is one of a lifetime. In- 
stead of quitting he had better help his firm in every way possible to continue to secure 
on his field the best possible results for both. This perhaps, is an extreme case, but it 
is too true of many specialty salesmen, and the pity of it is they might continue for 
years doing very much better than they usually do after they make a change were it 
not for the fact that many times they think they know more than the management of 
their firm, their lack of co-operation with their firm, and of system on their part. 


eee 


i 


il 


tl 


al 


SUMMA MM 


Some years ago one of the large corporations of the country started in their 
plants over the country a system of reports on work being done by their workmen. 
The workmen immediately said, ‘‘red tape,’’ threatened to quit, to strike, and other 
dire things but the corporation went on with the red tape, told their men it would 
pay both the corporation and their employs. So amid the mutterings of the men, the 
system was established; has been established for thirty years with a greatly increased 
output from its factories and with its workmen making from twenty-five to fifty per 
eent more money than they were making when the red tape was put into effect. No 
strike has ever occured in those plants and today many of those workmen who threat- 
ened such terrible things are spending their later days in comfort without the necessity 
of work because of that same red tape. That reports from salesmen to the firm and 
system pays the firm of S. F. Bowser & Co., we know, for, as we have said, by a 
proper system, with proper reports from the salesmen, we know something of the pos- 
sibilities of the business and can guide it intelligently, while without these reports we 
are like a boat adrift on the ocean without a pilot or a compass. Because of system 
and reports, we already have greatly increased our business, and because of these we 
expect to still greatly increase our business and our profits. While we know reports 
and system pay the company, we know, as we have said, that they will pay the salesman. 

Some time since, a prize-winning salesman told his manager he must have another 
territory as he had been all over his field several times that year and it was useless to 
work it longer. He had been doing much better than before accepting his present posi- 
tion, but he must quit and hunt another job unless he could be given another good ter- 
ritory. Not wishing to lose so good a salesman, his manager submitted what territory 
was open, none of which was acceptable to the salesman. The manager then submitted 
the matter to his superior, who immediately got busy with that salesman’s reports, 
conditions on his territory, possibility of business there and found that in twenty years 
there had not been sold on that territory the outfits there was the opportunity to sell 
right then to good people in that field if the salesman could get that business. Many 
of these people the salesman had never seen. .The matter was then taken up with the 
salesman in detail, he went back to that territory and has ever since beein doing busi- 
nes sand is still in the prize-winning class. Did Reports and System pay the firm there? 
Did they pay the salesman? Is this a rare case? Not at all. We could fill several edi- 
tions of the ‘‘Boomer’’ reciting similar cases. We could tell of successful salesmen, 
who, beeause they had no system of their own and would have none of their firm, all 
but died in the poorhouse and worse. We could tell of firms by the score who have 
gone to pieces on the rocks because they and their salesmen had no system of doing 
business except the system of ‘‘By Guess and By Jimminy.”’ Some times a salesman 
is afraid to make correct reports to his house because he fears they will in some manner 
take advantage of him, or they will reveal conditions on his field he does not want his 
firm to know. Any salesman who is afraid of his firm taking undue advantage of him, 
or any salesman who is hiding real conditions from his firm which may be vital to 
their interest, should quit NOW. In the first case, the salesman is foolish to continue 
and in the second the salesman is totally unworthy of the position he occupies, untrue 
to the confidence of his firm and fellows. As for the firm of S. F. Bowser & Co., if any 
salesman has ever been taken advantage of or beaten out of one cent that was justly 
his, by anyone representing the firm, the officials do not know it and at all times stand 
ready to make right any wrong ever done any of its salesmen by it or its representatives. 


Sometimes salesmen claim they have not time to make reports, that at all times it is incon- 
venient, etc., most of which is due entirely to lack of system on the part ot the salesman. If 
any saleman does not have time when riding on trains, waiting to see parties they are calling 
on, in the morning before he can get to work, at lunch time, or after, he can work at night to 
make out and send to the firm the reports they require, that salesman is too busy to continue 
long on earth and had better take life a little less strenuous so he will be salesman longer. Such 
men are scarce, however, and we have not met many of them in our business. Reports and 
System DO PAY. They pay the firm, they pay the salesman ; for the best interest of both, we 
must have them and cannot have in our sales organization any men who are so unsystematic or 
short sighted as not to see and gladly co-operate with the firm in their endeavors to make out 
of the business the most possible for the firm and its salesmen. Never before in the history of 
the business will as many salesmen make out of the business such good salaries as will be 
made by salesmen this year. And never did any salesman in the employ of the firm make as 
big money as some are this year. This is pleasing to us and we would be more than pleased 
if every salesman was making this year what the leading salesman will, and reports, confidence, 
co-operation, system, joined with ability, will greatly aid in bringing every paeoee up to where 
the top-notchers are. REPORTS, SYSTEM, DO PAY SALESMEN—DO PAY FIRM! 

A. Z. POLHAMUS, Genl. Mer. 
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We can just hear Hance saying, ‘‘I told 


you so.”’ 
© © © 


Mr. Tom DeVilbiss, our installation expert, 
just returned from a trip through Texas, and 
while in that country he had the pleasure of 
visiting the wonderful Neff-Purdy-Dunkelberg 
farm. This farm is eleven miles from Houston 
and contains about four hundred acres. 

Tom said he had the time of his life, eating 
of the many good things which are raised upon 
this ranch. Some of the products are figs, 
pigeons, hogs, cattle, oranges, peanuts, grape 
fruit, cantaloupes and watermelons. 

We suggest that Messrs. Purdy, Neff and 
Dunkelberg turn this place into a Bowser 
resort so we may all take turns in spending 
our vacation there. 


© © ® 


Get the habit—Rosser McClure, one of the 
newest Bowser men to cover Fort Wayne, got 
into his stride quickly. His first week in the 
territory netted three orders. Fine start, Mr. 
McClure. Altho new in working Fort Wayne, 
Mr. McClure is one of our oldest employes, 
having entered the sales force in October, 1903. 


© ® © 


J. M. Davis, of the San Francisco office, 
wrote to us the other day and at the close of 
his letter he said: ‘‘You ean rest assured that 
I wish to be one of the Pacemakers, and be 
entitled to share the good fellowship and fun 
at the banquet, and meet the management and 
star salesmen of 8. F. Bowser & Co. 

This would fulfill my dreams of the past 
nine months. Here’s wishing you success, and 
trusting that I succeed, I remain, 

Most truly yours, 


(Signed) J. M. DAVIS. 
Two days after he sold a man in San Diego 
4-4bbl. 12 Ga. Cut 241 complete and got 
Cie Wie), 


The moral to this is, wish for what you want 
and work for what you wish. - 


Cc. M. CARPENTER, Boston, 
Member Pacemakers Club 


Mr. C. M. Carpenter of the Boston district, 
secured membership in the Pacemakers’ Club, 
September, with points to his eredit. 

Mr. Carpenter needs no introduction to the 
organization, as he has been in the limelight 
ever since he came with us. Among some of 
his notable achievements was securing the trip 
to Yellowstone Park last year. He is known 
as our ‘‘peerless’’ one, and it gives us no sur- 
prise for him to secure membership in the 
club at this time. 

We most heartily congratulate him upon his 
early arrival and wish him success in any other 
contests he may enter this year. 

And this man Carpenter y’understand is 
modest withal. He parades himself before the 
well meaning but hysterical populace as a mere 
‘country salesman’’ from Vermont whereas, if 
he eared to he could write a couple of chapters 
upon scientific salesmanship that would be far 
more soulfully shocking, vastly. 

©® © © 

I. L. Jones, of the Chicago office, just sent 
in a paint order of 162 points, another clear 
indication of the profit in working this class 
of trade. Mr. Jones, you have a very promis- 
ing future, very. 
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J. C. OLSON, St. Louis, 
Member Pacemakers Club. 


J. C. Olson of the St. Louis district, secured 
membership in the Pacemakers’ Club Septem- 
ber 9th. 

Mr. Olson is one of our old guards, and has 
been very successful. He is an energetic, sys- 
tematic worker and keeps his ‘‘farm’’ free 
from ‘‘weeds.’’ He has proven himself a prize 
winner in other contests and lost the director- 
ship this year by only three days and a very 
small margin. 

We congratulate him on securing member- 
ship at this time and extend to him our wishes 
for continued success. 


© ® © 
AH THERE! 


Don’t Forget Your Club Fare. 
Editor Boomer: The following is my slogan 
to earn membership in the Pacemaker Club: 
‘(When you get there, stay there, stick there, 


there is an order there.’’ 
W. H. CRAWFORD. 


© ® © 
C. B. Tibbo, formerly connected with the 
Boston office and later salesman in the same 
district, is now connected with the general sales 
department at the home office. 
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VOLUME OF BUSINESS 


Standing Forty High Men, October 1, 1912. 
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Look where Merickel stands. No salesman’s 
name appears twice on the tablet. Who is the 
man that will get his name there for the second 
time? The names already on the tablet are 
Johnson, Bleecker, Crandall, Merickel, Klotz 
and Stoddard. 


Look over the list of forty high men and pick 
out the winners this year. We are going to 
take a straw vote so send in the names of the 
men you think will win. Address Bowser 
Boomer, Fort Wayne, Ind. The fortieth man 
this issue is EK. H. Briggs. We had a visit from 
him this week. We wish he was here now to 
congratulate him on his debut. 


© © © 
We will issue a notice of the winners in the 


special U. S. seven weeks’ contest as soon as all 
orders are in and the facts known. 
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The Kerosene Season Is Here 
Get the Store Business 


ill 


Now is the season for excellent kerosene 
trade. While Bowser outfits can be sold in 
all seasons of the year, there is an increasing 
activity in the kerosene trade because of the 
long nights of fall and winter. Now is the 
time for the merchant to prepare for this in- 
creasing business, and we suggest that you 
give special attention to this line. Store orders 
are very profitable to the salesmen and they 
are also profitable to the house. They are the 
backbone of our business, and we hope all of 
our men give this trade the attention it merits. 


We wish to call your attention to a little of 
the advertising we are doing at present to 
assist you in the selling of store outfits. Below 


is the reproduction of an advertisement that 
is now running in about thirty of the Grocery 
Store papers. In addition to this advertising, 
which covers the entire United States and 
Canada, we are also doing considerable cireu- 
larizing. Bowser & Company have always be- 
lieved in advertising, and have done a lot of it. 
We know our salesmen appreciate this work, 
as it assits them in getting the business. 


In subsequent issues we will give a series of 
arguments applicable to the store trade and we 
would appreciate the receipt of any contribu- 
tions along this line that our boys may favor 
us with. 


\The BowserWay 7" 
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Losing Oil 
AND 


Losing Profits 


The only way you can handle oil without loss of 
profits or damage to other articles is to install a 


Bowser 


Saving 
AND 


Saving Profits 


AND AND 
Losing Customers Self-Measuring Oil Tank Pleasing Customers 


Instead of the old style Tank. The BOWSER pays for itself in savings of oil the old tank wastes; ‘it delights customers by its 


accuracy and cleanliness. 
stove tanks. 
dripping. 

asking for free book and full particulars. 


It does away with measure and funnel. 


It shows at a glance exactly how much to chargé for oil when filling odd measures, such as lamp or oil 
An automatic stop cuts off the oil as soon as pumping ceases and prevents 
If you want your oil trade to pay a profit instead of a Joss, to be a pleasure instead of a mutsance, send us a postal card 


S. F. BOWSER & CO., Inc., No.223 Wayne Ave., FORT WAYNE, IND. 


BRANCH OFFICES:—New York Chicago Minneapolis 


San.Francisco 


Denver St. Louis Toronto Atlanta Dallas 


Patentces and Manufacturers of Standard Self-Measuring, Hand and Power Driven Pumps, Large and Small Tanks, Gasolene and Oi] Storage Systems, Self-Registering Pipe Line 


Measures, Oil Filtration and Circulating Systems, Dry Cleaning Systems, Etc. 


ESTABLISHED 18885 


A Kerosene Advertisement That is Now Appearing in All the Grocery Papers. 


THE BOWSER BOOMER 5 163 


OFFICE STANDING, SEPT. 28, 1912 


39TH WEEK 
TORONTO 


MINNEAPOLIS 
SAN FRANCISCO 


SISPOPO ZIT IZE 
SISTEIS/a[S]5 
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miX< 

Z 

| es 


PHILADELPHIA 


Last week Prof. William Hanee in the good- 
ness of his heart, the ripeness of his judgment, 
and in the furtherence of his duty, as the Last 
Word in the Cup Contest, made a state call 
upon the Boomer, to announce the intention of 
Canada to take the cup. Then in his office of 
vicar general to Canada Prof. Hance sat down 
and had a heart to heart talk with the editor, 
the Prof. supplying all the heart to heart talk. 

The sage tried to impress upon the editor, the 
awful import of the task Toronto has assumed 
—how the honor of Canada and the entire Brit- 
ish empire depended upon the Canucks to re- 
peal the Yankees invasion upon the loving cup 
and repeal them good. Every word uttered 
was for the purpose of making the Yanks’ giz- 
zards sink, to be discouraged and left as limp 
as a rag, a prey to misgivings and fear. 

Did it give the yanks a nervous chill? 

Read the following retort by the commander 
of our frontiersman : 

My dear Davies :— 

Tam not only astounded, but I am deeply 
grieved to learn that my great and good friend 
Hance of Toronto has jollied himself into the 
belief that Toronto is going to take the Loving 
Cup this year. It is sad indeed that ephemeral 
success should to Brother Hance’s willing eyes 
appear the very substance of victory. 

I believe that the fable of the ‘‘Tortoise and 
the Hare’’ is one that would prove very profit- 
able reading in Canada at this time. 

The native modesty of the bunch of shrink- 
ing violets of whom I count myself one, com- 
posing the Minneapolis Sales organization, has 
kept us from making any boasts about our in- 
tentions nor do we seek the limelight of pub- 
licity at this time. 

However, Friend Davies, if you have an op- 
portunity we would like to have you advise our 
good Brother Hance to curb his ebullient spirits 
somewhat, remembering that ‘‘there is many a 
slip twixt the Cup and the trip’’ (across the 


border.) Minneapolis is after the Cup and is 
after it to win. 
Yours very truly, 
Die. MURRAY. 
Mer. Mpls. Dist. 
CONVENTIONS. 

The company has exhibited at several con- 
centions during the past few weeks, all of 
which have produced splendid results. 

Mr. D. A. Corey was one of the principal 
speakers at the Textile Manufacturing Asso- 
ciation convention, which was held September 
10th at New London, Conn. His subject was 
‘‘Keonomic Use of Lubricants,’’ which he cov- 
ered completely, and it has since been adopted 
as a text book on the subject. 

The National Association of Stationary En- 
gineers held their convention at Kansas City, 
September 2nd to 9th, in charge of H. E. Dob- 
son of New York, and W. A. Armstrong of Fort 
Wayne. This convention was well attended 
and some good prospects were secured. 

W. L. Morris, our filtration expert, also at- 
tended this convention. 

The National Association of Fire Engineers 
was held at Denver, September 14th to 17th. 
This convention was attended by R. G. Shulze 
of the home office, and E. M. Savereool. Mr. 
Savercool came on from the Pacific Coast Fire 
Chiefs convention which had just closed at 
Los Angeles. The Denver convention was the 
largest ever held and was a very enthusiastic 
meeting. 

The National Association of Master Bakers 
held their annual convention at Louisville, 
September 2nd to 9th. Ye Editor was on the 
ground and was initiated into the ‘‘Supreme 
Order of Pretzels.’’ We secured a number 
of good prospects here also, which has since 
materialized. 

Business in all parts of the country is created 
at these conventions and every salesman in the 
organization is benefited by them, either in 
direct orders resulting from them or through 
their influence. 

The company expends considerable some 
times in making these exhibits, but we know 
our boys appreciate it. The firm is ever ready 
to assist the men in the field in every way 
possible and no trouble is too great for them 
to go to in their endeavors to help the boys 
on the road. 


CURFEW DID NOT RING THIS NIGHT. 

I met a well-to-do farmer on the road this 
afternoon, just before dark, whom I had never 
seen before. I stopped him—we held a short 
conversation, and before dark I had his signed 
order for a 5 barrel, Cut 94. Serves him right 
for staying out late, but he wasn’t held up. 

Yours very truly, 


Atlanta Dist. J. M. NEWELL, 


—_ 
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Modern Oil Storage 
In The Small Factory 


ws 


rll MINA 


One of our factory experts was talking to 
the owner of a small factory—trying to show 
him the necessity and profit in improving his 
method of oil handling. 


The manufacturer was willing enough to 
believe that ‘‘Bowser equipments’’ were all 
right for the big plants, but he couldn’t see 
that he was justified in making the investment 
for a shop with only thirty hands. ‘‘The trou- 
ble with you fellows is that you think we 
small fellows are on the same footing as the 
trust.. We aren’t. We have to.watch pennies 
and we can’t afford to adopt new things until 
we wear out the old.”’ 


b) 


‘‘Are you really watching pennies,’’ asks the 
30wser Expert. Watching Pennies? Huh, I 
believe I can see a penny further than most 
men can see a dollar. 


Well, said our B. E., I just saw four pennies 
get away from you. That’s a third of what it 
would cost you per day for the outfits you 
need, to pay for themselves in a year. And 
you lose those four pennies many times a day 
because your oil handling methods are many 
years behind the times. How? Where? The 
Factory man was interested. 


See that workman over there? Well, he has 
been needing oil for the past hour but has put 
off going for it for some reason, perhaps it is 
because it is inconvenient to get. Then when 
he did go just now he stopped a few minutes 
to say a few words to that man at the lathe. 
I don’t believe he soldiered a second, but the 


time he lost in getting that oil all told was 
not less than ten minutes. Those ten minutes 
easily cost you 8e. 


They were wasted because you have your oil 
stored in a dirty and inconvenient manner, 
I’ll stop that kind of business said the owner. 
‘‘T won’t have ’em loafing on my time.’’ 


‘‘That isn’t loafing.. If you kick, of course 
they ’ll stop it; but would you rather have them 
cause a dollar’s wear and tear on machinery 
and material than waste 8e worth of time. 


‘“Say, you are pretty smooth,. aren’t you.”’ 
My friend, that is not ‘‘smoothness,’’ that is 
eyesight. I’m simply showing you something 
that you never saw, because you never both- 
ered to look, you’re accustomed to that waste. 
That workman wasted the time because you 
didn’t give him proper equipment, because 
you never stopped to figure out your loss with 
the old one. If you will stand here with paper 
and pencil, I’ll prove to you by your own 
figures that you are losing oil and time that 
can be saved with a Bowser System that will 
pay for the equipment in less than a year. 


The small manufacturer was progressive 
and was willing to save a penny that some- 
body else showed him was rolling away as 
readily as a penny he himself saw disappear- 
ing. 
lines of Bowser Business and the same line 
of reasoning can be appled with slight varia- 
tions to any Public Garage man or store- 
keeper. — 


This little lesson is applicable to other’ 
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“FIRST HAT DOWN IN FIFTEEN DAYS.” 


The above is a photograph of Mr. Beique, 
who has the honor of being the first Canadian 
salesman to win one of the prize hats offered 
for securing $2,000.00 worth of business before 
November Ist. Mr. Beique secured business 
amounting to $2,800.00 from September 15th 
to September 30th, so that he has a full month 
to go yet to secure one of the larger prizes. 
We wish to offer Mr. Beique our heartiest 
congratulations and to express the hope that 
at the end of the contest, we shall have the 
pleasure of reporting his further success. 


Mr. Beique is working the general line only 
in the City of Montreal and this makes his 
success all the more gratifying to us. His 
business for the fifteen days referred to, totals 
140 points and consists entirely of store busi- 
ness including three nice paint oil orders, 
aggregating 110 points. 


For years we have tried to find a slesman 
who could suecessfully handle the general line 
in the City of Montreal. Several men have 
tried it with indifferent success, but at last we 
believe we have the right man in the right 
place. Mr. Beique is a comparatively new 
man in the organization, and we believe there 
is a great future for him with the company. 
He is well on the way towards membership in 
the Pacemakers’ Club and we hope that this 
honor will also be his in the near future. 
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IT’S LIKE A LOT OF OTHER THINGS. 


‘“‘This line in your hand,’’ said the palmist, 
‘indieates that you have a brilliant future be- 
fore you.”’ 

‘‘T know that all right,’’ responded the man 
who had just parted company with two dollars 
for the reading, ‘‘what I want to know and 
what I want you to tell me is how I ean eatch 
up with it,”’ 


MENTAL AND PHYSICAL CONDITION 
EFFECT RESULTS. 


A tourist was rambling along the bottom of 
a canyon in the Rockies. The walls were so 
high and so close together that the streak of 
daylight far above looked lke a ribbon of dust. 
Presently a clear and distinct call rang out 
above: ‘‘Hello, pard! How are you making 
it?’’ ‘‘Never felt better or had less,’’ came 
back the cheery answer. 


Just a salutation, a passing of the time of 
day between two prospectors, yet mark the 
philosophy of it. 


A thoughtless phrase tossed lke an echo be- 
tween the hill tops carrying to the thoughtful 
ear the substance of all that the preachers have 
preached and all the philosophers have taught 
since the dawn of reason. 


To have reached that point where our out- 
look on life is flawless and our possessions are 
nil; where physically and mentally we are at 
our best and materially we are at our worst; 
where the heart sings an anthem while the 
purse nurses a vacuum, is to have attained the 
pinnacle of human striving, the apex of human 
thinking, the zenith of human happiness. 


If a salesman is happy, if he is thoroughly 
satisfied with his lot he will correspondingly 
effect his prospect. 


HOW WOULD YOU LIKE TO SELL IT? 


A British inventor has devised a_ sort of 
sucker to be attached under an automobile to 
gather up the dust raised by the moving wheels. 
The dust is collected in a box which may be 
opened and emptied with a lever at the pleasure 
of the driver. 


This might serve all right in England or in 


‘a few parts of this country where we have 


really good roads but we fear it would play 
havoe with a majority of our country roads. 
With the rapid increase in the use of automo- 
biles and the amount of dust a single car can 
raise, we can see our road beds being sucked 
up and whirred from place to place in a way 
that would cause no end of confusion. 


HARD FACTS. 


Let the Other Fellow Do the Talking When It 
Pays. 
Lineoln, Nebraska, Oct. 2, 1912. 
Mr. C. H. Davies, Editor Bowser Boomer, Fort 

Wayne, Indiana: 

Dear Sir: It is a good thing when a man 
finds his place—by that I mean the work he 
is cut out for. There are many who are filling 
positions for which they are not fitted. I was 
brought up on a farm in South Dakota, lived 
there until I was 24 years old, and you may 
ask how I got into the selling game. It didn’t 
happen at all. I wanted to be in the game 
when but a lad of 12 or 15 years. Between 
farm work and school, I would canvass the 
country. My first experience was selling 
books, “‘Stanley in Africa.’’ I sold twelve 
copies in five days, and they sent me an extra 
copy gilt edged and bound in morocco. That’s 
one way a fellow finds what he is cut out for. 
He will naturally drift into it. But let me 
tell you I hustled early and late, and take it 
from me, work is half of the battle, and in a 
good many instances, it is all there is to it, 
work coupled with common sense. The fellow 
that is always kicking because luck is against 
him is usually the fellow that is sitting around 
waiting for something to happen. ‘‘But take 
it from me, it won’t happen.’’ 


Then about my experience in selling Bowser 
tanks: I assure you they are many, and it 
would be impossible to reeall all of them. But 
I have a case in mind. I ealled on a certain 
merchant not long ago, and he immediately 
told me that he had been bored to death by 
tank salesmen, and it would be useless for me 
to waste my time with him. He was a man 
that liked to talk, and I listened (it sometimes 
pays to be a good listener). He told me all 
about his business experience, and the success 
he had made. I drew him out, listened, and 
he talked about himself. It’s funny how a 
man likes to be ‘‘it,’’ but it’s human nature. 
Finally he said, ‘‘You are the darnest fellow I 
ever saw, a man can’t get rid of you. I told 
him that I was there to sell him a tank, and if 
he fully realized the value of such an outfit, 
it would be impossible for me to get away 
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without him giving me an order. I showed 
him the losses he was sustaining under his 
present system, and that by installing a self- 
measuring outfit, it would save him from 25 to 
40 per cent per annum on the capital he had 
invested. He got interested, he listened, I sold 
him a four barrel cut 242. This man had never 
given the oil storage question any serious con- 
sideration, he knew that he paid the oil com- 
pany for a certain number of gallons, and the 
next thing that he knew about the oil business 
was that he was out of oil. 


When I got through with him, he was con- 
vineed that it was poor business for him to 
continue handling oil in the old way. ‘‘Sad, 
but true, too many good merchants are still in 
this position.’’ I could give you a number of 
others, but will not take space at this time. 
The opportunities with S. F. Bowser & Co., 
are much better now than they were a few 
years ago, when I first started, because of the 
improved conditions, but it is necessary to 
study the line ,and to know more about Bowser 
oil tanks and oil storage than the other fellow. 


I trust that every salesman, will win the 
Pacemaker’s membership, and in this connec- 
tion, I would urge the management to arrange 
for a genuine school of instructions, so that 
every man attending will come away a better 
tank salesman, with more complete knowledge 
of the line. In the meantime, let’s make one 
long pull—all together the last quarter. 
Everybody under the wire on or before Decem- 
ber 23, 1912. Yours truly, 


J. C. OLSON. 


JUST AN INCIDENT 


During the first part of January 1912, one 
of the near prize winners was in the office and 
was incidentally telling why he didn’t get into 
the prize class. It seemed from his remarks 
that he lacked less than one hundred dollars 
of having enough business to put it over. 
Here’s what he said, ‘‘IF I had known that 
a hundred dollars worth of business would 
have made me a prize-winner I could have 
gotten it, easy.’’ We are sorry he didn’t get 
the hundred dollars but, if there was a hun- 
dred dollar order he could have gotten easily 
WHY didn’t he get it? You know, in a race, 
it is not the half hour ahead but the half second 
late that hurts. 


If you work hard right up to the last hour 
of the last day and close every order possible 
and fail, it is disappointing, but it is not half 
so bad as it would be if you laid off the 
last week and then missed it by one small 
order. 


168 THE BOWSER BOOMER 


The Bowser Boomer. 


PUBLISHED SEMI-MONTHLY BY 
S. F. BOWSER & CO., Inc., FORT WAYNE, IND. 


Edited by C. H. DAVIES 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS EMPLOYEES 


+ OCTOBER 10, 1912 


No one puts in a Bowser tank as a favor. We 
neither beg business nor go out with a gun to 
get it. We just lead the world in quality and 
service rendered, and the buying public is keen 
enough on the scent for good things to get a 
Bowser. That is what accounts for over a mil- 
hon users. 

© © © 

This Cup Race is almost as doubtful as the 
presidential raece—The only thing that makes 
much difference is the fact that we will have 
to wait longer to find out who is right. 


© © © 
Some of you fellows had better look well 
to your facts when making predictions about 
the winner of the Cup Race. From all ap- 
pearances there is going to be a ‘‘job lot’’ of 
totally ruined prognostic reputations about 
January 1, 1913. 


© © ® 
1 - G 1 a a 
Some men just naturally pick up orders 
and some have a hard time digging them up— 
Well it doesn’t make much difference how you 
get them just so you get them. 


OCT. 3 AND ALL’S WELL. 
Rouan, Mont., Oct. 3, 1912. 


S. F. Bowser & Co., Fort Wayne, Ind.: 

Gentlemen: I enclose you coupons for 39 
points, which is all G. S. business. I have one 
order now up to San Francisco office for their 
approval that | am pretty sure is going through 
that will give me about 60 points more. This, 
of course, is not included in this bunch of cou- 
pons. 

I have only 10 more points left in my second 
coupon book. Send me another Coupon Book 
quick, as I want to eat it up before Xmas. 
They digest fine. My mark for 1912, 1,500 
points or bust. Yes, you can tell Merickel or 
any of those Pacemakers. 

Yours, Resp., 
W, V. CRANDALL. 
© ® © 

The majority of people known enough about 
oil and gasolene to realize that a proper stor- 
age system is at least a mighty big economy, if 


not a necessity—So the question to argue is 
not so much, ‘‘Why should I have a storage 
system,’’ as, ‘‘Why should I have a BOWSER 


storage system.”’ 


THREE OF A KIND 


Being very busy piloting visitors around the 
city, the writer has not been able to make a 
full report, but to show you that both Mr.. 
Runyan and Mr. Mulligan have been active in 
their labors to secure filling station for aero- 
planes, I am enclosing herein photograph of 
Messrs. Runyan, Mulligan and myself, which 
will no doubt show you that while we did 
locate a likely place for the installation of 
Bowser equipment, we were unable to secure 
the business at this time, but inasmuch as Mr. 
Runyan has laid the foundation and started 
this ball rolling, the writer has no doubt of his 
ability to carry on and complete his negotia- 
tions for a filling station somewhere in the 
neighborhood of the spot designated by the 
picture enclosed. . 

Don’t think for a minute that Mr. Mulligan 
was discouraged by the expression on his faee. 
He has been in a high altitude for some hours 
and possibly was somewhat depressed, yet I 
assure you he was in good spirits, as he had 
just made his exit from a_ five-cent picture 
show and was highly delighted with the even- 
ing’s pleasure. GEO. H. HASTINGS, 

30omer Reporter, St. Louis Dist. 


About the time we go to press, if there are 
no unnecessary delays, Mr. Bowser will be 
walking down the gang plank of the big Trans- 
Atlantic steamer on his return from England 
and France. His tenacity, salesability and the 
mechanical perfection of his equipment suc- 
ceeding in securing the adoption of our sys- 
tems by the Englsh authorities. 


Do you know, with all of his years, he can 
give a lot of you young fellows ‘‘eards and 
spades’’ and beat you to it at that. Any man 
who can bring the whole British Commis- 
sion across is some salesman. How about it? 


© © ® 


Some men.spend so much time talking about 
efficiency they haven’t time to practice what 
they preach. 


© © © 


When you get good, live inquiries from far 


off Australia, it 1s pretty good evidence that 


Bowser products are well known. 
© © © 


OVERHEARD IN THE CORRIDORS OF 


THE BOOMER BUILDING. 


The following conversation occurred be- 
tween three of the boys who were recently 
here: 

““Yes, I am going to be a Pacemaker and 
get that ‘fifty’ that goes with it.’’ 

‘*Oh! Won’t that be lovely?’’ 

‘‘Should say !’’ 

‘And get the office of Director for our 
District.’’ 

‘*Oh! Won’t that be lovely?’’ 

‘‘Should say !’’ 

‘‘And sit right next to the main speaker 
at the banquet.’”’ 

‘‘Oh! Won’t that be lovely?’’ 

‘*Should say !’’ 


THERE IS SOMETHING TO IT TOO. 


Nashville, Tenn., Sept. 28, 1912. 

I do not feel that we are justifying the kero- 
sene trade unless we sell them a_ five-barrel 
tank. Say a merchant uses fifty gallons of 
kerosene a week in four and one-half weeks 
he has sold five barrels, 250 gallons. He invests 
in a Bowser in our way of handling oil for a 
cellar outfit or first floor. The present market 
on oil pays him 50 per cent, as his investment 
is a five-barrel, he has turned his dollar over 
eleven times.in the year. His profit is 550 per 
per cent per annum, the five-barrel capacity he 
gets one-half cent per gallon from the standard 
and other oil companies equaling 5 per cent and 
over; this turned over eleven times (at fifty 
gallons per week), is 55 per cent per annum. 
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Total, 605 per cent interest on his money. A 
man can step over to a bank and borrow money 
at 8 per cent and on the bank’s money make 
an average of 598 per cent. Any man with an 
eighth business brain will put in a five-barrel 
Bowser, if it is put up to him in the proper 
shape. L. F. LOEFFEL. 


VOLUME OF BUSINESS 


Standing of Forty High Men, October 10, 1912. 


gael AraIstronge 2.710. a ee OLtes y onyae 
derma e Werickéle (hc tae ose eens Toronto 
WWE eV Crancalle ets tn are San Francisco 
eae Ela FUN OCC: chavs ana t.aiey eee eer ae Toronto 
Ae Ey eV OM Avis. Uwe ee, ee Toronto 
Ee ee Oaskeye« 3.0 Aa. Sere eee ee Chicago 
HS HECK IGtznac:.. a. lt Nee San Hrancisco 
MUR Gm enn anie es 2G ne eeeate eee ae ee Minneapolis 
Hewas smith. BL nee eee Boston 
SWiseNUAT) Ori TIVO 3 ...45 ce aden ee ee Toronto 
HS GE EUC TINS CL ons cece ev a een Lees St eee Mineapolis 
AgeATOERSOIY. Soe cs cat ae eee ee Toronto 
UG: toad Me EUR gs Wh Sina i aera alge Mae cet AD Atlanta 
Site ee aus LOD7 saps Wetec ae eee ge New York 
Reh OMIIS ONY me eal tas ects Ra eS Fort Wayne 
Geurcera. so Lecler enw: ac.eads ere ter St. Louis 
Vee a RO INE GIO) Piedra era teak ended seme San Francisco 
ARG Ree Lar ainsi tly Sp aaee aera Minneapolis 
Je CREO ON Lily See Gres ete caries ans St. Louis 
EAP iCO MALO ter. bys loan < Sens ee Chicago 
GMT Zo Gin CEm -giag eet nie eeu cet ee Atlanta 
Tos DIM Can Gee seas eo Le Minneapolis 
TQS JEAVODSA ES Sera ce tiks cae en eee Toronto 
(Gs Bes Comshoe ke Aes «Sel. Mar ah ood come New York 


PO he RR SI Re Boston 
See te nie ae AY ac Fort Wayne 


C. M. Carpenter 
H. J. Bradshaw 


DcvA eC ol ling itaepetes. lho nae, deme s New York 
James Ward tee.2 cow See Se ark nee poles 
Wists Robertson me 4 5. toh ees ee Toronto 
Bia Ge Greys arcs eee eens ac feast ote San Francisco 
He Je LUT pity grates oko os ea esa Toronto 
Seal) ctoddard.s 7s aeeasvcnte es sc as San Francisco 
AEA OMMO FASS te) Sadi 5 el ce va ee ee tae Dallas 
Rit PISA SNORIGC Ra Nea, roe hc eeeee eaee Chicago 
IR SHO Naar Olt ie da eds eee ks areas ee Toronto 
Pol beeplesvaar 20 c on cle ae See RN Ca ONE 
a) RVG Gt BY Methane is kee ake San Francisco 
GBS ODI tte wet Scars Seateea See ag, New York 
HEL OTS sae meme nieces uate San Francisco 
HAbUBleeekerme: nbst eh een te Toronto 


1 peed 


OFFICE STANDING, OCT. 5, 1912 


40TH WEEK 
TORONTO 


MINNEAPOLIS 


BOSTON 


PHILADELPHIA 


It begins to look hke Johnny Bull hada 
double Nelson on the Yankee so far as that Cup 
Race is concerned. We can almost hear Murray 
and Savercool saying, ‘‘It do beat all how long 
winded those Canucks are.’’ 


We would suggest that Mr. Hance keep a 
sharp lookout because there are _ several 
Yankees pretty determined to get his ‘“‘pelt.’’ 


Chicago slipped back one notch but by such 
a small margin that Dallas will have to ‘‘lay 
to’? if they hold the advantage. 


The difference between the percentages are 
so small we may see an entire change by the 
end of another week. 

© ® © 


EFFORTS AND RESULTS. 


As we read of salesmen who have been suc- 
cessful, or “‘made good,’’ as it is often termed, 
we also think of those who have not, although 
they have made a manly effort. A word of 
cheer is certainly due them, for their efforts 
are appreciated. 

Discouragement comes more often from the 
lack of appreciation of one’s honest, sincere 
efforts than it does from the heaviness of the 
burden or difficulties of the task and failure. 

Kverywhere in business, in publie life, that 
stern rule is applied. ‘‘Can you produce the 
goods?’’ the employer asks the applicant. Vis- 
ible, tangible proof of value is required when 
an attractive proposition is offered. ‘‘Show 
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me,’ is the business man’s slogan. When sub- 
stantial, well-authentiecated results have been 
presented to the world, then the world responds 
with that praise so eagerly sought for. ‘‘He 
has made good.’’ Never mind how faithful the 
effort, never mind how stupendous the difficul- 
ties, a calculating world seldom rewards with 
a verdict of ‘‘well done’’ the man who has fail- 
ed to produce something to add to the statisti- 
cal wealth or efficiency of his day. 


Now and then there are exceptions. Now 
and then persons of insight or vision are able 
to see deeper than the externals and beyond the 
results. It is easy to appraise a man’s product ; 
it is more difficult to place a correct valuation 
upon his effort. 


We wish to state, however, Bowser & Com- 
pany do appreciate your efforts and recognize 
your sincerity and consistency of application 
to your work as a laudable virtue and of im- 
portance. 


The relentless demand of the work for re- 
sults is a good thing. So often we are tempted 
to. exaggerate our efforts and think we have 
done our best when we have not really devel- 
oped half our latent powers. Much of our en- 
ergy and much of our ability would remain 
dormant if we were not fairly compelled by the 
prodding of the world to stir them into life and 
action. 


Any results short of those possible to us by 
the full employment of all our talents, by the 
full development of all our potentialities, must 
merit rebuke. We cannot know when we have 
reached our utmost. As long as further effort 
is possible, further achievement also is possible. 
Many a battle has been won after it seemed that 
defeat was inevitable. The inflow of new 
strength, the flash of a new idea, the impulse 
of a new inspiration or revelation, all are use- 
less to one who has quit the struggle and ae- 
cepted defeat. 


Only when we have continued to the end, do- 
ing our utmost and doing our best, may we be 
comforted by the knowledge that it is the effort 
and not the results which will win the reward. 


The salesman that has a clear conscience, that 
he has done his best, has been faithful to him- 
self, his family, and those dependent upon him, 
also the firm in giving his best efforts has not 
been defeated. 


There may be many of us who fail to take 
‘first prize,’’ but if thru it all we have been 
faithful to our trusts and consistent in our ef- 
forts, we may go confidently on, knowing “‘we 
have done the best we could.”’ 


A. E. DARLING 
A Pacemaker. 


On September 29, we received the order that 
put Mr. A. E. Darling, of the Minneapolis Of- 
fice, into the Pacemakers Club. You may have 
heard of Mr. Darling. He’s the ‘‘Bowser 
Wheel Tank Man.’’ If there is anything he 
would rather do than take orders it is to take 
wheel tank orders. That he has made a suc- 
cess 1s attested to by the fact that he is a Pace- 
maker. 

Mr. Darling has proven his metal several 
times before and here’s hoping his business 
ever increases. 

We all welcome you into the Club, Mr. Dar- 
ling and we hope your example will stimulate 
your friends to such an extent that we may 
have the pleasure of weleoming them also. 


THE VALUE OF IDEAS 


In Creating a Market for Bowser Outfits. 

Our general manager recently touched upon 
creative salesmanship in one of his Boomer 
talks and it is very gratifying to note that 
our boys are practicing it with marked success. 

For instance, R. L. Mathews, of Dallas, sold 
a Cut 241 to a feed man. An account of which 
appeared in the Boomer. 

A more recent instance is the sale of two 
Cut 100’s by Mr. F. H. Dietz, of St. Louis, to 
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a company who will install them along the 
boulevards to supplying trancient autoists 
with gasolene. 

Creative salesmanship, if you will analyze 
these two instances, consist chiefly of ability 
to think. A knowledge of the line and per- 


sistence. 
These are not the only Bowser salesmen 
who are doing this kind of work. We have 


them in every district. 

_It may seem like a fine piece of presump- 
tion to even intimate that a man who is hold- 
ing a position as salesman is uncapable of 
doing this kind of thinking. We all can—but 
do we? 

How many travelers in other lines—(they 
lack initiative too much to be. called sales- 
men)—how many do you recall whom you 
have seen enter a place of business, greet 
the buyer, ask him if he is in need of anything 
in his line, take his order if there is one 
forthcoming, and make his departure, just like 
a machine which will move its arms and legs 
when the operator pulls the strings. There is 
no degree of selling efficiency in that. 

Creative salesmanship consists largely in 
getting the other fellow to thinking as you do, 
in gaining favorable consideration for your 
goods where possibly none existed before, in 
pointing out where the volume of trade could 
be increased if certain suggestions were put 
into effect, in compelling recognition, if need 
be. 

Salesmanship is largely the power of sug- 
gestion without letting the person approached 
realize that you are seeking to influence him. 

It is the appheation of thought, of ideas, the 
power to analyze, to state your case in a man- 
ner that appeals, that carries conviction to 
lend practical assistance. 

A thorough knowledge of your goods is es- 
sential. You must have all the talking points 
at your tongue’s end, and you must have con- 
fidence, both in yourself and the line you are 
handling. Nothing spells failure so quickly 
aS insincerity or doubt. If you don’t believe 
fully in what you are doing it is absurd to hope 
to convince others. Faith in your goods, a 
confidence in yourself that finds expression in 
persistence which sends you back again and 
again in the face of seeming defeat, and ability 
to think, are the three great requisites for suc- 
cessful salesmanship—creative salesmanship, 1f 
you please. 

But the greatest of these is ability to think, 
to evolve means of getting close to a customer 
and bringing to him a realization of the fact 
that what you are striving for is in reality for 
his benefit. And the oftener you can drive 
this truth home, the more certainly you can 
show a customer that you are working for his 
interests as well as your own, the greater will 
be the measure of your success. 
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The company is spending thousands of dol- 
lars annually in advertising. This costs the 
salesman absolutely nothing. There is hardly 
a general store of any consequence in the 
United States or Canada that does not take a 
grocery journal in which our advertising ap- 
pears. The grocer sees the illustrations— 
Reads the argument—He knows the 
products. 


Bowser 


Many of us fail to realize what a big help 
this is beeause we have never had to work with- 
out it—Take this publicity out of sales work 


=A 


it? There are 750,000 BOWSER TA 
so if they did not do as we say? 
they did not pay? 


venience. 


how mueh oil is left in the tank. 
full particulars free. 


NEW YORK CHICAGO MINNEAPOLIS Say 

Patentees and Manufacturers of Standard, 
Tanks, Gasolene 
Systems, Dry Cleaning Systems, ete. 


A BIG.HELP THAT SOME DO NOT REALIZE 


LH 


If you knew how much money the old oil tank has cost you in waste of oil, ee 
to goods and loss of customers, you’d kick it out and get a 


Bowser Self-Measuring Oil Tank 


What’s the sense of handling oil in a profitless way when you can make money on 
NKS in use today. 
Would thousands of grocers buy BOWSER OUTFITS if 
Wouldn’t it pay you to investigate this system? 
for a BOWSER OUTEIT now without having the benefit of its cleanliness and con- 
The BOWSER absolutely prevents waste, keeps your hands and your store 
clean, gives you at a glance the amount to charge for filling any measure, tells you 
Send us a postal card for illustrated catalogue and 


S. F. BOWSER & COMPANY, Inc. 
FORT WAYNE, INDIANA 


BRANCHES 


LOUIS 
TORONTO 


: B Self-Measuring, Hand and Power Driven Pumps, Large and Small 
and Oil Storage Systems, Self-Registering Pipe Line Measures, 


= ESTABLISHED 1885. 
sli 
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and you would find the thorns thicker and the 
bends in the road more frequent. 

Now, as the kerosene season starts, we are 
using larger space and have increased the num- 
ber of ‘‘store’’ publications. Take advantage 
of this free assistance and get the business. 


The advertisement reproduced below is one 
of a series that we expect to run during the 
winter months. 

In addition to this advertising think of the 
circularizing -that is being done daily—It all 
helps to make order getting easier. 


Out with 
the Old — 


Do you suppose that would be 


You’re paying 


DALLAS ATLANTA SAN FRANCISCO DENVER 


-Oil Filtration and Circulating 


BOWSER 
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H, A. LEONARD, Director 
Chicago District. 


Mr. H. A. Leonard, of the Chicago District, has been elected director of the 
Pacemakers in his district. Mr. Leonard secured the office October 9th, with five 
hundred and three points to his credit. There has been a strong contest on for 
this office and the winner is to be heartily congratulated on his success. Mr. Leo- 
nard is comparatively a new man in the organization having come with us only a 
little over a year ago. He has always been a consistent producer however and it 
does not surprise his many friends to learn of his victory in this race. We wish 
you continued success Mr. Leonard and hope you may be decorated with other 


honors during the year. 
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The following is a special article 
written by our general manager. It 
is the preface to the possibilities for 


Bowser Business. 


A. Z. POLHAMUS 
Gen’! Mgr. 


THE BOWSER OUTFIT 


What It Has Done, Is Doing, and Will Do 


This is a subject that might well be the theme of many articles, and only scant 
justice can be done it in this article. 

To begin with, the Bowser outfit has revolutionized the handling of oils. It has, in 
many cases, made the most disagreeable part of a merchant’s business a source of pleas- 
ure, instead of dread, a source of profit, instead of loss, and brought a feeling of security, 
instead of fear. Where, before the advent of the Bowser outfit, merchants wilted and 
clerks cussed when a customer wanted oil, both now weleome with a smile the customer 
with an oil can, for, because of the Bowser method they no longer have to run down a 
dark stairway, into a back room, out through the rain or cold to draw that oil. When 
they draw the oil, they no longer have to soil their hands, their clothes or add a little 
more oil to the already well soaked and ill smelling floor. They do not have to wonder, 
while drawing the oil, just how much they are losing on that oil because of their 
measures not being correct, because of the amount spilled while drawing the oil, be- 
eause of the contamination of articles of food in their store, and because of the amount 
of merchandise the fellow or fellows for whom they are drawing the oil, or others in 
the store, are transferring to themselves while they are absent from the room drawing 
the oil. 

Neither do they have to wonder at night, after the day’s work is done, just how 
many firemen and others would suddenly take the long journey if fire reached that oil 
room and oil, then vex their good souls with the fond reflection that the whole business 
at best was only a source of loss, and they wished they knew how they could cut it out 
entirely. 

After drawing the oil, they no longer have to run and wash their hands, hastily 
dry them on an ill-smelling towel and hate themselves, because of their clothes ever 
reminding them that they sell OIL. 
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All has been changed since the advent of the Bowser. The fire risk, the oil soaked 
floors, the oil soaked clothes, the dirty hands, the contaminated butter, flour, ete., the 
incorrect measures, the unprofitable oil business have all met their Waterloo in the — 
Bowser system of handling oils, and, instead, with the Bowser the oil business becomes _ 
safe, clean, and the most profitable (capital invested considered) of a merchant’s 
entire business. This is what the Bowser outfit has done, is doing and will do in ever 
increasing volume for the merchant. 
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While the Bowser has brought about this condition for the merchant, it has done as 
much, and more, in many other channels of business. What would be the result of the 
vast amount of gasolene sold and handled today if it were not for the Bowser system? 
How many lives, how many millions of dollars of property have been saved—are being 
saved today and will be saved in the years to come by the Bowser outfit? How many 
people, who never heard of the Bowser firm or Bowser outfits, are in debt to them? 
How about the railroad, the factory, the power plant, and other users of oil? All that 
the Bowser outfit means to others, it means to them only in greater volume as they 
handle greater volumes of oil. 


A 


In going about the country the writer finds that while taking care of the gasolene 
part of the business in garages has, as a rule, been looked after, little attention has 
been given to their lubricating oils, an awfully expensive mistake to them and their 
customers. We say the improper handling of gasolene is a crime, and so it is be- 
cause of the liability to life and property. We, however, do not think much of the 
improper handling of lubricating oils, although if we knew what that meant, we 
would say it was criminal. Oil experts, who have nothing to do with the sale of 
oil, or oil handling devices, tell us the loss caused by improper storing of lubricat- 
ing oils is enormous, and many an automobile owner who is cussing about his auto 
up-keep, 1s being caused no small part of that expense by improper storage of lubri- 
cating oils. Not only so, but his car is depreciating, if he only knew it, much more 
rapidly than necessary, for the same reason, and Bowser salesmen are to blame for 
they are not putting this matter up to the Public Garage and the Private Owner as 
they should. Boys, if you don’t know the facts on this, write Mr. Davies for them. 


The same thing applies to the power plant. We, at one time, sold lots of fine, 
white enameled and oak comparment cabinets for oils to power plants, and there is 
just as much a market for them as ever, but it is being neglected by our salesmen. 


The type B, cut 52, is also a fine outfit for power plants and hundreds of these 
and 63 B outfits should be sold to small mills and factories everywhere. 


If the greatest ‘corporations are finding they can spend ten, twenty and thirty 
thousand dollars for a Bowser equipment at one point and it pays for itself 
easily every year; if some of these find, after equipping their plants, they easily pay 
for themselves two and three times a year, some say they do, surely we owe it to 
every factory, railroad, mill, power company, ete., to let them know what the Bow- 
ser means to them. 


The Bowser outfit is one of the greatest inventions of our time; it has meant, 
and is meaning today—Life, Property, Profit, Convenience and Cleanliness, ade int 
ever increasing volume in the future, will mean this to all handlers of oils, and, not 
only so, but to the world at large. 

Boys, two of the great men of our time are S. F. and Allen A. Bowser, for they 
have given to the world, for its great benefit, the Bowser Outfits. Let us see to it 
that we do our part in so great a work byletting the world know what these men 
have wrought and by inducing the world to get out of their work what there is in 


it for the world. : 
NOeZePORTAMUS: 


General Manager. 
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All Records Broken 
The Third Week Of October A 


Pacemaker. 


Monday the 14th we passed through 
237 orders, the largest number ever put 
through in a day. Saturday the 19th 
was the largest day’s business in our 
history, making the biggest we ever had. 


Splendid! 
Oh! You Pacemakers. 


© © © 
WANTED—In every district everywhere— 
more individual successes. 
© © © 
Those who make the PACEMAKERS CLUB 
are beyond question an individual success of 
the most pronounced type. 
® © © 
Our present organization with factory facili- 
ties second to none, a sales force of. trained 
men and an engineering department of experts, 
assumes a threefold leadership in our field. 
ON! ON! for a Sales Record that has never 
been equaled! 


© © © 
R. S. Johnson, of Cleveland, who won first 
prize in the factory line in the special seven 
weeks contest just closed, says: ‘‘The Toilet 
Set 18 magnificent, but I am so busy trying to 
make the Pacemakers Club that I don’t get 
much time to use it.’’ Don’t let that worry 
you, Bob. Keep kicking up the dust until the 
last minute and you can take a general personal 
dry cleaning on us. 
® © © 
i. B. Gustorf, who covers Milwaukee under 
the Fort Wayne district is certainly making 
a sensational finish for the Pacemakers Club. 
Mr. Gustorf secured over 80 points in the last 
three weeks, a large percent of which was 
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We have decided to take no chances with the 
cup and will bring it back with us when we 
return from Fort Wayne next J anuary. 

A. E. MOFFATT, 
Toronto Director Pacemakers Club. 
© © © 

EK. A. Englebert, who travels in northeastern 
Ohio under the Fort Wayne district, has been 
making a record in securing Fire Department 
orders. Last month he secured over 25 points 
of this class of business. 

© ® © 

This is an age of rapid changes—principally 
for the better—and if you are to keep up with 
the procession every legitimate means should 
be used, not only to keep up with the ‘‘bunch,”’ 
but to find place in the first division of the 
‘“suecessfulites. ”’ 
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S. F. BOWSER, FOUNDER AND PRESIDENT. 
The Original Pacemaker. 


Our President has returned after a four- 
months’ business trip to Europe. Did he ac- 
ecomplish his purpose? Certainly. Did he 
secure his quoto? SURE. 


At New York Mr. Bowser was received by 
the Office Managers and Eastern Salesmen who 
presented him with $5,000.00 worth of orders 
as a token of the sincerity of their welcome. 


At Fort Wayne Mr. Bowser was met at the 
depot by company officials in automobiles and 
was escorted to the factory where the em- 
ployes had gathered to weleome him. Upon 
his arrival the Bowser Band struck up a lively 
tune and the excitement was very intense. 
It was a reception that King George or Presi- 
dent Taft would have been proud of. Mr. 
Bowser responded with a very fitting speech 
after which there was an all-round hand- 
shaking. 


Mr. Bowser, we are thankful for your safe 
return and congratulate you on the success of 
your mission. 


THES OM... 


A view of the reception given Mr. Bowser by the employees. The arrow points to Mr. Bowser 


It will take some slump in trade to dim the 
lustre of Toronto’s phenomenal record. 
@. © © 


One of ous subscribers is hectic to know what 
would happen if Bob Johnson really hustled. 
© © © 


Mr. R. 
homa City under the Dallas Office, is breaking 


C. Chatham, who is covering Okla- 


into the Bowser progression in a very energetic 
style. His initial order was for a $500.00 equip- 
ment, which is a splendid start and we wish 
We believe 


you will often hear from him in connection 


Mr. Chatham continued success. 


with similar sales. 


YOU CAN LOOK FOR MR. RICHARDSON 
THERE. 


Walpole, N. H., Oct. 17, 1912. 


My Dear Mr. Davies :— 

I enclose a few coupons to bring my record 
up to date. They come hard, but we must have 
them and if I don’t stub my toe a few more 
times I hope to land in the club by December 
20th, as | want to have at least one day margin. 

I see you have dropped me from the forty 
thieves and I don’t propose to stand for it and 
if you don’t put me back there before De- 
cember Ist, I shall withdraw my advertising 
in the Boomer for the balance of the year. 


Yours truly, 
F. H. RICHARDSON. 
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Reading from right to left. 

Mégr. D. A. Corey and J. L. Handy. 
Seated. E.H. Barnes, Wm. Simpson, F. J. Hynd- 

man and E. H. Briggs. 


Standing. 


See the Railroad Salesmen ! 

Yes, what strong armed, husky fellows they 
are. 

Are all Railroad Salesmen like that? Oh, no! 

Only Bowser Railroad Salesmen are like that. 

What are they doing now? 

They are initiating E. H. Briggs into the 
Railroad Squad: 

Ah yes, I begin to see, but what is the push 
car for? 


That is to see if he has the required amount 
of push after which he is given full instrue- 
tions of its component parts so he ean famil- 
larly discuss rolloing stock and traffic with 
Railroad presidents. 


My, isn’t that fine? If I were educating a 
son of mine I would spend most of the time 
teaching him Railroad Salesmanship. They 
make such fine men. 


© © © 
ROBERT E. WHITE BACK WITH US AGAIN. 


His return engagement is made conspicious 
by an initial order for two complete, Cut 41, 
Outfits for the Waterloo, Iowa, Fire Depart- 
ment. This is but a surface indication of Mr. 
White’s capabilities and we are going to keep 
our editorial eye on him for some real Sales 
Sensations. 


VOLUME OF BUSINESS. 
Standing Forty High Men October 17, 1912. 


1) JS SHARIN Stron oP ee ee Fort Wayne 

2... WNe oranda ll pee eee San Francisco 

3. J. We Ménckel estes 3) eee Toronto 

A TOTS RO GGs 6 3 ae win aie eee Toronto 

De Al HM offatteacssee ee eee Toronto 

G. Ey MEy Caskeyara oo. 3 Chicago 

ho EOE era fh aiiiee ae eee ees Minneapolis 

8. Ey By Kloten ee San Francisco 

9. Le Wis SEV the ee. eet eee Boston 
10) Ey Cl Ettiitver .4s.8 2 eee Minneapolis 
Td.) WiooN, Deming 2... Dee Toronto 
12.5 AS ANGEESOMS A... chs eee Toronto 
13.) HAs beonard s.r Chicago 
TA® 9 HA Pir diva oc. occ eee Atlanta 
15.0 AS Waring.) nee ee Minneapolis 
LO sreR 4.) ObTiSOn) ete hee Fort Wayne 
i SW oor 8 5 eee eee San Francisco 
18.8. Geo. An Steele 0 eee St. Louis 
LOR SSD SUT Lists ke ee ee eee St. Louis 
207 G, Ha Retben ....... oe ee Atlanta 
DAD PO lie VA yl OT een ee mene ee ee New York 
22 ed Brad sie Wiee sek ae ee Fort Wayne 
Paswe del WECM ERAtSC Wit eee 4 uss Boe 6 Minneapolis 
24° 7G PA Comstock sai nn) ee ae ee New York 
2d, to Me Carpenter =... co a oe ene Boston 
205° LHS Jord CaVOus 8. sou oe eee Toronto 
ale Ae COMI S bt, ere es oe New York 
285. J alMesu Ward see eee Minneapolis 
295 OW. 7 WY SIROUERT SOR. & sie eee Toronto 
Oe oe ATL IL Oy, fe en) ce eee San Francisco 
Wy cree (ShasiteckorNasb Who us Sues - San Franciseo 
San) oie WW ANLOMTIS, JP. a oe eee Dallas 
9, Edi. MME Dh gre asc eee Toronto 
34.) Wall? Peeples.a).. acl ee New York 
BO, ee. Hy Sherlock Paws eee Chicago 
304) Se Davis ney ane e eee San Francisco 
Ste” Glaytonts. 5. caer cenea ae eee Toronto 
388 SHY E Babbin me ee ee eee New York 
BOs Wi. GG hand ers are ee ee Atlanta 
A()..\.F's E16 .O bdggets ie yey aera San Francisco 

© © © 


Only Ten Weeks More 


Hit up the Pace—bring all your 
powers into plays these last ten weeks. 
Go in for all your worth and you will 
land in the Club. Go to it with all your 
earthly MIGHT—AND WIN. 


Our friend, Jack Loeffel, who covers Nash- 
ville under the Atlanta district is receiving con- 
siderable newspaper comment on the work he 
is doing in installing Cut No. 241 about the 
city. We noticed a clipping from one of the 
metropolitan papers which gave considerable 
space to two very prominent installations he 
made, and the article ended as follows: 

‘“These Bowser systems are known the 
country over and the Nashville auto owners 
are certainly proud of these equipments to be 
located here and that the company has a 
representative on the ground, for it is ‘The 
company with the service and the system.’ ’’ 
Loeffel is evidently quite a diplomat and evi- 

dently has a splendid press agent. 


© © © 
WITH INFINITE PLEASURE, OLD SPORT. 


Cape Girardeau, Mo.: 


Sabbath :—My Dear Editor: Would it bother 
you to ask if the company will accept a 3-5 bbl. 
Cut 242 store order that the prospect insisted 
on signing today. P, F. CASHMAN. 


©.® © 


The Bowser army is a hot-bed of good sales- 
men. To be a prize-winner in a crowd like 
this is to have rare merit. 


© © © 
AS A MAN THINKETH. - 


As a man thinketh in his heart, so he is, and 
so is his world. For those whose thoughts are 
earthly and sensual, this is a beast’s world. 
For those whose thoughts are high and noble 
and heroic, it is a hero’s world. The strength 
of wishes transforms the very stuff of our ex- 
istence, and moulds it to the form of our heart’s 
inmost desire and hope-——Henry Van Dyke. 

And we might add that what a man wants— 
if he wants sincerely enough to work consist- 
ently for it—he generally gets it. 


(Connect this with membership in the club and you get 
our thought. ) 


© © © 

The Railroad Department is certainly keep- 
ing abreast of the company’s general progress 
and is doing an excellent business. To the 
traveling staff of Messrs. Simpson, Hyndman 
and Barnes, Mr. Briggs has been added. Mr. 
sriggs has received the notable distinction of 
being raised to a Railway Representative. But 
then, distinctions are nothing to Briggs. He is 
full of them to bursting. He is a graduate of 
the Boston Office Engineering Department, 
which. was followed by Factory road work, 
which he is now leaving to enter Railway Sales 
work. Your many friends, Mr. Briggs, wish 
you continued success in your new work. 
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E. J. LOVAAS, 


Pacemaker Minneapolis District 


EH. J. Lovaas, of the Minneapolis District, has 
annexed himself to Mr. Murray’s already large 
Pacemaker Delegation. Mr. Lovaas came in 
October ninth, with five hundred and twenty- 
three points to his credit. Mr. Lovaas uses our 
convention to celebrate his wedding anniver- 
saries. Mr. and Mrs. Lovaas attended the con- 
vention last year, having been married just 
they included Fort 


Mr. Lovaas being 


a week or two before; 
Wayne in their honeymoon. 
a double prize-winner at that time he was es- 
pecially deserving of a seat at the Banquet 
table.; it is, therefore, with considerable pleas- 


‘ 


ure this year that we say ‘‘Welcome’’ and ad- 
dress you sir with an enthusiastic ‘“‘Shake 


Pard,’’ and wish you increasing success. 
© © © 
We predict that the next Toronto man to 
get into the club will be W. Y. Robertson. We 


have such an assurance from him that we are 


willing to wager almost anything on it. 
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A LETTER FROM LAWTHER 


Mr. P. W. Lawther, who has just taken up 
Shreveport, Louisiana, territory under the 
Dallas district, is securing a name and fame 
in the Bowser Organization very rapidly. The 
first three days he secured seven orders, which 
indicates that he does not intend to lose any 
time getting a good start, and is not at a loss 
for good, effective selling arguments. He 
states that the time saving talk does not fit 
very well in his territory, and in his letter 
illustrated by a little story. In part, his letter 


reads as follows: 

‘You will have to get up an argument to off- 
set the time argument. Time isn’t worth any- 
thing to these people over here. Why they still 
drive ox teams. I have seen as many oxen as 
I have mules, and some of these Parishes have 
400 negroes to one white person. Believe me, 
when I say this is God’s country. 


“Do you know what razor-back hogs are? 


Well, they are these tall, skinny hogs that it 
is impossible to fatten. They say an eastern 
man was through here the other day and saw 
an old farmer driving a bunch of these razor- 
back hogs down a lane, and he asked the 
farmer what they were. On being told that, 
‘them is hogs,’ he asked the farmer what he 
was doing with them. The farmer said he was 
driving them. down to the woods to fatten. 
The easterner then asked what they would eat 
in the woods that would fatten them and how | 
long it would take to fatten them. The farmer 
rephed that the hogs would eat nuts and roots 
and things and might fatten some time next 
vear. 


‘“ “Why, dear man,’ replied the easterner, ‘in 
my country we pen hogs up and fatten them 
in three or four weeks with corn.’ The farmer 
rephed: ‘Wall, I reckon that’s all right, but 
time don’t make no difference to an old razor- 
back hog, no how.’ 

‘“So you see these fellows think that time 
don’t make no difference, no how.’’ 
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pay. 


without having it. 


oil or time. No dirty oil soaked floors. 
most convenient part of the store. 
mation—free. 


NEW YORK CHICAGO MINNEAPOLIS 


DENVER 
dry cleaning systems, ete. 
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=" That Bowser Outfit 

has paid me back 

Every Cent | 
it Cost” — 


There are 750,000 BOWSER OIL TANKS in use today. Why? Because they 
If you sell oil from an old style tank you lose money in waste of oil and the 
damage it does to other articles and you’re paying the price of a 


Bowser Self-Measuring Oil Tank 


You have only an oil ‘‘nuisance’ 
THE BOWSER OUTFIT does away with the measure 
hang the customer’s can on the nozzle and pump the desired amount. 
pumping stops an automatic cut-off checks the flow of oil and prevents dripping. 
If you fill an odd measure the indicator shows you what to charge. 
No need to run down cellar nor to a back 
room to draw oil because the BOWSER OUTFIT is so clean it can be kept in the 
Write us for complete catalogue and full infor- 


S. F. BOWSER & COMPANY, Inc., Fort Wayne, Indiana. 


BRANCHES. 
ST. LOUIS 


Patentees and manufacturers of standard, self-measuring, hand and power driven pumps, large and small tanks, 
gasolene and oil storage systems, self-registering pipe line measures, oil 


ESTABLISHED 1885. 
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instead of an oil ‘‘business.’’ 
and funnels: you simply 
As soon as 


No waste of 


DALLAS ATLANTA SAN FRANCISCO 


TORONTO 
filtration and 


circulating systems, 
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A Bowser Ady. that is now running in Grocers Trade Papers 
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You Have Forty-five Days to 


Become a Pacemaker 


HE harvest is ripe. The cool and invigorating days of 
autumn are here. There remains forty-five of them 
which gives you an opportunity to qualify for the Club. 

In the next two months the big question will be decided. 
We want you with us. The great desire of the Company is 
that every salesman be individually successful; that each of 
you be a Pacemaker and make all the progress these great 
opportunities afford; that you become a credit, an honor, and 
a profit to yourself. 


So we urge you to put forth your best efforts. Take ad- 
vantage of these golden opportunities and finish the year as 
a Pacemaker. | 


It is in you; Conditions are for you; 
We are with you 


HANNAN MMMM MMMM MMA 


ITIS UP TO YOU; TO WIN! 
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We direct your special attention 
to the following article written by 
our General Manager. 


We all apreciate his series of 
contributions as each of them brings 
to us a new thought. 


A. Z. POLHAMUS 
Gen’! Mgr. 


THE SALE 


Said one of the Branch Office Managers ‘‘I sometimes wonder if it is realized at 
the Home Office, as the orders are received there, that every order means a fight, a win- 
ning fight upon the part of some salesman. I know, because I have been a salesman.’’ 

A few weeks since, we visited a city with one of our most successful salesmen, and, 
because of the lateness of a train, happened to run upon the salesman in that territory. 
This salesman was new at the business and somewhat discouraged. Immediately upon 
finding out the conditions, the older salesman became very much interested and said, ‘‘be- 
cause I know what the poor fellow is up against,’’ he did all he could to aid him in the 
few minutes we had, and we arranged for another of the older men to spend several days 
with our new man as we knew the business was to be had if rightly gone after. 

We appreciate what there is in what both our Manager and our old salesman said, 
and, perhaps, not as much consideration is always given the fight for the order as should 
be. We believe, however, it is appreciated as a rule at Fort Wayne. Mr. Bowser, him- 
self spent fourteen years on the road selling goods. He was the first Bowser sales- 
man, exceptionally successful, and to-day the old gentleman would make the whole bunch 
hump to keep up, if he picked up a grip. Mr. Dunkelberg sold Bowser tanks and was 
a cracker-jack; Mr. Bechtel has been on the job a number of times, and with good 
results. Mr. Corey sold goods for different firms and carried a grip for Bowser for 
several years before coming into the office Mr. Zahrt has been up against the game. Mr. 
Shulze was one of the chaps. responsible for the firm getting behind on its orders be- 
cause Shulze and the other boys on the road at that time sent in orders for more tanks 
than the firm could make, and so down the line many of the boys in the office have been 
in the selling game and know the fight for the order. 


_ However, in the order is not only represented the salesman’s fight, his energy, his 
time, his money, his sacrifice in being away from wife and children, his riding on slow 
trains late at night, putting up with poor places to sleep, and poorer food to eat, or, 
perhaps none at all, his driving in cold rains after dark on unknown roads, or being 
snow-bound away from home for some days in poor, measley hotels in the same kind of 
a town, but that order represents also a fight the salesman know little about—in the 
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factory by Mr. Allen Bowser, Mr. Bert Grosvenor, Mr. Lafe Bowser, Mr. Lee Johnson, 
Mr. Frank Mulgan, and others of their helpers. It represents our capable Branch Of. 
fice Manager’s hard, anxious work; the work of Mr. Eggimann, Mr. Bersch, Mr. Bur- 
rows, Mr. Townsend, Mr. Shulze, and many others who are working hard to ‘help make 
that sale. It represents harder work, work that costs them more, upon the part of Mr. 
Bowser, Mr. Dunkelberg, and. others I have mentioned, than they ever put up while 
selling Bowser tanks, and so, from every angle, the sale is an important matter. 

The writer is not going to tell you how to make that sale. In different articles 
he has given much, that if properly digested and used by you, should greatly help 
you, but the thing he wants to say about that sale is—make it straight—make it a sale— 
so that when the goods are shipped, the man will know he got what he bought. When 
he gets his bill, he finds no surprise in it and when it becomes due, it is paid without 
question and you get and the firm gets what you and they put up—the winning fight 
for the order, for your, and their profit represented in $$$; and the sale helps you in 
future fights for other salés. MAKE YOUR SALE A SALE ALWAYS. That is the 
only kind it pays to fight for. Any other kind means loss for you and trouble for the 
firm. Sell the outfit, everything considered, best suited to the buyer’s conditions, re- 
membering always that, while for financial reasons, it may be the right thing to sell the 
buyer the cheaper outfits, the outfits that pay the purchaser the best returns are always 
the best outfits, and the buyer, who is financially able to purchase such an outfit, 
does himself an injustice by buying any other kind. 

Also always remember it is to your interest to sell on the shortest terms possible. 
Do not work along the line of least resistance, but know your business, know why 
the prospective buyer should buy, know you are doing him a good service in selling 
him the equipment. Be strong and do that which is for your interest, the firm’s interest 
and the interest of the customer. 


le 


A. Z. POLHAMUS, 
General Manager. 
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significance to our salesmen. It means pros- 
perity both individually and collectively. 


THE HARVEST IS RIPE, 


Wonderful changes for the better are tak- 
ing place. Great riches have come to our land 
in the last few months through the greatest 
crops that have ever been known in the history 
of American farming, as well as though this 
sound political movement. The political world 
in America to-day is not in a state of chaos, as 
it has been in other days during the throes of 
Presidential Election year. Our great leaders 
of to-day are men of sound business judgment ; 
and the future outlook is that of peace and pros- 
perity. Gone for ever the thought that the 
Presidential Election year is a year of depres- 
sion in business. Contrariwise, our great na- 
tional leaders believe that we are going to 
plunge forward into the greatest national pros- 
perity that has ever been witnessed under the 
Star Spangled Banner. 

Already, the great leaders of industry are be- 
ginning to lay their plans for greater business, 
because of the future national prosperity that 
the whole country is promising. This will mean 
that money will be circulated freely and that 
all those who wish to work may find work at 
gvood wages. 

Our own business will be bigger this year 
than ever before. All of these things have a 


© ® © 
JUST A WORD FROM MINNEAPOLIS. 


We are just advised by Mr. Polhamus that 
Minneapolis has dropped from second to fourth 
place. Through the columns of the Boomer we 
wish to congratulate Mr. Little and Mr. Saver- 
cool and the salesmen working under them. 

We would lke to have you know that we 
smiled when we were moving from the bottom 
of the list up near the top and that we are still 
smiling. We want to say too that we are not 
offering ourselves as a candidate for the ‘‘to- 
boggan,’’ nor do we feel that we are ‘‘down 
and out,’’ or anything like it. 

The Minneapolis boys are all taking a hitch 
in their belt and going after business harder 
than ever. If we do not finish the year in the 
first place, it will not be because we are not 
trying, every one of us, every day. Minneapolis 
is yet to be counted on in this race, we are re- 
doubling our energies and, if we are not victors 
in the contest, we promise that we will do our 
best to make the winners earn their honors. 

Yours very truly, 
L. P. MURRAY, District Manager. 
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We regret to report the illness of Rosser 
McClure, who works under the Fort Wayne 
District. Mr. McClure has been bedfast for 
two weeks, but is improving now, and we hope 
he will soon be able to be up and around again. 
Mr. McClure is an incessant worker and has 
been traveling for the firm since October, 1893. 
During these nineteen years he has covered 
territory in practically all parts of the country. 

We sincerely wish Mr. McClure a speedy re- 
covery from his present indisposition, and hope 
to have him among us again soon. 
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E. J. Gallmeyer, who used to do special road 
work out of Fort Wayne has been thrust among 
the order-getters at Denver, at the psychologi- 
cal moment when there is as much to be done in 
order getting as ever and vastly more pros- 
pects who want you to do it. Mr. Gallmeyer is 
giving a good account of himself. 
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EK. M. Caskey is on the climb. We are not 
going to hold your present standing against 
you Mr. Caskey, but we wish to mention the 
world will judge you by the way you acquit 
yourself December 23rd. Going up! 
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J. HE. Homsher, who is doing special work out 
of Fort wayne is certainly making a splendid 
record. Let me tell you J. E. the bosses are 
watching you, the Boomer is watching you, and 
even some of the politicians are using you as 
an instance of present day prosperity. 
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KE. L. Milliron, who covers Pittsburg, under 
the Fort Wayne office, is evidently aware the 
harvest is ripe the way he is picking off orders. 
In his last week’s gathering was a nice little 
70-point factory order. 
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The ancestors of future historians and biog- 
raphers of men of Bowser fame have their eyes 
upon K. J. Harrison of the Chicago District. 
To begin with he has a historical name; fur- 
thermore, he is going to be a Pacemaker, which 
alone is ample assurance of distinction. 


Fort Wayne has 
made such asubstantial 
gain in the race that 
3 we hoist the American 
flag in her honor. 


OFFICE STANDING, OCT. 26, 1912 
43RD WEEK 


SAN FRANCISCO 
MINNEAPOLIS 


PHILADELPHIA 


ALL DIRECTORS IN BUT NEW YORK, 
PHILADELPHIA AND DALLAS. 


gleston, Devereux, Peeples, 


Taylor, Collins, 
Seott, Kinsley and Dobson. 


Every one of these men are big producers 
and are running very close for the honor but 
still some man not mentioned may make a spurt 
that will put him ahead of them all. 


In Philadelphia, it looks hke A. G. Hartgen, 
but even this is not a sure bet. 


We believe the directorship for Dallas lays 
between Morris, Dolan and Leavitt, but even 
here the salesmen are so active and of such 
ability that any one of them could, by a great 
and steady concentration, make the office in 
thirty days. 


We want the remaining directorships filled 


aid of. their district and take the job? 
quires men of courage, men of ability. 


Who will these directors be? 
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A Message from the President 


Don’t imagine me out of 
the running because you 
have not heard from me 
lately. Imagine you have 
all noticed that Armstrong 
and Merickle have passed 
me in the ‘‘ Big Race’’ and 
this shows you what a lot 
of ground a man will lose | 
when in a contest if he 
takes too long a vacation. 
Of course, I deserve to be 
right where I am, "bout 
number ‘‘3,’’ but will you 
please drop a hint to those 
“heavy weights,’’ through 
the lines of the Boomer, that if they beat me 
this year they will have to wear out more shoe 
leather and lead pencils than ever before in 
their lives. I will have no excuse if I lose, be- 
cause conditions are good, and I am out to 
win, so don’t any of you fellows say, ‘‘ Well, 
I let up in the last strides, ’’ or offer any ex- 
cuses, as business conditions are equal on all 
territories this fall, which is reported as_ be- 
ine Good, + Kime! So any o1 your lead- 
ing aspirants better keep plugging if you in 
tend to beat me. The last dog will be hung 
before I quit this year, so don’t lose a day. 

As president of the Pacemakers Club, I want 
to congratulate all the boys who have gained 
membership in the Club. Fine work boys! 
Now, see how many more of those Coupon 
Books you ean digest before the year is ended. 
I am working on my third now, and while 
mastication seems hard at times, I think I will 
finish it. There are others who are working 
on their third book too, and don’t think I 
don’t know it. 

They are making big preparations for the 
Club Members at the factory and expect a big 
bunch of us in. We need a lot more members. 
I know those who have 300 points or over will 
surely get the remaining 200, and gain their 
membership. There will be a lot of members 
fall in from now on. Work every prospect you 
have and try and close. Don’t over-look a 
single one. ‘By a few extra efforts you will be 
surprised to see how many you can close with. 
J am closing prospects who declared they would 
not buy before spring. Try some new argu- 
ments on them. They some times get tired 
of the old ones. Working on the 500 point 
plan gives every salesman representing the 
Company a better chance to get the trip in to 
the factory and the honors that go with it 
than any plan we have ever had before. Con- 
ditions are about equal on every territory, 


W. V. CRANDALL 
San Francisco 
President 


Pacemakers Club 


which is good. There should be no excuse along 
this line, so Boys, do your very best to finish 
your Coupon Books. I hope to meet most of 
the Bowser Salesmen in January at the factory. 


Your President, 
W: V. CRANDALIE: 


© © © 
VOLUME OF BUSINESS. 


Standing of Forty High Men, October 24, 1912. 


ame De Wivic OL a oe enes Sees Fort Wayne 
each ce AT INS TL ONE och. ape aceon Fort Wayne 
Dee Wie Vs Crandally cc dsc San Francisco 
Awe W. WOrIC KG) a aie tues oR Toronto 
Da aS MOC OS Ya nd: eee ee Toronto 
Oy HM OFERGG ssn. eye ee Toronto 
(= Wee as key ss. nah iets ee eee Chicago 
nO —=W ANS Deming 2. liad aoe eee Toronto 
Oe Me Cr Benham sean oes Minneapolis 
C= Hic KOl@ (Zemanta each eae San Francisco 
LOWS) SUM Ey ncuecane sneer aan eee Boston 
12S. GC. Witineet’ 1.1 tee ee Minneapolis 
Al does Vie entities ay eae eee San Francisco 
A= Ae eATIGETS Ole aise aloes sae tpaee take Toronto 
eh eA Weomard®,, areata ahead oe a0 oat Chicago 
-416—A:-E Darling: os. 262. 22. e: Minneapolis 
We Rey J OLIGO mene eaen conn ee Fort Wayne 
LS — Ea Pure ya at eae eae Atlanta 
LOSS Gre As OLeelee aes. noe ee eee is Crore St. Louis 
DOs Gian Flee FU6U WELLE IE tier eel layne ate ee Atlanta 
De oD SUI Wee catute cnn) bys coe eae aes St. Louis 
222= 52.4 Vaylor &... ask aoe a NO WEL Ork 


pales) J. Bradshaw 


JAS eo ky, LCA @2 12.8 de. ole and oe Minneapolis 
25. Ont Comstock. .-. @ -¢ «ee NeC Wa uOrks 
26=-Co MACarpenter oe te ck tune esc Boston 
Ae ee Alea VONG. iu Beier ode areca aa Toronto 
28==We YS NODeEtSON s.5 ius ssh. ue verse Toronto 
DOSS SPARC OI Suey ee teers he ste eee New York 
302=o potodd anda is eo. aeeie San Francisco 
i) PU CS Wa Cg en pier se eae: enor Minneapolis 
oo Cea chre yen stark. ar «ie San Francisco 
Bee] SPO Mil Siaaee erences oa Ne San Francisco 
BA Hee ay NUil Dla Vetere cet ena eae ee ee Toronto 
SO Dal Nee es meter ers oor cens New York 
BLE) AU KOU SIS). Go opeciensro: sateen, ae 5, kes See Dallas 
B= Die Lay CO Umer ae ctethe 4s Roche ee Toronto 
Boa Tt ROMP LOG Ke my mela k ak eauteele Chicago 
ee) SNE AVIS eat dees acs once re San Francisco 


ADS ere OG RSOl te peo aia ont New York 

Osey Austin, who travels in Illinois, sent in * 
a nice little twenty-one point garage order yes- 
terday. Osey is planning to come to the Con- 
vention and we certainly hope he does, 
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W. Y. ROBERTSON 
Pacemaker, Toronto District. 


In our last issue we predicted that W. Y. Rob- 
ertson, of the Toronto District, would be the 
next man from that office to secure membership 
in the Pacemakers Club, and take pleasure in 
announcing that he has secured this honor. 


Mr. Robertson’s order No. 461, completed his 
500 points. Mr. Robertson has been a very en- 
thusiastic and energetic worker, and we have 
had every confidence in his ability to make the 
club. 


We are indeed pleased to have him join the 
Toronto delegation, and wish him continued 
success. 
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T. H. Rhodes, Vice President of the Pace- 
makers’ Club, was sick several days, which 
took him from his territory. He is well and 
back again, however, and doing his usual good 
business at the old stand. 


© © © 


We were favored with a visit last week from 
our old friend, W. M. Mann, of Cincinnati. Bill 
said he is going to get into the Club if he has 
to work 26 hours a day to do it. He has got 
things coming and you can expect to meet him 
there. 


Wyckoff hustling after business in Pittsburg. 


A. D. Wyckoff, of the Fort Wayne District, 
has joined the Pacemakers’ delegation from 
that office, having secured his 500 points, No- 
vember 19th, with a good margin to spare. 

Mr. Wyckoff has been in the employ of the 
firm for the past five years, having come with 
us November Ist, 1906. Huis first work was un- 
der the Boston office in which district he had 
territory. This position he left to take charge 
of the Draughting and Engineering Depart- 
ment at the home plant, which department he 
eared for until May Ist, 1909, at which time he 
entered the General Sales Department, doing 
special road work and the surveying of large 
jobs. Early this year he was assigned to the 
Pittsburgh District, with headquarters at Pitts- 
burgh. 

His success in this is illustrated by the nice 
business he has secured. This year, his biggest 
deals were the Bettendorf Axle Co., Davenport, 
Ja., and the exceptionally large order from the 
Westinghouse Company. This splendid work 
has made him a Pacemaker and puts him in the 
lead for volume of business. 

Mr. Wyckoff has been a prize-winner in past 
years while doing sales work, and we are glad 
to see that he can come back. His many friends 
congratulate him on his good work, and wish 
him continued success. 
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I was talking to an old Fort Wayne friend of 
Frank Laughrey’s yesterday. He said he was 
expecting a visit from Frank about the first of 
the year. So you see, Frank, you have some 
social interests involved in your making the 
Club. 

© © © 

H. J. Bradshaw is our best bet on the next 
salesman in the Fort Wayne District to join 
the club. How about it, Bob, and Potts, and 
Gustorf? Are you on? 


Eee eerie On, 
Pacemaker, San Francisco District. 


H. F. Klotz, of the San Francisco District, has 
secured membership in the Pacemakers Club. 
His order No. 992, gave him a total of 507 
points, which put him into the club with a 
nice margin. 

Mr. Klotz is one of our oldest salesmen in 
the point of service, having come with us in 
August, 1890. He has been a constant pro- 
ducer, and has always attended our conven- 
tions. Last year he distinguished himself by 
securing the second place on the bronze tablet, 
having secured the second largest amout of 
business during the year. 

We are very happy to have him this year, 
and wish to congratulate him on securing mem- 
bership in the club. 

© © © 

Our old side-pal, J. D. Gumpper, who sold 
Bowser tanks in counties surrounding Fort 
Wayne for eighteen or twenty years, has pulled 
up his stakes and is now covering territory in 
Florida. Jake always had the order-getting 
habit, and like all habits, it is hard to break. 
We congratulate you, Mr. Gumpper, on your 
nice Florida business. 

© © © 

W. N. Deming, of Toronto, is still rolling up 
his totals at a great pace, even faster since he 
became a Pacemaker. He gets ’em all. 
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LARGEST ORDER EVER RECEIVED. 


Last week we received the largest single 
order in the history of the Company. The 
amount of this order would equal 2500 store 
points, and is for Bowser Equipment to be in- 
stalled in the Westinghouse plant at Pittsburgh, 
Penna. When hearing of the amount of this or- 
der the average person is astonished at its mag- 
nitude, and wonders what all of this money is to 
be spent for. It does not seem possible to the 
layman that so much could be spent for 
pumps and tanks for any one _ institution. 
After one has seen the survey of the plant and 
specifications for the equipment they will not 
be so amazed. 


This magnificent order was secured by A. D. 
Wyckoff. We asked Mr. Wyckoff to give us a 
description of the equipment, but he was so 
modest about his achievement that he took a 
trip to Chicago to escape the Boomer camera 
man, and other publicity he would naturally be 
subjected to on this stroke of business. 


We learn that there are sixty-nine (69) oils to 
be handled, with a total of 686,746 gallons 
used per year. A complete survey of the plant 
was made showing their present cost, con- 
nected with the storage and handling of this 
great amount of oil. The sheets also showed 
that by loss through leakage, evaporation and 
non-drainage, plus the estimated saving by the 
Bowser method of handling, there would be a 
saving nearly the whole cost of the system per 
year upon installation of Bowser equipment. — 


The following rough notes may be in- 


teresting : 


Tanks in Vault: Twelve Storage tanks for 
Turpentine, Benzine, Denatured Alcohol, Ben- 
zol, Heavy Naphtha, Colonial Spirits, Gasolene. 

The large tanks at Vault are equipped with 
Car Fills and smaller tanks are fitted with 
pipes extending to grade and arranged to re- 
ceive oil direct from barrels. 


In the basement of the oil house are 33 Stor 
age tanks ranging from 170 gallons to 10,000 
gallons capacity. These tanks are connected 
by 12 Electric remote Control pumps and 388— 
Cut 41 pumps on Ist floor; also 8—Cut 44 
pumps on 3rd _ floor. 


188 THE BOWSER BOOMER 


The tanks in basement are filled under their 
respective conditions some directly from Fill 
Boxes placed at R. R. Track, and some are 
filled directly overhead from Fill Boxes placed 
in Ist floor. 


Tanks Ist Floor: 20—Cut 109, ranging 
from 2 to 5 bbls., fully equipped with Dis- 
charge Register, Meter, ete. Also a Waste 
Soaking Tank. 

Tanks, 2nd Floor: 5 Series of tanks, 10-1000 
Gal. cap. tanks for each series. 1-1000 Gal. 
tank for Black Finishing Var. 1-1000 Gal. tank 
for Black Finishing Thinner. 

Tanks, 3rd Floor—1-120 Gal. Tank battery 
style for Castor Oil. 1-120 Gal. Tank battery 
style for Liquid Cement. 


There are 27 Electric Remote Control Meas- 
ures and 4 Electric Remote Control Faucets. 
located in different Sections about the plant. 

5 Electric Control pumps on the Ist floor 
of the oil house are used for transferring oil 
from ears to the storage tanks on the 2nd floor 
and are equipped with Registering Measures. 
These Measures are by-passed when pumping 
from Storage tanks to different departments, 
as each department has an Electric Remote 
Control Measure of its own, to record depart- 
mental consumption. 


Seven pumps are used to draw oil from the 
storage tanks in the vault and basement which 
are directly connected by pipe lines, thru Con- 
duits to the different buildings each depart- 
ment having its own Electric Remote Con- 
trol Measure. 


The minimum and maximum of. handling 
oils will be clearly understood after following 
closely the completeness of the following op- 
eration. 

By setting the E. R. C. Measure for the 
amount of Denatured Alcohol you wish dis- 
charged into any of the Mixers, say No. 3, then 
after the necessary routine this is discharged 
through a pipe line leading to Shellac Tank 
No. 8, after the necessary operation, then this 
is drawn by pump No. 8, on Ist floor and dis- 


posed of in the usual way. 

The oils used at the different Sections are all 
controlled by E. R. C. Measures which ean be 
set for whatever amount you wish drawn 
through the measure, this will start the E. R. C. 


pump located in the Oil House on the first floor 


and when a certain set amount is discharged 
same shuts off automatically: 


The piping leading to the different Sections 
are run through a Split Tile Conduit with Test 
Pits located at certain intervals which make it 


accessable at any and all times to detect a pos- 


sibility of any leak. 


The Conduit is kept at a moderate tempera- 
ture the year around with a heating system de- 
vised exclusively for this work. 


The total gallonage handled with this equip- 
ment is 186,240. 


System is provided to handle for the West- 
inghouse Company a total of 686,746 gallons per 
year at the present time. 


Summary : 


It will require nine solid cars from Fort 
Wayne for material we manufacture; four min- 
imum ears of pipe; six cars of J-M Conduit and 
filling; new tanks supphed, 86 tons; total with 
old tanks, 125 tons. It will require four gangs 
of men and take three months to make the in- 
stallation. 


S. F. Bowser & Co., is the only company in the 
country able to design, engineer and install an 
equipment and system of this magnitude with 
an organization capable of fulfilling the con- 
LEC Ge 


The success of this sale is practically entirely 
due to the efficiency sheets prepared by Mr. Wy- 
ekoff which had in tabulated form the losses of 
the present methods, also showing the savings 
the Bowser System could effect. This amount 
was sufficiently great to persuade the directors, 
general managers and superintendents of the 
company to make the investment. 


Practical tests in manufacturing plants by 
engineers who are constantly studying this sub- 
ject show actual losses in lubricating oils of 
from 5% to 25% or 2 to 12 gallons per barrel 
of an average capacity of 50 gallons. In paint 
oils, such as linseed, turpentine, varnishes, etc., 
the losses approximate the same, but In gaso- 
lene or naphtha and other volatile oils the loss 
is much greater. 


The whole subject of oil handling and lubri- 
eating efficiency is now recognized as one of 
great importance, as is shown by the considera- 
tion and study given by factory managers ey- 
erywhere. The investment of a large amount 
of capital in Bowser apparatus for economy in 
the storage and handling of oil is an evidence 
of this fact. The present methods of manage- 
ment and thought towards maximum efficiency 
automatically brings up the question of proper 
oil storage and control. It is a subject large 
enough to warrant the attention of every man- 
ufacturer and the advice of experts; for it is 
directly and indirectly a considerable factor in 
the cost of operation and production, and upon 
efficiency depends dividends. 
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The Frost is on the Pumpkin 


OW that we have all recovered from the lackadaisical 
feeling of summer, and school has begun and Christmas 
is coming and taxes are due and the furnace is just be- 

‘ginning to overheat us (as usual) let’s say something to each 
other. 


Are you going to be a Pacemaker? We dislike to ask 
such a vague and possibly superfluous question. We do not 
want to be so impertinent as to assume that any highly gifted 
and progressive salesman does not intend to become a club 
member. 


At the same time, you may have been reading T. R’s 
speeches or you may have been in Philadelphia or you may 
have had some temporary trouble (all trouble is temporary— 
and most things we worry about never happen—did you ever 
think of that?) and so you may not have realized the im- 
portance of completing your 500 points without delay. 

Right now before another fortnight rolls around. This — 
is the exact seasan you ought to doit. It’s a sacred duty you 
owe to your posterity. | 

Call. write, cable, telephone, express, aviate or Marconi. 
Any way to get your 500: points in for the year. 
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To Our Salesmen: 


GENTLEMEN—I have been permitted by the Honorable Editor of 
this paper to have a little space in which I could drop a few lines in the 
form of a General Letter, in which I will endeavor to give a little account 
of my trip abroad this summer. 

I left here June 15th, to take 

an extended trip through Europe 

So. going as far as St. Petersburg, 

ly | Russia, and returning along the 

North Sea, and visiting the small 
countries lying adjacent thereto. 
This would have been a delight- 
ful trip and far enough north to 
have been nice and cool during 
the summer. Incidentally I was 
to stop in London long enough 
to get our pump approved by 
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oe SN ENE a the Government Weights. and 
es Ae ot nl eee SSS Measures Department. This, we 
| : Pai thought would detain me just a 
Our artist’s conception of President Bowser few days, surely not more than 
Presiding at the Banquet. ten. But, alas! when I got up 


against the real thing, ‘things 
did not go so fast and I had to employ machinists and take off my coat 
and help make this, that, and the other change, and test and re-test, and 
in the meantime the Government Officials went off on their Holiday, and 
later on Grouse Shooting Season was on, and that had to be attended to, 
and in the meantime I waited. 

I was on the job and I was bound to stay with it to the end, and so I 
did, and the end did come, but it was October 2nd, when it came, and I 
am glad to tell you that it came allright. I got everything that we 
asked for and that should be satisfactory, I think, to all concerned. 
I assure you I was quite pleased at this outcome of my long detention. 
However, in the meantime I was quite engaged. 

I rented very good offices in Londen, well located, and bought the 
needed furniture, filing cases, and so on, all im fine shape, just like we 
have at the Home Office, and in the meantime I was in touch with Mr. 
Granger in Paris, helping him out on some of his big work, and rented 
splendid quarters there for our Paris office, which also is well located in 
the Automobile District; three minutes’ walk from the Arch of Triumph, 
which is one of the great things of note in Paris. During my stay there 
I visited Paris four times and Antwerp once. Thus, I crossed the Eng- 
lish Channel ten times this past summer. 

Now, Tam sure that it is in the minds of all to ask: ‘‘Did you get sea 
sick?’’ I am glad to, answer you ‘‘No.’’ In all of my experience on the 
ocean I have never had any symptoms of being sick: I enjoy it far bet- 
ter when it is rough than when it is smooth and I have seen some pretty 
rough water and I certainly did enjoy it. 

I left there for home, October 4th. When I arrived in New York late 
im the evening, October 12th, IT expected Mr. Colwell and one or two of 
the boys would be at the dock, but to my surprise the first to meet me was 
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my wife and daughter Verne, together with Mr. Zahrt, Mr. Colwell, Mr. 
Lodd, Mi. Dobson, and three or four of the other boys. This was cer- 
tainly a very happy and appreciative welcome home. When we arrived at 
the station in Hort Wayne on Tuesday, the 15th, we were met by about 
twenty of our friends. ‘This was algo a pleasant surprise, and a happy 
meeting. Then when I arrived at home, Mr. Corey and the boys had the 
Whole tactory and Office force together with our band, out in front of my 
home, to give me a royal welcome, a picture of which has been in the 
Boomer. ‘his was an over-whelming surprise, which they enjoyed to the 
full, and I assure you I appreciated this great and kindly welcome extended 
to me upon my return. 

Now, this gives you a synopsis of my go-long for the summer, except 
one little incident, which is im line with the above, and that is, that when 
I was leaving New York dock, on the Campania, Mr. Colwell and six or 
eight of the boys accompanied me to the boat and asured me of their well 
wishes for a safe and pleasant voyage, and when I went to my state room, 
I found a large basket filled with grapes, oranges, pears, apples, candy, 
_ cookies, and many other sweet meats, including a package of chewing gum, 

as a present and well wishes from the New York Office, and as I partook 
ot these delicacies from day to day on my journey, it reminded me of the 
hearty good will and well wishes it emphasized, which I assure you was as 
pleasant to my memory as the fruit and delicacies were to my taste. 
LONG LIVE 'THE NEW YORK OFFICE. 

Now, I wish to say a few words about our business from now until the 
close of this year. Under the arrangements, each salesman in the different 
lines has to sell at least so much. Each one knows how much that is, and if 

you sell that much you will be here at the banquet the first of the vear, 
and if you do not sell that much you will not be here. Now, it is the 
‘*Be-Heres’’ that [I am interested in, and to the ‘‘Not-Be-Heres”’ I will 
be ready to extend my heartfelt sympathy when the time comes if there 
be any who have not made their quota. To the ‘‘Be-Heres’’ I wish to 
assure you gentlemen, it will be a very great pleasure for me to shake 
your hand and congratulate you upon your achievement, and the manage- 
ment assures me that the minimum requirements of each salesman is 
within his reach and if he does anything hke his full duty, he is sure 
to be one of the ‘‘Be-Heres.’’ This being the case, then it is well with- 
in the limit of possibility that every salesman in our whole force 
will be here. ‘his would certainly be a gala day at the Bowser Plant 
and it would be a pleasure greatly appreciated by me to meet every 
one of you, and if you want to be here as bad as we want you here 
you will certainly put forth the effort necessary to win out, as you still 
have time to make the quota if you have not already got it within your 
evip. Therefore, I will close with the earnest wish and full expectation 
that every man will see to it that he is here at our Annual gathering to 
enjoy the ‘‘blow-out’’ to the full as we always do. 

~ With best wishes, and hoping to see each and every one of you here 

the first of the year, I am, Most sincerely yours, 


‘ a aa President. 


AAA 


P. S.—The above picture is unauthorized and is not in all respects 
perfect. Sani Ds 
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As we go to press, Philadelphia, New York 
and Dallas are still in a terrific struggle to pro- 
duce a director, the probability being strong 
that Mr. A. G. Hartgen will secure the Phila- 
delphia office, Mr- Morris the Dallas Office and 
Mr. Eggleston the New York office. 


@, Qs @ 


Our friend, Geo. Knisley, of the New York 
District, was here yesterday but he was so 
busy corraling Pacemaker Points that we did 
not have an opportunity to interview him. 


© © © 


The Metropolitan Press has been devoting a 
considerable amount of space to the election of 
Taft, T. R- and Wilson. Each candidate has 
had his turn at being flayed with the charge of 
‘‘tainted campaign contributions.’’ It is in- 
deed gratifying to note that not one Pacemaker 
Candidate has ever been even suspicioned of 
such misconduct. The only campaign contribu- 
tions we will countenance are orders—and 
these, we request gentlemen, in no uncertain 
numbers. 

® © © 

On or before Tuesday, November 21st, J. P. 
O’Neil, of Wichita, will put across his 500 
points for the Pacemakers’ Club. All specta- 
tors are cautioned not to go inside of the ropes. 

OP CO 
Dear Editor: 

Come to Chicago. We have more different 
ways of getting orders than any other city in 
the U. S. —C. You are mistaken. Evidently 
you have never been in San Francisco.—EKd. 

Oo Oo © 

Many a salesman does not discover how 
shrewd he really is until he reads it in the 
Boomer. 


© © © 


Membership in the Club is based as we have 
along insisted, upon a fundamental principle 
and that principle is that unless you keep the 
Prospective Buyers of the country startled and 
interested, salesmanship will begin to. retro- 
grade. Long may it live. 


HITTING ’EM UP 


EXCEEDING THE SPEED LIMIT. 


Potts Burning Up the Roads in the Suburbs of 
Cleveland. 


T. C. Potts, of Cleveland, is certainly exceed- 
ing the speed limit in his finish for the Pace- 
makers’ Club. He came into the faetory yes- 
terday with his pockets bulging with orders, 
and upon investigation we found two of con- 
siderable size, one was for a public garage and 
the other for a commercial garage. 


Mr. Wesler, who is building a public garage 
in Cleveland, dedeided to equip it with Bow- 
ser Storage and Mr. Potts had the pleasure of 
supplying him with four, 1000-gal, quarter 
inch, type C tanks which is connected by a 
header to a completely equipped, Cut 100 pump 
which will be his storage system for gasolene. 

For dispensing the gasolene, he has pur- 
chased cut 121 wheel tank. To care of the 
lubricating oil, he has installed six, 2-bbl, eut 
64 lubricating tanks, completely equipped in 
battery form. which will provide his lubricat- 
ing storage. For dispensing lubricating oil, he 
has purchased a cut 151 wheel tank. 

This will be the largest garage in the U. S. 
the size of the floor space is 340’x380’ and there 
are accommodations for five hundred ears on 
one floor. The building, including the Bowser 
Equipment will cost a quarter of a million dol- 
lars. 


The other order we referred to was for a 
commercial garage of the National Qualty 
Lamp Division, General Electric Co., Cleveland. 
The equipment they purchased consisted of a 
battery of cut 41’s. For gasolene storage they 
have 2, 500-gal. 3-13" underground tanks which 
are connected to the cut 41 pump. They have 
3, 2-bbl. 12-gauge type C tanks for lubricants con- 
nected with cut 41 pump. These pumps are all 
completely equipped and makes it a very neat 
and convenient system. This commercial garage 
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is a portion of the Executive and Administra- 
tion Buildings of this Company which inelud- 
ing the Bowser equipment cost four million 
dollars. ; 

When two such concerns as mentioned above 
pin their faith to Bowser service, the smaller 
user need have no hesitancy or question the 
eapability of Bowser Systems delivering the 
goods. 

© © © 


NOW IN SESSION. 


Our school for young salesmen who have not 
yet learned how to approach a prospect and 
make his get-away (with the order) is now run- 
ning to its full capacity and we advise all ambi- 
tious mothers to avail themselves of the privil- 
eges and opportunities offered by enrolling 
their sons in a winter course. 


CASHMAN THE EXPLORER. 
St. Louis, Mo., Oct. 10, 1912. 
It has very often been said that Bowser Oil 


Tanks are known all over the world and I had 
believed it up to this week, but in my rambles 


about my territory down on the Mississippi. 


river I spied an island and found I could get 
out on it by pulling over on a raft. It looked 
like it was in or should belong to my territory 
as the river cut it off from Ilinois. So I took 
it for granted it was in my territory, I called 
up the office and told them what I saw in the 
marsh and Mr. Hastings said go ahead. I found 
two small stores up on stilts; they both told me 
they had never seen anything lke it before; 
I sold to both of them, got on the raft and 
pulled back to the main land with a good day’s 
Day. 

Yours very truly, PAT CASHMAN. 


MIND CURES. 


We overheard a conversation in the General 
Sales Department concerning a salesman that 
was falling below his records because, as the 
conversationalist said, ‘‘he did not have the 
right attitude he was not sold in his own mind 
on the proposition.’’ 

We took it from this that what that sales- 
man needed was a Mind Cure: 

A Mind Cure is not as many suppose a disease 
of the mind. Neither is it a disease of the body. 

A Mind Cure should be carefully handled 
and skillfully apphed, but it should be used 
only on the mind—never on the body. If there 
is ever anything the matter with your business, 
first make sure that the trouble is with the 
mind rather than with anything else. When 
you have made certain of your diagnosis get a 
Mind Cure and go ahead. Most any good 


household Mind Cure will do. 

Notwithstanding the apparent levity in the 
above, we wish to reiterate the following lines 
in the recent Boomer: ‘‘As a man thinketh so 
is he.’’ 
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THE REASON ROBERTSON MAKES GOOD. 


Perth, Ont., 10-24-12. 
Just thru a 40 mile drive in an open wagon, 
but landed 5 orders, so who cares if it was rain- 
ing all the time en route. Weayek: 


We learn that our friend W. Y. Robertson is 
quite an athlete. No doubt it is due to his rug- 
ged constitution and splendid physique which 
enables him to withstand the rough weather. 
In passing, we wish to mention that good health 
is a Salesman’s asset and that a salesman should 
endeavor to be as moderate and temperate in 
all things as possible in order to be in perfect 
physical condition to back up his mental pow- 
ers. Good health has considerable to do with 
one’s success: 
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Branch Office Standing October 31, 1912 


TORONTO 


FORT WAYNE 
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BUT— 

Toronto has a splendid lead but—about three 
points on the starboard low, well up in the 
eye of the wind, with everything set and all 
hands on deck, there is bearing down upon 
them a long low rakish craft flying the United 
States ensign and entitled ‘‘The Fort Wayne 
District.’” Will she overhaul Toronto? It 
looks lke it. 


GENTLEMEN, ALWAYS. 


We have noticed that a conspicuous and nota- 
ble pecuharity of Bowser salesmen is that they 
are invariably gentlemen. A gentlemen is a 
considerably consecrated product, and is not as 
a rule, the immediate result of successful 
serambling. ; 

Some firms may consider it not the most im- 
portant thing on earth for their salesmen: to be, 
but with Bowser & Company it counts for a 
good deal and the charm of it certainly touches 
the hearts of the discerning public. 


ON <0. 10) 


R. O. Snyder of the Atlanta district who 
travels in North Carolina is creating quite a 
sensation in the way he is making the finish for 
the club. Last week we received a letter in 
which was enclosed 62 points and he comments 
as follows: 

‘Tt isn’t so far to the goal now (176 points) 
and if old man Gloom don’t plot against me, I 
expect to mail you about 75 points more next 
week.’’ 

Mr. Snyder has only been in this territory 
about six months and if he sueceeds in making 
the club in that length of time, he has certainly 
accomplished quite an achievement. 


© © © 
EXPANSION AND ABSORPTION. 


The scope of the Pacemakers’ Club is widen- 
ing so rapidly that we expect soon to use up 
the entire space formerly occupied by the 
‘forty high men’’ which will be renamed and 
turned over to the Club, it being recognized 
generally that almost all of them are now 
members and anyhow the Club is infinitely of 
more importance to the puble than two score 
of giants lolling before us: 

Our province is to deal with salesmanship 
and ultimately to lift all our brothers up into 
the sphere he belongs and to omit nothing that 
will add to his development. 


© © © 
CORRECTION IN HAT CONTEST REPORT. 


Thru a clerical error 8S. A. Collins, of Buffalo, 
was recorded in the Garage line, exclusively. 
Brother Sylvester is a factory salesman, but at 
present working the garage line, in connection 
with his other work. 

Owing to a misunderstanding regarding the 
shipping date of Geo. Cornell’s order No. 671 
he was not listed as a Hat winner. 

Mr. Cornell should have been included in 
the original list of those successful in the Hat 
contest, and we wish to announce that he has 
been sent a check to cover the cost of a good 
‘“sky piece.’’ 
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VOLUME OF BUSINESS 
Standing Forty High Men, Oct. 31, 1912. 
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A whole-souled prognosticator is W- V. 
Crandall, of Montana, President of the Pace- 
makers’ Club, Tablet Cutter and general all- 
around prize winner. In the last Boomer he 
said he was going to pull up towards the front, 
and sure enough this issue finds him in second 
place. Mr. Crandall’s progress since he has 
been with us, has by all classes of people been 
regarded as altogether extraordinary. There 
is no man in the organization from whom more 
wonders are expected. At this writing, how- 
ever, there is good reason to believe that he 
may be displaced on the tablet by Armstrong 
or Merickel or Rhodes, altho his position is not 
extremely desperate at this time. This is a 
matter, however, that must be taken under per- 
sonal advisement by the gentlemen mentioned. 
The public will not know until December 21st, 
whose names go on the Bronze tablet. 


CONTINUOUS EFFORT. 


The writer was in the Tool Department of 
the factory watching one of the mechanics 
make a chisel for the Boiler Shop. Swinging 
heavy blows upon the heated steel, each blow 
seemingly made no impression; but one blow 
following another on the same spot again and 
again rythmically, the mass soon became 
shaped. All of a sudden, it seemed one blow 
more, and the chisel was perfectly formed. 

It wasn’t the last blow that did it, but all of 
the blows. And this continuous effort remined 
me of the salesman’s work—how he hammers 
his prospect for an order and moulds and 
forms the man’s opinions until they are brought 
to the buying point. How often do the sales- 
men leave that prospect when they have him 
half sold simply because they do not have the 
grit to hang on. 

How easily the tool maker might have been 
discouraged when the first blow, the second 
blow and even the tenth blow produced no re- 
sults. 

Let us take this same thought in connection 
with the race for the Pacemakers’ Club. It 
isn’t the one order that puts you in. It’s the 
large number of small orders—your daily ef- 
forts. 

It takes faith and courageous persistence to 
be a plodder, faithful from moment to moment 
and day to day in efforts which may seem mea- 
ger, but which, we believe, will bring the culmi- 
nated results in due season. 

Men of modest, inconspicuous abilities often 
outstrip their more brilliant and versatile rivals 
in the race. There is a law of compensation in 
all things. , 

The greatest achievements of men have been 
won, not by strength nor by cleverness, but by 
persistent, heroic plodding ;not by the single 
stroke of the fist will the door of fortune open 
to the average man, but any door will open to 
the persistent knocking of a determined appli- 
cant. 

So to the men who have a hundred or more 
points to get to become Pacemakers, we say: 
‘Keep up your courage; persist in your efforts 
and determine to win. Make a continuous, en- 
ergetic canvass every day until the close, and 
your faithful plodding will earn its reward and 
you will succeed. 

© © © 
A ‘‘PACEMAKERS’’ BANQUET. 


Contrary to our usual practice we must say 
a word of praise for the Convention Committee 
who are arranging the festivities for the Pace- 
makers in January. 

We are given to understand they are prepar- 
ing a delightfully and alluringly entrancing, 
bewilderingly beautiful and intellectually ex- 
citing affair. We are looking forward to it 
with much anticipation. 
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A FEW SALES 


No doubt you have often had prospects say 
to you: ‘‘ Well, I’ve had this kind of an old 
tank in use ever since I have been in business 
and I have made money.’’ 

That may be very true, but the facts are he 
made money in spite of the loss of his profits on 
oil. 

We are now living in a different age. Com- 
petition today in all lines of business has cut 
down the margin of profit. The reason the 
merchant of ten orefifteen years ago made 
money with his crude business methods was be- 
cause his margin of profit was large and he 
did not have the competition there is today. 
The merchant who uses out-of-date methods 
cannot successfully compete with his agegress- 
ive, progressive, neighbor who uses modern 
time, labor and money saving devices. 

Sometimes a P. P- says: ‘‘Yes, a Bowser is 
a good thing, but they are too expensive.’’ 

Would you call anything an expense that 
paid for itself? A Bowser protects you against 
losses and earns a profit for you that pays for 
itself. 

The question with you in business of how 
much business you are doing, is not so import- 
ant as how much profits you are making. It’s 
a matter of making money with you, not merely 
to see how much goods you can send out of 
your store. 

Stop the small leaks and losses and secure 
all the profit there is in your business. 


A FEW THOUGHTS FOR A MERCHANT TO 
PONDER OVER. 


. Would S. F. Bowser & Co. be able to sell 
over a million outfits if they were undesirable? 

Would they be able to sell some of the largest 
manufacturing plants in the world Bowser 
Systems, costing ten, eighteen, twenty and fifty 
thousand dollars if they were not as repre- 
sented ? 

If they are sufficiently important in a fae- 
tory where they are used incidently in the 
business, are they not vastly more important 
in a store where they can be used and depended 
upon to directly earn a profit? 


Is it probable that large Railway Com- 
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panies and Manufacturers would reorder and 
buy additional outfits if they were not worth 
the money, 


NECESSITY IS THE MOTHER OF INVEN- 
TION. 


This is an oft repeated, time-honored phrase 
—hbut none the less true. As machinery became 
more and more a necessity in the commercial 
and every day world, the question of lubrica- 
tion became paramount. Without it not a 
wheel can turn. Sperm, lard and other animal 
oils were inadequate to meet the demand of the 
eighteen hour special train, the racing automo- 
bile and the Lucitania steamship. 


Petroleum, a natural rock oil, was used at 
Babylon and Ninevah. It was burned in the © 
lamps in Sicily under the rule of the Romans. 
It was not, however, until 1853 that petroleum 
was suggested by Dr. Brewer of Pennsylvania, 
(U.S. A.) for lubricating and illuminating pur- 
poses. He devised means of purifying the erude 
product. Col. E. L. Drake, of the same state, 
five years later, successfully produced commer- 
cially the first lot of crude petroleum. 


Early in the 1880’s, only twenty years after 
the recognized use of petroleum as a commer- 
cial necessity, Mr. 8S. F. Bowser of Fort Wayne, 
Ind., (U. S. A.) farsightedly saw the necessity 
of conserving this product. In 1885, just twen- 
ty-five years after the beginning of this vast 
industry, he created the first self-measuring oil 
storage equipment. From that time to this, he 
and the company have steadily progressed until 
now they are recognized the world over as the 
oil storage and distributing experts. 

Over a million users in every walk of life, 
from the factory and railroad president, mana- 
ger and superintendent, store-keeper, public 
and private garage owner, dry cleaner, etc., to- 
day testify as to the need of the Bowser pro- 
duet. The company has kept pace ,not only 
with the demand, but with the insurance re- 
quirements, building their equipment to con-’ 
form to that measure of safety prescribed by 
the National Board of Underwriters. 


G. A. TOWNSEND. 
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The faculty that makes a man willing to pump out the last drop of his life blood rather than 
surrender an iota of principle or recede from a proper stand taken. 
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GRIT The fundamental, basic force that the weak man uses in the successful overcoming of the strong. 

GRIT The mental quality that puts mere muscle in the background, mere physical powers to the mat, 
and rises triumphant over seemingly insurmountable obstacles. , : 

GRIT The thing that belongs to any one who has the mental stamina to keep it, that makes him keep 
on striving until he dies in his tracks or wins through to the end. = 
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The Canucks have decided to put the Lid On 


The hat contest they just closed shows conclusively their men are out to roll 
up the biggest volume of business in Toronto’s history. 


Toronto did not quite make the quota which was allotted them to be secured 
between September 15th and November Ist. However, they aren’t very much 
behind. Our records show that in this period their salesmen have secured nearly 
90 per cent of it and they are going to present the hats just the same. 


In view of the fact that the Canucks are appreciating more than ever the 
strenuous efforts they must put forth for the balance of this year in order to bring 
the Cup to Canada, they have decided to put the lid on tight, and asa result there 
will be absolutely no foolishness whatever permitted in the Camp of the Canucks. 
On the contrary, every man is going to keep strictly on the firing line every 
minute. 


The following is a list of the Hat Winners: 


7 Hz. E. Bleecker. 


1 T. H. Rhodes. 8 F.C. Sears. 

2 H. Beique. 9 A. MclIntosch. 
3° W. Y. Robertson: 10 J. W. Merickel. 
4 W.N. Deming. 11 A. E. Moffatt. 
5 W. R. McCaughy. 12 .Geo. Harley. 

6 J. A. Forsythe. 


13. E. J. Murphy. 


Mr. Rhodes, who secured the largest amount of business in the Prize periad, 
1. €., September 15th to November 'Ist, wins the first prize, the Toilet Set. Mr. 


Beique, who secured the second largest amount of business has been awarded the 
Gillette Shaving Outfit. 


The Toronto boys are certainly a band of warriors and are out this year for 
individual records as well as a district record. 


Toronto is not “coasting’’ because they have First Position They 
are working to hold it. 
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J. P. O’NEIL 
Pacemaker, St. Louis District 


Mr. J: -P. O’Neil, of the St. Louis District, 
secured his order No. 695 which elected him as 
a member of the Pacemakers’ Club. Mr. 
O’Neil is considered one of our old salesmen, 
have come with the firm in the spring of 1907. 
He is a salesman of considerable experience and 
has always been very successful with us. Before 
moving west he made his residence in Fort 
Wayne, and is very well known here. For this 
reason his trip to the convention will be doubly 
pleasant, as his old friends will give him 
warm welcome and add to the joy of his visit. 
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The contest closes on Dec. 21 
FIVE WEEKS MORE. Make 


every remaining day count. 
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OBEYING THE IMPULSE. 


Mr. Guy Wolford who lives at Angola, Ind., 
and travels in Michigan under the Fort Wayne 
District, makes a specialty of getting C. W. O. 

The habit has grown on him to the extent he 
dreams about it—and now refuses to eat unless 
the waiter brings C. W. order. 

He was at the factory to-day and took dinner 
at the Bowser Club. When he finished the meal 
instead of paying he simply appropriated 50 
cents in change the cashier laid on the table. 
He explained by saying he thought it was his 
fifty the cashier had changed. In reality all 
that he had given her an opportunity to change, 
was his mind—which he gracefully did. 

Mr. Wolford is a studious looking fellow and 
goes about the task of getting C. W. O. with 
the same grave intensity a surgeon bestows 
upon a wealthy. patient. 

He lives in the same town E. C. Ettinger re- 
sides and as they both seem to be natural born 
salesmen we presume Angola air gives one a 
selling impulse. 
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A. W. Dorsch who has been doing special 
work under various offices has made an ex- 
ceptional record for the year to date. At this 
writing he has secured five more than one order 
a day for the year. 

Mr. Dorsch has worked Kentucky, Missis- 
sippi, Missouri, Arkansas, Nebraska, Indiana, 
Michigan, Ohio, Pennsylvania and at present is 
working under the New York Office. 

Even territories considered barren, if there 
is such a territory, does not fail to respond to 
Mr. Dorsch’s charm. 

He is certainly a business getter. 

. © © © 


COURAGE. 


No man lasts longer in the whirl of business 
life than his courage. When that’s gone, he 
takes. the count—he’s down and out. Keep 
your courage—Don’t let yesterday’s troubles 
bother you. If business was not good yester- 
day, determine to make up for it to-day. Keep 
your eyes ahead—you are going that way. 

There is no time to falter, 

There is no time to look backward, 
You have six weeks more before the close of 
the contest. 
Make every day count. 

Never wait for opportunity, for the very con- 
elusive reason that opportunity is really wait- 
ing for you; indeed, is standing right long side 
of you. 

© ®© © 

Take good care of your business and your 

buisness will take good care of you. 
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Gone—that ‘‘wait-till-after-election’’ excuse 
of the dilatory prospect. Now go for him! 
© ® © 
However much people may differ about the 
protective tariff, everybody is of one mind, that 
Bowser Protection is O. K.—safe and sure. 


(OO MRO) 

It is too bad there is no Keely Cure for order 
getting. Mr. G. H. Schnabel should take it. 
The cleverness he has shown in finishing for the 
Club makes us regret that he insists on our tak- 
ing so many orders that they would become of- 
fensive if they did not come along with his un- 
questionably admirable salesmanship. The 
trouble with Mr. Schnabel is that he has been 
so successful in catering to the least intelligent 
and refined public that he either doesn’t know 
or doesn’t care that there is any other. It is 
not proper, Mr. Schnabel, to land in the Club 
with a bounee like a big, rollicking boy. You 
should glide in gracefully. 


Another flagrant case is that of E. B. Gustorf, 
who is gallopmg into the assembly entirely 
contrary to all rules of polite society. A good 
deal of Mr. Gustorf’s manuevers are clever, but 
he has entirely too much action. We don’t 
like to see him waste so much of his good art 
and wholesome personality in vivacious efforts 
to give life to a puerile business. 

Both of the above salesmen will be in the 
Club in the next week or two. Hunt them 
up during the convention. 
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We had the pleasure last week of a visit 
from Louie Crossette, of Chicago. He brought 
in a nice little bunch, amounting to about thirty 
points. 

We often have referred to the simile ‘‘a sales- 
man’s territory is his farm; he should work it.’’ 
As Mr. Crossette covers the Packing House Dis- 
trict he might say ‘‘my territory is my cow; 
I must milk it.’’ 


Leave it to Louie, he’ll get there! 


‘Brandon, Vt.,* Nov.*6,;°1912. 
Editor Boomer : 

As a member of the intermediate class of 
Bowser salesmen I ask your indulgence of suf- 
ficient space in the ‘‘Boomer’’ to convey to our 
past master (in salesmanship,) Mr. A. D. Wyck- 
off my sincere congratulations on the master- 
piece of work he just put over. It is, to me, 
significant and only goes to prove what our 
beloved General Manager A. Z. Polhamus, has 
always claimed: that complete knowledge of 
our lines coupled with enthusiasm, tact and 
perseverance that we can accomplish almost any- 
thing we undertake. His succeess in this sale 
means extra dollars to every salesman in the 
organization in the future, and will make our 
claims of efficiency easier of acceptance as the 
judgment of such champions of industry as the 
Westinghouse Electric Company is an asset 
to us in soliciting business. It will be a good 
incentive to that fellow in the mirror as he 
does not loom up as satisfactory to me as he 
should. 

Yours for higher efficiency, 
C. M. CARPENTER. 
© © © 
McAlester, Okla., Nov. 9, 1912. 
Dear Mr. Editor:—The Boomer just at hand. 
Mr. Polhamus’ ‘‘Sale—A Sale’’ letter is ‘*Gin- 
ger Bread and Cider,’’ by Joe. Our friend Wye- 
koff put one over on the boys this time, sure 
nuff. A. D. is big chief this year. It was a 
splendid achievement to be sure, but then let 
us not forget the boys working on 19’s, 301’s 
and 41’s, for they play a very important part 
in the ultimate Bowser success. Their orders 
are eagerly sought after, and like the ‘‘ widows’ 
mite’’ receive great recognition and count as 
well as the ‘‘Big Ones.’’ 

Small things multiply quickly and are after 
all of large moment and force in the achieve- 
ment of success. It is only moments that make 
up the allotted time of man in which is written 
their suecess or their failure. Moments em- 
ployed and small orders multiphed give the 
salesmen the ‘‘Big, Bright, Shining $’s’’ that 
they need every hour, and are so much enjoyed 
while reaching in their trouser pocket. Now, 
‘“Who’s Next?’’ Yours very truly, 

W. D. ALLEMAN, 
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FRANK LAUGHREY 
Pacemaker, San Francisco District. 


Frank Laughrey, of the San Francisco Office, 
decided to join the Pacemakers Club and sent 
in his 500 points of business October 24. 
Mr. Laughrey used to travel out of Fort Wayne 
and his trip to the factory will afford him an 
opportunity of renewing old acquaintances at 
the company’s expense. We are very glad to 
have Mr. Laughrey with us. 


© © © 


The San Francisco salesmen have always 
been a prominent feature of our convention and 
we are wondering how many of them, and who 
will be with us this year. Our old friend W. C. 
Smith, Director, we know is planning to have 
quite a delegation and of course President 
Crandall is doing what he can. We hope for 
a big bunch of the coast boys. 

© © ® 


Look success, talk success, think success and 
you'll surely win success. 


Branch Office Standing November 9, 1912 
45 Week 


Toronto, Ont., November 9, 1912. 


Editor of Boomer: 

We are on the Home Stretch and of course 
feel sure we are going to win the cup because 
‘“What we have—we’ll hold.’’ 

A. E. MOFFATT, 
Director Toronto District. 


© © © 
Chieago, IIL, Oct. 25, 1912. 


Gentlemen: 

If I do not get more than the share assigned 
to me, you may have a large tin can painted 
red with ‘‘Mutt’’ written on it and I guarantee 
to come to the convention at my own expense 
and give a vaudeville with this can tied to me. 

R. H. SHERLOCK. 


© ® © 
Huntington, W. Va., Oct. 19, 1912. 


Gentlemen : 
If keeping steadily at it will win out, look 
for J. W. at the final. 
J. W. LEA. 


® © © 


Q-u-a-l-i-t-y counts—lack of it dis- 
counts. 
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VOLUME OF BUSINESS. 
Standing Forty High Men, November 7, 1912. 


1A. DW yckoi ns ee eee Fort Wayne 
2—J) HO APMStronee see a Fort Wayne 
3 W. V. Crandall 22. aes. San Francisco 
4TH uN OGES tere, cet at, cee ite ee Toronto 
5: a We erie kel ieee iy een es Toronto 
6A. Ev MOmaty ee ae se tse es Toronto 
(HM Caskey emir eee Chicago 
Sa= Wi Na Deming neon ae Toronto 
9M. Gr Benbarn eee ness cnet Minneapolis 
LOE Rolo py een es aie San Francisco 
JIE Ga thing eters sn <u eet Minneapolis 
[2 W. Os Sait hae oe ake San Francisco 
LSS Ue was SMT see Age ccc Se eek ae. Boston 
142 ASPAT GerSON. Ko tee Miksa se tu nie Toronto 
1o-= Henk iéomandin cnt tack eee oe Chicago 
16K) Johnsongee fetes one ae Fort Wayne 
ee LeU OLY Met oe ce a) a ket eee Atlanta 
13 —— AAR. Darlin oy igechan. ce eee Minneapolis 
1O= itd DrAdshawe a. cee i ee Fort Wayne 
AV ==-Gie A Sovecle ie} See ane eee St. Louis 
ZS MS awlorn. ae coe ne ee New York 
gel.) Duncan.) seein Minneapolis 
W5> Ge tle Renben fake Gee ee Atlanta 
DAS Ce COmstoeks cus tee eae New York 
207s Srnrt elaine ee ene St. Louis 
20-+O0. 4M. Carpenter ©2120 cs atenehe eee Boston 


Zi W SY eho bertsone tees ee Toronto 
28—H. J: Jeavons 
29—F.. Laughrey 


30—35,.ck.. Collins Bise ea eee eee New York 
oL—-h. Hien ock- am, = 3.wee See Chicago 
Sia BL VEL Poe eles ee ae Fort Wayne 
Jo) B85 Weare eee oer he ee ee Minneapolis 
34——S. D. Stoddard ............ San Francisco 
O0==H SH VOLAS Aen toe tee San Francisco 
JOH). Mtr Diyas oeieee te ce ene ene Toronto 
3i=E Hi Peoplesi wy. sl eee New York 
Sos Wi Wer GLOPRPIGee Oe eee Dallas 


59 Le Cae ore 
40—J. M. Davis 


Paes oo Br Ee Fort Wayne 
eRe TRA he, eo? San Francisco 


© © © 


J. H. Armstrong, the magician, has perform- 
ed another slight-of-hand transformation on 
Crandall, turning him from a nearly first into 
a third liner. 

Mr. Armstrong decided he would try second 
place himself and so you see in the above list 
there has been a changing about. The Toronto 
boys expect to figure on the tablet also, so there 
is bound to be an exciting finish in this great 
contest. 

© © © 


ENTHUSIASM. 


Enthusiasm is the stuff of which suceess is 
made. 


A fellow without enthusiasm has about as 
much show as a toothless man at a nut-cracking 

ee. 

Enthusiasm is to the possessor what fuel is 
to a steam engine. It puts him over the grades. 

The best salesman I know is the biggest wad 
of enthusiasm in the United States. 

When enthusiasm runs low, orders slump. A 
man without enthusiasm couldn’t sell steel saws 
ina jail. When he loses his enthusiasm he loses 
his grip. When his grip is gone, it’s time to 
eall the undertaker. 

Enthusiasm is the puzzle that competitors 
can’t solve; the spirit that can’t be beaten any 
more than you can pound rubber to a pulp 
with a piece of fence picket. 

A man with enthusiasm can lay an Atlantic 
cable, chain a mountain torrent, subjugate the 
forest and make the mountain get up and wad- 
dle over to Mahomet. 

Get it! 

Keep it! 

Use it! 

With it you will win; without it you will look 
like a man with the mumps on both sides. You 
ean’t do things by halves nowadays. You’ve 
got to put the combined energy against the 
peak of the load and keep on bucking up! 

Burn enthusiasm; it’s the midnight oil of 
success. Without it your lamp’s out and you 
are in darkness! 


SSS 


Warnes 
uD 
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y 
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R. D. Leonard who has territory in Pennsylvania, 
under the Fort Wayne office, was recently persued by 
a customer who insisted on him taking C. W. O. 


Mr. Leonard is certainly in need of our cor- 
respondence course on salesmanship. When a 
salesman gets to.a position where the populace 
chases him on bicycles and motoreyeles to bur- 
den him with money it is time to eall a halt. 
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The sales problems are still vexatious but 
we would respectfully urge that you do noth- 
ing whatever in this regards, Mr. Leonard. 

Jf the public demands an outfit sell it to them 
without parley. If they insist on giving you 
PC, We Ov take it: It as*far better tobe so 
burdened than to run the risk of a law suit. 

In conelusion we reverently urge you to be 
obliging. Find out what the people want and 
serve them, even if they do decide on a 10-bbl 
241, when you think a 5-bbl. tank would do. 

Give them what they need but above all keep 
them pleased. 


© © © 


GENERAL EXPORTS OF OIL. 


Quantity and Value in 1912 Larger Than in 
Any Earlier Year. 


WASHINGTON, Nov. 2.—Mineral oil exports 
from the United States in 1912 will show a 
larger total, both as to quantity and value, 
than in any earlier year. The quantity ex- 
ported will, according to the latest figures of 
the Division of Statistics of the Department of 
Commerce and Labor, approximate 1,800,000,- 
000 gallons, or an average of 5,000,000 gallons 
a day, and the value $120,000,000, or an average 
of about one-third of a millon dollars a day. 


The history of the export trade in mineral 
oils touches the half-century line with the year 
1912, the first statistical record of the expor- 
tations of mineral oils being that of the year 
1862, when the value of the exports, including 
both crude and refined, was about $1,500,000. 
By 1872 the exportation had risen to $34,000,- 
000; in 1882, $51,000,000; in 1892, 45,000,000 ; 
in 1902, $72,000,000, and in the fiscal year, 1912, 
$112.000,000, while in the calendar year, 1912, 
the total will approximate $120,000,000. The 
total value of the mineral oils exported in the 
half century since the export movement began 
is almost $3,000,000,000, and the total during 
the last decade nearly $1,000,000,000. 

Ninety-five per cent. of this exportation, 
measured by value, goes in the manufactured 
form. The latest reports of the Department 
of Commerce and Labor show for the eight 
months ending with August, 1912, $81,000,000 
worth exported, of which $40,000,000 worth 
was illuminating oil, $19,000,000 worth lubri- 
eating and heavy paraffin oil, $13,000,000 worth 
gasolene and other light products of distilla- 


tion, $4,500,000 worth crude oil, and between 
$3,000,000 and $4,000,000 worth gas and fuel oil. 

The distribution of our mineral oil exports 
extends over a wider area than, perhanps, any 
other single article of exportation. The coun- 
tries and colonies to which it is exported ex- 
ceed eighty in number. Europe is by far the 
largest customer, taking a little more than one- 
half of the illuminating oil, three-fourths of 
the lubricating and over one-half of the gaso- 
lene and naphthas exported, while North Amer- 
ica (chiefly Canada, Mexico, Panama and Cuba) 
takes about two-thirds of the crude petroleum 
exported. 


Of the more than 1,000,000,000 gallons of 
illuminating oil exported in the fiscal year 1912, 
the United Kingdom took 166,000,000 gallons; 
Japan, 109,000,000; Germany, 92,000,000 ; China 
68,000,000, and British India, 57,000,000 gallons. 
Of the 202,000,000 gallons of lubricating oil 
exported in that year, 63,000,000 gallons were 
sent to the United Kingdom, 25,500,000 gallons 
to France; and 24,000,000 gallons to Germany. 
Of the 171,000,000 gallons of gasolene, naphthas 
and other lghter products of distillation ex- 
ported in 1912, 34,000,000 went to Canada; 
27,000,000 to the United Kingdom and 15,000,- 
000 to Germany. Of the 208,000,000 gallons 
of crude mineral oils exported, 76,000,000 gal- 
lons went to Canada, 37,000,000 to France, 28,- 
000,000 to Panama and 23,000,000 to Mexico. 


The petroleum production of the United 
States made its highest record in 1911—9,250,- 
000,000 gallons, against a little less than 3,000,- 
000,000 gallons in 1901, a decade earlier 2,250,- 
000,000 gallons in 1891, a little more than 1,000,- 
000,000 gallons in 1881, 218,000,000 gallons in 
1871 and 89,000,000 gallons in 1861. The 
United States now produces practically two- 
thirds of the petroleum of the world, the share 
in 1910 according to an accepted authority, hav- 
ing been 64 per cent. against 43 per cent. in 
1900. 

Are these possibilities of business for Bowser 
business? Well from the above it looks so to us. 

What we desire is to impress our boys with 
the great possibilities of our line. Study every 
outfit the company makes, secure all the knowl- 
of the business you can. Prepare for promo- 
tions and they may come to you. 
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SELLING ARGUMENTS 


A TALK THAT SELLS GOODS. 


We all find merchants of this turn, the self- 
satisfied who has handled his oil in cans for 
years and don’t intend to change because if 
he puts $2 or $3 in a Bowser it would be more 
of his precious money invested in what he con- 
siders an ornament. 

Now I will tell you my method of moving 


him and getting a chance to demonstrate with 


a model. He knows all about the Bowser and 
don’t care to be shown, but I say this: ‘‘Mr. 
Jones, you have all your oil in faucet cans and 
no doubt they are giving you good service, but 
ean you tell when it is time to refill them?”’ 
He will say yes, all he has to do is measure 
them. Then say, Yes, Mr. Jones, but you have 
no device right in plain view that will tell you 
when five gallons is taken out. Then if you 
haven’t your model out get it out, and get busy 
on the float. Now you see that it is standing 
right at Fig. 10. When I fill this bucket it drops 
just below 10 or to this mark, which indicates 
one gallon. Now you see when I return that gal- 
lon to the tank it will come back to 10 and so on 
as oil is delivered into the tank it instantly rises 
till the tank is filled. ‘‘ Yes, that is a fine thing,’’ 
Now get a little stronger. Mr. Jones when did 
you get oil last, ‘‘yesterday’’?. Have you your 
ticket handy? Produees ticket, or makes a bluff 
to get them. He finally says, ‘‘150 gallons.’’ 
Now, Mr. Jones, are you sure you didn’t receive 
more than that. Now he sees the point. 

Mr. Jones, that float alone is worth the price 
of a fine equipment being that it sures you of 
a complete checking of your oil. You are very 
eareful about checking all your other goods, 
but when it comes to your oil which pays you 
the largest per cent. on investment (you. have 
to figure it), you pay no attention to it at all. 
You just take it for granted that oil doesn’t 
need any checking whatever. Mr. Jones you 
have a fine stock of goods and you are an enter- 
prising merchant. Don’t you think it would 
pay you to protect your oil trade as well as the 


rest of your business? Suppose you invest 
$100 ina Bowser, what does it cost to own it? 
$6.00 per year, isn’t it worth that to have your 
oil measured to the very last drop at both ends 
of your pump;—when it is put in by your 
oil man, and measured out by yourself or 
clerk. You can’t tell me no more than you 
ean fly what profit you made on last year’s 
handling of oil (right here he acknowledges 
that he knows how much he paid for, but does 
not know how much he received he will confess 
that). Then open up. You know the rest. 
Close it. 


Yours truly, 
W. H. CRAWFORD. 
© © © 


Don’t let the first cost of a Bowser hide the 
many advantages you would derive by its use. 


You can hold a dollar so close to your eye 
that it will hide the sun although it takes a mathe- 
matician to figure out how many million times 
greater the sun is than the dollar. 

© © © 


Sometimes you meet prospects who say, ‘‘I 
like the Bowser all right but I know where I 
can buy a second-hand outtit cheap.’’ The fol- 
lowing are a few arguments to persuade him to 
buy a new model from you: 


‘‘No doubt you can get a second-hand Bow- 
ser for less money than the new, complete, mod- 
ern and improved machine which I offer you. 
When you buy direct from the firm you get a 
guarantee which protects you against dissatis- 
faction. We sell you the particular outfit for 
just the purpose you desire; you get all the 
latest improvements which alone are worth a 
considerable sum. The money you propose to 
put into a second-hand outfit will go a very long 
ways towards buying a new one, and for every 
cent you put into a new Bowser, you get full 
money value. 
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All Aboard for the Pacemaker’s 
Train 
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On the great clock of TIME there’s but one word NOW. 
“‘Lets take the instant by the forward top’’—Shakespeare. 

Thus said William of Avon. The value of the suggestion is an ever- 
recurring study. oe 

NOW is the big word. You have got to use it and the question is how. 
The man who has for his slogan ‘‘Some day’’ is the man who. never gets 
there. 

Tomorrow with its sweet illusions steals you from the task.that ought to 


be done today. 
‘“Tomorrow’’ is the slogan of the lost, ‘‘ NOW is the shield of the brave. 


Twenty-seven more days in which to make the Club, HUSTLE NOW. 


ali NN NANNING 
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Branch Office Standing November 16, 1912 
46 Week 


TORONTO 


FORT WAYNE 
SAN FRANCISCO 
MINNEAPOLIS 
ST. LOUIS 

NEW YORK 
ATLANTA 
DALLAS 
CHICAGO 
BOSTON 
PHILADELPHIA 


IS IT POSSIBLE ? 


Is it possible that the other ten big, strong, strapping districts are 
soing to let Toronto walk away with the cup without a protest? Toronto, 
Canada—the country that does not believe in reciprocity which means that 
if the cup does once cross the border, Bryan will be running for president 
the thirtieth time—perhaps—before you get it back. 


Boys of the Stars and Stripes, now is the time to rally ‘round the flag 
and fight to hold and protect your possessions. 


Just look at the following line-up: 


Fort Wayne is right on Toronto’s heels, but it will take increased 
speed to over-take her. Hit ’em up, boys. 


San Francisco is pushing right ahead and is only 1-2 per cent be- 
hind Little. 


Murray's, Minneapolis minute men are only 1 1-4 per cent behind 
San Francisco. 


St. Louis is crowding to the front leading the Knickerbocker bunch 
by 9-10 of 1 per cent. 


Chicago is coming right up and has pushed ahead of Philadelphia 
and Boston. 


Rodman’s men are giving the Dixie boys a hard run, who leads only 
by 9 per cent. 


Everybody get busy and crowd to the front until you can see the 
whites of the Canuck’s eyes. Then push over onto the other side of the 
border and hike them to the woods, 


INA 


INNA A 
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W. C. SMITH, Director of Pacemakers Club, 
San Francisco District. A first-class salesman 
and an artist of no mean ability. Notice the 
vase of roses which we understand is kept filled 
by a number of lady admirers. 


The above is perhaps one of the most inter- 
esting pictures we have had the pleasure of 
presenting for some time. It was sent to us 
by an admiring friend of the subjects and we 
took the liberty of reproducing it. 


And why should we not be proud of our Mr. 
Smith. We have taken a lot of pains with him 
—edueated him all we knew how, revised and 
corrected him to the best of our abilities. Even 
our General Manager spent a day or two with 
him lately. On the other hand Mr. Smith has 
been able to stand the strain and it must be 
considered our efforts have gone to a pretty 
good purpose. W. C. Smith makes his head- 
quarters at Seattle and when he is not out 


selling Bowser tanks you will find him in his 
studio giving Christy, Gibson and others a few 
pointers on art. 


© © © 


Mr. B. N. D. Milliron, who was traveling in 
the mountains of Kentucky recently, stopped 
at a cabin and asked for a drink of water. An 
old woman brought it out to him, and after 
drinking he had quite a talk with her, telling 
her great stories about some of the wonders he 
had seen in the outside world. 


Finally, when he stopped to take breath, the 
old woman took her pipe out of her mouth and 
said : 


‘Stranger, if I knowed as much as you do, 
I’d go som’ers and start a little grocery.’’ 


A FEW DONT?’S 


1. Don’t antagonize a customer. Remem- 
ber, ‘‘Honey catches more flies than vinegar.’’ 


2. Don’t dodge when a customer asks you 
a question, or raises an objection; answer him 
fairly and squarely. 


3. Don’t underestimate the intelligence of 
your customer. The boss is often found in a 
pair of overalls. 


4. Don’t say, ‘‘this is dead easy,’’ or ‘‘it 
can’t be done,’’ you’re liable to be wrong in 
either case. 


5. Don’t forget that every man has pecu- 
liarities. Make it a point to find out what 
they are and then learn how to meet them. 


6. Don’t be ‘‘stumped’’ on the same ques- 
tion twice. The help and suggestions of every 
department in the Bowser organization is yours 
for the asking. 


ford 


7. Don’t trust to persuasion alone to land 
your customer. Convince him. Persuasion is 
the soft glove; conviction is the iron hand 
inside that puts into your arguments the grip 
he cannot ignore. 


8. Last but not least, don’t be a quitter. 
® © ® 


Dave Ward: I don’t feel very well, lately. 

Jim: No? What is the matter? 

Dave Ward: I haven’t slept a wink for the 
last ten days since thinking about my 500 
points. 

Jim: Why, that’s awful. 
you ean stand it. 
Dave Ward: 

night. 


I don’t see how 


Well, of course, I get sleep at 
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Do you expect to be there? So do we. 
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Mr. J. D. Gumpper, who is amusing himself | 


this winter by picking grape fruit, growing 
oranges and selling Bowser tanks down in 
Florida, has promised to attend the convention 
in native costume. 


© © © 
A hustler is a man who does things the day 
they ought to be done. 


© © © 
Messrs. E. R. Bird and F. H. Olds of San 
Francisco district are rapidly ‘‘getting under 
cover’’ and we expect to order their Litho- 
graphs in a few days. 


© © © 


Our Texas reporter is betting odds that K. J. 
Harrison, E. P. Dolan, W. W. Morris, J. A. 
Price and J. M. Tucker, all of the Dallas Dis- 
trict, will join the club in the next three weeks. 
All of these gentlemen have a proneness and 
happy faculty for puncturing all fake objec- 
tions to the purchase of Bowser equipments and 
we are expecting them to be in by that time if 
not sooner. 


© © © 

We are expecting to receive R. S. Johnson’s 
club application most any day now. Bob’s 
name was the first to be put on the bronze 
tablet and we’think it is about time he ‘‘came 
back.’’ 

There never has been a ‘‘repeater’’ on the 
bronze tablet but it looks as though Mr. Cran- 
dall or Mr. Merickel or Mr. Johnson may break 
in this year for the second time. 


©:.®@ @ 


Colebrook, N. H., Nov. 18, 1912. 
Editor: Please make reservation for me at 
the banquet. F. H. RICHARDSON. 


Alright, F. H. We have picked out a seat 
for you between your old friends H. C. Carpen- 
ter and M. S. Jordan. 

© © © 


Wisdom consists largely in taking care of the 
little things that are not little. 


A. F. TODD, PACEMAKER ATLANTA DISTRICT 


The Atlanta District has added A. F. Todd 
to their delegation, Mr. Todd having secured 
his 500 points October 21st. Mr. Todd is a 
natural born salesman and has been a prize- 
winner in many previous contests. He was a 
star footlight performer at our last conven- 
tion and we look forward with great pleasure 
to his being with us this year. 


© © © 
We have been intercepting all wireless mes- 
sages from Buffalo for the past week, expecting 
a message from S. A. Collins, saying “‘he’s in.’’ 
Oh, sure, fellows, he’ll be there. 


© © © 
F. H. Peeples of New York, hasn’t said a 
word about coming because he has been too 
busy getting together the ‘‘needful’’ to even 
stamp a letter. 
© © © 
T. F. MeWaters and A. L. Byrd of the At- 
lanta District, are two very steady producers, 
and you can expect to see them in old man 
Brown’s squad. 


@ OF © 


E. M. Caskey of Chicago, sent us a Christmas 
package. It’s a little early for these and so we 
haven’t opened it yet, but we are going to take 
a peep at it next week, so we can tell you 
about it. 


© © © 


H. J. Jeavons of Vancouver is hustling 
those Northwesterners in their purchases as 
though it was their last chance in the world to 
buy a Bowser. Of course the occasion of it all 
to us is no secret. 
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THE ABOVE PICTURE IS EXPLAINED BY THE 
FOLLOWING LETTER WHICH AC- 
COMPANIED IT. 


We recently set a Cut 241 pump on the 
sidewalk in front of our office for advertising 
purposes. Needless to say the public went 
right up in the air over this pump. In fact our 
staff photographer took a snapshot of one en- 
thusiast demonstrating his approval of this 
beautiful pump, the gentleman in question be- 
ing Mr. Guy G. Downham, son of Mr. Neil 
Downham, one of our salesmen. 

iP. MURRAY, 
Mgr. Minneapolis District. 


© © © 


Honesty is the scientific management of 
one’s self. 


VOLUME OF BUSINESS. 
Standing of Forty High Men, Nov. 14, 1912. 


je Woekot, A.) Di s.0.4 scenes Fort Wayne 
2 Armstrong,’ JH. tus. enue Fort Wayne 
DES LOMALU AL Fate cs os ork ee Toronto 
4—Crandall, W. V. ......... San Francisco 
Deere cele elo W a0. os one te pa ees Toronto 
OaeeLUhOdecs by El. Meron ty luc. cee mean Toronto 
He ase yerlio Ninn tue feb ee Chicago 
Se emir Wee N. lice ci. 8. eee oe Toronto 
De OU Lacey Hie rg htiace oleae San Francisco 
LO=-Benham iM. -Clck es. wes Minneapolis 
i nicume@er HW Ce oe Ab ees wae Minneapolis 
He Amerson At Pes et. esate Toronto 


13—Smith, Lewis 
14—Smith, W. C. 


REP ger RR eee, Boston 
Vi ae A a ata ae San Francisco 


PoSsueotard, FerAl 3. . 2588 con fee 5 Chicago 
MGs ori yotls: Lvceh ious seb eh 22 Atlanta 
iJ obmson, Rv So. 0 eee Fort Wayne 
BOR arling@ eA. Hertiem, . ope stat ou Minneapolis 
9—-Bradshaw, H. J. isn... 4.4. Fort Wayne 
BOS =O ECCLOy wA Mae center twey wish ck: St. Louis 
Zim ey lone l teas serie ames ee Os New York 
Bore HCUD OM: : Cueb H ce mee ahs ake oc us on Atlanta 
25 UNnGaNia We Lic wepe don wee oo os Minneapolis 
ace OAT EM Sele Atl wis cceys Bese cess ev be tite te St. Louis 
20: OComsbock) Ge HW ne oa wae ides New York 
ZO--RODELISOLesW ie, Vi cos hae sarees os Toronto 
Die WOLNGE SAGA sae wee ua here tre ere ao ke New York 
Bo) CAV OUS Wl tates fan ee erika ala saat Toronto 
Zu @arpenters Geis ss ern tat oe Boston 
30m —SHerlOCks iets Hoe fone apn ule erates Chicago 
sie—bauehrey, © Hy Soe snr sak San Francisco 
Got Ot ieee be Cara nets Hoe wae: Fort Wayne 
38——oLOd dard. iS. 6s aimee San Francisco 
DA WOO m Lasin wwe siesta ne sudo ae Minneapolis 
20 — Ol dea hi alh Mele re tree San Francisco 
oo-—-Millitont: He Ligaen. eee. eae os Fort Wayne 
3 Chandlery Woe Gir sean. carols Sales Atlanta 
Sos Peenleds Hy Ei, aycte wus d Fo toreas New York 
Soa Mar tives Hi lar sis fs ie ate Toronto 
40-—-Heoleston,-Ca Re sca obsses New York 
© ® © 


It is indeed a caution the way that man 
Armstrong puts ’em over. And believe me, I 
am beginning to think Crandall, Moffatt, Mer- 
ickel, Rhodes and the whole bunch of them will 
have to go some to beat him to it. 


Moffatt, however, has slipped past Crandall 
and Merickel has gained on Rhodes. The in- 
teresting part of it is that there is only $600 
difference between these five men, so you see 
if any one of them sends in an order above the 
average size it will change the entire slate. 


© ® © 


The greatest fault is to be entirely satisfied 
with one’s self. 
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San Antonio, Texas. 


My Dear Davies: Your letter of the 12th at 
hand. Am always glad for the big bunch of 
sunshine your letters bring, both in ‘‘Boomer,’’ 
and over your own sig., C. H. D. I note your 
request for something on sales work for your 
splendid journal. Wish I had a message of 
interest that might prove helpful to the ‘‘boys.’”’ 


In God’s workshop, this big out of doors, (for 
I am down in Texas) I am impressed with the 
fact there is plenty for willing hands to do and 
from what we learn from the news received in 
the Boomer somebody has been ‘‘doing some- 
thing’’ in the Bowser organization. It looks to 
me as though some of us fellows who have no 
bunions on our feet will have to get busy to 
keep from being run over by fellows ike Wye- 
koff, Armstrong, Crandall and the high forty. 


I am just beginning to realize what it means 
to miss being a member of that Pacemaker Club 
and how easy it would have been for more of 
us to ‘“‘get in;’’ had we improved our hours and 
moments that are oftimes wasted. 


Nice compliment, to be sure, that prospect 
pays you when he says after you have demons- 
trated and tried for.a half hour to sell him, 
‘Oh, you are a good fellow and you have a 
good thing. Sometime I will buy.’’ It is a 
greater compliment to pay the salesman, (one 
more lasting and substantial) who has sense 
enough to know that at this very moment it is 
a good time to load up a big bunch of Eternal 
Grit and stick-to-it-iveness and not quit the 
job; stay and get the business this time for to- 
day is a good ‘‘sometime.’’ Again getting 
around to greet the trade with a smile and a 
friendly hand shake is alright but looking them 
square in the face and eye, telling them in a 
sincere, emphatic way, sometimes don’t go. You 
are not out to amuse or abuse them but you are 
there at the request of Mr. Bowser to help them. 
Bowser systems are needful to all oil dealers, 
the dealer either does not appreciate their use- 
fullness and benefits or he is too poor to buy 
them. Where we fail to get the business when 
they are able to buy is because we have not 
Stayed on the job long enough to finish it. 
Again, sometimes I tell them this—If I was to 
come into your store, sir; thrust my hand into 
my pocket, extract therefrom five or ten dollars 
in silver coin, throw them all around your store 
floor and instantly take my departure never to 
return, you would think I was either crazy or 
a fool, would you not? Well sir, is that any 
more ridiculous a thing to do than to waste 
your liquid money, which tis true has never 
gone through the government mint, but repre- 


sents, after all, just that much coin. Oil cost 
money if saved ean be sold for money. Meany 
usually see the point. 
Fraternally yours, 
W. D. ALLEMAN. 
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The following ads were clipped from the 
Seattle (Wash.) Times and sent to us by the 
courtesy of the San Francisco office. 

They clearly show the important position 
Bowser Equipment has taken in the Automobile 
World. They also prove that Bowser Outfits 
are used to, and do, draw trade. They are rec- 
ognized the world over as the Standard Garage 
Equipment for oil and gasolene storage. 

Both of these garages have Bowser Cut 241 
Pumps installed on the sidewalk. 


OROKOKOKOAOKOKOKOKOKOKOXOKOK KOKOKGE 
© e e © 
e Autoists Attention! % 
ZR 

x 6 
@ E now have a new Bowser Fil- © 
© ling Station at your service and © 
2 can fill your requirements instantly. © 
a OK 

Se a © 
SZ The Only Dowtown Auto Supply © 
© House © 
© % 
& MORGAN AUTO SUPPLY GO. & 
© Fourth Avenue and Westlake 6 
0) Me 


TOTO" KOKOTKOK oxo 


NAA WA ANA 
KOAK VAS. 


KOKOKO KOKORO 


For Your Convenience ~ 


We have just installed a Bowser 
Gasolene Storage Outfit in our 
shop. We aim to make our tire 
service second to none in the 


United States. Phone East 914 


H. B. WILBUR, Manager 


THE TYRE SHOP 


607 E. PIKE STREET 


These sales were made by W. C. Smith, who 
who has been especially successful in selling 
these particular outfits in and around Seattle. 
Many of which are installed on the main 
streets. 


THE BOWSER BOOMER 211 


CUT 241 DISPENSING GASOLENE 


Recently there was a floral auto parade in 
Uniontown, Pa., which attracted considerable 
attention. Of course, Bowser Systems always 
figure in any noted auto event and the above 
shows one of the cars getting a supply of gas 
from a 241. 


It was through the courtesy of K. F. Hessen- 
mueller, of the Pittsburgh Office, that we se- 
cured the Photo. 


By the way that man Hessenmueller is cert: 
tainly learning where they live in Pittsburgh. 
When he don’t sell an outfit complete he gets 
quite peeved about it. 


6 


The gentlemen with the order blank is Mr. Bram- 
ham selling Mr. Lande, Galesburg, N. Da. a 5 bbl. 41 for 
gasolene and 10 bbl. kerosene outfit. 

A wind-storm struck a town in M. C. Bram- 
ham’s territory and blew over over the store 
house of a grocery which used round tin tanks. 
Result: loss of oil and gasolene and danger of 
fire. Bramham fixed things so it won’t happen 
again. 


EFFICIENCY. 


The writer heard a very interesting address 
lately on personal efficiency and I remember 
very clearly the speaker’s comparisons to na- 
ture. Nature’s operations are characterized 
by marvelous efficiency and by lavish prodi- 
gality. Man is a child of nature as to prodi- 
gality, but not as to efficiency. The efficiency 
of nature’s operations is seen on every side. 


There is Nature’s pump which draws up the 
water from the surface of the ocean, to a vast 
height, carries it thousands of miles and de- 
posits it on mountain tops and over plains. No 
reciprocating parts, no valves slip, no lost mo- 
tion. | 


Comparisons to nature are very interesting. 


A salmon will enter the River Rhine from the 
sea, cease feeding after entering fresh water, 
swim 500 miles, stay at the head water 17 
months and then not having lost much weight 
will swim to sea again. 


An engine may reach 30 per cent thermal 
efficiency, but the salmon assuming his whole 
weight to be pure oil, without consuming it, 
uses up several times more energy than is 
yielded by an equal weight of oil in combustion. 


Another very interesting instance is the effi- 
ciency of the fire fly which shows far higher 
hight efficiency than has ever been reached even 
by vacuum lamps. 


A filament enclosed in a glass bulb is heated 
to ineandescenee by an electric current and we 
use the glow for illumination. 


Rarely is as much as 10 per cent of the coal 
mined converted into electrical energy and of 
this only 5 per cent can appear as light. 


The fire fly converts the hydrocarbous of its 
food into hght with an efficiency of 40 per 
cent. 


In production the fire fly is about 700 times 
as efficient, in volume use 10 times as economi- 
eal, in time use twice as economical. The fire 
fly is 1500 times as efficient as his human rival. 


We must not confuse industry and efficiency. 
A Chinese Coolie will carry 100 pounds 27 
miles for 27 cents. He is industrious and hard- 
working, but not efficient. 


Inefficiency is a form of waste, of loss. A 
salesman may be working like a Trojan but if 
not working with the right method he will be 
wasting both time and effort. 


Working a town closely and systematically 
by a calling’ lst means efficiency. 


A Few Sales Arguments 


DOING THE is 
K AND ALL GIVING 
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PLL ALWAY: 
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A BOWSER—THE IRON CLERK. 
Mr. Jones, you say you hesitate to buy this 


equipment. If I were to come to you and say: 
‘Here are over 750,000 recommendations. They 
are strictly first-class. I want to work for you 
in your store. I ask for my services the sum of 
$200. Not for one year, but forever. When 
that amount is paid, I’ll never cost you an- 
other cent. I will be in your store when your 
first clerk arrives in the morning and will be 
there when the last clerk leaves at night. I 
will work closer to -your interest in your oil 
department than your highest salaried clerk 
possibly could. I’ll guard against all losses 
and safeguard you from fire. I will never come 
late, never be sick, never have a headache and 
never ask for a vacation. I will assure you of 
every cent of profit there is in your oil business. 
I cost but $200. Would you hesitate to hire me? 


I 


RIGHT OR GET RIGHT. 


Most business men who fail, do so because 
they are in Business wrong. Those who are in 
right usually succeed. 

It is a nice thing to be right always and a 
deplorable thing to be wrong even part: of the 
time. The thing to do is to start right. If you 
have not started right, get right at once. This 
will apply to all vocations of life, salesmanship 
or merchandising. The way to get right hand- 
ling oils is to buy a Bowser today. Mr. Mer- 
chant, fair minded men will agree that this 
philosophy is right and if you try Bowser 
equipment for handling your oil, you will agree 
with a million users that they are right. 

W. D. ALLEMAN. 


OC 9) 


You hesitate to invest $200 in this outfit, Mr. 
Jones. Let us see if this hesitation is a good 
move and justified by your past business de- 
cisions. You have two clerks in your store 
that cost you an average of $12 per week, or 
$24. That means $1,248 per year. You said 
you had been in business about ten years. In 
that time you have paid for clerk hire $12,480. 
When you went into business did you hesitate 
because of the fact that in ten years you would 
pay out a fortune of $12,480 for clerk hire? Or 
did you figure this a legitimate expense for the 
business done by these clerks would amount to 
$15,000 per year or $150,000 in ten years and 
the $12,480 spent for clerk hire was but a just 
proportion of the expense. Of course, you did. 
And yet you hesitate to spend a paltry $200 for 
an equipment that will insure you against loss 
of ete., ete. 


©® © © 
CLOSING ARGUMENT. 


Ascertain whether or not the P. P. carries 
any life insurance; also his annual premium 
on each thousand carried. Suppose it was $40. 
Say to the P. P.: ‘‘When you took out this 
insurance, you were looking for protection and 
it would have been just as reasonable if you 
had said to the agent: ‘That’s too much to 
pay for that piece of paper. I can’t afford it,’- 
as to say to me, ‘you ask too much money for a 
Bowser.’ When you bought your insurance 
you did not buy the paper the policy. was 
written on, but you bought the protection it 
was to give you. When you buy a Bowser you 
do not buy a mere pump and tank you buy pro- 
tection for losses, ete., ete.’’ 
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W. W. MORRIS, JR., 
Director Pacemakers Club, Dallas District. 


The Texas delegation has elected its director and W. W. Morris, Jr., is the success- 
ful contestant. Mr. Morris crossed the line with a good margin. 

He is an able salesman and his continual success has attracted much attention. A 
prize-winner last year and director this year is quite an accomplishment. It is there- 
fore with mingled feelings of respect and praise that we acknowledge his success and 
wish him well. 


May your new responsibilities increase your strength as a progressive salesman. 


Good luek Mr. Morris. 


— — 
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Who will be on the Bronze 
Tablet this Year? 


The followine 46 is how the 
“forty fighters’ (as Richardson 
calls them) stands at present 


VAS). CWiy CKOli ee ere “Kort Wayne =21-—GrAs steele i...) oo ee nee St. Louis 
2 Jel SAT MStrOne 2 eae Port: Wayne!’ 2222), Sauti es... ss eee St. Louis 
3-H M Caskey pe. ica ee eee Chicago’ \23-—S.cH Pay loge. 3.2. eee ee New York 
A= ATH. Motlanthe ss. ee ee ee Toronto 24—R. Ll. Dunean .......... Minneapolis 
Da) 2 W>, Meriekel: 2.6% 2. eee Toronto.” -25-—C. FY Cumstock 5... cue New York 
6—=W.V.-Crandal: 222202 San Francisco 26—H. J. Jeavons ...:.......... Toronto 
(—T.. He Rhodes 2 eee Poronto., 27-—C..M. Carpenter 2.4...5..0.20 28 Boston 
S—— We NY Deming ie yee are Toronto: .28-—S. As Collins 220 2.......55 New York 
92K. ES Klota soe ee San Francisco 29—W. Y. Robertson ........... Toronto 
10——\._G. Benham. ee eee Minneapolis — °<30-—TYCePottem nena ss. Fort Wayne 
VIHA. Leonard eo nee Chicago 31-=R. H: Sherlock 4.00. -.5... Chicago 
12--Re 8: J OhDSOMia.e ne eee Fort Wayne 32—S. D. Stoddard .\.:....San Francisco 
13 Wie GP Sith tone ae San Francisco 383—Jas. Ward ....:........ Minneapolis 
14--E..C, Mitineer wa eee Minneapolis 34—E:.J>Murphy 2% ~.......... Toronto 
15—-A.; Anderson, aie cen ee siee ee Toronto 35—F. Laughrey ......... San Francisco 
16—H? Purdy “ioe. eee Atlanta 36—W. .W., Morris, dis o 1... 2.8 Dallas 
17 Liewis, Smith... eee eee IBOStON wo 1s Le OLOSte ate e ee San Francisco 
138——A. i. Darling Seen Minneapolis 388—W.G. Chandler ............ Atlanta 
19 =H). Bradshaw siete ‘Fort Waynesaa9-=At nt Odd Gaeta. «4.6 tee Atlanta 
20—G. Ho Retben-. . 2 cutee Atlanta 40—F.H. Peeples ............ New York 


Notice Caskey has jumped to 3rd place. We will tell you later how he did it. 


The Men Who Win. 


a S|HERE is an opportunity for three men to get their names on 
the tablet this year. Those who succeed will get there principally 
because they hang on when others let go. It isn’t because they 
possess more originality or because they have greater knowledge, 
its because they ‘‘stay on the job’’, of course there are inconveniences and 
trials and troubles to be met in so doing but its the man who can stay on 
the job in spite of these little demons, the one who has learned how to 
laugh them in the face, who will win in the end. 


Gentlemen “Stay on the Job” and Win. 


a 


ok 


eo 
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H. E. BLEECKER 
Member Pacemakers Club 
Toronto, District 


Mr. H. E. Bleecker of the Toronto District, 
has joined the Canuck’s delegation, having se- 
cured membership in the club November 7th. 

Mr, Bleecker has secured distinction in pre- 
vious contests and his name appears on the 
Bronze Tablet for 1910. Mr. Bleecker did not 
enter his territory until quite late this year and 
deserves special recognition for his excellent 
race. 

We welcome you into the elub and salute 
you as past master of the Tablet Cutters. Here’s 
hoping you again secure that signal honor be- 
fore all the space on the Tablet is used. 


OVERHEARD IN THE CORRIDOR. 


Colwell: Don’t you miss the theater, ving 
here in this burg? 
Schulz: Why, man, we see plays here that 


you never see in New York. 


St. Peter (to applicant): What was your 


business when on earth? 


Applicant: Specialty salesman. 

St. Peter: Best salesman on earth, of 
course ? 

Appleant: No; just ordinary. 


St. Peter: Pick out your harp. 


H. J. BRADSHAW. 
Member Pacemakers Club 
Fort Wayne District 


Fort Wayne has added another live wire to 
Club Delegation—Mr. Bradshaw, of Detroit, se- 
cured membership November 9th. 


To be a clever chemist and a distinguished 
salesman at the same time is a combination not 
often achieved. Whether Mr. Bradshaw _ be- 
came a salesman after he became a chemist or 
whether he was born a salesman we do not 
know. 


Mr. Bradshaw established his reputation as a 
salesman traveling for us in Virginia and his 
success in that territory earned for him a trans- 
fer to the ‘‘city where life is worth living’’— 
Detroit. 


We are charmed, Sir, to have you join the 
Club and long may you continue a Pacemaker. 
© ® © 


It is all right to absorb knowledge like a 
sponge, but make more use of it than a sponge 
would. 
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To miss the convention this year is a monu- 
mental misfortune. The best way to avoid it 
is to send in your five hundred points at once. 
A mere nothing compared with the happy re- 
sults. 
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Mr. A. W. Dorsch wrote us from Norfolk, 
Va., recently, stating that conditions in that 
section were very good. He says: ‘‘The 
weather is fine, dry and warm, and the races 
are on in full blast and everyone was betting 
on the ponies. The peanut crop is being har- 
vested and I have learned all about peanuts 
since traveling in the peanut belt. They bring 
about $33.00 per acre, and some farmers raise 
hogs on them which brings an extra price.’’ 

Mr. Dorsch is getting to be quite a tourist 
and will be able to entertain us at the conven- 
tion with a lot of his tales of adventure. 
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Mr. Halter, of the San Francisco Office, who 
has territory in southeastern Washington and 
northeastern Oregon, and also a few counties in 
the center of Idaho, has been doing some ex- 
cellent work. The first sixteen days in his ter- 
ritory netted him $1,300.00, a large per cent. of 
which he secured C. W. O. Although Mr. 
Halter is new in the organization, you can ex- 
pect to hear from him quite frequently, as he 
is the stuff winners are made of. 


‘OR OMO) 


Of two evils—always be polite and take the 
smaller one. 
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Mr. W. W. Wasley, of the St. Louis District, 
has just turned in a splendid garage order 
amounting to 22 points. The order ealls for a 
15-bbl., Cut 241 complete with an extra Cut 
242 pump to be connected to the same tank, and 
also a Cut 121 wheel tank. This is certainly 
fine business and it will only take a few more 
such orders to put Mr. Wasley in the club. 
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When money talks it’s apt to say a great 
many things it doesn’t mean. 


IT’S HARD TO BEAT THE IRISH. 


The St. Louis Office is blessed with two stal- 
warts who have been making themselves es- 
pecially conspicuous of late. We refer to Mr. 
A. L. Casey, who is a brother of Mr. F. J. 
Casey, Jr., A. L., has been carrying the Bow- 
ser grip only two weeks and in that time has 
turned in $900.00 worth of good business. F. J. 
was a prize-winner last year and was the fel- 
low that insisted upon singing the St. Louis 
yell at the banquet. We hope he will be sue- 
cessful in making the club so as to be with us 
this year. He has been a steady producer for 
the past two years, and we are expecting him. 
Long live the Caseys. 
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The social problem is how to get into the 
Pacemakers Club. 


© © © 

We had the pleasure of a visit from Mr. D. H. 
Powers last week who was ‘‘chaperoning’”’ a 
public garage man from his district. The garage 
man was so well impressed with Mr. Power’s 
oration on the Bowser plant and product, that 
he insisted on leaving an order for 32 points 
before he left. This order consists of a large 
tank and a Cut 241 pump, also a wheel tank 
and lubricating outfits. It is a very complete 
system and does all parties concerned much 
credit. 


(OR ORRO) 


Lots of people have to tell what they are go- 
ing to do, or they would have nothing to tell. 
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Mr. Lahon, one of last year’s prize-winners, 
is doing his utmost to ‘‘come back,’’ and al- 
though he has hard territorial conditions, he 
is doing some elegant work. He recently se- 
cured permission to install Cut 241 outfits in 
the city of Oakland, and although the city hes- 
itated considerably about issuing the permit, 
Mr. Lahon’s persistency finally won. You will 
also find a number of portable wheel tanks with 
accessory people, also tire firms and other 
concerns who previous to Mr. Lahon’s eall did 
not handle gasolene. He evidently used the 
system of creating business which Mr. Pol- 
hamus referred to in one of his recent articles. 
We certainly wish Mr. Lahon every success, 
and hope he will make the club. 
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In any idle moment when you are not toying 
with your order book write a little contribu- 
tion to the Boomer. The other boys would be 
glad to hear from you. 
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SUING A 


Who Shall Prevail? 


We 


LAT 


a 


i 


POM 


75 Oronto still leads but is followed closely by Fort Wayne. San 
1S Francisco is next lacking only one and one-tenth per cent to 


250 put them in second place. They are followed by Minneapolis 
who is only one and four-fifths per cent behind. Then comes St. 
Louis with only a lead of one and four-fifths per cent on New York, 
who is followed by Atlanta only two and nine-tenths per cent behind. 
Dallas is next and only two and one-tenth per cent ahead of Chicago, 
followed by Boston with only a two and four-fifth per cent lead on 
Philadelphia. 


The race is close and keen. Who shall prevail? Boys! put 
forth your best effort now—these last three weeks—and determine your 
district shall lead. 


> lA 
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Bowser Equipment Installed in the Fire Department at San Jose, Cal. 


BOWSER CAME THRU. 


Springfield, Ill, recently had quite a garage 
fire causing much property loss. Their gasolene 
however, was stored in a Bowser, which fact no 
doubt saved considerable life and property. 
The following is an account of the conflagration 
which appeared in the local paper the following 
morning and we are reproducing it in part for 
your information. 


OR ORRO) 
SEVENTEEN AUTOS BURN IN GARAGE 


Fire Guts the Capital Auto Company’s Place 
on South Fourth Street. 


GASOLENE IN THE TANKS NOT FIRED 


Only Two of the Automobiles In the Garage at 
Time of Fire Were Rescued. 


LOSS IS $30,000; BIG CROWD SEES FIRE 


At least seventeen automobiles, valued at 
approximately $25,000, a stock of electrical 
supplies said to approximate $3,000 in value, 
and the interior of a two-story brick building 
belonging to the Edward R. Thayer estate, 
were destroyed by fire last night when the gar- 
age operated by the Capitol Auto Company at 
424 South Fourth street was swept by a fire 
of mysterious origin. The loss will be covered 
es insurance, with the exception of about 
$7,000. 


Gasolene Tank Does Not Explode. 


Hundreds of spectators viewed the confla- 
gration from the street, entirely ignorant that 
over 200 gallons of high test gasolene was 
stored in a tank directly under the street pave- 
ment on which they were standing. Although 
nearly a score of condensed gas tanks, which 
were part of the equipment of the burining 
automobiles, exploded in rapid suecession in 
the building, the gasolene in the underground 
tank was not ignited. 

The fire spread with incredible rapidity, the 
entire structure being converted into a furnace 
of flames in less than ten minutes. All pos- 
sibility of removing the machines in the estab- 
lishment was given up by employes of nearby 
garages, who at first made efforts to save the 
ears. All of the eight fire companies, ineclud- 
ing three engines of the department, responded 
to the alarm. ‘ 
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What a great benefactor Bowser Products 
are to humanity. What a world of good Bow- 
ser Salesmen do in the marketing of this great 
life-saving and profit-making apparatus. 

© © © 
NEW BOOK JUST OUT. 

How to Break Into the Pacemakers Club. 

An abridged edition for climbers; tells you 
how to be introduced properly to big money ; 
how to conduct yourself when it is talking; 
how to enter a room when it is present; how to 
detect the odor of burning money, and how to 
call on easy money. Profusely illustrated from 
life. 
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Mr. Colwell, of New York, paid his respects 
to the Boomer with a very pleasant visit. He 
appeared very anxious during this trip and he 
finally admitted his nervousness was caused by 
the loving cup race. 

Since he mentioned the matter himself we 
took the occasion to interview him and the fol- 
lowing is his official statement : 

© ® © 


‘‘While we deplore and view with alarm the 
stupendous business of our Canadian friends, 
we dare them to cross the border and come 
down to New York and do the same thing. We 
have not yet made our quota, or won any prizes, 
but we will be fighting up to the last minute, 
and we believe at the close you will find the 
little, old New York Office well to the front.’’ 


R.. 8. COLWELL. 
Mer. N. Y. Office. 
© © © 
We admire Mr. Colwell’s spunk. It is a 
sample of genuine Yankee grit. These are no 
mere idle words and the Canucks would do 
well to sit up and take notice. 


© © © 
' TO GASOLENE. 


You may sing of the virtues of horses, 
And prate of the profit of steam, 
Of the power of roaring Niagaras, 
Or argue on similar theme. 
But the thing that I value most highly, 
Of all of such wonders I’ve seen, 
- Is neither the horse nor the water nor steam, 
But the thing called gasolene. 


TO PETROLEUM. 
She comes from the rock’s deepest layers— 
A remnant of life far away— 
The spirit of life prehistoric, 
Assisting us mortals today. 
So I'll sing to our vaporous helper, 
Whose qualities potent and rare 
Have made her the queen over water and land, 
And empress of roads and air.—Charles Reed Sanderson 


NALA 


Who’s District will have the 
largest per cent of attendance at 
the Convention? 


LE 


In the next three weeks this 
will be determined to whom will 
this honor fall, will it be Hance or 
Murray or Little or will it bea 
dark horse? 


Men in the field it depends 
upon you. Rally ‘round your 
district and put it across. 


NAA 


Ell NN 0N00NN4A/N0NNLN4ANNNN NNN NNN MMMI MMMM NAMM i= 


IAIN 


To The Nearly Winners 


Old Father Time still hands 
out to you eighteen splendid 


opportunities in which to qualify 
for the Club. 


Those eighteen remaining 
days are especially opportune for 
those requiring 100 points. 


Mh 


il 


HI 


AA 


AIA 


’ Make every one of those days 
count for its proportion and 


WIN! 


Sul 

This poem was handed us by R. H. Mauk, 
Manager of the Order Department, who says he 
didn’t write it, doesn’t know who did, but that 
it expresses his sentiments exactly. Follows 


HO 


the poem: 
‘It Can Be Done’’ 


Somebody said that it couldn’t be done, 
3ut he, with a chuckle, rephed 

That ‘‘maybe it eouldn’t,’’ but he would be one 
Who wouldn’t say so till he’d tried. 

So he buckled right in, with the trace of a grin 
On his face. If he worried, he hid it. 

He started to sing as he tackled the thing 
That couldn’t be done, and he did it. 


Somebody scoffed: ‘‘Oh, you’ll never do that! 
At least, no one ever has done it;’’ 

But he took off his coat, and he took off his hat, 
And the first thing we knew he’d begun it. 

With the lift of his chin, and a bit of a grin, 
Without and doubting or quiddit ; 

He started to sing as he tackled the thing 
That couldn’t be done, and he did it. 


There are thousands to tell you it cannot be 
done, 
There are thousands to prophesy failure; 
There are thousands to point out to you, one 
by one, 
The dangers that wait to assail you; 
But just buckle in with a bit of a grin, 
Then take off your coat and go to it; 
Just start in to sing as you tackle the thing 
That ‘‘cannot be done,’’ and you’ll do it. 
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Che’ Vemenstistien 


The following is a very effective closing 
argument used by Mr. Darrah, of the St. Louis 
Office : 

‘‘Mr. Merchant, if you had one of your rela- 
tives in your employ who would walk over to 
your cash register every day and deliberately 
take money from your drawer and you found it 
out, what would you do about the matter?”’ 
The merehant will invariably state that he 
would discharge the man immediately. ‘‘To 
be sure, you would discharge him, Mr. Mer- 
chant and it would be quite right that you did.”’ 

“Your old tin tank is deliberately wasting 
oil and your time, giving over-measure and 
spilling oil all of which represents cold hard 
eash. You are sustaining just as much loss 
as though that amount of cash was daily taken 
from your register. Your out-of-date oil sys- 
tem is really more vicious than if you had a 
man in your employ that was taking money 
from your cash register ; because the man might 
occasionally miss a day, but this old oil equip- 
ment is stealing your profits every day you use 
it in your business. 

You would not let sentiment interfere in 
your discharging your relative, and you should 
not let sentiment interefer with your throwing 
out your old wasteful method, and install mod- 
ern Bowser equipment which will insure you 
of all the profit there is in your oil business.’’ 


R. H. DARRAGH, St. Louis Dist. 


THE TOWN OF NO GOOD. 


My friend, have you heard of the town of No Good, 
On the banks of the River Slow, 
Where blooms the Wait-a-While flower fair 
Which some time or other scents the air 
And the soft Go Hasys grow? 
It lies in the valley of What’s the Use, 
In the providence of Letterslide ; 
That tired feeling is native there, 
It’s the home of the reckless, I Don’t Care, 
Where the Give-It-Ups abide. 
It stands at the bottom of Lazy Hill, 
_ And is easy to reach, I declare ; 
You-ve only to fold up your hands and glide 
Down the slope of Weak-Will’s toboggan slide, 
To be landed quickly there. 
The town is as old as the human race, 
_ And it grows with the flight of years, 
It is wrapped in the fog of idler dreams, 
It’s. streets are paved with discarded schemes 
And sprinkled with useless tears. 
The college-bred fool and the rich man’s heir 
Are plentiful there no doubt; 
And the rest of the crowd are a motely crew 
With every class except one in view— 
The fool-killer is barred out. 
The town of No Good is all hedged about 
By the mountains of Despair, 
No sentinel stands on its gloomy walls, 
No trumpet to battle and triumph calls, 
For cowards alone are there. 
My friend from the dead-alive town No Good, 
If you would keep far away, 
Just follow your duty through good and ill, 
Take this for your motto, “I can, I will,” 
And live up to it each day. 


—Author Unknown. 


THE SALESMAN’S CREED. 


TO respect my profession, my company 
and myself. To be honest and fair 
with my company, as I expect my 
company to be honest and fair with 
me; to think of it with loyalty, speak 
of it with praise, and act always as a 
trustworthy custodian of its good 
name. To be a man-whose word ¢car- 
ries weight at my home office; to be 
a booster, not a knocker; a pusher, 
not a kicker; a motor, not a clog. 

TO base my expectations of reward on 
a solid foundation of service ren- 
dered; to be willing to pay the price 
of success in honest effort. To look 
upon my work as opportunity, to be 
seized with joy and made the most 
of, and not as painful drudgery to be 
reluctently endured. 

TO remember that success lies within 
myself, in my own brain, my own am- 
bition, my own courage and determ- 
ination. To expect difficulties and 
force my way through them; to turn 
hard experience into capital for fu- 
ture struggles. 

TO believe in my proposition heart and 
soul; to carry an air of optimism into 
the presence of possible customers; 
to dispell ill temper with cheerful- 
ness, kill doubt with strong convic- 
tions and reduce active friction with 
an agreeable personalty. 

TO make a study of my business or line ; 
to know my profession in every de- 
tail from the ground up; to mix 
brains with my efforts and use sys- 
tem and method in my work. To 
find time to do everything needful 
by letting time find me doing nothing. 
To hoard days as a miser hoards 
dollars; to make every hour bring 
me dividends in commission,  in- 
creased knowledge or healthful ree- 
reation. 

TO keep my future unmortgaged with 
debt; to save money as well as earn 
it; to cut out expensive amusements 
until I can afford them; to steer clear 
of dissipation and guard my health of 
body and peace of mind as my pre- 
cious stock in trade. 

FINALLY, to take a good grip on the 
joy of life; to play the game like a 
gentleman; to fight against nothing 
so hard as my own weakness, and to 
endeavor to grow as a salesman and 
as a man with the passage of every 
day of time. 

THIS IS MY CREED. 

W. C. HOLMAN. 
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THE PRESIDENT ON 
THE PACIFIC COAST 


President Bowser Visiting the San 
Francisco Office and Touring 
Northwestern Canada. 


Mr. S. F. Bowser is looking over 
the Western field and inspecting 
a few of the branch offices. 

While it is an official trip he is 
combining a little pleasure with it 
by side trips into the country. 
He will be in the West several 
weeks but expects to return about 
December 15. 


MEMBERSHIP CAMPAIGN 
NOW SERIOUSLY ON. 


All offices bending every effort 
for large delegations. 

The Pacemakers Club member- 
ship is now on a Boom’ and _new- 
comers are springing up in every 
district. 

The big race among the districts 
is to see which office can roll in 
the largest delegation. 

Toronto claims the largest per 
cent. but it looks as though Mur- 
ray has them beaten. 

Everybody is on tip-toes and the 
close is most interesting. 


ONLY EIGHTEEN WORK- 
ING DAYS MORE. 


The time is geting very short be- 
fore the close of all contests. 

Only eighteen days more and the 
biggest contest Bowser & Co. ever 
conducted will draw to a close. It 
has been a remarkable race and 
many laurels have been won. 

The contest will close with a big 
convention for the Prize-winners 
and after a week’s celebration will 
end with a magnificent banquet. 
This year will go down in history 
as the best ever. 


TURKEY HARD PUT. 


Progressiveness of the Combined 
Forces Too Much for Her—Ro- 
manians Enlist Bowser Aid. 


The success of the combined 
forces against Turkey is the result 
of Progressive Opposing forces. 
This has not only been demon- 
strated in the recent war but in the 
fact that the progressiveness ex- 
tends beyond fire arms. 

We have recently placed with a 


Progressive Garage in Bucharest, 
Romania, our Cut 241 curb pump 
with 2,500-gallon 144” type C tank. 
This Garage also purchased a bat- 
tery of Cut 64’s for handling lu-| 
bricating oils. Can you beat this 
in the United States? 


ENDORSES THE BOWSER. 


Installs a Bowser Underground 
System for His Private Garage 
at Long Beach, New York. 


EDWARD F. CROKER, 
For Twelve Years Chief of the Fire 
Department, New York City. 


For twelve years, save for a few 


months, Edward F. Croker was 
Chief of the largest and best fire 
department in the world, that of 
New York City. For fifteen years 
before he attained the rank of Chief 
he had served in that department 
in all its grades. Such a life story 
means but one thing; an experience 
with fire unique in its richness and 
variety. Ex-Chief Croker has prob- 
ably seen more fires than any 
other man in this country—he has 
undoubtedly directed the aitack 
against this dangerous and versa- 
tile adversary more often than any 
other living man. To him fire- 
fighting became life. It was a real 
battle, into the fortunes of which 
he cast not only his remarkable 


vitality and courage, but also the 


growing weight of his knowledge. 
With the whole force of his person- 
ality he studied his opponent and 
worsted him in thousands of en- 
gagements. 

After he had battled contin- 
uously for twenty-seven years, this 
rugged fighter retired from the fray 
unvanquished, only to take his fa- 
miliar enemy upon the flank, as it 
were. He left the business of fire 
extinguishment to give the fruit of 
his experience to fire prevention. 
Through the years the importance 
of striking at the root of the mat- 
ter had grown upon him. To put 
out successive fires became futile; 
to prevent them served a truer end. 

It is for this reason that no man 
is better fitted to speak for fire 
prevention than Ex-Chief Croker. 
He has enlisted in its cause with 
characteristic vigor and the energy 
with which he formely fought the 
flames. 

For the prevention of a gasoline 
explosion or fire at his private 
garage he has installed a Bowser. 
During the twenty-seven years he 


jhas been fighting fire, Bowser & 


Co. have been preventing them. 
Croker is a great man and he has 
bought a great outfit. 


BEAUTIFUL LOVING CUP TO BE 
PRESENTED. 
Atlanta in Possession of It During 
Past Year. 

Eleven district sales offices have 
been in keen competition during 
the past twelve months for posses- 
sion of the large, beautiful Loving 
Cup. 

The present standings 
contest are as follows: 


TORONTO 
FORT WAYNE 
SAN FRANCISCO 
MINNEAPOLIS 
ST. LOUIS 

NEW YORK 
ATLANTA 
DALLAS 
CHICAGO 
BOSTON 
PHILADELPHIA 


in the 


It is a remarkable contest and some surprising 
changes at the close are anticipated by all who 
have been watching the scores. 


Eighteen days more. You can’t save them, 
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Beginning with this issue the Bowser Boom- 
er, the palladium of our liberty, the source of 
our information, the herald of our social activ- 
ities, the recorder of our scandals, the deposi- 
tory of our kicks will be published twice a 
week for the balance of the year. 

While in quantity it may be reduced to the 
four-page skimpness of a rural weekly it will 
continue to represent the sum total of taste, 
haste, waste, scissors and paste of the editor, 
and its cargo will continue to be mixed with 
burglaries, embezzlement, earthquakes, society 
chat—chat and refined pugilism. Its princi- 
ple topic, however, will be Pacemaker Club 
affairs, and all who have items of interest on 
this subject are invited to contribute freely and 
we will promise to give same preferred posi- 
tion. Send them in. 

— © © © 


LWAYS bear this in mind: No matter 
where you are located whether it be 
anywhere in the U. S., the great domain 

of Canada or on the other side of the Pond, the 
company knows about you, is deeply interested 
in and is solicitous for your welfare and suc- 
cess. 


Its special desire is to see you become a 
Pacemaker, for it means you are an individual 
success and making progress, which means 
profit. 


The greater your prosperity, the greater 
the company’s Sratification. 
Be a Pacemaker 
© © © 


Don’t:say you could have qualified in another 
month. Take your grip and get it now. 


WHO SAID WILSON? 


Prosperity is certainly here with bells on so 
far as we are concerned. We read every day 
news of increased railroad earnings, increased 
orders in the iron and steel trade and a gradual 
scaling up of prices in these commodities from 
the recent cuts made by the big companies to 
stimulate trade, also of big equipment orders 
from the steam roads. We seemed to be right 
in the path of prosperity and in fact we met it 
on the way. ‘Business is not GOOD — its 
GREAT. 

© © © 


Don’t forget that yearly prizes will be 
awarded to the salesman doing the best work 
through the year, and they will be presented 
during the annual convention—the convention 
will be held at the New Anthony Hotel, and 
there will certainly be a bunch on hand for the 
big doings. Nineteen-twelve will be the record 
year for the Company; we will have the record 
erowd at the convention and we shall see that 
we have the record time. 

(Om ORO) 


We have a big, long list of salesmen who 
we expect to break into the club at most any 
moment. We have a good notion to publish 
the list. Perhaps we will next issue. 


© © © 


You can do a wonderful amount of work in 
eighteen days if you really do your dingest. 
OVERHEARD IN THE CORRIDORS. 


‘*Pacemakers? 
under the sun.’’ 


Why, they are the best men 


‘*Yes, but you should see them when the stars 
are out.”’ 


© © © 

‘Why are there so few bachelors in the Bow- 
ser sales force?”’ 

‘‘Because they all have such a good chance 
to see a gallon-meter.’’ 

DAFFY DILLS. 

If Murray makes it hot for Little while en- 
Hanece-ing his chances for the eup, will Saver- 
cool? 

While Brown may be sick over the loss of the 
cup, is Col-well? 


f 


st you can dois to improve them as they pass. 


be { 


iC. .POlns 
MEMBER PACEMAKER CLUB 
FORT WAYNE DISTRICT. 


The Fort Wayne District increased its Pace- 
maker representation a delegate and a half, av- 
erdupoisly speaking, when T. C. Potts was 
ushered into the Mystic Circle. 

Mr. Potts secured membership November 27, 
with 505 points to his credit. He has been a 
prize winner in so many of our contests that 
he is getting to be quite a professional at it. 
Just as we were about to go to press we re- 
ceived the following wire from him: 

Editor:—Am composing poem. Hold press 
for publication. POUTS. 

Upon receipt of the above communication 
we immediately dispatched our reporters to 
Cleveland to Mr. Potts’ bedside, as we had a 
presentment that he was shot, or at least half- 
shot. As our air-ship approached Cleveland 
the view of the city was shaded by smoke and 
we were in town before we knew it. Suddenly, 
a Poet appeared. There could be no mistake; 
it was Potts. 

‘‘Ts it possible that is you?’’ we asked. He 
seemed to be struggling with his emotions, but 
did not answer. ‘‘Hush,’’ said our companion. 
‘You must give a poet time to collect his 
thoughts.’’? And presently Mr. Potts spoke— 
very simply and using only a few gestures. He 
said: 

My order No. 611 mailed today pushes me 
over the Pacemakers line. 


‘*Please reserve for me a seat 
At the banquet, where we eat, 
And have Lobster on the bill of fare. 

Herb Armstrong’s promised to be there. 
‘Should any chestnuts their burrs spread 
I mean those that’s years been dead. 

Dunkleberg will spout and state 
His Chestnut stock is up-to-date. 
‘‘We expect of course to hear a lot 
About the Bull that Wycoff shot, 
But belieye me or not when [| say 


I got across with a ninety-four A.’’ 
Ce POr rs: 


Z7ATRPORTONITY 
- | SMITED 
JN Sue VILLE 


And POF 


It was the evening of December 21st, and we 
were just about to retire after the last stren- 
uous day in the great campaign. 

All of the doubtful candidates had been ad- 
vised of their standing and urged to make the 
effort that would finally pull them across the 
threshold of the Club doors. 

We were possessed with that pleasant feel- 
ing of satisfaction one has which comes from 
service to others and was in a joyful mood over 
the great success of the election of our entire 
force into the Club. 

We were just saying ‘‘what a prosperous and 
happy people we are’’ when the telephone rang. 
‘‘Drat it all-’’ came the message. Mr. Good- 
seller had lost out in the Club by only one order. 
If he had only worked the other merchant that 
he skipped in the last town he but it’s too 
late now—too late—too late. 

OOn © 

Tow can you resist the temptation? 

Don’t! 

Just send in the 500 points. 

© © © 

‘“‘Mhere isn’t a man in the Pacemakers Club 
but what at one time held the same position as 
those ‘nearly in.’ How did they manage to 
attain membership ?—by the same way all win- 
ner succeed—by never losing their courage, 
and with real grit, kept on plugging away. 
With such determination and effort put forth 
each day, there can be only one result—VIC- 
TORY. 

‘‘Keep on you ‘nearly winners,’ and with 
a fresh resolve every morning to make that day 
count for something done towards making you 
a Pacemaker, and with a man’s will—DO IT. 

“To not be content with doing what another 
has done—surpass it. Deserve success and it 
will come.’’ 

The story of how well you did will be told 
by the Boomer, the story of how you didn’t 
will be told by your absence at the Banquet, 


THE BOWSER BOOMER 
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SPEED UP! 


a HE sincere wish of the Company is that every salesman 
| in the organization becomes a pacemaker. In other 


words, the company’s great desire is that you not 


IA 


merely make a good living but that you secure a competence. 


To this end we extend every stimulation for your best 
efforts and individual success, and it.is indeed a pleasure to us to 
present to you the fifty dollars in gold as a recognition of your 
successful efforts and your appeciation of mutual interests. 


With firmness and persistency, be in the field with a con- 
tinuous fire until victory is assured. Keep everlastingly at it for 
the balance of the year, and after the smoke has cleared from 
the battlefield you will be rich with good, clean, sticking, staying, 
paying business, which is the spoils of war, and incidentally win 
the splendid ultimate triumph to which we all aspire—Making 
Sood. . 


You still have ten days in which to get into this clever 
Climbers Club. 


Finish a Pacemaker 


mnmininninnmDnnntvti i ntTceccicKisceeicaseiaKcaKcnnR 


We know you are good finishers but its better to make sure of your member- 
ship before the last day. There may be an earthquake in your territory on the 21st. 


BOWSER (g's) BOOMER 


Vol. VII SPECIAL EDITION, Dee. 6, 1912 No. 34 


OA 


we 


a 


A. G. HARTGEN, Director 
Pacemakers Club, Philadelphia District 


Philadelphia has at last seated her director and A. G. Hartgen is the lucky con- 


testant. : 


Mr. Hartgen is a suecessful salesman and has done work this year that entitles him 
to special recognition. He has made a very steady race for the Club and crossed the line 
with a good margin to spare. 


We congratulate you, Sir, upon your success and trust that your continuance with 
us will be long a matter of joy and profit to yourself and pleasure to your contem- 
poraries. 


cM ee. ie 


FIFTEEN DAYS MORE 
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Don’t miss a 
Prospect 

Don’t miss a-Sale 
No matter.how small 
Don’t waste a: 
Minute, and 


DIG! DIG! DIG! 


A very slight acquaintanee with the biog- 
raphies of the men who jhave done the worlds 
work show: that they have been without ex 
ception people of sustained’ effort, and the more 
one studies the matter the deeper comes the con- 
viction that the only difference between these 
distinguished men and ordinary’ men is the 


capacity for sticking to a task until it is finished, 


no matter how hard it is. 

The incapacity for sustained effort which keeps 
the average man from accomplishing great tasks 
is to blame for most of the failures and dis- 
appointments of ordinary life... 

It requires enthusiasm, determination and grit 
to maintain sustained effort. They are the fire 
under the boiler which makes the steam. 

Boys keep your fires burning and turn on a 
little more steam. Make a sustained effort at 
least during the next 15 days. It is your last 
chance for the year. 


It is the key to your success. 


Some of the boys have asked us what we get 
for a write up. The very idea! Such mooted 
questions are beneath contempt, but that doesn’t 
deter a bunch of undesirable bounders from air- 
ing them. 

It takes a Pacemaker to get a write-up, if you 
want to know it. 


BE UP AND DOING 


© ® ® 
We were talking to a Pacemaker yesterday 
and he said at 6:30 in the morning he is gen- 
erally on his way making a drive to a brush 


town. 


is it. 
© © © 
Time, tide and opportunity wait for no one. 
© © ® 


The darkest. shadows are those which a man, 
makes when’ he stands in his own light. The 
opportunity to become a Pacemaker is within 
your ‘reach. “Don’t let it slip by. Put forth the 


effort that will. land you in the Club. You still — 


have fifteen days in-which to do it. Wonders 


have been, accomplished in less time than that. - 


Buek into your prospects determined to win. 


Make a genuine sincere endeavor and you are 


“bound: te wins" * ; 
>IT 


= apes way to put the right kind of 

finish on the individual and 
general records for the year now 
drawing to a close, is for everybody 
everywhere to do all that lies in his 
power to make each hour of each 
day remaining, tell in securing a 
steady increase in Business. 


KEEP DRIVING FOR THIS BIG 
PURPOSE AND DO THINGS 
THAT COUNT. 

To ALL who cherish the laudible 
ambition to become a Pacemaker, 
the opportunity is still yours. Con- 
centrate your will power energy and 
and talents for the next 15 days 
2 and WIN! 


iii 


EVERYBODY! 


Unthinkingly he told us the secret of » 
his success, for really simple as it seems, that 


THE FINAL RUSH@ 


r ra 


HIT ’EM %& 


- THE CLUB IS [ON 


— a EXTRA | 


_ THE MINNEAPOLIS JOURNAL 
THE ve A 


ane Fee MAKER Grub elects ay 
ANOTHER MEMBER 
TG. STERLING THe 
FL Knee SRLETEE Frew 
Mie, ie asin DiAtre we 
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Jae G a Oe LUNGS 


. Member Pacemakers Club, Minneapolis District. 


Minneapolis continues to get recognition by 
the mention of their Pacemakers. 

Mr. J. G. Sterling is the new delegate from 
that district. Mr. Sterling was either too busy 
or too modest to look at the camera so we had 
to have his picture taken while he was writing 
an order. 

The buyer is looking up his Pacemaker record 
which got into the Sunday edition of the Min- 
neapolis papers. 

We are delighted to have you join the Club, 
Mr. Sterling and when you come to the conven- 
tion we are going to have the official Boomer 
photographer take your picture in fifty-nine 
different poses. Yes he is the chap that in- 
vented the way to make silver. He has made a 
lot of it since he has been with us. 
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Don’t waste your time wishing—Nothing 
counts but action. 
© ® © 


We are waiting for returns from H. C. Car- 
penter, Ring, Berque, Clayton, Harley, Murphy, 
Forsythe, Bird, Davis, Olds, Rich, Stoddard, 
Walters, Coddington, Heintze, Ingell, Laverty, 
Schnabel, Byrd, Darden, Gumpper, Mc Waters, 
Snyder, Cornell, Branham, Shepherd, D. Ward, 
Dolan, Bradfield, Cashman, Lucas, Jones, Sher- 
lock, Collins, Dobson, Kinsley, Peeples, Scott, 
and 8S. F. Taylor. Hit ’em up, boys. The time 
is getting awful short and the suspense is get- 
ting unbearable. 


N THE HOME 


~ a personal in the Boomer. 


Those Canucks are certainly on their Jobs 
and down to business. 
© © ® 
“THE EDENBURGH”’ 


Ottawa, Ont., Dec. 1, 1912. 
Editor: 

Kindly consider this letter good for forty- 
one points on my orders 467, 468, 469 and 470. 
Going to have the best month in my history 
during December. 

Just a word about that loving cup. The To- 
ronto boys are looking around for a good Louis 
XVI table to present to Hance to hold the lov- 
ing cup for ten years. If you see one that 
would answer the purpose kindly advise us by 
Also take an option 
on the same. 

Yours very truly, 
W. J. ROBERTSON. 
© © © 
Hagerstown, Md., Nov. 27, 1912. 
Editor: 

Tam in receipt of your favor of the 21st, inst., 
advising my election as Director in the Pace- 
makers Club. I can assure you that this is very 
gratifying to me, and it will give me the great- 
est pleasure to try to do my utmost to repre- 
sent this district in a manner that will be sat- 
isfactory to the Company as well as the District. 

The securing of 500 points, while it meant 
hard, consistent plugging, yet it carried a great 
deal of pleasure with it, for you know when 
you have your heart and head working to- 
gether with a large goal in sight, one cannot 
help but do his utmost to do his best. While 
I have succeeded in securing the 500 points, it 
is not my intention to stop at this point for I 
have set my aim at 650 points up to December 
21st, and if I am spared my health, will surely 
reach this mark. I know that Bowser & Co., 
need the business, and I need the money. 

The Philadelphia District may yet surprise 
you as there are several other men in the run 
who are liable to cross the line before the 
time expires. I sincerely trust that we may 
have a large delegation from the Philadelphia 
District on the trip to Fort Wayne in January. 

Again thanking you very much for the in- 
formation and hoping to see you personally 
at the Convention, I am 

Yours very sincerely, 
A. G. HARTGEN 
Director Phila District. 
© © © 
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Nearly a Pacemaker 


Ke number of our men are fairly treading on 
the heels of Club Members but are still not 
quite in. 


IMT 


Don't let one or two orders keep 
you from becoming a Pacemaker. You who are 
in sight of the Club House---in speaking distance 
of the members---make that extra spurt that will 


5; put you in. 
sa’ »> ‘ Put forth a little more energy , the 
Mg least increase of persistency, a little ex- A 
tra intelligent activity and line up at the conven- = cA 
tion for one of those $50 gold pieces. It is yours 
for the effort. 
Resolve to finish, not merely as a “nearly”, 
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but as an 


“Actual Winner” 
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To Be a Pacemaker Means—Larger Efforts and a Broader Success. 
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C. F. COMSTOCK 
Director Pacemaker Club 
New York District 


After an exceptionally keen race between Messrs. Devereux and Hggleston, Mr. C. 
F. Comstock finally emerged the victor in the race for the New York directorship. 


Mr. Comstock has been with us a number of years and has always proved himself 
a salesman of considerable ability. It is indeed an honor to represent the New York 
District, and we congratulate you, Mr. Comstock on your splendid achievement. 


We trust that you will bring with you a goodly number of the New York boys and 
will make reservation for you in any number you mention. Good luck to you. 
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: ONLY TWEVLE DAYS MORE 


As much as we desire to assist you, the fact ret 
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EXERT YOUR’ FULL POWER 


PAE you bringing into play your full 
power for the accomplishment of 
attaining membership in the Club? We 
hear continually of the number of 
horse power in a machine or the watts 
and volts of an electric current. MHar- 
nessed power of every kind is in the 
greatest demand inthis busy world today. 

The greatest Power in the world, however 
is Mind Power—the power of a Determined 
Will. No other occupation requires this great 
Power as much as does salesmanship—the occu- 
pation or pursuit which dominates by the strong 
persuasive will power of onemind over the other. 
And it is this same power—the Power of a de- 
termined will—that makes all big men in every 
age successful. ‘Erase the names of the men 
whose strong will overcame opposition and you 
will blot out all great stories of achievement. 

More than any other man living the sales- 
man needs this power—the power to master 
men and obstacles. Every move he makes in 
selling goods is made against opposition—the 
unwillingness, indifferent or sluggish delay of 
the prospect. 

Don’t become annoyed at these obstacles. 
They are part of the work. They are exactly 
what your determined will must overcome. 
Keep persevering and the power of your mind 
will finally break down barriers of indifference 
and the opposition of delay. 


Concentrate all your power on attaining: 


Membership in the Club, exert. a sustained 
effort and you are bound to win. 


It takes your eftol 


E.M. CASKEY 
MEMBER PACEMAKERS CLUB, CHICAGO, DIST. 


We are delighted to announce that E. M. 
Caskey, the Dean of Chicago Sales District has 
decided to join us; he made the club with a 
nice little 150 point factory order which inci- 
dentally put him second in the forty high men. 

We are delighted to have E. M. with us, and 
upon so advising him, he replies as follows: 
My Dear Editor: 

_I have just received by special letter the 
news of my nomination as a member to the 
Pacemakers Club and wish to extend my 
thanks for same. 

I have ordered an entirely new suit including 
hat and shoes in which I will appear at the 
convention. 

I look upon the election myself as a great 
triumph of eternal vigilance over indifference. 
It is one of the epochs, I may say, in the club’s 
onward march toward purity and perfection. 
I do not know when I have noticed any stride 
in its affairs which more greatly impressed me. 

With a profound regard and a hearty en- 
dorsement of the policy of the president, offi- 
cials and directors, whatever it may be. I re- 
main, Sincerely yours, 


KE. M. CASKEY. 


M. C. BRAMHAM 
Member Pacemaker Club, Minneapolis District. 


The Minneapolis office made another stride 
in her efforts to have the largest per cent of 
attendance, when M. ©. Bramham decided to 
come into the club. 

Mr. Bramham received several mentions dur- 
ing the year in reference to splendid sales and 
is perhaps known to many of our readers. He 
is big in stature, big in efforts and big in busi- 
ness, so you see there was nothing that could 
keep him out of the club. 

There is not one among us but wants his 
share of glory. There is not one among us but 
wants a goodly share of this ‘‘world’s goods,”’ 
to smooth the way. It is seldom we have the 
opportunity to gain both with the same effort. 

© ® © 

Only 11 days remain. Much or little can be 
done in that time, depending upon the deter- 
mination of the ‘‘doer.”’ 

© © ® 
Every dollar counts. Don’t miss a sale. Re- 


member it may be a transfer pump that puts 
you over the fence. 


t the question of your success still lies with you. 


re asa WINNER 


D. WARD, 
Member Pacemakers Club, 
Minneapolis District. 


Dave Ward, of Minneapolis, is the latest star 
to be added to Murray’s delegation and secured 
membership with 503 points to his credit. 

Prize-winning runs in the Ward family, and 
Dave is certainly perpetuating the family rep- 
utation. 

Last year he finished in the ‘‘A’’ class and 
qualifies for prizes in our contests as gracefully 
as he tips his hat. 

We are delighted to have you join us, Mr. 
Ward, and take pleasure in officially announcing 
you a ‘‘Pacemaker’’ and giving you the grip 


of a winner. 
© © © 


Have you noticed how those Pacemakers send 
us splendid samples of the twentieth century 
photographer’s art? We are not mentioning 
an up-to-date photographer can handle a sub- 
any names, but really its remarkable how well 
ject. 

To join the ‘‘not-be-heres’’ you have to nom- 
inate yourself and second your own motion. 
Don’t do it; beat down all barriers that are be- 
tween you and success and secure the honors to 
which you are justly entitled. 


W. P. SHEPHERD, 
Member Pacemakers Club, 
Minneapolis District. 


Mr. W. P: Shepherd, another of the Minne- 
apolis salesmen to join the Pacemakers Club, 
secured membership with 503 points to his 
credit. Mr. Shepherd has only been with us 
about eight months and the fact that he has se- 
cured membership in less than a full year is 
especially creditable. The following letter re- 
ceived from Mr. Shepherd will give you a 
closer idea of him than anything we might say, 
so we are publishing it without asking permis- 
sion. 
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Club. 


tions for membership. 


Use Them And Win! 
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THESE LAST TWELVE DAYS 


still offers Twelve Golden Opportunities to enter the Pacemaker’s 


Every salesman, show by the use you make of them, your qualifica- 
Use every day left to roll up your totals for the year 
in figures.that spell Profit and Success. 


November 29, 1912. 
Editor The Boomer: 

I am mailing two orders today to Minne- 
apolis Office, that puts me over the hill with 
500 points and a few extra. Am also mailing 
to you photo of ‘‘Yours Truly,’’ under sep- 
arate cover as per your request. 

It is certainly gratifying to me to have 
been able to become a Pacemaker within eight 
months from the time I became connected with 
you, and my remarkable success is not due 
entirely to my efforts, for every day I realize 
that the Bowser line is the very best in ex- 
istence and so well known that it 1s most im- 
possible to call on a merchant who does not 
know the Bowser line, and every user of a 
Bowser is highly pleased, and always speak a 
good word which I consider the best adver- 
tisement in the world and makes selling them 
a pleasure. 

There has not been to exceed ten outfits of 
all other makes combined sold in the territory 
I am covering this season and I have secured 
seventy-six orders, which is a record I feel 
quite proud of. 

And please pardon a personality but I ean- 
not resist saying that the valuable assistance 
rendered to me by Mr. Murray, Manager of 
Minneapolis Office, has contributed a large per- 
centage to my suecess.. He is a gentleman 
whom it is a pleasure to become acquainted 
with; one who has sufficient knowledge of the 
possibilities of a salesman to enable him to 
render valuable assistance and encouragement. 

IT ean hardly thank Mr. Murray and Mr. Dun- 
ean enough for persuading me to take up the 
Bowser line. This has been the most success- 
ful year of my life and my earnest wish is 
that everyone connected with the Bowser Co. 
will be just as suecessful and I trust you will 
permit me to take this opportunity to wish each 
and every one a Merry Christmas and Happy 
New Year. 

Yours respectfully, 
W. P. SHEPHERD. 
Minneapolis District. 


y 


hi 


lies 


Twelve Days More. 
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The time is so short, the results so important and the reward so ample 
that every remaining moment is worthy of your very best efforts. 
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The smile of our Asst. Gen. Mgr. Bechtel as the Boys roll into the Club. 
Will you be one among the many to receive the hearty hand grasp of Messers Bowser, Polhamus, Bechtel, 
Dunkelberg, Zahrt, and Corey and congratulations on your years work at the convention? Seven days still re- 
mains in which to jointhem. The executives want you, your friends want you, we all want you to be there’ 
on digging. Your friends are n 


Keep 
ervously awaiting the end—There is gain, glory and $50 in gold awaiting you. 
Every minute remaing brings its opportunities and possibilities. Seven days more. 


Make them count. 

remember you have a big responsibility upon you—a great duty to perform—be- 
coming a Pacemaker. If you never in your life exerted your best ability and complete determination for the honor 
of your district and the pride of your friends, do it now and be counted a Pacemaker. 
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Make it a sweeping victory, 
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SEVEN DAYS MORE 


Ae your efforts such 

that they will help you 
pull your district over the 
“finish line” first at the close 
of next week? For your 
district to win requires every 
man's best efforts. 


Pate DECEMBER 172 
Sun. | Mon.| Tue. | Wed.| Thu. 
1 1/2)}3)4/5 
fF &8|O |KO|LE|E2 

BGIOLy, 8 19 ( 


Toronto still leads but Fort » 
Wayne is steadily forging a head. ' 
San Francisco has made great gains 
and is less than one per cent from 
second place. Minneapolis is 
making a sensational finish and is 


being followed close by St. Louis. New York is fifth with Atlanta 
right on her heels. Dallas follows with a slight lead on Chicago. 
Chicago has been making the dust fly in the finish but Boston is keeping 
up an increase and is being pushed by Philadelphia. 


Remember there is nothing won or lost but thinking 
made it so. Every man should do his “level best” for the 
next seven days—Nay, more, he 
should make an extra best effort. 
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Every minute from now on 
untill the close, counts. 
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Success comes in cans, Failures in 
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: win—and work—Youll Win. 
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J. D. GUMPPER, 


Member Pacemakers Club, 
Atlanta District. 


Mr. J. D. Gumpper, the salesman who blazed 
the trail in pioneer days, who has been hitting 
the ties for the company practically ever since 
the ‘‘Bowser’’ has been in existence, is still in 
the ring and will run a foot race, a sales race 
or any other kind of speed contest with anyone 
in the organization. 

Mr. Gumpper came into the club November 
25th, with 504 points to his credit, and is aim- 
ing to finish the year with 600 points. 

He has won so many prizes in past contests 
that to mention them all would take all our 
space. 

Mr. Gumpper is a natural born salesman if 
there ever was one. He ean tell you from mem- 
ory the first name of every prospect in his 
territory when he called on them last and the 
outfit and capacity of tank he quoted them on. 

He traveled in Indiana for a long term of 
years—just how long he can’t say, but some 
of his prospect’s babies he used to kiss are now 
in business for themselves. 

It is indeed a hearty welcome that we give 
him into the club and feel honored to have him 
join us. 

Jake we are proud of you. We wish you the 
fullest measure of success in your years to come 
and hope we may long have the pleasure of 
counting you with us. 


E. R. BIRD 


Member Pacemakers Club, 
San Francisco District. 


Mr. E. R. Bird, of the San Francisco District, 
joined the club on the 9th, with a good margin 
to spare. 

Mr. Bird is one of our old reliables and has 
been with us for a number of years. He has 
always done a splendid business and has gained 
distinction in practically all of our contests. 

He has been a most potent influence in the 
development of the Pacifie coast business, hav- 
ing had territory in that district even before 
the office was established. 

Mr. Bird, it has been a continual desire 
among us during the year to have you join the 
elub and we rejoice in your success. You 
thoroughly deserve the honor and we look for- 
ward to the pleasure of your company. 


© © © 


In putting forth the necessary effort to be- 
come a Pacemaker you will incidentally in- 
crease your commissions enough to substan- 
tially sweeten the glory. 


© © © 
The time to hammer hard is now. 
© © © 


Fill the time between now and December 
21st so full of deeds that there will be no room 
for regrets. 


Success in life is a matter not so much of talent or op- 
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Our old friends Eggleston and Devereux, the 


© two old timers that always cause so much merriment and noise at our convention. 
sure, they have been here before. 
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In fact we have never had a convention without them. @ 
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'C. R. EGGLESTON 
Member Pacemakers Club, 
New York District. 

Mr. C. R. Eggleston’s nice little order 
dated November 26, secured for him member- 
ship in the Pacemaker Club with a safe margin. 

Mr. Eggleston came with us in December, 
1905, and is just celebrating his seventh anni- 
versay. Seven alway was a lucky number but 
Mr. Eggleston’s prize winning is something 
more than luck. Possessed of a splendid sales 
ability reinforced by courage and developed 
by years of experience, he has carried off many 
enviable honors in our sales contests. 

Mr. Egglestone, we congratulate you upon 
your many attainments and trust you will long 
be among us. 
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©) graved on the Loving Cup contested for in 1909. 
* and New York should certainly be proud of them. 
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Messrs. Devereux and Eggleston both have the honor of having their names en- 


We will put them up against any other team in the organization in a bowling match, 
singing contest or vaudeville stunt, and if there are any one or two gentlemen in any 
~ other district that would like to take this up, please address Sporting Editor, the Boomer, 
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F. W. DEVEREUX 


Member Pacemakers Club, 
New York District. 


Mr. F. W. Devereux’s splendid order dated 
November 27, secured for him membership in 
the Pacemakers Club with a margin to spare. 

Mr. Devereux came with us in May, 1908, and 
has always been a steady producer and he has 
had in the past many difficult and intricate 
sales problems. His courage is perennial, his 
judgment well seasoned and his disposition 
very cheerful, all of which no doubt accounts 
for his success. 

Mr. Devereux, we can only wish you a con- 
tinuance of your success and extend a hearty 
welcome into the club. 
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They certainly make a spanking team 
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portunity as it is of concentration and perseverance 


VOLUME OF BUSINESS. 


Standing Forty High Men, December 9, 1912. 
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OH, YOU TABLET CUTTERS! 


This is one of the most interesting races in 
the contest. Only a few hundred dollars dif- 
ference between the high boys. Every sale 
counts now. Get after those prospects that 
have been holding off. Tell them to buy now. 
Prices may raise after the first of the year— 
you ean never tell. Close them now; do every- 
thing in your power to get the business. 


GOES) ON FORF EVER: 
ETE ESAS ETL LETTS 


Say, Bill, did you ever see a brook take its time the way this one does ?”’ 


(ONO GO 


Have you gone over your list of prospects 
and noted those that can be closed on or before 
December 21st. 


© © © 


Progress is simply doing a little better today 
than we did yesterday. 


© © © 


SAFETY PERSONIFIED 


G. H. Reuben of Atlanta and His 
daughter 


To Finish a Pacemaker, each day remaining must 


—2—__ 


red Nar ica Nr 


AMAR NILAS Lid Li sae syuonin paFrLonrd 
t : 
b i ' a 
Nani 


Ha// | 
vee gee FV 


a aaenee 


Woe dnaee 


; 
ge 
DaKine OY: 


ENTERPRISE. 
*‘ Hey! need any gasoline ?’’ 


There are really but two things to gain in 
this world—renown and wealth. Is there a 
salesman in our entire organization who would 
even hesitate to do his best in a contest that 
offers both as a reward? Just sort 0’ grit your 
teeth and wade in. 


© © © 


To become a Pacemaker in an organization 
such as ours is a feat worthy of any man’s steel. 
© © © 


NOT NEEDED. 

While a traveling man was waiting for an 
opportunity to show his samples to a merchant 
in a little backwoods town in Missouri, a cus- 
tomer came in and bought a couple of night 
shirts. Afterwards a long, lank lumberman, 
with his trousers stuffed in his boots, said to 
the merehant : 

‘““What was them ’ere feller bot?’’ 

‘Night shirts. Can I sell you one or two?2’’ 

‘“Naup, I reckon not,’’ said the Missourian. 
‘IT don’t set around much 0’ nights.’’—Lip- 
pinecott’s. 


H. J. JEAVONS 
Member Pacemakers Club, 
Toronto District. 


Mr. H. J. Jeavons, of Vancouver, B. C., who 
travels under the Toronto Office, has joined the 
Canucks’ delegation. 

Mr. Jeavons has been one of the most con- 
sistent workers for the club and has earned 
special distinction because of his success in 
spite of territorial conditions. 

It is therefore with considerable satisfaction 
that we salute you a Pacemaker with appro- 
priate manifestation of esteem. 

We congratulate you on your spelendid work 
for the year. 


ALWAYS KICKING. 

A traveling salesman stopping at a hotel in 
a country town on eireus day refused to use 
the soiled and wet crash towel in the lobby. 

In response to the drummer’s protest the 
colored porter depreciatingly said: 

‘Boss, seventy-five men has wiped dere han‘s 
on dat tow’! dis mornin’, an’ you is de furst to 
complain !”’ 


To havefreal friends, be one. 
© © © 


Seven days more until the close of the great 
race. Will you be in? 


be filled with efforts one-hundred per cent efficient. 


R. D. LEONARD, 


Member Pacemakers Club, 
Fort Wayne District. 


A most remarkable man is R. D. Leonard. He 
joined the Fort Wayne Sales force May 18th, 
1912. Dee. 2nd he qualified for the Pacemakers 
Club with 510 points of business to his eredit. 
How did he do it? Well, that is what we would 
like to know. All we know about it is that he 
hustled from morning until night and that he 
stayed right on the job with his prospects un- 
til he got their order; another thing we noticed 
is that he is full to the overflowing with Bow- 
ser enthusiasm. He talks pumps and tanks on 
the ears, in the dining room and in the parlor. 
In fact, we believe he eats pumps and sleeps in 
a tank. 

Mr. Leonard, we congratulate you on your 
remarkable success and wish you even greater 
honors in 1913. 


E. B. GUSTORF 


Member Pacemakers Club, 
Chicago District. 


Mr. E. B. Gustorf, of the Chicago District, 
won membership in the club December 6, with 
509 points to his eredit. Mr. Gustorf has made 
a very steady fight for membership and has 
certainly earned the honor. He has been with 
us several years and we are beginning to look 
upon him as one of our old reliables. He has 
always done a nice business but this is one of 
his most successful years. 

Mr. Gustorf, we esteem it a pleasure to have 
vou with us at the banquet this year and will 
enjoy your company as much as you enjoy be- 
ing a Pacemaker. 


We congratulate you on your year’s work 
and we give you, Sir, a hearty welcome into 
the supreme order of ‘‘Pacemakers.”’ 


SPECIAL NOTICE! 


There is a man by the name of W. L. Berry who is traveling about the country geting Bowser Salesmen 
to endorse his check, by stating he is in our employ and has run out of funds while being transferred to a 
new territory. He has one of our model cases which he uses as an introduction and identification—He is not 
connected with us and is a crook. In his last operation he signed his name W. L. Bruce. If you see him ad- 
vise the local police and also the local bank, as the National Bankers’ Association are after him. He has 
been through the west and south and may turn up in the east or Canada. He does not confine his operations 
to our salesmen but works our prospects and banks—Wire us if you apprehend him. 
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Our Salesmans Pet Beliefs 


After all, what a superstitious lot salesmen 
are—They all seem to have their. pet ideas 
about little Mascots and Hoodoos. 

Some people will never pass a pin on. the 
floor or sidewalk. As they stoop to pick it up 
they say.the little verse: ‘“‘See a pin and pick 
it up.’’ Yes and one is liable to ‘get docked 
for being late at the office, arrested for block- 
ing the sidewalk, infected with germs of some 
disease and accused of being stingy, or-at least, 
of having little to do. 

We have heard of some odd little beliefs 
among our salesmen. Herb Armstrong will 
never pass a hairpin—he says it always indi- 
cates an order that day. 

J. W. Runyan says, whenever his nose itches 
his next prospect has never failed to give him 
an order. 

A. D. Carriger says, when he landed in town 
to work for the company the hotel gave him 
Room 13, and he has had good luck ever since. 

Mr. Little says, he has no superstitions but 
he does admit that for a year after he bought 
an opal tie pin he had the worst luck of his life. 
Two firms that he worked for during that year 
went into bankruptey, his father died and he 
lost a buneh of money. Mr. Little is still wear- 
ing the opal, however, so we presume he has 


broken the Hoodoo’s neck for he has been quite _ 


fortunate since that year. 


H. C. Storr says that he and Mr. F. Clayton, 
of Canada, were working a factory prospect 
in Montreal and as they approached the build- 
ing they avoided passing under a ladder—They 
came away with a $4,000 order. 

R. G. Schulze says, that Santinila, the world’s 
greatest hypnotists, presented him with a ring 
containing a white carnelian setting and that 
every ‘time he wore that ring while calling on 
a prospect he always got the order. 


J. L. Walker says, that a ‘‘still, small voice’’ 
always whispers to him when he is going to 
get a signature. He says he don’t know just 
what it is, but he gets the hunch in some mys- 
terious manner. 


This is all very interesting to us and if you 
know of any of these little oddities among your 
friends in the organization tell us about them 


and we will add them to our collection. 
© 


© ® © 


To say; I will close a prospect for each re- 


maining day, will go a long way towards put- ‘ 


ting you in. 


A TEXAS STEER. 


Boys! Have you ever watched cattle graz- 
ing over the plains of Texas? The big fat ones 
are always in the front ranks, getting the best 
of the picking. The lean ones are always tag- 
ging along behind. This illustrates how some 
people get on in this world. 

The fellows who are always alert, wide- 
awake, ten hours a day on his job, six days 
each week, fifty-two weeks each year usually 
feed in front and get the business while the 
other fellow who les up in bed until 10 A. M., 
belongs to the ‘‘T. T.’’ Club (goes out Tues- 
days, gets back Thursdays), trails behind the 
‘“‘live ones,’’ gets lean in experience and purse 
and ends up in the final ‘‘round up”’ stale if 
not a drug on the market. 

The fat ones bring the price, the lean ones 


go for ‘‘canners:’’ Be a ‘‘fat one,’’ don’t get 
‘‘eanned.,.’ : 
(Signed) A TEXAS STEER. 


© © ® 


POTTS GETS A RAISE FROM THE GREAT 
SOUTH WEST. 


You have read the lines of our poet, Laureate, 
If himself in person you have never met. 
He’s a Pacemaker now, it is the rumor, 
So they published his ‘‘poem’’ in last week’s 
Boomer. 


With this poem was a picture, too, 
Of an automobile with ‘‘Kiddies’’ a few, 
Of various sizes, ages and sex— ; 
Don’t you think such a family, a father would 
vex? . 


We have all been advised a family to rear 
By friends and relations both far and near, 
But it seems our friend, Pottsey, has put to 
use oY 
The doctrine of Teddy, the Big Bull Moose. 


Oh! T. C. Potts, Oh! Papa Potts, 
You surely must be proud 

To speak right out and own right up 
You’re the father of that crowd. 


We'll pat you on the back and shake, 
You surely are no dub; 
At the Pacemakers’ meeting I’ll nominate 
you 


For president of the Roosevelt Club. 
—J. G. R. 


With a Merry Merry Christmas we greet 
the many live wire readers of the Boomer 


BOOMER 
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T’S Endurance that counts in the last lap—that is where quality tells—only the man 
| with Iron nerve and indominable will can stand the Pace. The eyes of all the 
officials are watching you. Your friends are watching your finish. You have 
every incentive possible to become a Pacemaker. Fame, slory, wealth—they all go 
with the great finish—membership in the club. If you,ever put forth your best effort, 
if you ever exerted your full energy DO IT NOW and finish a Pacemaker. 
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A Letter from the President 


To Our Managers and Salesmen: 


Gentlemen: 


Upon my return from Europe, about the middle of October, up- 
on landing in New York, I was informed by Mr. Colwell, that a week pre- 
vious to my landing, he had inaugurated what he called ‘‘The President's 
Home-coming week,’’ in which he had called 
upon all his men to make it a week of ‘‘order- 
getting’’ in honor of my return, to which the 
men responded enthusiastically, and rolled 
up arecord week’s business. ‘This was cer- 
tainly a pleasure to Mr. Colwell and his men, 
and it was an unexpected event to me, being 
a surprise which I[ greatly appreciated, and 
I wish to thank Mr. Colwell and his whole 
force again for it. 

Then it was planned by the Management to make 
November the ‘‘President’s Month,’ in honor of 
which it was to be the biggest November in our 
history of the Company, and I am proud to say that 
S. F. BOWSER, President. the effort proved a success, as November, this year, 

exceeds any previous November in our history by 
almost $60,000.00. This is a compliment, indeed, and I wish to thank the Management, 
and the Manager of each and every office, and the salesmen of each and every office, for 
the part they contributed in bringing about this splended mark of respect and honor you 
wished to pay to me as President of our great company. 

As I have said, I greatly appreciate this splendid mark of good fellowship, and I wish 
to say this ““good fellowship” is not one-sided. 

I appreciate this great amount of extra business that has come in on this occasion, but 
I appreciate far more the splendid spirit of good will that is back of it in every man, be 
he Manager or Salesman in our organization, and to you, one and all, I wish to say 
again—‘‘I thank you most heartily for this splendid token of harmony and good feeling 
prevailing throughout our entire organization, from top to bottom.” This is as it should 
be, and I want to tell you that I am profoundly grateful that it is thus—as it should be. 

I am a little late in getting this letter out, and the reason for this is, as doubtless you 
know, that on the seventh of November, Mr. Polhamus and myself made a trip to the 
Coast, visiting all our offices, beginning at Chicago and finishing at Denver, and arrived 
back home December 12. In this trip we made fourteen stops, some places three or four 
days, and others only one day or less. When this is considered, with the distance we 
traveled, you must know we were up and doing all the time. Two-thirds of the nights 
while gone we spent on the Pullman Car. I am glad to say we had a splendid trip. We 
found all the boys having a very satisfactory business and were full of hope and good 
cheer for the immediate future, all of which added to the enjoyment of our hurry-up trip, 
as we had to get back at the time we did to attend to many important matters here before 
the Holidays. This is the reason for the tardiness of this letter, which I know you will 
accept as quite sufficient. 

Again thanking each and every one of you for the part you have had in the above, 
and in this which will be the greatest year’s business we have ever had, and wishing you 
the Merriest Christmas and Happiest New Year of your whole life, I am, 


Most Sincerely yours, 


(HA or~1e- 


——*, 


SINNAMON 


sail AK 
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R.S. JOHNSON 
MEMBER PACEMAKERS CLUB 
FORT WAYNE DisT. 


Mr. R. 8. Johnson came into the elub with a 
veritable avalanche of business. He needs no 
introduction as he is an old-time prize winner 
and known to practically everyone in the entire 
organization. 


The above is a very modest Cut of Mr. John- 
son but Mr. Johnson is a very modest man. He 
travels in Cleveland and handles the Factory 
line. He has the honor of being the first man 
to get his name on the Bronze Tablet and it 
looks as though he is going to repeat the perform- 
ance this year. 


We are especially glad to have Mr. Johnson 
with us as we want him to tell us how he 
managed to secure some of the splendid busi- 
ness he did. 


Here’s to your future Mr. Johnson and may 
it never grow less. 


© ® ® 


An unsatisfactory outfit is dear at any price. 
© © © | 

F. E. Walters, who handles the garage trade 
in Pasadena, under San Francisco office has 
done a splendid business to date. When the 
size of his territory is taken into consideration, 
it must be granted he has done a mighty good 
business this year, even though he does not 
quite make the Club. He has just secured per- 
mission to install Cut No. 241 pumps in the 
city of Pasadena. This is something he has 
been working for for the past three or four 
months and it was only by good, hard and 
consistent work that he was able to secure the 
necessary permission. Pasadena, as you prob- 
ably know, is a residence place only and they 
object very much to have any obstruction on 
the sidewalk. 


®®® 


Tell your story and tell it forcefully; tell it 
sellingly; tell it frankly. 


J. A. FORSYTHE 
Member Pacemakers Club, 


Toronto District. 


Mr. J. A. Forsythe, of the Toronto District 
joined the club with.a sweep of business and 
certainly made a sensational finish. 

Mr. Forsythe has made a remarkable record 
in securing his 500 points in less than a year. 
He was at-one time connected with us in Eng- 
land and we believe Manager Hance brought 
him over to especially help win the cup for 
Toronto. 

Mr. Forsythe is a noteworthy example of 
an English or Canadian salesman and we are 
delighted to have him join the club. 

Mr. Forsythe, we bow to your great achieve- 
ments and wish you well. . 

© © © 

Among a number of others we are looking 
for we are still waiting to hear from H. C. Car- 
penter, of Boston; Byrd, Darden, Me Waters 
and Snyder, of Atlanta; Dolan, of Dallas; Cor- 
nell, of Minneapolis; F. J. Casey and Lueas, of 
St. Louis; Collins, Peeples, Scott and Taylor, of 
New York; Davis, Olds and Stoddard, of San 
Francisco; Milliron and Schnabel, of Fort 
Wayne; Clayton and Murphy, of Toronto; and 
R. Coddington, of Denver. All of these gentle- 
men have such exceedingly few points to get 
that it will be a erime if they don’t get it. 

Boys, do your ‘‘dingdest !’’ 


at 


AAA 


The Man who Can but Doesn’t will 


ONIN 


You are a partner in this business. 


THE LAST CALL 


Nase you listed among the “Forty High Men’? Consgratula- 

tions if you are for it means that you have had a very suc- 
cessful year and can jingle a few more dollars in your pocket 
than you could if you were not. 


This is our last call before the close of the contest. Five 
days still remain in which to make the last final drive to be listed. 


STANDING OF FORTY HIGH MEN IN DECEMBER 
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These final days may be the very ones to put you in. 
Every day from now until the end is a great opportunity to you. 
In these last final days put forth the effort that will list you 
among the “‘Forty Fighters’ and finish a Winner. 
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The proportion of prosperity 


who Cant but Tries. 


ssed by the Man 


W. T. SIMPSON, 
Member Pacemakers Club, Railroad Department. 


Mr. W. T. Simpson, the dean of the Railroad 
Sales Department, has joined the Pacemakers 
with a goodly surplus. He is also celebrated 
for having an acquaintance with every R. R. 
Official in the world. On New Years day he 
will celebrate his sixth anniversary with us, 
each year of which he has increased his busi- 
ness, ‘so you see he is a real Pacemaker. 

Mr. Simpson is popularly known as ‘‘Bill”’ 
and deserves the title for he is a good fellow, 
indeed we have never known any man whose 
friends called him ‘‘Bill’ to his face was not a 
good fellow. We salute you therefore, ‘‘Bill”’ 
Simpson with every ceremony that is appro- 
priate for this happy occasion and we trust 
you will continue to grow in popularity and 
esteem. 

© © © 


A good storekeeper is known by the oil stor- 
age system he uses. 
© ® © 


The time is short but concentration will do 
wonders. 


F. H. RICHARDSON 
Member Pacemakers Club, 
Boston District. 


Mr. Richardson, of the Boston District, won 
membership in the club with 501 points to his 
credit and we take pleasure in hailing him as 
a Pacemaker. 

Mr. Richardson came with us September 13, 
1909, and his continued success forever ex- 
plodes our superstition of 13. 

He has been a prize-winner numbers of times 
before. He finished in the ‘‘A’’ Class in the 
contest of 1910, and is indeed an A-1 salesman. 

We congratulate you, Mr. Richardson, on 
your success this year and trust Sir, that you 
will long continue among us a prize-winner 
each year. 

© © © 


R. J. Coddington, who is working the garage 
trade in Los Angeles, under San Francisco 
office, is doing some exceptionally fine work. 
We are not overlooking his sincere endeavors 
to make the Club. Even though he does not 
succeed in this, we appreciate the good work 
he is doing. 


ss you, as a salesman, reaps however depends on your own efforts. 
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R. H. SHERLOCK, 
Member Pacemakers Club, 
Chicago District. 


Mr. R. H. Sherlock has renewed his contract 
with the Chicago District to again represent 
them as one of. their prize winners and this 
year he will appear a ‘‘Pacemaker.’’ 


He joined the club with 511 points to his 
eredit. He had previously stated that if he did 
not get in you could call him ‘‘Mutt.’’ He 
surely would have been a mutt not to, after he 
had finished last year’s contest in the ‘‘A’’ 
class. 

You put up a good fight for the honor, R. H., 
and certainly deserve a hearty congratulation. 
We hope you will continue a Pacemaker and 
wish you success. 

Come right in. President Crandall, please 
make him acquainted with the rest of the boys. 


© © © 


Work your territory thoroughly and syste- 
matically. A chicken expends more energy to 
flap its way across the yard than an eagle does 
to soar twenty miles. 


© © © 


The storage system a man needs is the one. 


over a million users endorse. 
the first time. 


You guessed it 


Of course, you all know J. W. Merickel, of 
Toronto. He has a brother on the Pacifie coast 
who is destined to be equally as well known as 
J. W. We refer to G. A. Merickel, who works 
in Utah. He depends entirely upon the kero- 
sene business and has done a splendid business 
this year, although practically all the towns 
in his territory have electric power so cheap 
that they even keep electric hghts burning in 
the day time without taking the trouble to turn 
them off. Mr. Merickel has secured a very con- 
sistent business during the year and 1913 will 
no doubt see him right along side of his 
brother. 


A Line from One of the Canucks 
Vancouver, B. C.. Dee. 11, 1912. 
Editor Boomer: 

I received a letter from Mr. Hance this even- 
ing informing me that I had 508 points, so you 
see that I did it after all and will be down 
there to shake your hand and say ‘‘How.”’ 

The day that Mr. Bowser, Mr. Polhamus and 
Mr. Savereool arrived in Vancouver it rained 
to beat the band and did not let up much, it 


was fine the next day and you bet I made the 


old car travel so as to leave a good impression 
of the town, Mr. Bowser was tickled to death 
with the swell Cloud Factories that we have 
up in the mountains, we are going to hunt bear 
up there next fall. I am going to send you a 
httle sketch some of these days, telling you 
about a few things that happen away up 5,000 
miles from the house. 

Carve me off a nice leg of that turkey. 
That’s the part I like the most. It was a hard 
fight, but the best part is to win after all. 

Thanking you for your kind wishes, I re- 
main, Sincerely yours, 

H. J. JEAVONS. 


HELP YOURSELF. 


The world is full of ruts, my boy, some shaller 
and some deep; 

And every rut is full of folks as high as they 
ean heap. 

Hach one that’s grovelin’ in the ditch is growl- 
in’ at his fate, 

And wishin’ he had got his chance before it 
was too late. 

They lay it all on something else, or say ’twas 
just their luck; 

They never could consider it was just their 
lack of pluck. 

Now, here’s the word 0’ one that’s lived clean 
through from soup to nuts— 

The Lord don’t send no derricks ’round to hist 
folks out of ruts. —Ex. 

© © © 

Prepare the raw materials for tomorrow’s 

arguments with a good sleep. 


THE BOWSER BOOMER 


Branch Office Standing December 17, 1912 


= 
2) 
es} 
e) 
Z 
= 
o) 


ip 9] 
Ss 
a 
es . 
= 
> 
e 
Z 
es! 


mo Fo HO g> wn wn 

SISTE IIT EE 

a gc gs Ge fs ie FZ 92 

O t> Fe Fz I< B is 

Ze iQ 9S fo FS F> HES 
Ob> fa ae |r 

~ © FZ 

Cc FO 

ws 

fo) 


PHILADELPHIA 


TKOKOTKOTKOKOKO KO KOAOKOAKOKOKO KOKORO KOKOKOKOKOKOKOK 


IZ, 


OKO KOKOKOKOKOKES 


ys 


JA 


LOLOOVOX 


zy 


KOTKOKOKOK 


KOKO’ 


¢ 


OOOO 


235 


49th Week 


OW are you going to feel about the standing of your dis- 

trict at the Convention? At this convention the Silver 

Cup, valued at $450.00 will be presented to the office 
securing the highest percentage of quota for the year. 


If your seat at the Banquet Table is not already reserved, 
opportunity is still yours to participate on this occasion and is 
well worth your strongest efforts. You know how your district 
stands! You know the reward! ‘‘Make good for your district”. 


This will be purely a week of entertainment for men who 
have ‘‘made good” and will be of great value in an educational 
way, as well as one of much pleasure socially. 


This is for Prize Winners only. Will you come? 


Not only be an individual winner but make your district 
a winner. 


Five days still left in which to do it. 
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W. P. SHEPHERD, 
Member Pacemakers Club, 
Minneapolis District. 


Mr. W. P. Shepherd, another of the Minne- 
apolis salesmen to join the Pacemakers Club, 
secured membership with 5038 points to his 
eredit. Mr. Shepherd has only been with us 
about eight months and the fact that he has 
secured membership in less than a full year 
is especially creditable. The following letter 
received from Mr. Shepherd will give you a 
closer idea of him than anything we might say, 
so we are publishing it without asking permis- 
sion: 

, November 29, 1912. 
Editor The Boomer: 

J am mailing two orders today to Minne- 
apolis Office that puts me over the hill with 
500 points and a few extra. Am also mailing 
to you photo of ‘‘Yours Truly,’’ under sep- 
arate cover as per your request. 

It is certainly gratifying to me to have 
been able to become a Pacemaker within eight 
months from the time I became connected with 
you and my remarkable success is not due 
entirely to my efforts, for every day I realize 
that the Bowser line is the very best in exist- 
ence and so well known that it is most impossi- 
ble to call on a merchant who does not know 
the Bowser line, and every user of a Bowser 
is highly pleased, and always speak a good 


word which I consider the best advertisement 
in the world and makes selling them a pleasure. 

There has not been to exceed. ten outfits ot 
all other makes combined sold in the territory 
I am covering this season and I have secured 
seventy-six orders, which is a record I feel 
quite proud of. 

And please pardon a personality but I can- 
not resist saying that the valuable assistance 
rendered to me by Mr. Murray, Manager of 
Minneapolis Office, has contributed a large per- 
centage to my success. He is a gentleman 
whom it is a pleasure to become acquainted 
with; one who has sufficient knowledge of the 
possibilities of a salesman to enable him to 
render valuable assistance and encouragement. 

I ean hardly thank Mr. Murray and Mr. 
Dunean enough for persuading me to take up 
the Bowser line. This has been the most suc- 
cessful year of my hfe and my earnest wish is 
that everyone connected with the Bowser Co., 
will be just as successful and I trust you will 
permit me to take this opportunity to wish 
each and every one a Merry Christmas and 
Happy New Year. 

Your Respectfully, 
W. P. SHEPHERD, 
Minneapolis District. 


Our old friend M. D. Richards who at one 
time had charge of our export department and 
later took up special road work in Illinois, is 
now located at Philadelphia. 

He is doing some excellent work there and 
as he is a constant reader of the Boomer and 
has taken our correspondence course in sales- 
manship, we believe it has greatly augmented 
his present success. 

In his last communication he enclosed the 
following little verse which is very good: 


Epitaphs In the Cemetery of Failure. 


He lacked tact. 

Worry killed him. 

He had no reserve. 

He lacked stamina. 

Hie couldn’t decide. 

He was too sensitive. 

He couldn’t say NO. 

He was almost a success. 

He did not find his place. 

He elung to his prejudices. 

A little success paralyzed him. 

He was strangled by selfishness. 

He failed to digest his education. 

He was too proud to take advice. 

He did not guard his weak point. 

He did everything ‘‘just for now.’’ 

He lacked the fire that kindles power. 

He did not fall in love with his work. 
—Orison Swett Marden, in ‘‘ Why Men Fail.’’ 
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